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F. S. Webster Co 
Webster warehouses in New York 


2 | SALES TRAINING 
ig BULLETIN 


How do you rate on 
prospecting for sales? 


Answer true or false 
to the following statements ...and be honest 
TRUE FALSE 


There’s no sense making systematic calls on all the 


businesses in my area right now. Lots of them probably [| [] 


have their own source of supply. 

When a new business opens in town, I don’t make 

any point of be ing the first one to call on them. [] [| 
I spe nd all my time calling 01 the big office Ss becau é 

that's where the really vorthu hile sale 8S are made. [] [] 
If you answered true to any or all of these statements, you're in 
for a rough time in the years ahead. The slight recession in the 
country right now means that all well-run firms will be shopping 
as never before. If you have a quality story to tell, now's the time . 
to tell it. In the long run, quality is the cheapest buy. And finally, 
every office with a typewriter or a business machine represents a 
potential customer for you. The average typewriter will use ap- 
proximately six boxes of carbon paper and one dozen ribbons per 


year. Multiply this by the number of small offices you could be 
selling, and you'll see that they too are big customers. 


How do you rate on product information about 
Webster MultiKopy Durametric Carbon Paper? 


Answer true or false to these statements: 


—_ 
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Webster's MultiKopy is a nationally advertised brand 
name. 


MultiKopy means more copies from each typing, 


more copies from every hee [. 


Premium quality and exclusive features make 
W ebster MultiKopy Durametric an CCOHOMY Lit the 


long run, 


MultiKopy Durametric assures neater, bette r-spaced 
letlers ... faste typin ] 


If you answered true to all four statements vou really know your 
product. If not, maybe you can improve your sales by knowing 
more about Webster MultiKopy. It stands to reason that you can’t 
be convincing to a customer, if you aren't sure of the facts 


Webster MultiKopy Durametric has the edge over competition 


SELL THE PROFIT LINE...SELL 


Webster’s 


CARBONS AND INKED RIBBONS 






., 13 Amherst St., Cambridge 42, Mass. 
* Philadelphia «+ Pittsburgh + SanFrancisco + Cambridge 
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Office Appliances 


Random Notes 


Frank H. Rimmer, chairman of the 
board of Relief Printing Corporation, 
Boston, Mass., manufacturer of business 
cards, has come up with a suggestion 
that could save money for shippers of 
small items of merchandise and make 
money for the U. S. Post Office. Mr 
Rimmer has written to the postmaster 
general and Congress proposing a plan 
“by which the United States Post Office 
could give the general business and indi- 
vidual public throughout the United 
States the advantage of airfreight ship- 
ments of small packages at an unusually 
low rate. This plan envisions a service 
become an important 
source of revenue to the United States 
Post Office Department.” 

In 1949 Mr. Rimmer found a way of 


which would. 


getting overnight shipping service from 
Boston to Los Angeles for small pack- 
ages with an additional cost of only 13 
cents per package. This was done by af- 
fixing Los Angeles purchased postage 
stamps to the packages and then com- 
bining them in 100-pound shipments to 
Los Angeles by airfreight. The airfreight 
carrier broke open the shipments and de- 
posited the small packages in a Los An- 
geles post office for delivery. 

Cogent arguments are presented by 
Mr. Rimmer as to why the U. S. Post 
Office should offer the combination air- 
freight—parcel post service at rates ac 
ceptable to business and profitable to the 
Post Office. Many manufacturers and 
virtually all dealers in our industry would 
benefit from the service suggested by Mr. 
Rimmer 

* 

Small economies in retail store opera- 
tion, achieved by greater efficiency, im- 
prove the retailer's financial condition 
much faster than even sizable sales in- 
creases, according to the Victor Adding 
Machine Company. The assertion is un- 
deniably true 

It is pointed out that a 1% saving on 
the expense of doing business equals 5% 
profit on a sales increase amounting to 
20%. Here's the proof: If a retailer does 
$50,000 gross business, 1% saving in 
expenses on that volume is $500. A 20% 
increase on $50,000 in sales is $10,000, 
and 5% profit on $10,000 is $500 


Wilh 8 Rosen ar BOR 


Editorial Director 
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SERVICE BUREAU 
The Service Bureau of Office Appliances is main 
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advertisers. It answers inquiries pertaining to the 
field, furnishes names of manufacturers of office 
supplies and equipment, and aids dealers in secur 
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In This issue 
..- don't miss 


The air traffic between Chi- 
cago and Waterloo, Iowa 
Belt city of friendly 


Corn 
lomplete people, has been swelled by 
OFFICE APPLIANCES’ edi- 
» tax 
Calel aaz 
tions of Latta’s, Inc. as rep 


tors in recent months. Object 
+ Systems © Supplies * Machines *Furniture tesentative of those carried 

on by a typical complete 
office equipment and supply dealer. In Waterloo and ad- 
joining Cedar Falls where John Latta, Jr., president of the 
firm, has his offices, our editors have found a welcome 
and co-operation. The result has been that in this issue 
we begin publication of “The Complete Dealer’ series. 
We have discovered Latta’s, Inc., to be a virtual business- 
man’s department store. We have analyzed how astute 
management figures in selling office supplies, furniture, 
machines and systems from a one-stop source. We have 
been intrigued by methods of inventory control, ware- 


The 


of these trips has been to ex 





amine minutely the opera 


housing, sales training and other facets of a successful 
complete dealership. In “The Complete Dealer’ series 
this month we tell why the emphasis is placed on the 
complete dealer, how a complete dealership is evolved and 
how a complete dealership can serve the market. Our 
microscopic examination in this, and succeeding issues, 
ranges from the offices of management to the shelves oi 
the stockrooms 

It is not our intention to hold forth Latta’s, Inc., as the 
best complete dealership. Neither, do we picture it as the 
largest in the nation. We have selected this firm because 
in its many facets of operation it presents a good example 
of what can be the goal of other dealers who are our 
readers 


Next Month... 


The Latta’s, Inc., story of “The Complete Dealer’ will be 
continued with emphasis on management's role. Other 
good reading will include picture and text coverage of the 
NSOEA convention, a review of what happened and the 
part played in the five-day session by men and women of 
our industry. ‘For Greater Profits Try Paperwork Controls 
is the intriguing title of a leading article 
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OA’s Press-Time Bulletins 





THE MOSLER SAFE CO. announces purchase of 
the Cramer Safe Co. in Kansas City, 
Mo. At the same time Mosler will become 
exclusive agents for sales and service 
of Cramer posture chairs in Metropoli- 
tan Kansas City. Details of the sale 
were revealed jointly by Roy Cramer, 
Jr., president of the Cramer Posture 
Chair Co., of which the safe firm was 
a wholly owned subsidiary, and John 
Mosler, executive vice-president of 
the Mosler Safe Co. Mosler said that 
the Cramer safe quarters would become 
a branch office of his firm in which 
bank and commercial sales would be con- 
solidated. 





PETER A. SCHNEIDER, manager of advertis- 
ing, sales promotion 
and publicity divi- 
Sion of Dennison Mfg. 
Co., has retired from 
active business. He 
plans to devote his 
time to writing and 
consultation in the 
field of human rela- 

' ; tions in business. Mr. 
P. A. Schneider and Mrs. Schneider 
are planning for their future resi- 
dence in Gainesville, Fla. Another re- 
tirement in the Dennison ranks is that 
of Ralph B. Rector, West Coast sales 
manager who has represented the firm 
for 47 years, starting as salesman in 
Seattle inl19ll. 








GRIMES-STASSFORTH STATIONERY CO., Los 
Angeles, has announced the election 
of John R. Stewart as vice-president 
and general manager. 





NAT R. CHOFNAS is now field manager of the 
eastern division of Utility Wholesale 
Stationers, Chicago. Well known in 
the industry, Mr. Chofnas was with 
Aetna Safe Co. in New York City for 
many years. 


JAMES E. VAN NATTA, president of the Van 
Natta Office Equipment Co., Ince., 
Ithaca, N. Y., died on August 30. 


JIM HURLEY of Oxford Filing Supply Co. be- 
came a grandfather September l when his 
daughter, Maureen Langan, gave birth 
toason, James. 


A REDUCTION in the suggested retail price 
of Smith-Corona electric portable 
typewriters from $197.50 to $164.50, 
effective immediately, was announced 
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Late and Important News for Our Readers 


September 10 by Drummond Gaines, vice- 
president marketing, Smith Corona- 
Marchant, Inc. Mr. Gaines stated that 
the price decrease was made possible 
in part by lower manufacturing costs 
due to expanding volume. "We believe 
that this move will bring the electric 
portable--world's first and only ma- 
chine of its kind--within the range 
of the top price of manually-operated 
portable typewriters." 


VISITORS FROM a 100-mile radius are ex- 
pected to attend the 1958 Cincinnati 
Office & Business Equipment Show Octo- 
ber 28, 29 and 30 in the Music Hall at 
Cincinnati. John L. Howison, Kellsall- 
Voorheis, Inc., Cincinnati, is presi- 
dent and general chairman of the show 
committee. 





CARTER'S INK CO., in celebration of its 


100th year in the supply business, is 
launching an "Old Prospector Cam- 
paign" to prove that "there's gold in 
selling of carbons and ribbons. Car- 
ter's will attempt to demonstrate to 
dealer-salesmen that office supplies 
yield up to three times the profit of- 
fered by office equipment sales. 


NEW MANAGEMENT appointments following the 
death last January of Roy Cramer, Sr., 
president, have been announced by 
Cramer Posture Chair Co. Roy Cramer, 
Jr., becomes the new president and 
Harold W. Cramer assumes the duties of 
executive vice-president. He is also 
president of the Dropository Co., 
Grandview, Mo. Mrs. Anna B. Cramer be- 
comes chairman of the board and treas- 
urer. Others appointed are Walter T. 
Keller, vice-president and secretary; 
John J. Murphy, assistant treasurer; 
and John A. Morrison, assistant secre- 
tary. 





THE RECESSION appears to have left the 
typewriter - manufacturing industry, 
declares Alfred R. Zipser in a recent 
issue of the New York Times. He points 
out that reports received from leading 
manufacturers indicate that the indus- 
try has recovered almost completely 
from the slump which began at the end 
of last year. Orders for portable type- 
writers from distributors and dealers 
are reported to have increased. 
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SALESMEN WANTED REPUTABLE MANUFACTURER (27 years Famous MAJESTIC 

ORANGE BOX LINE wire staple file fasteners, rubber bands 

RE SALESMAN WITH FOLLOWING amona stationery stores seeks active, aggressive representatives. Al! territories protected. In 

k Nebraska, Missouri, & lowa mplete line of Stationery reply state complete details, territory covered, other lines, etc. 

plies. Can be hendled with | or 2 other lines. Con Majestic Staple Company, 1/00 Myrtle Avenue, Brooklyn 6, N. Y." 
W ; Applia 239, Chica é 


LEADING MANUFACTURER Popular priced desk pads, Desk Sets 





Office Accessories seeks representation Metropolitan New York and 











SALESMEN AVAILABLE New England States. Write Office Appliances, Dept. 246, 100 E. 
42nd St., New York 17. 
ALESMAN NOW Lorem we Rormere ag: des Ye 7 — WANTED SALES REPRESENTATIVE to work on quaranteed draw 
nanutacturer sé } aire t iser ung ) r commission. By far the best sale proposition in field. Top esta 
3 . ' “A nar ai bes P ngs. Contact Gomanco, !7!2 W. Arcade, Chicaa or see us 
RE ee ee ee ee ae at Booth 311W, NSOEA 
j | fice furniture and supplies. W 5 
nect witt turer selling To Gealer SALES REPRESENTATIVES AVAILABLE 
Ar >] De pT 245 C 








WE CONCENTRATE IN MICHIGAN,: OHIO and INDIANA 

































































Ww HAS BEEN SELLING SYSTEMS and busine onsequently our manufacturers get results. Can handle one or two 
J n Chicago area availabie tor new nne additional high grade lines in office equipment field. Write Office 
tacturer or dealer. Although primary interest f Appliances, Dept. 227, Chicago 6 
113aq T consiager any rT e T TTICE pply 
i NSOEA C assisting in an exhibit WELL KNOWN MANUFACTURER now employing several high 
are ant eached through OFFICE caliber and well established full time salesmen calling on stationery 
xnIDiT r write tT Dt Appliances, Dept. 250 and department store trade agreeable to sharing sales personne! 
n two territories with one other reputable and nonconflicting line 
This is an unusual opportunity to get ready made and proven rep 
A ALESMAI T sé aliber, seek nploy resentation. One territory consist t California, Arizona and Ne 
upply industry. |> years experience in this tela vada, the other, Texas, Oklahoma, Louisiana and Arkansas. Com 
Write Office Appliances, Dept. 249, Chicag mission basis. Write for further details or salesmen's names for 
direct negotiations. Write Office Appliances, Dept. 228, Chicago 6. 
SALES REPRESENTATIVES WANTED ESTABLISHED MANUFACTURERS REPRESENTATIVE can now 
take on an additional line. Only interested in high grade manufac 
,AN WANTED to handle nationally known line f turer whose products can be offered to wh esale and commercial 
patented zipper ring binders, porttc brief stationery and school supply trade in states of Illinois, Wisconsin 
Reuben Company, 1528 Armitage, Chicaqo. and Minnesota. Write Office Appliances, Dept. 231, Chicago 6. 
. . SELL ff. aaciaite Oh ke competitive ROCKY MOUNTAIN STATES: Young, established representative 
; sarees mre ns. Excellent acceptance selling office, school, hotel supply/furniture dealers, department 
Several protected territories still available. stores . . . W ntroduce new product or build volume with your 
\ today. Box 3 and 21. Oh established line. Write Office Appliances, Dept. 234, Chicago 6. 
JUFA JRER OF TOP QUALITY stex torage cabinets and IF WISCONSIN, MINNESOTA and IOWA need representation 
S representation in key states. Warehouse write us. We promote furniture only, the way you like it promoted 
Write Of Asn et. 229. Chicago 6 Write Office Appliances, Dept. 238, Chicago 6. 
Ay TTER THAN AVERAGE aa — —_ WANT LINE to stock and sel! aggressive ly to office furniture, equip 
nea thair daatece. Link of enletts end sheet ment and supplies dealers in Southern California. Sierra Sales, 123 
anniaie in indusies lus wn aller bath bat E. Montecito, Sierra Madre, Calif 
nd low priced casf witt wer lists and bigger dis ; : - 
~anaived aith coen oree Ganies ieee OFFICE EQUIPMENT LINE WANTED FOR CALIFORNIA and 
it Sait Good wholesaler policy. Prepaid other western states Productive manufacturers representative ex 
ndecs. Check Nevdletios ans anes, Sas ae wae panding in operations, thoroughly covering office equipment, com 
ean. Wheth fy Appliances, Dept. 237 mercial stationery, and office machine dealers will aggressively sell 
one more major line. Over 13 years experience. Excellent trade re 
ations. Write Office Appliances, Dept. 248, Chicago 6. 
: ANUP TURING SOR 0 Ey ee MANUFACTURER'S REPRESENTATIV! ) 
ked Rib = ell , : . ' | and Distributor — 15 years 
, oa , at teat W experience selling office machine dealers on Pacific Coast with 
3 i < mniiainaateeis ‘i office and warehouse in Los Angeles. Seeks exclusive office machine 
’ ao N dies a lies tena or supply line. Commission or will buy for own account. Write 
“ene Gams ' eater ieee: i Office Appliances, Dept. 252, Chicago 6 
Vive tull dete ' states covered, lines now MANUFACTURERS’ REPRESENTATIVES WANTED 
Kores Mfg. Cort O!| Whittier St., New York 59 
A PROGRESSIVE MANUFACTURER of portable office partitions 
seeks aggressive man to handle line. Splendid opportunity for the 
A NTATIVES Pamineant Dunticater manufacturer right man. See us at the NSOEA Show at the Conrad Hilton Hotel 
A is ein ual , stectinn danles Chicago, Ill. Sept. 27 to Oct. |. Booth No. 306W-307W 
. f rn ie ohio Chon ahs 
ee Sen ee See MANUFACTURERS REPS WANTED to sell a new line of steel 
. ditt = £93, Chicago © office equipment. Factory cated in eastern Pennsylvania. Write 
Office Appliances, Dept. 254, Chicago 6 
P ALESMAN WwW W \ everal territorie r 
Alling on bank vINgsS and an ass ation MANUFACTURERS’ REPRESENTATIVES AVAILABLE 
oh « } pita irches, hote motels 
nterior i Liberal commission ba SALESMAN TRAVELING TERRITORY from upper Mississippi River 
booth. Cadillac Enaravers, P. O. Box 4215, Ft to the Rockies is establishing himself as manufacturers’ representa- 
(subsidiary Brad Mfa. C Lansir — $$ —$___—____ 
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WANT ADS, Continued on page 8 


WANT ADS, Continued from page 7 








tive. Will travel Minnesota, W Net ka [ 
kotas, Colorado, Wyoming. Ex t t 

and fi iNg supplies interested 

of merit. Write Office App 

PROGRESSIVE well-established 

commercial and wholesale statior 1 of equipment dealer 


from New England to Virgir el ; 
potential. Write Office Applia: 23¢ 90 E. 42nd 
New York 16. 





PURCHASING AGENT WANTED 





EXPERIENCED MAN |S WANTE 
cated in Boston. For further det Ff ppliance Der 
235, Chicago 6. 





POSITION AVAILABLE 





NEW YORK CITY office furnit a ee, ee ae 
ecutive type saiesman with st nv t t na ft WING I 
franchises. Confidential interview. W : [ 


247, 100 E. 42nd St., New York 





MANAGERS WANTED 





MANAGER for Office Supply and Equipment | Can ¢ 
chase interest up to 50 t interested. Writ it pliance 
Dept. 232, Chicago 6. 





MANAGERS AVAILABLE 





EXTENSIVE SALES and mar 


chines, repair service and supr hiring, tra y and superv 
ing). Accustomed to responsibilit Employed but interested 

managing a medium size office pply and equipment busine 
where growth potentials are good. W ate. Write Office Ag 


pliances, Dept. 241, 100 E. 42nd St., N York 





OFFICE MACHINE MECHANICS WANTED 





EXPERIENCED OFFICE MACHINE MECHAN Excellent opp 
tunity. Permanent. Good salary. L: W. White, 406'/2 E. San Ar 
tonio St., El Paso, Texas. 


MECHANICS: Typewriter-Adding machins slculator. Steady 
work — pleasant working conditior ect or te, all re 
plies held in strict confidence. Walter F. Phillips, Phillips Equir 
Co., Second & Locust Sts., Harrist 


EXPERIENCED TYPEWRITER and adding macl har Must 
know manual and electric typewrit 3nd adding machine 
have ability to manage service department of one of the older ar 
larger typewriter companies. Exce ‘ Per Go 
salary. Midwest Typewriter Compa 800 Grand, Kansas City 
Missouri. Call Collect: GRand 1-3553 


OFFICE MACHINE MECHANICS AVAILABLE 


SHOP FOREMAN. Training on addir 
ographs. RE schools. Victor, Natior Rem, Clary training. Write 
Office Appliances, Dept. 255, Chicag 

















BUSINESS WANTED 
ESTABLISHED MANUFACTURER t t stee Tice equit 





ment wishes to expand by purchasing JOINg Company producing 
a line of office equipment. Prefer items ¢ , 1 to be of a sheet 
metal nature, utilizing shears, pur t t welde 
painting, and packing facilities. H Jer any | 
ness selling its products through of equipment and supp 
dealers. Will also consider purchasing an established product 
line of products only, being presently manufactured and t 


marketed. Write Office Applian pt. 240, ¢ ago é 


WANTED: Stationery store in 1° r witt . 
Interested mostly in business of sma r jiun 

be held in strict conf den e. Writ rT Apr 
Chicago 6. 








RETAIL BUSINESS FOR SALE 


OFFICE SUPPLY & EQUIPMENT B NESS Souths town 45,000 
Only one other competitor. Cannot management and have 
other interests. Inventory $40,001 W > Apr 


233, Chicago 6. 
BUSINESS MACHINES 


Franchises on four adding ma r t tyt rite tw dur 
cators. Beautiful show room. [ many y High prover 











and profits. Price $112,000. Write On 











SOUTHWEST MISSOURI OFFICE SUPPLIES — Furniture 
S Dr Machine Towr 1500. Excellent Siume, uf 
c c ) tranchnisea machines, territory covers 
V nterests. Write Office Appliances, Dept. 
24: 5 6 
MR. HAY FEVER SUFFERER t interested fine Oftice Supp ’ 
Ma e & Fu U business, write to us. Good location & lease 
nventory about $45,000.00 Trade area 75,000 on Great Lakes. 
Scod growth potential. Write Office Appliances, Dept. 244, Ch 
2) 
SFFICE SUPPLY & BOOK STORE. Gift Sentral Missouri Town 
Populatior ross sales approximately $70,000.00 year. Fran 
hise on leading lines office equ pment, typewriters, adding, calcu 
ng machines and Eastman Kodak. W sell tor inventory plus 
year take, $35,000.00 to $40,000.00. Owner retiring. Wondertu 
pportunity tor progressive young man, busine an be doubled. 


Write or contact H.C.M., 515 W. Broadmoor, Springfield, M 





LISTS 





FREE MAILING LISTS OF 6,730 commercial stationers and ffice 
appliance dealer Also 8,910 typewriter and adding machine 
tores. Write for FREE catalogue of lists of retailers, wholesalers 
manutacturer nstitutions, banks, and othe We charge only tor 
sddressing. SPEED-ADDRESS, 48-0! 42nd St., Long Island City 4 
7% 





FOR SALE AND WANTED TO BUY 





BUY SELL EXCHANGE Multiliths, Multiagraphs, Folding Machines 
Vari-Type Head Gestetner, Rone - [ ors af 
2+ Camera 50ld Stamping Machines, Embosographs, Showcard 
sity Sales, King, North Carolina. 





ELLIOTT-FISHER MACHINES, Calculating machines, adding ma 
chine 3 fice equipment, bought and sold. W. J. C 
C »mpany, 906-908 No. Water St., Milwaukee 2 





LARGE AMOUNT USED VISIBLE CABINETS, KARDEX, ACME and 
RAND. Variety sizes and styles. A-| condition, very reasonable 
Everstee! Equipment Company, 69 Spring Street, New York 12 





g 

Calculators, Comptometers, Adding Machines, etc. any style. 

Quote complete description and best price. AMERICAN BUSINESS 
573 Broadway, New York 12, N. Y 


WANTED: Burroughs or N.C.R. Bookkeeping and Billing Machines 


MACHINES, INC 





WILL BUY OR SELL — Addressograph, Speedaumat, Elliott, ad 
dressing machines and supplies. Also Pitney-Bowes, tying machines 
folders, seale etter-openers, Mailers, 40 W. |5th Street, New 


York II, N. Y 





DICTATING MACHINES AND SUPPLIES, largest buyer and seller 
of all makes, all models. Parts, discs, cylinders available. Write if 
you have late models for sale. Write for our complete catalog. 
American Dictating Machine Co., Inc., 65 Madison Avenue, New 





WANTED SUNDSTRAND and BURROUGHS Bookkeepers, also 
Remington, National machines. Indicate details model, serial. Gibi 





an Business Machines, 128 Lafayette Street, New York 13 
PAYING TOP PRICES — on all hand and electric Addressograph 
Graphotype Speedaumat machines. Friden and Monroe Calcu 


tors, Elliott Addressers, Adders, Accounting, Bookkeeping ma 
chines, a thers. Lowest prices on guaranteed rebuilt machines. 
International Office Appliances, Inc. pt. FF, 326 Broadway, New 








KARDEX, ACME, all makes used visible filing equipment. Thou 

ands of reconditioned cabinets, panels, books, alway n hand 

Special service and prices to dealers for purchase or sale. Get our 

} Trarior Sha 2 Nathan Inc. 548 Br adway New York 12 

N Y 

ELLIOTT-FISHER and Sundstrand Machine Electromatic Type 
ters, Adders, Calculators, and a ttice machines bought and 


old. Teeter-Warsh Co., 849 No. 3rd St., Milwaukee 3, Wis 





BUY AND SELL all makes and models Bookkeeping, Billing and 


ccour Machines. Wholesale Office Machine C 232 W 
urth St., Cincinnati 2, Ohio. 





D for Burroughs, Sensimatic's Model No. F21| 
F212 and National's Model 31-10-10 (22) 26 SP, Brandt Coin Ma 
hines No. 60, é 100, 250. L. A. Pearl C Dept. OA, 140 West 
42nd St., New York 36, N. Y. 
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10 6) < what PROTECTALL is. Woing Now... 


” 
IMMEDIATE DELIVERY 
“OF SAFES 


Protectall’s new central warehousing operation at factory head- 
quarters in Hamilton, Ohio means immediate delivery on any 
Protectall Safe in the line. 














” Fae PK Sara a ee 
: ¥ a4 . . = 





The fast pace of the office furniture field today makes swift 
delivery mandatory. Why risk losing an order... Protectall Safes 
can now be delivered to your customer on an immediate basis 
... Meeting the emergency when it arises. 





INDUSTRIAL Why not have our representative drop in and tell you about 


4812” high, 25'4” wide Protectall’s revolutionary immediate delivery program. 
2714" deep outside 


PROT ECTALL SA FES 320 Fifth Avenue, New York 1, N. Y. 


FACTORY: Hamilton, Ohio DISTRIBUTORS: New York City Wash., D.C. Chicago Los Angeles San Francisco Tacoma 


PROTECTALL SAFES 320 Fifth Avenue, New York 1, N.Y. ae 




















| | 

PROTECTALL SAFES | C) I want more information on Protectall Safes. | 
| C 1 am interested in a FREE FLOOR DISPLAY. | 

> | | 

Yj NA | NAME | 

me | | 

COMPANY NAME 

a division of The Mosler Safe Company | STREET ADDRESS | 
THE GREATEST NAME IN SAFES | | 
| city ZONE STATE | 

= —_ . ee a mmm em ee ea 


(Visit our booths 314-315 NSOEA-Sept. 27-Oct. 1 — 3rd floor, Conrad Hilton Hotel, Chicago) 
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Selling Tips by Smead 


BANKS... 


use many of the thousands of items 
made by Smead. 
Small or large, branch or head office 
— wherever they are located — you 
will find a good prospect for the 
Smead items shown to the right in 
this typical bank picture. . 
A study of your Smead catalog will 
show you hundreds of items made 
especially for use in financial insti- 
tutions of all kinds. 
Pressboard Covers 
Machine Posting Guides (Flat Metal 
Tabs) 
Expanding Wallet 
Open End Legal Envelopes with Printed 
Bank Forms 
Bankers Safety Mailers 
Label Holder Wallet 
Pressboard Folders 
Flat Wallet (Legal Size) 
Cell-U-Weld Follow-Up Folders 
Smead's Hanging Folders 
Machine Posting Guides (Angled Tabs) 
Smead's Tell-!-Vision System (Letter 
Size) 
Metal Tab Guides 
Miscellaneous Folders 
Smead's Two-Pli-Top System Folders 
Credit File Binder 
Individual File Pocket 
Tabbed Open End Filing Pockets 
Congress Tie Envelopes 
Smead's Leather-Like Material 
Expanding Wallet 
Vertical Guides Check Size 
Bank Deposit Slip File 
Smead's Tell-1l-Vision System Legal 
Size 
Legal Size System Folders 
Smead's Pocket Control Filing System 
Bankers Sorting Case 
Smead's Spi-Roll Folder Labels 
Smead's Desk File (Correspondence 
Sorter) 
Smead's File Binder 
Card Control System 
Smead's Expanding Bank-Case File 
Building and Loan File 
Pass Book Covers 
Card Guides 
Metal Tab Pressboard Folders 
Bank Check File Guides 
Redrope Expanding Wallets 
Pressboard Binder 
Banker's Case with Long Flap 
Smead's Proposal and Brief Cover 
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YOUR MOST 


Snap-A-Part Forms 


COMPLETE 


Registers and 
Register Forms a 


SOURCE OF - _ 


Continuous Forms <= 


BUSINESS 


Salesbooks 


FORMS 








J 
A 





we a 


My pajji 






—> Liat 











Guest Checks 


Py 
£ 
> 
= 


Tags 





= 

> 
o/ 
ey 

‘e 


Ennis Forms are attractively, 
durably packaged . . labeled 
ce clearly .. the best in the industry! 
a Seld Through Dealers. Write for 


catalog and complete information. 





TAG & SALESBOOK COMPANY 


Western Factory Home Office and Factory Eastern Factory 
Paso Robles, Calif. Ennis, Texas Chatham, Va. 


Branch Offices and Warehouses at Houston ® Dallas ¢ Waco @ Denver 


Birmingham © Monroe, lo. @ Los Angeles @ St. Lovis ¢ Sanford, Flo. 


Letters 


Readers are invited to express themselves briefly 
on any subject related to the office equipment 
and supply industry. Address: Letters Editor, 
OFFICE APPLIANCES, 600 W. Jackson Bivd., 
Chicago 6, lil. 


A Case History of Inflation 


Dear Editor: 
A couple of months ago I took an order from 


a personal friend for a 300 page bound book. The 
man asked me for a price and I quoted him “the 
book price’ — $11.20. 

In the course of our conversation, he showed 
me his records having been kept in this book 
since 1934. Being curious, I took down the date 
of purchase and price paid for the book at that 
time. The facts tell their own interesting story of 
inflation. Here they are: 

In 1934 he paid $2.50 
In 1936 he paid $2.50 
In 1941 he paid $5.65 
In 1943 he paid $6.05 
In 1947 he paid $6.33 
In 1950 he paid $7.87 
In 1955 he paid $10.40 
In 1958 he paid $11.20 

This was interesting to me and I thought it 
might be to you and maybe your readers. Kindest 
regards for your continued good health and suc- 
cess. 

HARVEY FREEMAN 
Harvey Freeman & Son, Inc. 
Long Beach, Calif. 


In 24 years (22 years by starting in 1936, when 
the price was the same as in 1934) the price 
increase was just about 450%. This is just one 
evidence that the specter of inflation is raising 
its head. Mounting production and distribution 
costs seem hard to curb. Continuous efforts in 
all phases of the industry will slow the pace and 
contribute to realization of the ideal of maintain- 
ing ‘a sound balance between prices and income. 


The Market for Clocks in Offices 


Dear Sir: 

I have received your letter of August 13 with 
the reprint booklet showing all the advertising 
(of business gifts) appearing in the August issue 
of your magazine. 

The fact that there are no clocks included raises 
a question in my mind as to just what kind of a 
market there is for clocks with office appliance 
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dealers. It seems to me that if this market were 
important that clocks would be more prominent. 
I think that this is a matter which should be re- 
ferred to your editor, in that he possibly will want 
to feature clocks from time to time. 

H. C. MILLER 
Howard Miller Clock Company 
Zeeland, Mich. 

Members of the OA editorial staff are con- 
stantly searching for good merchandising ideas 
related to products that are or can be sold by 
office eq a and supply dealers. The number 
and varied character of such products sometimes 
makes achievement of the objective difficult. 
Clocks are in the editorial program for presenta- 
tion in the near future. 


Direct Mail and the New Postal Rates 


Dear Editor: 

I have just finished reading your ~— issue 
of Orrick APPLIANCES and want to ‘ 
you on the splendid article by Jack Bet 
Direct Mail and on the new mail rates. 





This article, as you probably realize, is Ford 


down our alley. We sponsor considerable direct 

mail for dealers’ use and we are very interested 
in your publishing this information to your read- 
ers, who are our users. 

We would like to do one of two things — 
obtain reprints of this article, or have your per- 
mission to “quote from it’ crediting OFFICE 
APPLIANCES. 

Will you kindly send along the information? 

Incidentally, please pass our congratulations on 
to Mr. Bedford for a very enlightening job, well 
done. 

ROBERT SPELMAN 
Executive Director 
Wood Office Furniture Institute 
Washington, D. C. 


Bouquet 


Dear Editor: 

Let me just briefly state that I felt your Sep- 
tember 1958 issue was the finest it has ever been 
my privilege to read. Not only was it a 
diversified with very interesting articles on 


timely subjects but you did an - « 
ind Exh Keep. 


promotion of our Convention a 


up the good work! 


Manager 

National Stationery and Office 
Equipment Association 
Washington, D. C. 


Hotenile 





“ 
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LETTERS LOOK BETTER 


with the crisp, sharp legibility 
they get with 


ONGHORN 


~ae-e-een, ae 





COPIES LOOK BETTER 


with the clean, smudgeless impressions 
they get with 





PROFITS LOOK BETTER 


with the bigger sales you get from these 


top-quality, top-performing 
ENNIS-AMCO products. 





Send for complete illustrated ENNIS-AMCO 


catalog of carbons and ribbons for the office. 





AMERICAN CARBON PAPER MFG. CO. 


Eastern Factory 
Chatham, Va. 


Home Office and Factory 
Ennis, Texas 


Western Factory 
Paso Robles, Calif. 


Branch Offices and Warehouses at Houston, Dallas, Waco, Birmingham, Monroe, Le., 
los Angeles, Denver, St. Lowis, Sanford, Fie. 











Here and There 








Steelcase Sponsors 
Fanatorium Women 
Bowling Champions 


Steelcase, Inc. of Grand Rapids, 
Mich., is the new sponsor of the for- 
mer Fanatorium Majors, national 
champion women’s bowling team. 

The team had been sponsored for 
many years by W. T. Morrisey, pro- 
prietor of the Fanatorium Recreation 
in Grand Rapids. 

The Majors are currently national 
match game champions, Michigan 
state champions and Grand Rapids 
champions. They carry a 945 average 
and hold the Chicago American tour- 
nament record of 3900 pins for four 
games—established during last year’s 
tournament in which the girls won 
both the handicap and actual division 
titles. 


O’Connor & Raque Co. 
Pushes Safety Plea 


“This Boy Is Wanted Alive’ is 
the safe driving message which O’- 
Connor & Raque Co., Louisville, Ky. 
is spreading as school days begin 
again. Underneath the picture of a 
boy with bouncing ball is printed: 

“This boy is wanted at school for 
questioning in connection with the 
proper spelling of the word Missis- 
sippi. 

“He is wanted at home for er- 
rands, for picking up the bath towel 
that was left on the upper hall floor, 
and for his weird, wonderful sense 
of humor. 

“Most of all, this boy is wanted 
for love. 

“He may be carrying a water pis 
tol, some string, a piece of chalk, a 
wing nut, two jacks and one large 
clear blue marble. 

“He is harmless but unfortunately, 
he is very easily harmed. Let him get 
to school and home again without 
an accident.” 


Macey—Fowler Head 
Joins Fund Appeal 


Adam J. Andrasick, president of 
Macey-Fowler, Inc., New York City, 
will serve as co-chairman of the offic« 
furniture division in the 1958 Sister 
Elizabeth Kenny Foundation fund ap 
peal, General Chairman Walter E. 
Kolb, president of the Industrial Bank 
of Commerce, announced. 

The Commerce and Industry goal 
for Greater New York in the cam 
paign is $215,000 toward the over-all 
Eastern Area figure of $515,000 
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Return from Tour... 





Al N. Seares, recently retired vice- 
president of Remington Rand division, 
Sperry Rand Corp., and newly-elected 
president of National Sales Execu- 
tives, has returned from a two-month 
tour of Latin American countries, ac- 
companied by Mrs. Seares. During the 
trip, international affiliates of N.S.E 
were organized in Panama, Colombia 
and Peru, and another is being 
formed in Chile. Mr. Seares visited 
Panama, Colombia, Ecuador, Peru, 
Chile, Argentina, Brazil and Vene- 
zuela, and lectured at the advanced 
management training course for 
Chilean executives, sponsored by the 
U. S. International Co-operation Ad- 
ministration 


Mosler Heads 
Junior Achievement... 


Edwin H. Mosler Jr., (left) president 
of the Mosler Safe Co., is congratu- 
lated by S. Bayard Colgate, director, 
Colgate Palmolive Co., upon his elec- 
tion as national president of Junior 
Achievement, Inc. 


Thomas P. O'Toole, 
lowa Dealer, in 
State Legislature 


Thomas P. O’- 
Toole, owner of 
Thomas P. O- 
Toole & Sons, 
1069 Main St., 
Dubuque, Iowa, 
office supply and 
equipment dealer 
firm, was recently 
elected to the 
state legislature 
of Iowa. 

Mr. O'Toole, a democrat, was un- 
opposed in the election. 





T. P. O’ Toole 


Over 40? Not 
Too Old for Clary 


SAN GABRIEL, CALIF 

Here is one company which not 
only doesn’t object to hiring “over 
forties”, but actively seeks them. 

Clary Corporation, a business ma- 
chines manufacturer, has sent a 
memo to its national branch offices 
urging them to look up the “Over 
40 Club” in its area to fill new sales 
territories. 

“This club consists of men who 
have held good positions in indus- 
try,” the memo states, “but for one 
reason or another are out of work 
and find it hard to make new con- 
nections because of their age.” 


Wolcott Completes 
European Trip 


George Wolcott, vice-president of 
Wilson Jones Co., “Mr. Loose Leaf’’ 
to many in the commercial stationery 
field, has been a globe trotter for 
many years. This year his destinations 
were determined by an important 
event—the World’s Fair in Brussels. 
He traveled through Italy and Switzer- 
land to Brussels, made a plane trip to 
London, and sailed from there to 
Quebec. Wherever he visits, he has 
friends. 


Blossom Girl 


Blossom girl in an amateur version 
of ‘Teahouse of the August Moon’’, 
staged recently in Aurora, Ill., was 
pretty Pam Bentson, daughter of 
Ralph Bentson, secretary-treasurer the 
Bentson Manufacturing Co. Her dad 
has his own civic interests—he’s chair- 
man of Aurora’s civil service commis- 
sion. 


OA—10/58 








Kerp Compan vt MOBLOT 


THE FASTEST-GROWING 
FAMILY OF DESK PENS! 





' 












BE 


new ERASATIP— new CLIPRITE— 











now, a desk pen with you can put it in 
Paper-Mated Eraser your pocket. Slide j 
that erases clean, clip . . . point pro- popular NOBLOT 






Regulars— 
introduced these 
famous NOBLOT 
features: no leak, 


tector . . . Paper- 
Mated Eraser. In 
blue, black, red & 






sharp and even. In 
blue, black, red & 
green inks to 






» 
? 
ie | 
> new STENO— 
<“ 


the secretary's best 






friend, Extra fine 












o 
%% ball gives her a retail at D9¢ green inks to 
a ee ee retail at 39¢ no smear, no fade, 

no transfer. In | AY 





age. In blue pearl 
woodcase finish 
with blue ink to 


new THINRITE— 
. retail at 39¢ 


for ac intants, 


auditors, book- . 
keepers. Extra fine m4 






blue, black, red & 
green inks to 


retail at 29¢ 












The NOBLOT 
family is the popu- 
lar growing family— 


NOBLOT Exasate Piri +2235 


ball gives your cus- }. 4 
tomers 6 more fig A i the most complete line 
ure mileage. In blue, eo Aj of woodcased desk ball 
black, red & green inks BD oe wy, pens in the industry. 
to retail at 39¢ a < These new NOBLOTS 
& 4 have lots more on the ball! 
s @ 
es r 
oy ® 
@ | 
al 
2 





MEET THE NOBLOT FAMILY 
AT THE N.S.0.E.A. 
CONVENTION BOOTH 95 


IT’S EASIER TO SELL THE OUTSTANDING FEATURES OF NOBLOT! 
Desk companions of famous MONGOL pencils, NOBLOTS 
have the look and the feel of regular lead pencils . . . legal for 
signatures... extended cartridge...see as you write... for 


ruling lines. 
Now you can stock one line of woodcased desk pens to 
satisfy the needs of every customer. Send for the NOBLOT 


Sales-Stimulator Plan! 


Since 1849 


EBERHARD FABER 


TORONTO, CANADA 





WILKES-BARRE, PA NEW YORK, 
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OA Editorials 


§ hee National Stationery & Office Equipment Associa- 
tion is launching a new convention at the Conrad 
Hilton in Chicago. This five-day session is most notable in 
Both Phases of This that it represents an attempt through systematic arrange- 
Convention important ment of exhibit viewing and program participation to com 
bat complaints in the past of unwieldy “bigness” of this 
annual gathering. 
For the first time exhibits will gain the spotlight for 
uninterrupted viewing during the first three days. The 
program and business meetings will then have the same prominence for the con 
cluding two days 
This arrangement promises to have merit. Whether it succeeds is squarely up 
to the individual attending. To participate in the industry’s showplace through 
examination of the new products and conversation with the manufacturer and his 
representative certainly is important. Likewise, dealer, manufacturer and salesmen 
owe it to themselves to spend two days listening to men both inside and outside 
the stationery and office equipment industry tell them how they can better conduct 
their businesses, co-operate with each other and become better salesmen 
To participate in only one phase of the convention is to eat only half of the 
loaf of bread offered. Full attendance means full benefit as far as this 1958 con- 


vention is concerned 


O" ICE APPLIANCES in the past year has given editorial 


prominence to the role of copying machines and 


particularly the supplies by which they operate. We have 
A Portent of done so with the full realization that the retailer who ig- 
Things to Come nores this facet of the office operation is turning his back 
on a part of the market which is rightfully his in operation 
of a complete dealership. 
We have been watching the growing importance of 
the copying machine. We have listened to dealers tell of 
their amazement in its selling acceptance and have discovered that the dealers who 
used these machines in their own operation were first to do a good selling job. 
Our views on the copying machine's potential—and that naturally means the 
supplies, too—were given credence recently in remarks prepared for delivery by 
Herbert F. Bruning, president of Charles Bruning Co., Inc., and spoken by Jack 
Johnson, administrative vice-president, at a press conference. He said flatly: 
“Copying machines in the office will in the not too distant future be as com 
mon as typewriters.” 
Mr. Bruning analyzed the large potential in the field of office copying where 
automation of paper work is essential to combat increasing clerical costs. 
An office supply and equipment dealer cannot afford not to fit his own selling 


operation into this potential 
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State of the Industry 





‘Shop Clinic’ Idea 
Launched in District 7 


In connection with the second annual sales rally to be 
held on Monday, January 19, 1959, at the Calhoun Beach 
Hotel in Minneapolis, Larry Johnson, president of the 
Northwest Travelers Club, has authored an intriguing idea 
of ‘Shop Clinics’ for the afternoon of that day. 

The plan is to have a shop for each line of me rchandise 
such as loose leaf and filing supplies, these to be open from 
1 to 5 P.M. In attendance would be travelers who are sell 
ing that type of merchandise. When dealer personnel ar 
rive, they would be able to go to the particular shop 
which they are interested. There, they could avail them- 
selves of the total knowledge of all of those selling a 
particular office supply or furniture line. 

“Naturally such a program must have the imparting of 
knowledge as the goal rather than any one of us trying to 
make a potential sale,’ points out the Northwest Travelers 
Club president. “It would be limited to a briefcase display 
—in other words, our material will be limited to what we 
use in our every-day calls. The rooms will cost approxi- 
mately $10.00 each and this amount would be shared by all 
manufacturers’ representatives using the room.” 

To get the plan in motion, representatives are asked to 
sign up and forward check for $3.00 to the Northwest 
Travelers Club. Inasmuch as the club is underwriting the 
program, it would be limited to members of that organiza- 
tion. 


Form 1040A Card Return 
Limit Raised to $10,000 


Of interest to many in the stationery and office equip- 
ment industry is the announcement that card return Form 
1040A for 1958 has been revised by the Internal Revenue 
Service to cover employees with incomes up to $10,000. 
The simple card return was formerly usable only by tax- 
payers who earned less than $5,000. 

The card is intended for use by individuals whose wages 
reported on Form W-2 are less than $10,000 and who do 
not earn more than $200 in additional income. A husband 
and wife may file a joint return on the card if their income 
does not exceed these limits. 

Regular Form 1040 must be used by taxpayers whose in- 
come is $10,000 or more, or who wish to claim (1 ) head 
of household or surviving spouse benefits, (2) a dividends 
received or retirement income credit, (3) a sick pay exclu- 
sion, (4) a credit for estimated tax payments, or (5) de- 
ductions for travel, transportation or “outside salesman’ 
expenses. 


Talking About Taxes, 
Here’s Your '57 Bite 


Total tax collections in the United States in 1957 
amounted to $98.9 billion, an average of $580 for each 
man, woman and child, the Department of Commerce an- 
nounced. The federal government got 70% of the total; 
the remainder was divided equally between state and local 
governments. 


Some Suggestions 
On Increasing Sales 


The news letter of NSOEA’s counterpart in Canada, The 
Guild, published by Executive Secretary Fred Smart, lists 
these ways by which sales can be increased: 

By suggesting a substitute when the article asked for is 
out of stock 

By suggesting an item that is specially advertised. 

By suggesting related-complementary goods 

By showing the article as you speak of it. 

By suggesting quantity purchases if genuine savings 
result. 


Third Round in Pens, 
Parts Duty Cut Takes Effect 


The third annual 5% cut in the import duty on fountain 
and ball point pens and parts thereof is now in effect. The 
Fountain Pen & Mechanical Pencil Manufacturers Associa- 
tion, Inc., points out that back in 1956 the Government 
announced a large number of duty reductions between 
countries participating in the General Agreement on Tar- 
iffs and Trade. Up to that time the duty on fountain and 
ball point pens and parts thereof was 72 cents per dozen 
plus a 40% ad valorem rate. 

The first 5° cut took effect on June 30, 1956, and the 
third 5% cut, now effective, has resulted in a duty of 60 
cents per dozen plus a 34% ad valorem rate. The import 
duty on mechanical pencils remains at 45 cents per gross, 
plus 40% ad valorem. 


Watch Your Postage 
After November 1 


The Post Office Department put off until November a 
new five-cent charge for handling postage-due mail. 

At that time, however, in addition to the postage-due 
charges, the department has prescribed a five-cent service 
charge, to be levied on the mail recipient. If he refuses to 
pay the sender will have to pay both charges if he wants 
his letter back. 


A New Sales Pitch 
For Second Typewriter 


Many families own two cars and two television sets— 
why not two typewriters in every home? That’s the sales 
pitch recently introduced by Olympia Typewriter Co. in 
pushing port able sales. Makes sense at that. 


Transposition Gives 
Wrong Slant on Figures 


An unfortunate transposition of headings by the printer 
last month placed the 1956 figures on fountain pen, ball 
point pens, mechanical pencils and desk set sales under the 
1957 totals, and vice versa. Explanation of these figures in 
the ‘State of the Industry” was correct 
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For the record: 
Raymond C. Daly tells his safe story 


PRESIDENT OF THE FULLER CONSTRUCTION COMPANY, Mr. Daly says 

“My record safe is vital to the health of my business. It keeps my 
specifications, contracts, blueprints and other important papers 
completely protected against loss or damage.” 

Successful businessmen everywhere insist on Mosler Record Safes 
1) Mosler Record Safes are absolutely fire-resistant; they're Under- 
writers’ Laboratories approved. 2) Mosler Record Safes are func- 
tional, adapt easily to 40 different interior arrangements. 3) Mosler 
Record Safes are modern. They blend handsomely with office decor 
while they keep your records within arm's reach 

For further information call your local Mosler dealer, or write 

Dept. WSJ-758, Mosler Safe Co., 320 Fifth Ave., New York 1, N.Y. 


THE MOSLER SAFE Co. 
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RECORD SAFES FROM $200 
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To help you sell «= =» «= this full-page Mosler ad 
appears in many leading national business magazines. It’s one 
of aseries. In addition, Mosler’s powerfully coordinated national 
advertising program is reaching your customers via radio, 


magazines and newspapers. Start taking AD-vantage today. 


And remember, Mosler sales are full profit sales. 


THE MOSLER SAFE Co. 


World’s Largest Builder of Safes and Bank Vaults 
320 FIFTH AVENUE, NEW YORK 1, NEW YORK 
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OFFICE APPLIANCES in this and succeeding issues puts its 


editorial searchlight on Latta’s, Inc., located in Mid-America at 


Waterloo and Cedar Falls, Iowa, as the typical complete office 


equipment and supply dealer. 


In continuing articles, microscopic examination will range 


from the offices of management to the shelves of the neat stock- 


rooms of this one-stop source of office supplies and equipment. 

We propose to tell why this is a complete dealership and how 
a sales volume is attained in the following proportions: Office 
Supplies—40%. Office Furniture—30%. Office Machines—10%. Sys- 
tems & Printing—10%. Miscellaneous—10%. Total—100%. 


Why the emphasis on the complete dealer? 


B ASIC types of dealer outlets—furniture, ma- 
chines and supplies—have long been over- 
lapping. Into our industry have crept descriptive 
titles for our stores—'‘‘complete office outfitters’, 
“business man’s department store’’ and “everything 
for the office.” 

Related selling has become common to supplies 
and equipment for the business office, giving an ob- 
vious co-ordination to the industry. 

Specialists in certain lines or types of products 
have continued, of course, and will always be a part 
of the merchandising scheme. Yet, responsive to the 
suggestion that business potential as well as sys- 
tematic management calls for dealers to expand their 


by CLARENCE O. SCHLAVER 


managing editor 
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Office furniture 


services to include all of the different kinds of prod- 
ucts and materials used in offices, dealers in every 
area have earned their distinction as ‘Complete 
Office Equipment and Supply Dealer.”’ 

Through the medium of this Latta’s, Inc. study— 
phases of which are to appear in several succeed- 
ing issues—it is possible to demonstrate that when all 
of the products for office use are sold to one cus- 
tomer, one supplier in the stationery and office equip- 
ment industry should serve as a department store sell- 
ing all, instead of part, of the customer's needs. 

Our intention is not to set forth Latta’s, Inc. as 
“the best” or a flawless merchandiser, but rather to 
place it in the spotlight as a typical all-inclusive 
operation. 

Other dealers thereby, can use the Iowa operation 
as a measuring stick against their own practices in 
merchandising methods, specialization, trade name 
promotion, inventory ratios, personnel policies, em- 
ployee relations, community role, advertising ex- 
penditures, and other vital operations. 


Study and Compare 


There are larger office supplies and equipment 
dealerships in the nation and there are smaller ones. 
We do not intend to make comparisons but rather 
to let our readers study the Latta operation through 
the medium of these pages. In this way, they can 
compare it with their own and adopt the workable 
ideas or the over-all methods as they may see fit for 
their own profit. 

A year ago OFFICE APPLIANCES began searching 
for a typical “complete dealer.’ Careful screening of 
the many candidates resulted in the selection of 
Latta’s, Inc. Location in the center of the nation ap- 
pealed to us. Moreover, the chief executives—John 





“Complete 
Dealer 
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IN 


SETTING UP a 
complete dealership 


S. Latta, Jr., president, and T. Wayne Davis, vice- 
president and general manager 
mit their company to be used as a typical example 
and to interrupt their busy days for hours of con- 
ference with our representatives in providing the de- 
tailed information needed to describe the firm’s ac 
tivities. 

Wholehearted co-operation of these executives and 
their staff members from salesmen to stockroom em- 
ployees has made it possible to initiate in this issue 
a series of deeply researched articles revealing the op- 
erating techniques and management methods of the 
one-stop source of office supplies and equipment. 

This opening article brings into focus the purpose 
of the series, some of the firm’s history and an inter- 
pretation of the market it serves in order that dealer 
readers can measure that customer potential against 


were willing to per- 


their own. Subsequent presentations will include de- 
tailed studies of executive and department manage- 
ment structure and control, promotion and selling 
practices, buying and warehousing methods, and 
merchandising techniques related to product lines 
such as furniture, machines, supplies and system 
equipment. 


Latta’s, Inc. moved 
from downtown loca- 
tion to one which fa- 
vors outside selling 
and telephone orders 
such as Mary Stolter is 
taking here. The new 
store provides more 
parking space and 
more room for display. 





Why 1s Latta’, 


Because like spokes radiating from a hub of 
shrewd executive management are sales and service 
policies encompassing office supplies, office furni- 
ture, office machines, business forms, systems and 
school supplies and equipment. 

The entire operation reflects the old adage in 
which President Latta is a firm believer, ““A man 
doesn't build a business, he builds an organization 
and that builds a business.” 

Latta’s, Inc., has such an organization and it is 
one which does an annual office supply business in 
excess of one-half million dollars. 

This is a company which had its roots in the school 
supply field and then faced up to a major decision 
in extension into complete service for the business 
office—either to remain small or to expand with 
greater manpower? It was determined to climb the 
high road. 

Reaching its present completeness of sales purpose, 
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Inc. a complete dealership? 


DELIVERY TRUCK 


signs emphasize the 
fact that Latta’s is 
plete outfitter for 
school and office.”” The 
store is situated in out- 
Waterloo and 
provides a_ base for 
office supplies, furni- 
ture, machines and sys- 
tems selling 


Latta’s, Inc., took the following steps involving im- 
portant management policies: 

i Purchased an existing office supply business at 
a downtown location where parking problems were 
aggravated. 

t@ Discarded this downtown location for one 
away from the center of Waterloo, where parking 
and display space both are ample and emphasis can 
be placed on outside, rather than drop-in selling. 

t# Revamped the warehousing and materials han- 
dling by spending $5,000 for an engineering study 
by Associated Business Consultants of Chicago. “This 
was a worthwhile expenditure,’ comments President 
Latta 

t# Placed emphasis on business forms and sys- 
tems, not only for customers, but for the firm’s own 
operation. The result, as will be told in a succeeding 
article, has been that buying, inventory and account 
control of the firm is handled efficiently and with 
finger-tip access. Thus, it has been comparatively 
simple to point out to customers how this same sys- 
tem can be efficiently applied to their business pro- 
cedures 


{# Expounded brand name merchandising and 


product education on the part of salesmen. Employee 
morale has been high and there has been a clear def- 
inition of responsibility. These facets of the opera- 
tion will be amplified in the “Complete Dealer” 
series. 

tj Nurtured warm community acceptance, a re- 
sponse which will be the result of management's par- 
ticipation in civic affairs. Executives of the firm are 
members of the Chamber of Commerce, Kiwanis, 
Rotary and Lions Clubs. They have been more than 
members—officers and doers instead. 

t# Encouraged membership in Toastmasters In- 
ternational in order that management and salesmen 
alike might become more articulate. 

Latta’s, Inc. operates stores in Waterloo and Cedar 
Falls which sell office and school supplies, equip- 
ment and college textbooks. The firm also operates 
Latta’s Business Systems, Inc., primarily for the sale 
of business forms and Thermo-Fax, with sales offices 
at the Waterloo headquarters. 


How did the complete 
dealership come about > 
















24 


‘Comp vod 


«Systems + Supplies * Machines * Furniture 





How did the complete dealership 


Latta’s, Inc., is an outgrowth of the humble be 
Latta & Son, school supplier organi- 
, father of 


ginnings of J. S 
zation. Back in 1898, when J. S. Latta, Sr 
today’s chief executive, was a student enrolled in 
Iowa State Normal School at Cedar Falls (the insti- 
tution now known as Iowa State Teachers College) 
there were very few school supply houses. 

Recognizing the need for teaching devices, the in 
ventive mind of the senior Latta, who had been a 
rural teacher, turned to developing instructional de- 
vices which were in demand by his fellow students 
and acquaintances at the Normal school. It was 
through this background that he developed school 
materials and started business in a small way with an 
initial investment of about $87! 


A Campus Influence 
Hands across the campus. By Sep paneer) , 1936, 
the company had moved to 909 W. 23rd St., across 
from the tree-shaded main buildings of the Iowa 
State Teachers College. This same campus has had 
an important influence on Latta’s, Inc., for it has 
been a source of manpower just as the college sup- 
ply store has been a training ground for men who 
have now become leaders in the complete dealership. 
Today, in modest offices above the college store, 
John S. Latta, Jr., wields an executive influence but a 
stone’s throw from that college where his right-hand 
man, T. Wayne Davis, and other fellow management 
heads of the Latta organization studied while at the 
same time earning ‘board and room” by working in 
the Latta college book store 
Latta’s and I.S.T.C. have grown together in the 
state of Iowa noted for its tall corn and the indus- 
tries such as Rath Packing Co. which utilize agricul- 
tural products. 


Joined His Father 

John S. Latta, Jr. came into the business about 
1922 while still in high school. Upon graduation 
from I.S.T.C. 1929 he joined his father in full- 
time capacity and by 1932 had taken charge of mer 
chandising and editing of the catalog. By 1936 he 
was general manager of the school supply operation. 
His father retired from active business in 1938 and 
died February 16, 1956, leaving a legacy for fair 
dealing which has been recognized throughout Iowa. 
This policy is expressed in the company statement: 
“A fair price policy is maintained one price 
to all on the same quantity of an item Our prices 


are based on cost of operation plus reasonable profit 
for our investment. We believe in the free enterprise 
system and a fair profit to every business which is 
managed efficiently and economically.” 

With the campus and school selling operation as 
its background it is logical that Latta’s, Inc. should 
gain a treasurer from coaching and superintendency 
in Iowa schools. He is Robert C. Hill who came to 
Latta’s in June of 1940 and by 1946 advanced to 
vice-presidency and sales managership of the school 
operation, J. S. Latta and Son, in addition to his 
executive status with Latta’s, Inc 

Meanwhile, an I.S.T.C. student, T. Wayne Davis, 
was preparing himself for his important role in the 
Latta organization. He had started working for the 
school supply firm in June, 1939, while enrolled as 
a student. He continued his work on a part-time basis 
until he graduated from college and joined the U.S. 
Navy in April, 1943. After World War II he re- 
turned as manager of the college store. 

The Latta concern was moving ahead from school 
supplies and equipment to the complete dealership 
as it is today and on July 1, 1948, Latta’s, Inc. was 
separate corporation covering office 
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MARVIN KLEPFER, general sales manager, charts sales 
as he says: “Since we are not in a downtown location we 
are relying on outside sales in our general traffic area 
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Dp 


come about? 


JOHN S. LATTA, Jr., presi- 
dent of Latta’s, Inc., like 
other men in the organization, 
is a firm believer in active 
participation in service clubs 
and civic organizations 


supplies and equipment as well as the college store 
operation. Mr. Davis then became vice-president and 
general manager with John S. Latta, Jr. as president. 

Waterloo Office Supply Co. was purchased and 
after a short period of operation in the downtown 
location at 521 LaFayette St., where parking was 
practically non-existent, a new and modern store was 
opened at 2800 Falls Ave. in Waterloo. The entire 
Latta operation was brought into three locations in 
this manner: 

Main display floor and headquarters at 2800 Falls 


[T. WAYNE DAVIS, who stepped from the campus into 
the Latta organization, is general manager 




















Ave., Waterloo. — Here are shown office supplies, 
machines, furniture and systems and here are located 
the general business offices and the growing opera- 
tion of Latta’s Business Systems, Inc. Discussing the 
change from a downtown location to one on a main 
artery of traffic between Waterloo and Cedar Falls 
but many blocks outside of the business area, Marvin 
Klepfer, general sales manager, says: 

“Since we are not in a downtown location we are 
relying on outside sales in our general traffic area. 
We were willing to sacrifice marginal business for 
more space for office furniture and machines and 
more parking for those who wanted to see this dis- 
play. We felt we could hold our office supply busi- 
ness by putting emphasis on outside selling. It is an 
ideal base for the specialized interviewing of cus- 
tomers which is the backbone of our business.” 

College store at 909 W. 23rd St. Cedar Falls. — 
The store is located on the first floor and second 
houses the offices of President Latta, Advertising 
Manager Bill Plantan and Ken Lauterbach, secretary 
of J. S. Latta & Son, in charge of financial reports. 

Warehousing for the entire Latta operation is at 
2218 Main St., Cedar Falls, a spacious building 
which also serves for display of school supplies and 
equipment. 


What is the market for 
the complete dealership ” 
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What 1s the market for 
a complete dealership? 


It is perhaps a truism that no retail firm can be 
better than its market. In this respect, Latta’s, Inc. is 
equipped to serve Black Hawk County of Iowa where 
farm and factory truly meet. 

It is a market similar to that possessed by other 
dealers of the office supply and equipment industry 
who find that related selling can best serve the office 
needs of business, factory, farm and home. 

The research department of Federal Reserve Bank 
of Chicago after a detailed study of the Latta market 
area made this report: 

“This key to Waterloo’s fortune has been its loca- 
tion in the heart of the Corn Belt. The area’s growth 
and prosperity depend mainly on supplying Corn 
Belt farmers and processing their principal product, 
livestock. . . The manufacture of farm machinery and 
meat products generates about three-fourths of the 
community's ‘export’ earnings. .. Moreover, Water- 
loo, with its farm orientation, has been as successful 
in achieving growth and prosperity as most cities 
which have ‘turned their backs’, relatively speaking, 
on agriculture.” 

Moreover, Waterloo is Iowa's fastest growing ma- 
jor city, having increased 26% in the 1940-50 dec- 
ade. The 1950 census count was 65,178. The Stand- 
ard Rate and Data Service estimate for 1958 was 
70,600. 


One of Top Counties 

It is significant in appraising Latta’s trade territory 
that Black Hawk County, in which Waterloo and 
Cedar Falls are located, is included among the na 
tion’s 200 counties in several economic classifications, 
the Sales Management Magazine reported in its re- 
cent ‘Survey of Buying Power.” 

Manufacturing plants in Black Hawk County 
totaled 173 in 1955 (and these represent many of 
Latta’s, Inc. customers), including 143 in Waterloo, 
24 in Cedar Falls and 6 in other neighboring com- 
munities. These plants have nearly 20,000 employees 
on their payrolls; 40% of the county’s non-farm em- 
ployment. 

Waterloo is the home of the largest wheel tractor 
company (John Deere) in the world and one of the 
largest independent meat packers (the Rath Packing 


Co.). These plants account for more than two-thirds 
of an industrial payroll exceeding $72 million an- 
nually in providing the community with an unusually 
high standard of living. 

The offices of industry which Latta’s, Inc. serves in 
the Waterloo area are highly concentrated in three 
categories—food, machinery and fabricated metals. 

Salesmen of Latta’s, Inc., and members of top 
management such as T. Wayne Davis who personally 
services some of the accounts, have accepted entrance 
into the offices of buying executives of John Deere 
and Rath Packing Co. 

(Accompanying Mr. Davis on a typical sales visit 
to Rath’s, an OFFICE APPLIANCES’ editor saw 
him write more than $1,000 worth of orders for the 
day, principally in office supplies, printing and sys- 
tems ). 


Retail Area Is Extensive 


Latta’s, Inc. has an extensive retail trade area 
through the fact that except for the adjacent city of 
Cedar Falls, the only cities of 10,000 population 
within 80 miles of Waterloo are Cedar Rapids and 
Marshalltown, both located to the south, and Charles 
City, 51 miles north. 

It is conservative to say that Waterloo’s primary 
trade area has considerably more than 200,000 
people, to be served. 

Geographically, General 

ut, Latta’s covers northeast and north central Iowa, 
blanketing Blackhawk County of which Waterloo is 
the county seat. The entire state is Latta’s market for 
school supplies while the Thermo-Fax sales are con- 


centrated in one-fourth of the state. 


Outside Selling Needed 
With an abundance of agriculture and industry 
both present, Latta’s has a rich market as supplier for 
business offices. It is a market which can be served by 
a trained, efficient staff of outside salesmen and the 
fact that such outside selling, rather than drop-in 
trade, is the backbone of the firm’s operations is 
significant when the market is analyzed. 
The purchasing agents of Waterloo’s largest plants 
are naturally the target of the Latta’s, Inc. sales staff 


Manager Davis points 
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for in these factories’ sprawling offices is need of WATERLOO 
the products which the firm sells as a complete deal- 
er. Such offices demand furniture and machines and 
what is more they need a continuing source of the 
supplies which put such utilities into function. 
Recognizing too, the important role today of Busi- 
ness systems, Latta’s, Inc. supplies these plants with 
copying machines which duplicate records—a natural 
adjunct to the files which house the records. Sales of 
business systems is coupled with a knowledge of 
sources, either a local printing firm or the manufac- 
turing printers of office systems which are available KANSAS missours 
n the industry. 
It is the completeness of the sales operation which 
is the basis of Latta’s, Inc. domination of merchan- 
dising for the office in the Waterloo area. AERIAL VIEW of Waterloo, Iowa, pictures the 
immediate retail trade area served by Latta’s, Inc. 
Next Month... while the map below locates Waterloo in relation to 


Mid-America. 
The role of management at Latta’s, Inc. a 
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Mr. Stationer 

--there’s 
sales 

potential in 





doesn't even have samples of many basic shipping room 
items. 

All types of stationery forms used in shipping depart- 
ments can be sold, such as receiving books, package re- 
ceipts, tags, labels, bills of lading, export forms and 
daily shipping record books. 

How can the stationer increase sales of shipping room 


equipment and supplies? He should 

1. Determine what items he already carries and those 
he should carry, and secure enough data on these items 
to supply all his office and salesmen’s catalogs. 

2. Group these in a section labeled “Shipping Room 
Supplies’ with adequate cross references in his indexes 
so any item can be located easily. 

3. Set aside a small area in his store with a sign, 
“Shipping Supplies’, and put one of each item on dis- 
play. Items that are used together should be placed next 
to each other. All items should be clearly priced and 


Shipping Room 


by SAMUEL ORTNER 
president 

Seal-O-Matic Dispenser Co. 
and Flash Box Opener Co. 





FTER 25 years of experience in the shipping 

room supplies field I am convinced that every 

stationer will agree with the following obvious facts: 

—That every one of his customers or potential cus- 

tomers has the problem of receiving, opening, wrapping 
and shipping packages. 

—That both receiving and shipping departments use 
large quantities of supplies 

Up to the present tim the stationer has been sell- 
ing only a small portion of these supplies 

Why this neglect? 

Because the stationer hasn't really given this high po- 
tential profit phase of his business serious attention. The 
supply business he has received has been on a “hit or 
miss” basis. The average stationer does not group his 
shipping room supply items in one department; nor does 
he have a selection in his catalog for these supplies. His 
men aren't trained to push these supplies and usually he 
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labeled—possibly with small show cards listing features 
of new products. 

“Source of Supply Directories’’ can be had from lead- 
ing stationery trade magazines and shipping room trade 
magazines, if the dealer doesn’t know where to obtain 
some items. 

4. Alert his delivery boys and truck drivers to be on 
the lookout for potential sales when delivering. 

5. Train his inside and outside salesmen to think of 
and push these items as a group and to always do tie-in 
selling of related items; i.e., clip reminder notes on cata- 
log pages for salesmen to sell related items. 

6. Have at least four displays a year in his windows, 
possibly synchronized with either newspaper ads or di- 
rect mailings to remind the customers that he is a source 
of supply for shipping room supplies. 

The following analysis of method of improving sales 
of gummed tape dispensers and label moisteners will 
apply in similar fashion to all other shipping supply 
items: 

Sales of gum tape dispensers, relatively large dollar 
items as stationery items go, should be of interest to 
the dealer. 

Strangely enough, while most dealers sell gum tape, 
very few carry a representative stock of tape machines. 
Yet, whoever uses tape usually needs a tape machine to 
dispense same. Many dealers give the excuse that their 
customers don’t buy that type of item from a stationer. 
That is an erroneous presumption—in fact, almost a 
rationalization to excuse the dealer's failure to do a mer- 
chandising job on one phase of his business. The record 
shows many stationers doing a substantial dollar volume 
on these items. 


Actually, a stationer does not require an expensive in- 
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- ventory of this type of equipment. Although there are 
dozens of models, all the stationer needs to cover re- 
t- quirements of 95% of his customers are: 
1—3-inch automatic sealer 
1—3-inch pull and tear sealer 
1—11/-inch automatic sealer 
mn 1—1],-inch pull and tear sealer 
1—4-inch label wetter 
These machines must be displayed on the ‘Shipping 


1s Supply’ counter. They must be loaded with tape so that 
potential customers can test same without calling for a 
m clerk. They should be labeled with price, special fea- 
25 tures and guarantee. Signs should be posted near them 
offering three-day free trial, and if dealer is so inclined 
. he should feature a “trade-in” offer. 
$- All sales people should be reminded to mention the 
xt idea of new machine to all tape buyers and vice versa, 
id as well as to offer free trial of new sealer. Remember 


1» Supplies 


es that 90% of all trials become sales 

Trade-Ins: Offering trade-in on old sealers often leads 
d to otherwise impossible sales. The average business firm 
le when buying its first sealer has limited use for same and 
in buys a low-priced pull and tear hand model. However, 


most of the time, the business expands and the use of 
the sealer increases to a point where an automatic sealer 


on 
would be more economical and much more convenient 
of to use. However, due to either the fact that no salesman 
in approached the firm with the idea of shifting to an au- 
2 tomatic or offered a trade-in on a slow but still usable 
hand machine, the customer continues to suffer along 
1s. with the inefficient model. 
1j- The same thought applies to the many firms using 
ce old, rusty or partly crippled machines bought many years 
ago. Modern automatic tape machines with their scien- 
es tific tape length and moistening control often pay for 
‘ll themselves in less than a year. Machines traded in can 
sIy be either reconditioned by cleaning and refinishing 

(with easy-to-use quick-drying enamel in spray cans) 
ar and sold at reduced prices, or given away to small users. 
mn Trade-in allowance of 10% to 15% of sales price will 

usually still leave an attractive profit. 
“4 Dealers should offer to sell spare brushes for sealers 
25 and offer to have broken sealers serviced for customers. 
to A recent letter from a customer listed names of 11 sta- 
Pir tioners visited in one area, yet he was unable to find one 
r who offered to service his broken machine. 

a Many shipping departments attempt also to use their 
of tape machine as a label moistener. Alert dealers can 
rd sell moisteners by bringing out time-saving convenience 
ne and portability, of right-sized moistener to fit labels of 

customer. Label moisteners are available from 2 inches 
in to 12 inches in width. 
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Printed Gum Tape: Substantial dollar volume as well 
as repeat business can be secured by getting full data 
on this item and offering same to their customers. Many 
customers would like the idea of having an advertising 
message on their tape, but have never been approached 
by a salesman of the item. 

Quick Delivery: Some manufacturers and stationery 
wholesalers offer a drop shipment privilege to stationers, 
thus avoiding the necessity of the dealer having a heavy 
dollar investment in inventory. 


SPECIAL ADVANTAGES DERIVED FROM 
SHIPPING SUPPLY SALES: 


Increased sales and increased profits. Shipping sup- 
plies are relatively non-competitive with a better 
profit percentage. 

Many shipping supply items—crayons, inks, tape 
and labels, have a very good repeat business— 
which should be protected by dealer, pasting his 
labels on same before selling. 

—Introduction of time-saving items and ideas for 
shipping departments will often act as door openers 
for valuable other office supply and stationery busi- 
ness. 

MORAL OF THE STORY: Improve your shipping 
room supplies department and let your customers get to 
know your company as a source of supply for these 
items. Then, watch the dollars roll in. 


These Items Are Basic 
For Shipping Room Use: 


* Safety Knives or Box Openers—/or 
Opening incoming packages, cutting rope 
and twine, scoring or cutting corrugated 
paper or cardboard used in wrapping. 


¢ Marking Pens—wit/ felt tips and quick- 
drying inks for marking and addressing 


cartons. 
© Crayons—Als0 for marking purposes. 


¢ Nail Pullers and Steel Strapping Snip- 
pers—/o open wood cases and strapped 
wood cases. 


® Stencil Brushes, Pos and Inks. 

© Wrapping Paper and Dispensers. 

© Gum Tape Dispensers and Gum Tape. 
® Labels and Label Moisteners. 

¢ Glue, Glue Pots and Glue Brushes. 


© Industrial Staplers—/or ‘agging crates. 


© Plier Staplers—/or stitching bags and 
boxes. 
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office interiors 


New Alma Finish Complements Bank ee 
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e A special finish was created for the Alma desks of 
the 1900 Director series installed by Pound & Moore, 
Alma Desk Co. dealer in Charlotte, N.C. in the im- 
pressive new Wachovia Bank & Trust Co. building 
in Charlotte. 


This is a very flat lacquer finish fitting for the 
desks made in all walnut instead of cherry walnut. 
Alma plans to incorporate this particular finish into 
one of its regular lines and it will be called “Wa- 
chovia Walnut.” 


A pace setter in banking architecture, the new 
15-story bank and office building in the heart of the 
Charlotte business district is the southeast’s first 
‘tower’ structure and is claimed to be the first in the 
United States to make use of prismatic cast stone 
panels in its construction. These panels form the ex- 
terior of the larger office tower 


The Alma walnut furniture, upholstered in leather, 
is used throughout the banking rooms. A_ beige 
cushioned carpet adds warmth to the desk areas. 





OA-10/58 





_ Traditional and modern office 
a case history areas are installed by Kendrick 
Furniture Co. in Chicago. 


Hr, 


atid eg 





: e When the owners of Sommer and Maca Glass Machinery 
Co. in suburban Cicero, Ill. moved to a new building 

they contacted the Kendrick Furniture Co. in Chicago 

because of previous business transactions which had 

proven to be beneficial to both. Kendrick’s had sold the customer 
; some used furniture items during the past few years. 


: Customers set Salesman Nelson LaDuke made the first visit 


and then brought in Andrew Lehmann, Jr., interior designer, 


- 


for the initial study of the needs of the customer. 


Blue prints of the new building and office areas were examined, 


st : theme for and then a trip was made to the building site. 


It was learned that the two owners, Mr. Sommer 
and Mr. Maca, both wished to have traditional office 


new offices settings for their individual use. They were receptive 


to having modern furniture in the reception area because 


of the modern accent offered by the new building. 
x Steel office furniture was used throughout the semi-private 


and general office areas because of its durability. 

In a series of conferences with the owners, Mr. 
Lehmann found that they would be most satisfied with 
Chippendale styled walnut overhang desks manufactured 
by the Standard Furniture Co. With this in mind, he 
then went ahead and planned both executive offices 
making most of the decisions and offering color samples 
to the customers to keep them informed of his choices. 


| | 
» Seah 


He was given free reign in the reception area 
and choose a modern theme to blend with the architectural style. 
Because the installation was made on a competitive 


basis, all furniture items and interior design work was broken down 
in a complete price list to the customer. 


Andrew Lehmann, Jr., Kendrick Furniture Co. 
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OFFICE PLANNING .. 


. continued 
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Traditional desks determine office settings 




















A TRADITIONAL THEME dominated the 
selection of accessories and furniture for 
Mr. Maca's private office. Here the walnut 
overhang desk and credenza by Standard 
blend with the pine green upholstered 
swivel chair and guest armchairs by John- 


son Chair. Olive green carpeting brings out 





the walnut wall paneling, which in turn is 
set off by light beige draw window case- 
ments complemented by draperies with 
small prints of copper and walnut on an off- 


white background 
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PRIVATE OFFICE PLAN shows i ‘® aj +. «) 
ee \Y é < : 


placement of furniture in each area 


Plan also reveals sofas not pictured et a rat Py = 
These layouts were presented to the ai 4 ry Bes 


customer for final okay before pro- 


ceeding with the installation + v4 tS 
5 Fo & 7 ‘ 
: . iecanie A wr 

THE SAME MOTIF, including the desk, 7 whew ae VS 


credenza and chairs, was carried out in Mr. i 
Sommer’s office, but here Mr. Lehmann 
changed the color scheme. Printed linen 
draw drapes are gold and white. The chairs 
are pirate gold leather, and the carpeting is 


tweed, carrying out all the tones in the 





room—gold, brown, and white. 





PPP GER apy oy yt 6 EES 
- a < mo . SP - ? 5 . 
oo SAPO APP a 
—_- Ga Di< me af a. eS 7 ou 









oh 


-_— ee <a oe on 








av 


PERE 


on 


*y 
. 























34 


OFFICE PLANNING .. . continued 


A REFRESHING turquoise leather in the 
Johnson guest armchairs sets the modern 
pace for the reception area. The _ rich, 
antiqued mirror in smoke and gold on one 
wall gives a handsome start to a well- 
groomed room. Window casements are 
white and flecked with turquoise. The largé 
basket lamps are by Almco, finished in a 
natural weave to harmonize with the brick 
and terrazzo tones 








SUPPLIERS 


Chairs. Johnson Chair Co. 
Desks and Credenzas.....Standard Furniture Co. 
Draperies and Casements Greeff Fabrics, 
S. M. Hexter Co. 

Henry Cassen 

Table Lamps... Almco Lamp Co. 


Carpeting. .... James Lees & Sons Co. 
P & } 
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RECEPT:CN ROOM 
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ctf 
SKETCH of the reception room shows placement of chairs 


and lamp tables as well as the special planter designed by 
the architect 
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Board of Trade 


Buckingham Fountain 





Chicago Again Host to NSOEA 





EPARTMENTALIZED to make 
D more display space available and to 
allow interrupted viewing of products or 
program attendance, the streamlined 
National Stationery & Office Equipment 
Association convention opens at the Conrad 
Hilton Hotel in Chicago at noon Saturday, 
September 27. Chicago—a city of vast 
hotels, famed department stores and 
entertainment opportunities—beckons to an 






expected record attendance. 






Exhibit hours Saturday, Sunday and 
Monday will be followed by two days and 







evening of convention program activity. 
Exhibits for the first time are divided in 
this manner: 






Office Supplies and Stationery-——Lower 
level exhibit areas, 45 booths in the grand 





Conrad Hilton Hotel 






ballroom. 






Office furniture, equipment and related 
items—third, fifth and sixth floor exhibit 






areas and sample rooms. 
Office Machines—Normandie Lounge, 
foyer to Grand Ballroom, 35 booths in the 






Grand Ballroom. 
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Edwin Mosler, Jr. 
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Cc. M. Mortensen 











M. S. Marshall 


Asst. Treasures 





Paul E. Burbank 


Consultant 





Homer B. Lay 
Manage 





Rose Cushman 
Editor of 
National Stationer 
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general program 


P.M 


> Noon to 


1:30 A.M 


P.M 


9:00 A.M 





Paul Mills 


Friday, September 26 


GLTC Pre-Convention Luncheon, Boulevard Roon 


Mike Wallace 


Saturday, September 27 


9:00 P.M.—Exhibits open 


Sunday, September 28 
Non-Denominational Services, Eighth St. Theater. Musical program by Pris 
cilla Holbrook, organist, 10 A.M. to 10:30 A.M.; addressed by Dr. George K 


Schweitzer, University of Tennessee; music by Glenn Welty Singers. 


to 9:00 P.M Exhibits open 


Monday, September 29 


to 9:00 P.M.—Exhibits open 


Tuesday, September 30 


Divisional meetings at 9:15 A.M. 
MANUFACTURERS—Upper Tower Room. Chairman, Edwin H. Mosler, speaking on 


The NSOEA Manufacturer as I See Him.’ Report by Dr. Ralph Cies. 


RETAILERS—Eighth Street Theater. Chairman, John Brain. Speaker, Frank M. Cushman, 


‘Transportation.’ Insurance report by Paul Burbank 


FIELD MEMBERS—Lower Tower Room. Chairman, Herbert S. Morgan. Speaker, Paul 


P.M 


P.M 


00 P.M 


A.M 


A.M 


Mills, “How to Put Sell in Your Voice.’ 

Officers will be elected at these division meetings 

General Convention Luncheon for both ladies and gentlemen of the conven 
tion. Speaker, Bennett Cerf, “Changing Styles in American Humor.” 

William R. Diehl, Jr Report of the President’; George Greening, “The 
Business Outlook’; Dr. Bertrand Klass, “Psychology Applied to Retailing.’ 
Annual Convention Party, Grand Ballroom, directed by Merriel Abbott. Dance 
ing to Norman Krone’s Orchestra. 


Wednesday, October 1 

to 9:30 A. M.—Musical Program by Doris Stockton, ‘First Lady of the Marim 
ba 

Mike Wallace Interview Dr. Ralph H. DeArmond Cies, "Where Do We Go 
from Here” presentation in the “Main Street, U.S.A.” series 
Convention Luncheon in Grand Ballroom. Dr. George D. Heaton, “Improving 
Performance by Improving Human Relations 

Paul R. Ignatius The Harbridge House Project—Sales Management in NSO 
EA”; Charles M. Mortensen, “NSOEA as I See It”; Arthur H. “Red” Motley, 

Use It or Lose It Reports of committees. Election of Officers. 

Annual banquet, presentation of awards, dancing. Grand Ballroom 


ladies program 


A.M 
P.M 
P.M 
P.M 
P.M 
PM 

M 
P.M 
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Sunday, September 28 
Non-Denominational Services, Grand Ballroom 
Tea and Reception, Gold Room, Congress Hotel. Refreshments, prizes and 
music by Sterling Strings 


Monday, September 29 


Luncheon and Style Show, Grand Ballroom, Sheraton Hotel 


Tuesday, September 30 
Convention Luncheon, Conrad Hilton Grand Ballroom, addressed by Bennett 
Cert 
Bingo Party, Boulevard Room 
Annual Convention Party, Grand Ballroom 


Wednesday, October 1 
Shubert Theater, Matinee Performance of ‘““My Fair Lady 
Annual Banquet and Dance, Grand Ballroo: 


A. H. Motley 











Ralph D. Cies 





George Greening 





speakers 








F. M. Cushman 





a. 


Bertrand Klass 
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Chicago Hosts Welcome Conventionites 


- onventionites are welcome at the office and factories of 
manufacturers located in Chicago and vicinity. Visitors are invited 
take adv intage ol the opportunity to see the home offices of the 


ompanies with which they deal, as well as other firms. A hearty 


welcome will be given at those addresses listed below. 


Ace Fastener Corp., 3415 N. Ashland Ave. 

Ace Lite Step Co., 1708-14 So. State St. 

Aigner, G. J., Co., 426 So. Clinton St. 

Akay Sales Corp., 4034 No. Kolmar Ave. 

All-Steel Equipment, Inc., (Aurora), Chicago Office 
Amberg File & Index Co., (Kankakee), Chicago Office 
American Photo Laboratories, 2511 W. Moffat St. 
Ames Supply Co., 564 W. Randolph St. 

Aurora Steel Prods. Co., 153 Third St., Aurora, Ill. 
Bankers Box Co., 2607 N. 25th Ave., Franklin Park, Ill. 
Bankers and Merchants, Inc., 3229 No. Sheffield Ave. 
C. L. Barkley & Co., 1220 W. Van Buren St. 
Bentson Mfg. Co., 652 N. Highland Ave., Aurora, Ill. 
Central Can Co., Inc., 2417 W. 19th St. 

Chicago Desk Pad Co., Inc., 4640 N. Oketo Ave. 
Clarin Mfg. Co., 4640 W. Harrison St. 
Comptometer Corp., 1735 N. Paulina St. 
Cotterman, |. D., 123 W. Spring Ave., Naperville, IIl. 
Davenport, A. C., & Son, Inc., 311 N. Desplaines St. 
Doppelt, Chas., & Co., Inc., 2024 S. Wabash Ave. 
Doro Mfg. Co., 220 W. Institute PI. 

Ellingsworth Mfg. Co., 200 S. Peoria St. 

Equipto Division, Aurora Equip. Co., Aurora, Ill. 


General Loose Leaf Bindery Co., Inc., 720 S. Dearborn St. 


General Stationers Supply Co., 1018 S. Wabash Ave. 
Hang-a-file Co., 31 E. Congress St. 

Hanson Scale Co., 1777 Shermer Rd., Northbrook, Ill. 
Hedges Mfg. Co., 2931 Wentworth Ave. 

Heyer Corp., 1856 S. Kostner Ave. 

Ideal School Supply Co., 8312 S. Birkhoff Ave. 
Interstate Metal Prods. Co., Inc., 666 N. Lake Shore Dr. 
Johnson Chair Co., 7109 Merchandise Mart 

Lyon Metal Products, Inc., (Aurora), Chicago Office 
Markilo, 902 S. Wabash Ave. 

Martin-Yale, Inc., 2100 W. Fulton St. 

Melind, Louis, Co., 3524 N. Clark St. 

Milwaukee Metal Furniture Co., 101 N. Campbell Ave. 
Niemann, Inc., 469 E. Ohio St. 

Print-O-Matic Co., Inc., 724 W. Washington Blvd. 
Rockwell-Barnes Co., 35 E. Wacker Dr. 

Seng Company, 1450 N. Dayton St. 

Speed-O-Print Corp., 1801 W. Larchmont Ave. 

Stein Bros. Mfg. Co., 1401 W. Jackson Blvd. 

Sturgis Posture Chair Co., 154 E. Erie St. 

Vail Mfg. Co., 900 E. 95th St. 


Weckesser Co 57C! Northwest Hwy. 


LAkeview 
DAnube 
HAarrison 
PEnsacola 
FRanklin 
SUperior 
EVerglade 
STate 
Aurora 
GLadstone 
Bittersweet 
MOnroe 
Aurora 
MOnroe 
UNderhill 
COlumbus 
BRunswick 


5-2400 
6-6022 
7-7414 
6-7670 
2-8122 
7-9225 
4-513! 
2-6500 
2-7696 
5-7700 
8-6234 
6-706! 
7-9237 
6-2770 
7-7440 
1-190! 
8-5000 


Naperville 1810 


STate 
Victory 
Michigan 
HAymarket 
Aurora 
HArrison 
HArrison 
WeEbster 
CRestwood 
CAlumet 
CRawford 
TRiangle 
SUperior 
Michigan 
ANdover 
HArrison 
TAylor 
GRaceland 
SEeley 
DElaware 
RAndolph 
-RAndolph 
...MOhawk 
GRaceland 
SEeley 
Whitehall 
REgent 
ROdney 


2-6683 
2-7340 
2-3562 
1-182! 
6-464) 
7-7312 
7-8520 
9-3217 
2-1 100 
5-4246 
7-0130 
4-815] 
7-9060 
2-1138 
3-4255 
7-1257 
9-3033 
7-4200 
8-122! 
7-4030 
6-9480 
6-6830 
4-0920 
7-2000 
8-1045 
3-0167 
4-1810 
3-6688 
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ha 
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OA Staff Report 





Take a ioock at your 
office machine sales effort 


Bill Smith did and came up with a fresh approach 


to the problem of salesmen compensation 


RECENT expansion and a steadily increasing 
A sales volume can be claimed as two results of a 
revitalized sales program initiated at the beginning of 
the year by the Fay Young Typewriter Co. in Tulsa, 
Okla. 

Bill Smith, co-owner of the firm and general manager, 
should be credited with the progress shown by the com- 
pany. He is active in association affairs, serving as secre- 
tary of the Oklahoma Office Machine Dealers Associa- 
tion, and he is an eager participant in all sessions. 

Just before the first of the year, he looked over his 
sales set-up and his cost of doing business. He could see 
that he was doing a good business in trade-ins and re- 
built machines, but the cost of rebuilding and the pric- 
ing of the machines was not showing an equitable profit. 

At the time he was splitting the profit on each ma- 
chine with the salesman who got the order. No one in- 
volved was making a particularly high or stable profit, 
so the first thing he did was to stabilize prices given on 
all models and makes. Then he paid trade-in and sale 
commissions on each machine. 

His sales force was doing well, but it appeared that 
they could do a better job. Before the change they could, 
if they wished, stay in the store and pick up a 10% 


commission on any sale they could make there. They 
could check in on other accounts by phone or take new 
leads by phone right in the store. 


| 
In Bill Smith’s eyes, this was not developing new 


business or pushing for continuous accounts. Salesmen 
had regular accounts, but they were spread throughout 
the city and territory. 

So his next move was to set up protected territories. 
This gave each man on his sales force an area to devel- 
op. He then canceled out the 10% commission on in- 
side sales, giving them no reason for staying in the 
office 


Developed Bonus Plan 

His next step was an incentive bonus plan. Instead of 
giving a commission rate on a certain volume of sales 
each month with a lower rate if the volume was ex- 
ceeded, he reversed the picture. 

Now, salesmen make a standard commission on the 
first $3,000 in volume each month, but as soon as they 
hit that figure, the commission jumps a full 5% higher. 

He found that they are naturally working harder in 
the early part of the month to hit the $3,000 figure, and 
when they achieve this goal they double their efforts 
to get the extra or ‘‘gravy’’ commission on additional 
sales. 


Mr. Smith has put emphasis on obtaining new ac- 
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WILLIAM SMITH 
Fay Young Co. 


counts and has set a program whereby the men are ex- 
pected to give at least one day a week for cold canvass- 
ing in their territories. He also has them divide their 
time between large installation accounts and small ac- 
counts, to keep them from concentrating too much on 
servicing Only the larger accounts. 

To get his ideas across and to get the expression of 
his sales force, he now holds weekly sales meetings. 
Here the entire group goes after individual problems, 
and practice demonstrations and equipment discussions 
are considered a must. 

While he tries to have trained salesmen on his force, 
Mr. Smith is willing and ready to train a man who has 
potential. He is also willing to back up his sales force 
with a promotion program. To bolster outside and in- 
side sales, the comparty has a direct mail advertising 
program which is constant and consistent. It utilizes 
newspaper advertising to keep up in-store traffic and 
sales, and has taken TV time to spread the Fay Young 
story to the surrounding area. 


Formulated Lease Plan 

A recently instituted leasing or rental plan has devel- 
oped into another boon for the salesman—as well as the 
company and the customer. Under the plan, the custom- 
er can rent the machines he needs for periods of three 
or five years. The machine remains in the possession of 
Fay Young, and at the end of the rental period it is 
picked up. It can then be repaired and sold as used 
equipment. 

If the customer is satisfied with the lease program, 
he can renew it, getting a new machine at a reduced 
rate. This type of a program is appealing to the customer 
and works to his advantage. At the same time it gives 
Fay Young, and the salesmen, a standing and satisfied 
customer to service. 

The results of the change in the sales program is 
more than noticeable. The company experienced its larg- 
est volume for the first quarter of the year in a time 
when other companies were complaining about a busi- 
ness recession. Additional sales personnel have been 
added to cover an extended sales territory because sales- 
men are putting more concentration into covering their 
individual accounts within their own areas. 

Most recently the company has expanded, buying out 
the Kensinger Office Machine Co. in Tulsa. R. L. Ken- 
singer, former owner, has joined the Fay Young staff as 
head of the duplicating machine department. This 
points to further expansion of the sales effort for the 
company as it widens it product horizons to include 
specialized machines. 
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Here’s expert advice and 
information about an interesting 
product with a real sales potential 


cording tape 


ROWING interest 


has led many stationers to investigate the pos 


Lyne 


sibility of this item as a source of extra income 
The stationer who adds recording tape to his lines 
will want to become familiar with some of the phases 
of tape recording. Interest in this item brings such 
questions as: 
What types of film are used in ma 


tape? How long will tapes last? How is a broken tape 


king recording 


spliced ? 
These are typical of th 
recorder users will ask the dealer. The dealer who can 


stions that average tape 
give clear, concise answers to their questions, who can 
talk intelligently about tape recording problems, is the 
dealer who will establish himself as an authority on tape 
recording. 

He is the dealer whom tape recorder users will seek 
when they want to discuss their problems. By the same 
token, he is the dealer who will bring the most pros- 
pects into his store. 

Here are the questions most frequently asked about 


recording tape: 


How Should Tape Be Stored? 

Tape should always be stored on the rewind or take 
up reel. In the course of recording, or playback, the 
tape winds on the take-up reel forming a smooth and 
uniform pack. If it is rewound at fast speed onto the 
feed reel it will almost invariably have an uneven pack 
Consequently it is better to leave the tape on the take 
up reel for storage. 

Tape should never be stor 


1 where it is likely to en 


counter extreme temperatures humidity, like hot at 


Thinking 
about 


tics or damp basements. Storage at ordinary room tem 


perature is usually satisfactory 

Tape should be kept away from magnetic fields like 
large motors. Stored tape should be re-spooled in play 
back mode at least once every six months and preferably 
every 30 days. Frequent re-spooling also prevents “reel 
set. “Reel set 
of the tape resulting from winding pressure over pro- 


is'a more or less permanent deformation 


longed storage periods. 


What Is “Print Through”? 


Print Through” is the transfer of the magnetic sig 


nal (‘‘sound’”’ to the layman) in adjacent layers on a 


reel of tape. Signals “print through’ from one layer to 


another similar to the making of carbon copies. 


How Can “Print Through” Be Avoided? 

Do not over-record. When recording, set the record 
level as low as possible in order to get a noise-free sig- 
nal. Rewind recorded tapes frequently. Store at room 
temperature since higher than normal temperatures ac- 


print through’’. 


celerate } 


What Is Meant by “Single Track” and “Dual Track”’? 

Single track recording is made with a ‘“‘full track’’ re- 
cording head which is almost as wide as the 1/,-inch 
tape. Dual track recording is made with a “half track” 
head. It records only half the width of the tape. With 
a ‘“‘dual track’ 
tom half and then the top half of the tape, thus gaining 


head, the user can record first, the bot- 


twice as much playing time on one reel of tape. Dual 
track tapes cannot be edited. 


What Types of Film, or Base, Are Used for Record- 
ing Tape? 

|. Cellulose acetate. 2. ‘Mylar’, which is DuPont's 
registered trademark for its new polyester film. At one 
time, paper was used as a base for magnetic recording 


tape but it was discontinued several years ago by most 


manufacturers 


What Is the Difference between Acetate and 
“Mylar” ? 

Each has its advantages. Acetate has been the stand- 
ard film of the recording industry for 10 years. It is less 
expensive than “Mylar’’. When acetate breaks, it breaks 
clean and a neat splice can be made without losing any 
of the recording. 


Mylar” is tough. It will not tear easily. It is stronger 


Recording 
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than acetate and will take a greater pull before stretch- 
ing. ‘“Mylar’’ has a high resistance to extreme tempera 
ture and humidity. 


How Long Will Tape Last? 

The life of good quality recording tape is indefinite 
Tests have shown such tapes can be recorded and played 
up to 10,000 times witheut appreciable loss of recorded 
material. A tape with a smooth surface will last longer 
because it offers less oxide shedding in head contact 

Mylar” tapes will last longer than acetate because ‘My 
lar’ does not embrittle with age. 


Explain ‘Long Play” and ‘Double Play” Tapes. 

The basic tape length of the industry is a 1200-ft 
tape of 114-mil base thickness on a 7-inch reel. ‘Long 
Play" tapes, both ‘‘Mylar’’ and acetate, are made on a 
base of 1-mil thickness. This thinner base permits 1800 
ft. on a 7-inch reel. 

‘Double-Play” tapes, on a Y4-mil base (‘‘Mylar” 
only) permit 2400-ft. on a 7-inch reel. Thus “Long 
Play’’ tapes give 50% more playing time and ‘‘Double- 
Play” tapes 100% more playing time 


Which Is the Most Popular Type of Tape? 
According to statistics from leading tape manufac- 
turers, the public’s preference, in order listed, is: 
1. Standard acetate, 1200-ft. on 7-in. reel 
2. Long Play “Mylar”, 1800-ft. on 7-in. reel 
3. Double Play “Mylar”, 2400-ft. on 7-in 
reel 
i. Long Play acetate, 1800-ft. on 7-in. reel 
5. Professional grade ‘Mylar’, 1200-ft. on 
in. reel 
The 7-inch is the most popular reel size, selling three 
to one over the 5-inch size. 


Are Any Precautions Necessary for the Thinner 
Tapes? 

Ordinary care will suffice in the case of 1-mil tapes 
but certain precautions should be observed in using the 
half-mil Double Play. A tape recorder, properly ad 
justed, exerts a pull of 6-9 oz. while running and 10-16 
oz. in start or stop on rewind and fast forward modes 
Double Play has a yield (stretch) value of 32 oz. which 
ordinarily provides an ample safety margin. 

However, special care should be taken on fast for- 
ward and rewind. The tape must be taut between reels 
when starting and stopping. If the tape is slack, it will 
be snapped into motion and stretching is almost sure to 
result 


y Tapes? 
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How Is a Tape Splice Made? 

Take the two broken ends of tape, overlap them, and 
cut thru the overlapped ends at a 45-degree angle. Place 
the two ends together, and lay over a piece of splicing 
tape. Be sure the splicing tape is not on the coated, or 
oxide, side of the recording tape. Trim the edges of the 
splicing tape with a slight inside curve. 

Pressure sensitive tape is not satisfactory for splicing. 
It has so much adhesive it makes a “gummy” splice and 
causes the next layer of tape to stick to the splice. 


Why Is the New 53/,-Inch Reel Being Introduced? 

The new 53/,-inch reel offers a 24-inch professional 
hub, the same size as the hub on the 7-inch reel. This 
large hub helps to equalize tape tension on the recorder. 
Consequently there is less possibility of wow and flutter 
The new reel is a decided improvement over the 5-inch 
reel with its small hub. 


What Is Leader Tape? 

Leader tape is used to “lead” or thread the recording 
tape onto the reel. It also prevents the tape ends from 
becoming frayed, thereby losing part of the program 
material. Some leader tapes can be used for indexing. 
Leader tape is also used to splice tape for program tim- 


ing. 


What Are the Uses of 3-Inch Reels of Tape? 

These small reels are ideal for “letters on tape’’ and 
are in wide use. They can be mailed, first class, for only 
8c. The 3-inch tapes are excellent also for program 
selectivity and for recording brief speeches or short 
musical selections. 

These are the answers to a few questions that might 
be asked of a dealer who takes on the sale of recording 
tape. He would, of course, get much more information 
about the tapes from the salesman or company which 
would supply the product. 

Dealers have found that their customers have an in- 
terest in the magnetic tape recording, especially since 
many have been using this equipment in their business 
life. 

Those who do sell the equipment will find a steady 
repeat business can be developed. It is suggested that 
they stock some of the accessories needed by users. 

A good supply of empty 7-inch, 53/4-inch, and 5-inch 
reels, splicing tape, and leader tape should be stocked. 
The volume on these items is not heavy, but, in carrying 
these accessories, the dealer establishes himself as a serv- 
ice center for tape recording units. 


by CECIL S. STOWE 


Orradio Industries, Inc. 
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The ‘Average’ Dealer | Third in a Series 


Buying 


eee if Can 
make or 
break you 


by HAROLD W. JACOBSEN 


Formerly president of 
Horders, Inc., Chicago 


The Dealer's 
Problems 


tory to 


1) LL TAKE a thousand if you give me an extra 

5% The buyer making this statement to a 
salesman is sincere in his belief that he is making money 
for his company. The chances are, however, that he is 
merely creating trouble and loss far beyond that extra 
5¢ ©. 

Many manufacturers’ pricing policies and some sales 
men are no help, either. When a “traveler” persuades 
his good friend, the buyer, to take a gross at the low 
down”’ discount, instead of the dozen the dealer needs, 
he’s not doing his customer any good and is even doing 
his own company a disfavor. 

Why? Because, in the writer's opinion, haphazard 
and personalized methods of buying that seem all too 
prevalent are a primary cause of the poor financial con- 
dition of the “‘overage dealer.’’ To prove this point, 
however, would require a lengthy treatise and so only 
the high spots can be discussed. 

But perhaps an exaggerated description of the “‘aver- 
age” buyer for the “average dealer’ may strike home 
and a few extreme illustrations make the point. The re- 
marks, of course, are critical of the system and not of 


the individual 


Why High Inventory? 

In examining the Dun & Bradstreet report on a re- 
tailer-wholesaler recently, I found a statement that while 
the inventory seemed to be high for the volume done, 
the V. P. in charge of buying assured the Dun & Brad- 
street reporter that the nature of the business “required” 
this large investment. 

It so happens that some years ago I had been invited 
to examine this operation: The retail store (and a bal- 
cony seldom visited) was piled roof-high with dusty 
merchandise recognizable as having been bought years 
before; its purchasing was headed up by an old-time 
buyer with an intimate knowledge of his merchandise, 
who assured me his firm could not do without him (he 
was right it had no real buying records other than 
those in his head or desk drawers); he said that as a 
wholesaler he bought everything at a “functional dis- 
count” but meant the extreme quantity discount avail- 
able to all; the inventory turnover was actually less than 
two times; the company could pay its bills only by fac- 
toring; it had no money for modernizing and in good 
years made a 1% profit on its sales (how much “profit” 
if the inventory was properly valued is questionable). 

In another case a dealer who was seeking additional 


capital boasted about his supposed gross profit percent- 


i Cut the swollen inven- t“ Maintain a consistent re- 
reasonable turn- alized gross profit through 


e a 
in Buying: ) over (4 or 5 times as a proper pricing as well as 


He must achieve a sem minimum without creating buying. 


blance of efficiency excessive back orders). 


and system in the buying 
department t 
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age and his smart buyer but literally did not know what 
his turnover was. He did know that he hadn't made any 
money the year before and that he was paying factors 
1 /24th of 1% per day to pay his bills. He hadn't fig- 
ured out, however, that this rate meant 15% per year, 
probably exceeding the “extra” discounts he was getting, 
not to speak of the eventual loss in his overstocked in- 


ventory 


Same Old Story 
These examples could go on — the buyer who takes 
on the fifth line of staplers because he had bought from 
the ‘traveler’ for years; the buyer who believed the 
story of the salesman that he had to take on all eight 
colors of the new list-finder and was stuck with a batch 
of chartreuse; the obliging buyer who takes on anything 
his own salesmen suggest; the buyer who can’t resist 
the low price of an imitation of a fast-moving national- 
ly-known item. 
The “‘average’’ dealer's “average” buyer is a composite 
of many traits: 

He’s usually an able man with long years of service 
in the industry (and some other) but is not the principal 
owner, (who doesn’t like details but will tell the buyer 
what he should buy from his good friends). 

He has an intimate knowledge of his merchandise 
but generally a suspicious attitude toward anything new. 

He knows the names and backgrounds of hundreds 
f “‘travelers’’ and can tell you what he has bought (but 
not necessarily what has been sold) from all of them. 

He admits to a need for some systematic inventory 
(buying) control but “hasn’t the time’’ to really get at 
t. If questioned he will not admit that an overstocked 
inventory is his fault, because the sales department 

should” sell what he buys. 

He’s loyal, hardworking and conscientious — but 
he’s a buyer, not a merchandiser! 


Problem Is Solved 

The department store has solved the problem by mak- 
ing the department head the sales manager and the 
merchandiser or buyer, one and the same. He has an 
“open-to-buy” (the amount he can spend based on a 
realistic turnover projection) beyond which he can not 
buy. He must make a prescribed “‘realized’’ gross profit, 
ifter markdowns for obsolescence, damage, theft, and 
so forth, or be fired. He must follow over-all store poli- 
cies, including store-wide promotions. He must comb the 
market for new items, rather than discourage novelty. 


¥ Keep a representative 
stock of standard merchan- 
dise and yet accept the new 


or different items and lines. 


tire or resign). 
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i Provide for a continuity 
of buying policy without 
being unduly dependent on 
individuals (who do die, re- 


Briefly, he is a “controlled” buyer and yet must be 
creative. 

Chain stores and mail order houses have solved the 
problem in similar fashion, differing only in details. 

The dealer's problem then is how to achieve in the 
buying department a semblance of efficiency and system 
to (1) cut the swollen inventory to a reasonable turn- 
over (4 to 5 times as a minimum), without creating ex- 
cessive backorders; (2) maintain a consistent realized 
gross profit through proper pricing as well as buying; 
(3) keep a representative stock of standard merchandise 
and yet accept the new or different items and lines; (4) 
provide for a continuity of buying policy without being 
unduly dependent on individuals (who do die, retire 
or resign) and (5) put the buying and inventory con- 
trol in its proper place as a principal reason for the fi- 
nancial condition of the dealer, good or bad. 


What Can Be Done? 

Let’s see what can be done about the problem: 

(1) First and foremost a system of inventory control 
must be devised and installed. The NSOEA has pam- 
phlets on the subject. Some wholesalers — at least one 
big one — will be glad to help in planning a tailor- 
made system. It need not be complicated, should not re- 
quire exorbitant equipment and supplies or clerical help 
— but should have at least the following elements: 

(a) A numbering system of every item (the some- 
what involved system of the NSOEA or a good whole- 
saler’s system can be adopted) ; 

(b) A flexible listing of all items, showing the sup- 
plier, amounts ordered and the dates, amount “‘on 
hand,” “disappearance” or sales, and a realistic normal 
inventory (1, 2 or 3 months supply, depending on fac- 
tory or warehouse location, speed of shipment and 
freight costs, all on an individual basis) ; 

(c) A column for current costs and terms, kept scru- 
pulously up-to-date; and 

(d) A method for signalling the current status of the 
item so that “outs” can be followed up, overstocks dis- 
posed of, etc. 

Variants and additions can be made, so long as there is 
a record of the history of the item and its current status. 

The system, of course, requires the counting of items 
at regular intervals (2 or 4 weeks), a simultaneous post- 
ing in the record and religious follow-up. It must be the 
responsibility of the head buyer (who preferably should 
be called the General Merchandise Manager) and he 


Continued 


i Put the buying and in- 
ventory control in its prop- 
er place as a principal rea- 
son for the financial condi- 
tion of the dealer, good or 
bad. 
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continued 


BUYING... 


must be made to realize his responsibility for maintain- 
ing a reasonable turnover 

One other comment the “buying department 
should be centralized when the dealer is big enough to 
require several buyers, responsible only to the owner 
or general manager rather than to divisional sales man 
agers. Only in this manner can responsibility for inven- 
tory be properly placed 

“Thar’s gold in them thar mountains’ of inventory 
but it doesn’t do the dealer any good on the shelves. 
When it is reduced to size (at least a 4 to 5 turn), ex 
pensive factoring or other continuous borrowing should 
be at an end if the rest of the financial structure is not 
out of line (to be discussed in a later article) 

(2) The maintenance of a proper gross profit ob 
viously requires the control of pricing as well as buying. 
The most successful dealers appear to be those that have 
an established pricing system list or unit price, dis- 
count or net price for quantity purchases, sometimes 
discount or net price for specified volume customers, 
from which salesmen should not be allowed to deviate 
without top permission. Mark-ons, aside from really 
established list prices, should be governed by many fac- 
tors — quantities sold, ease of handling, likelihood of 
damage and obsolescence, shipping and handling costs. 


Pricing Services Available 

There are pricing services available to the dealer that 
can be helpful. Some wholesalers may be glad to help 
and one may even have its own service to offer at nomi- 
nal cost. In any event some systematizing should be done 
and the system should be adhered to, except in promo- 
tions and quotations, both of which should be firmly 
controlled at top levels. 

What the average gross profit should be varies widely 
with the dealer and the distribution of his sales among 
stationery, school supplies, furniture and machines. Ob- 
servation seems to indicate that a realized 32% over-all 
gross profit for the ‘average dealer’ should show a 
profit if the rest of the operation is efficient. The only 
figure that is “‘right,’’ however, is the one obtained 
through sound buying from records, producing a good 
inventory turnover and that results in a reasonable profit 
if cost ratios are right (Let's say 5-69% before taxes 
but more about that in a later article) 

(3) The actual buying will, of course, be governed 
by the inventory control system. Personalities should be 
precluded as a criterion as much as humanly possible. It 
should be obvious that the “low-down” discount is not 
efficient if it requires more than a three-month supply, 
let us say. 


Depend on Wholesaler 
More dependence on what the wholesaler offers is re- 
quired. Forget that he also may be a retailer the latter 
experience may be helpful to you and it is what he can 
do for you in the way of cheaper shipping and handling 
costs, speedier service and less inventory investment that 
should be the criterion. 
Keep your pleasant contacts with the manufacturer 
and the “‘traveler’’ on a social, not a business level. They 


can and should still be your friends (even if you buy 
from a wholesaler) and they may not now really be 
friends if as a result you buy too much from them, con- 


sciously or unconsciously. 

Buyers should avoid the pitfall of the substitute item 
that looks just like its nationally-advertised prototype, 
regardless of the seemingly cheap price. A double inven- 
tory must then be carried and the chances are that the 
imitation despite its outward appearance lacks the dur- 
ability or the fine points of the accepted item, and the 
dealer is stuck again with an unsalable inventory. 
Know the people you deal with and give the supplier 
that has created the demand the break. 


Get All Sales Aids 


Get from your supplier, be it the manufacturer or the 
wholesaler, whatever help you can to sell his line 
envelope stuffers, displays, streamers, signs, window de- 
signs and sales talks. The progressive supplier wants 
to help you, but when you get material from him, ase it 

don’t let it gather dust until you burn it. Inquire 
about cooperative advertising allowances, know his ad- 
vertising program, tie in 100% with his promotions 
(being first discriminatory in choice). Don’t accept ex- 
pensive gifts or lavish entertaining or allow your buyers 
to do so. It can backfire. 

Don't press for discounts you know you're not en- 
titled to. Decide from all the circumstances whether the 
price is a fair one. Fight with your supplier about any 
unfair advantage he may try to take but few suppliers 
do this. 

Listen to the salesman’s arguments on a new item or 
line, but don’t swallow them whole. Experiment with a 
small amount but give it a fair shake. In colors choose 
only the ones you know will sell — don’t overstock with 
a rainbow that won't create more sales. Stick to your 
primary lines don’t try to handle all lines or all items 
in a line. Your salesman must be taught to sell what you 
carry you can't carry everything he or his customers 
think you should 


The Dealer Must Know 
The complete science of buying all the “do's and 
don't’s”’ would take a book to cover. But in all its 
ramifications it is the factor that can make or break a 
dealer and it behooves the dealer to Anow that his de- 
partment is in good shape. He cannot depend on the 
old trusted employee or even partner. It should be so 
systematized that he can tell from a glance at his balance 
sheet, his Profit and Loss statement and his buying con- 
trol records whether his buying is the backbone of his 
earnings or the monster that sends him to the banks and 
factors and eventaully to the “cleaners.” 


Next Month: 


We'll take a look at some of the related parts of the 
“average dealer's’ business—the outside salesmen, the 
furniture division, the machines division and school 
supplies. And in the fifth and final installment we'll 


consider the myriad problems of operating, such as ac- 


counting, warehousing, shipping, financing and manage- 
ment in general. Meanwhile, take a look at your buying 
de Parimenl it ul ill pay off. 
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Create a holiday mood 


LEATHER GOODS ; . 

BRIEF CASES / 
| KEY CASES end WALLETS 

LUGGAGE / 


Provide special areas in the store to induce HUMIDORS 


customers to shop for ‘‘Business Gifts’’. 


S “ting the proper atmosphere for selling “Business 
Gifts for Business People—Family and Friends” 
means a carefully planned program for the holiday 
season 

This is one reason why OFFICE APPLIANCES again 
offers its Christmas merchandising kit which features 
posters, hanging mobiles, pennants, and banners to the 
dealer who wants to provide this atmosphere with a 
minimum of effort and expense. 

However, once the general store area is decorated 
and inviting, the dealer must provide some space to give 
the customer to examine the merchandise which has 
been termed ‘Business Gifts.”’ 

A separate table or tables, a shelf or island display 
unit, or even a counter top can be given over to the spe- 
cial display of Christmas merchandise. This is especially 
true for that merchandise which is small in size and can 
be attractively grouped for effective presentation. 

Such a display (an example is the photograph shown 
here of a display by Otto Office Supply Co. in Houston, 
Tex.) can offer ash trays, pen sets and desk pen sets, 
telephone memos, book ends, clocks, books, pocket mem- 
os, and like merchandise. 

In this year’s merchandising kit, OA has prepared a 
colorful printed gift list. These gift suggestion cards can 
be placed on or near the table or other area which con- 
tains the gifts suggested. 
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THIS DISPLAY created for Otto Office Supply Co 
in Houston, Tex. by decorator Erwin Richker for 
Christmas, 1957, shows many of the items which can 
be featured as business gifts in a single grouping. 
Such a display could be put together in conjunction 
with the special Gift Suggestion list in the OA mer- 
chandising kit. Here then, the customer could see in 
a single area the many gift items available in the 


store. 


One idea could be to circle the designated group of 
gifts on the card, such as “Office Accessories.’’ On the 
table or shelf unit have one or more choices of each 
item on the suggestion list. 

In another area, a similar identification could be made 
for another gift grouping, such as ‘Furniture and 
Equipment” or ‘‘Leather Goods.” 

In this way, the customer can run down the list, see 
an item suggested that appeals to him, look at the table 
or shelf, and make his choice. 

This, of course, is only one way that the 1958 mer- 
chandising kit can be used by the dealer. With bright 
Christmas red and green colors on the posters, banners, 
mobiles and pennants, it will identify the store im- 
mediately as a gift headquarters for business gifts 
Business Gifts for Business People . . . for family and 
for friends. 
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3. A black metal cage witl 
polished brass stem holds t 
frosted white globe. Unit 1 
inches wide and 44 inches 
4 with stem. Appt 
7 4 $35 trom Alt 
1# 
is 
ri 
S" DDING light in an executive or 1 ption 
area iS an important climax in the decorating 
process which often falls under the realm of the 


lealer who has obtained the job. It dramat over- 
tones Can DC achieved by the use of ceili 9 Tixtures, 
wall lam} Ss or pin-ups, it beh OVCS the aecoratol 
to make specific requests for the 1 ght type of unit 


The role of lighting today is an important role 


It ; obvious that the first ynsideration must be 
given to proper illumination, or the executives 
ind off personnel who suftter from the dealer's 
\istakes will long remember their plight. Th 
ond leration is the general decor or theme of 
tne area 
Manufacturers have broken f1 of any stric 
tions which once might have dominated design of 
lighting units Almost all la ps ofrered today 
erve both the lighting function and the decora 
tion with equal ability. The 10dels 
shown on these pages are representatiy yr tne 


dern approach to an age-old problem 
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6. The Aero-lyte wall lamp by Lightolier. No. 9960 features 
polished brass and walnut. Extension maximum is 40 inches. 


Shade width is 24 inches in walnut matchsticks on plastic- 
coated parchment paper. Has a three-way switch. 


a 


Newest wall 
fixture by Nessen 

Studio Inc. fea- 
tures two individ- 

ually controlled 
light units. Avail- 
able in brushed or 
polished solid 





‘ b purpose wall fixture 


ind down. Unit is 


gh. Both outer shade 
= brass. Can be used 


inner perforated 
persorass over desk or 


made and 


” hergeona work area 
gt n Italy ;or Altamira 
5, ng pendants for individual use and groupings feature 
KROtal a plastic material devel ped by the Heiftez Co 
( f re range from 10 to 20 inches in diameter. Each 
with 6-foot fixture cord lop of globe can be 


ve ral colors 










8. Ibiza III, a three-unit grouping by the 

Liteline Corp. Each glass is 6Y2 inches 
wide at bottom and 13 inches high. 

White with 3-D optic décor 










© lf you wish more infor- 
mation about the accessories 
pictured here, please use 
the inquiry card facing 
page 54. Your requests 
will be forwarded to 


the manufacturers. 
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E. E. GILBERT, president of Metwood Office Equipment 
Corp. shows all the sales aids supplied to him by the man- 
ufacturer and used in obtaining a nice contract from Joseph 
E. Seagram & Sons, Inc. Aids include a catalog, presentation 
book for salesman, architectural drawings and specs, floor 


Sales aids and service... 


Invaluable Tools for Selling 


‘‘Our customers trust our judgment 

... our experience,’’ says E. E. Gilbert of 
Metwood Office Equipment Corp., ‘‘and 
they depend on us to introduce them to 
products which will best fill their needs.”’ 


FTER more than three decades as a leading office 
A equipment dealer in New York City, E. E. Gil- 
bert, President and founder of Metwood Office Equip- 
ment Corp., has some interesting and important things 
to say about selling. 

“Actually, we don’t ‘sell’ our customers,’ explains 
Mr. Gilbert. ““We offer them services such as layout, 
decorating, designing, color co-ordination and the 
proper use and placement of office furniture and equip- 
ment. You might say that the sale is secondary to the 
service.” 

According to Mr. Gilbert, most customers come to 
him first for advice . not to purchase a specific prod- 
uct. 

“They trust our judgment 
they depend on us to provide equipment which will be 
the most economical, the most efficient and the most 
attractive for their firms. It’s up to us to introduce 


our experience, and 
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planning pad, assembly instruction manual, reprints of pub- 
licity stories, literature on special construction features, mini- 
ature partition model, section of panel showing special core, 
and a handsome in-store display featuring the “office planter’ 


accessory. 


them to those preducts which will best fufill their 
needs.’ 

Mr. Gilbert has found that certain sales aids, supplied 
to him by the manufacturer, are invaluable in effecting 
this introduction. The effectiveness of these sales aids 
was demonstrated during a recent series of conferences 
between the various members of the Metwood staff and 
a representative of Joseph E. Seagram & Sons, Inc., a 
Metwood customer. 

The representative was interested in ‘doing some- 
thing’’ about dividing the wide open space in the large, 
modern Maspeth warehouse operated by one of his 
firm's affiliated companies. When he visited Metwood’s 
showroom at 64 West 23rd Street in Manhattan, he saw 
one of the dealer’s best sales aids . . . a handsome dis- 
play of partitions with office planters attached, which 
runs almost the entire width of the showroom. 

Later, in Mr. Gilbert’s office, the customer looked 
over the partition catalog and other descriptive litera- 
ture. He was then shown the special construction fea- 
tures of the space divider and the ways in which it was 
assembled and disassembled. 

To demonstrate this, Mr. Gilbert used a miniature 
model of the partition and also, a section of the steel 
panels which showed the special construction and lami- 
nation of the double-faced, honeycomb core. Both of 


OA-10/58 


~~ -— 


Mm 


0! 


OA- 








ie 
his 
d’s 
aw 
lis- 
ich 


MARVIN HERSKOWITZ of Marnay Sales Division 


called in to assist Jerry Gilbert of Metwood in the floor plan 


ing stage of the big job for Seagram's 


Partitions 


these sales aids were later sent to the customer's offices 
to be inspected by other members of the firm. 

Next Metwood’s art and layout department went 
into action. Gerald Bram, the firm’s designer-decorator 
visited the customer’s warehouse and made a careful 
analysis of the existent color scheme, floor layout and 
lighting conditions. Gerald Gilbert of Metwood, drew 
up blueprints and floor plans which showed exactly how 
the available space would be divided by the partitions in 
to private working quarters for the office personnel 

Marvin Herskowitz of Marnay Sales Division, Rock 
away Metal Products Corp., manufacturers of the ‘‘Parti- 
tioner,”’ was then called in and worked closely with Mr 
Gilbert on the layout and also with Mr. Bram in creat 
ing a special new Partitioner color which would harmo- 
nize with the existent color scheme in the warehouse. 

Important to Seagram’s was the fact that the ware- 
house floor plans were very simple and very flexible, al- 
lowing for department expansion or a redivisioning of 
the space at any time, simply by rearrangement of the 
partitions. 

“You might say we made a sale,’’ says Mr. Gilbert. 
We did, of course, and a pretty large one at that. But 
more important, we provided a real service for our 
customer by creating efficient, convenient and attractive 
offices for their personnel.” 
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“WE'LL CREATE a color that will complement the ex- 
istent color scheme at your warehouse,” Gerald Bram, 
Metwood's designer-decorator assures a customer. This 
extra service helps to gain the customer's confidence in 
the dealer. 
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PARTITIONS, each 68 inches high, were used to create private 
work quarters for the order department. Both clear and frosted 
glass panels were installed in this area. Partitions were also 
used to divide space in another area of the large, modern 
Seagram’s warehouse. 
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THE HOWARD CO. 75 x 140-foot building which with bal- 


cony provides 13,000 feet of usable display, storage and print- 





-~ 


5 
* 


ing plant space. Outside finish is red brick with light blue side 
walls and dark blue trim. 


New Store Reflects Friendliness 


HE modern new home of The Howard Co. at 410 S. 
Pecos St., Midland, Tex., 
outstanding printing, stationery and office equipment stores. 
This same store also reflects the friendliness of the 
owner, Ray O. Howard, and is a natural outlet for the 
“gimmicks” and the promotion of his facile mind. 

Using his ‘Desk Sheet’ as a sounding board of the 
Howard philosophy the owner makes pronouncements such 
as these: 

“We unconditionally guarantee that you can park within 
100 feet of an entrance at our building at 410 S. Pecos St., 
Midland, Tex., at any time during normal business hours. 
If at any time you find you cannot so park, we will give 


houses one of the nation’s 


you a nice gift...” 
And the same ebullient Texan says 
“If this is a depression we're having, it surely isn’t like 





CLOSE-UP of The Howard Co. general offices where Joe Isbell 
waits on customer at Art Metal counter. In center background 
is the sales office containing 45-inch steel salesmen desks, cata 
log file and law library shelving containing larger catalogs 
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the one I remember when I was a kid. Our business is 50% 
ahead of the same period last year. It is breaking a! records 
for us. We are having more problems getting merchandise 
than we are selling it. Our printing plant is operating at 
capacity. We are hiring more men 

“Perhaps part of it is the new location. Our store traffic 


” 


has tripled. 


Pondered Open House 


After months of work preparatory to opening the new 
store which provides 13,000 square feet of floor space for 
proper display of office furniture, seating, filing equipment 
and supplies, Ray Howard wrestled with the problem of 
whether or not to hold a formal opening. He wrote in the 
‘Desk Sheet’ 

“When we moved into this fine new building we said 
we weren't going to have a ‘formal opening’ but friends 
insisted. You know, it is a wonderful thing how friends are 
glad for you when things are going your way, and want to 
show you off...” 

Then came the punch line, the expression of the Ray 
Howard philosophy of how to do business: 

‘And don’t you ever think for a minute you could build 
a business like this except on friendship! Come to our 
opening!’ 

It was typical of Ray Howard that after the grand open- 
ing he issued a “Hearts and Flowers Edition” of his store 
publication in which he thanked the many who helped with 
the formal opening and “the thousands of customers who 
have traded with us over the years. They are the ones who 
made possible the new plant and without them we would 
have no need for even a small corner of our fine new 


building.”’ 


Recalls Humble Start | 

The new building, with its adequate parking space, its | 
colorful interior, its neat arrangement of open display fix- } 
tures, its tastefully-appointed furniture display and its} 


modern printing plant is a far cry from the humble begin- 
ning of Ray O. Howard's retailing 11 years ago under a 


shade tree. 
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WOOD OFFICE furniture is displayed 
front of t t Emphasis is given to 
Desk in the fore 


ind 1s [ tl OomDination secre 





ss of Ray Howard 


O After World War II service, Howard tried to figure out 
rds ething he yuld sell. 
dist [he first thing I could find was a carload of war surplus 
o sks,”’ he recalled. “I just stuck them out on a vacant lot 


eath a shade tree and prayed it wouldn’t rain 


alti It didn’t rain, th desks sold like hotcakes and Howard 





Within a short time he was safely housed in an office 
ous ipply store. He added a printing plant and later moved to 
new i. larger lo 
ror The owner is particularly proud of his 26 employees who 
ment lude John Roden, general manager; A. D. Hall, printing 
n of superintendent; Bob Huddleston, sales manager; Vicki 
1 the Pressley, in charge of the order desk; and Evelyn Collier, 
harge of the printing order desk. ars - 
said These employees, he maintains, are like quality and serv JOHN RHODEN, general manager, confers with Owner Rae 
} . ° Howard at Mr. Howard's desk which is the only piece of equip- 
1 Ss thy e1)) ' + ; - 
ae he firm's greatest assets. ent in the entire building not for sale. Memorabilia on wall 
is al [ying the whole operation together is the friendliness of includes Brand Names Retail Award for 1952 plaque, a letter 
nt to the irrepressible Rav O. Howard announcing opening of “West Texas’ Most Heavily Mortgaged 
: ; Fine Printing Plant’, a rope with which an “old friend” tried 
to commit suicide and after having been cut down by Howard 
Ray opened a charge account with The Howard Co. Also shown is 
Howard's army tunic which he keeps hanging around just in 
aa ise he ever decides he is not happy with his lot as a civilian. 
id 


open 
store 
| with 
; who 
s who 
would 
new 
INTERIOR of the store looking toward 
the gift department and display of steel 
Start office furniture and safes. Rectangular 
markings on wall are 9 x 27-foot strips 
e its of material which dramatically show the 
wy fix many different colors available in up 
1 ing holstered furniture sold by the company 
id 1 Chey are affixed to flat white wall. Con 
begin crete column is of warm deep red. Wall 
: ‘ , $ 1OIS¢ i 
aia to far right is turquoise and one on far 


left is dark blue. Center wall is lemon 
yellow. 
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New Products 





SWIVEL CHAIR 


Globe-Wernicke Co. 
Norwood 
Cincinnati 12, Ohio 
The new “‘Fine-Rest” aluminum swiv 
armchair is a tailored executive piece 
with a full back and ‘‘deeper-than-aver- 
age” seat of foam rubber. It is equipped 
with no-sag springs for greater com 
fort. The company is offering a choice 
of 11 combinations of upholstery ma- 
terials and 44 colors. Other features in- 
clude height and tension adjustment 
foam rubber cushioning throughout, 
balanced swivel mechanism, one-piece 
noiseless cast aluminum base with ball 
bearing casters, and brushed 
satin finish. 

—Inquiry Card No. 16— 


natural 


BALL POINT PEN 





Esterbrook Pen Co. 
Delaware Ave. & Cooper St 
Camden 1, N. J. 

The “all new” Scribe ball point pen 
has a unique comfort 5 
said to reduce writing fatigue. In ad- 
dition, it has a ‘“‘micro-fit” tip t 
assures quick starts and smooth flo 
of ink. The company claims that the 
pen’s ‘““Super-Tex” ball, textured with 
thousands of tiny treads, won't skip 
on even the glossiest writing surfaces 
Comes in choice of colors: black 
gray, red, beige, turquoise, and blue 
Two sizes—fine and medium—aré 
available. Retails at $1.69 
—Inquiry Card No. 19— 












TYPEWRITER DESK 

























































ad 


Smith System Mfg. Co. 
212 Ontario St., S. E. 
Minneapolis 14, Minn. 


[his new “Hide-A-Way” typewriter desk 
may be converted into a flat top office 
desk with drawer when machine is not in 
ise. The mechanism by which this is ac- 
omplished eliminates danger of banging 
and disturbing the typewriter during op- 
ening and closing, the manufacturer re- 
ports. Desk is of steel construction with 
Fiberesin top. To deaden typing sounds 
the machine is mounted on a 34-inch 
solid platform finished with a plastic 
nolding on the exposed edges The desk 
is finished in baked enamel with a choice 


i 
+ 


of gray, tan, or pale blue colors. An- 
other model without the drawer is also 


“—Inquiry Card No. 17— 


TYPEWRITER RIBBON 


Curtis-Young Corp. 

110 W. 18th St. 

New York 11, N. Y. 

[he company and its subsidiary, U. S 
Carbon & Ribbon Mfg. Co., have an- 
nounced the availability of a new type- 
writer ribbon named “Textile 59.” It 
offers the low-cost economy of cotton 
ind the strength and type resistance of 
nylon. It produces the sharp writing 
haracteristics of fine silk and the print- 
ing press impression of carbon ribbons 
manufacturer claims. May be had in 
lengths of 12, 18, or 24 yards on any 
spool to fit all typewriters. A sample 
ribbon may be obtained by writing to 
the above address 


—Inquiry Card No. 20— 


For More Information Use Inquiry Card Facing Page 54 









EXECUTIVE FURNITURE 






Alma Desk Co. 
High Point, N. C. 

Alma’s new Skulptura lin 
furniture rep! 


or executive 
sents a fresh approach pre- 
dicated on two concepts: the free stand- 
ing units and modular groupings. The 
style motif is sculptured 








wood and doné 
in a light, airy floating design. The line 
will be offered in an oil finish, and a flat 
lacquer finish will also be available. May 
be had with plastic tops. This new collec¢ 
tion is scheduled for showing at the 
NSOEA Convention in Chicago 
—Inquiry Card No. 18— 






FILING CABINET 
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Republic Steel Corp. 
Berger Div. 

1038 Belden Ave., N. E. 
Canton 5, Ohio 

A new cabinet designed to take the 
wrinkles out of Teletapes has been 
announced by Republic Steel Corp. 
Fitted with 30 drawer inserts, ten in 
each of three sections, the unit caf 
hold up to 4,500 tapes. Each drawer 
insert of the punched tape cabinet has 
150 tapered pins of 14-inch diameter. 
Tightly rolled tapes may be slipped 
onto these pins for indefinite storage. 
Front of drawer carries window framé 
for identification tag. Unit shown 
measures 17-% inches wide, 41-% 
inches high, and 28 inches deep, 
Depth of each drawer is 1-1/16 
inches. Several colors are offered. 
—Inquiry Card No. 21— 
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POSTURE CHAIR 





Stylex Seating Co. 
911 Walnut St. 
Philadelphia 7, Pa. 


A foam rubber cushioned contour seat 
is a feature of a streamlin pos 
ture chair designe fot ( 
fices by Stylex. Intend for t bu 
get-minded buyer, _ this it 
equipped with a spring steel back post 
cushioned with ‘Tufflex 


support. Seat height is adjustabl 


Naugahyde upholstery can be orders 


in a choice of 12 decorator lors, but 
grospoint is available at slight addi 
tional cost. Mobility is facilitated by 
the light tubular frame which rolls on 
1-54 inch top bearing casters. Br 


chure available. 


—Inquiry Card No. 22— 


NAME PLATE 





Acme Products Co. 
416 N. Madison St. 
Green Bay, Wis. 


This new Desk Chrome Al; yet nan 

plate is said to be indestructible. An ad 
ditional feature is the fact that its letters 
may be changed at any tit nd new al 
phabets and bases may be_ purchased 
separately to meet requit nts. It is 
made in three sizes—6}/, | id 13-iacl 
base, the small one being ideal for short 


names or designations. 
—Inquiry Card No. 25— 


For More 
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DUPLICATING MASTER 





Old Town Corp. 

750 Pacific St. 

Brooklyn 38, N. Y. 

A new process utilizing the liquid, or 
spirit, principle or duplicating was an 
nounced by Old Town recently. Named 
Cobalt Blue Process—CBP for short— 
this process is said to be clean and 
non-staining. No special paper or 
equipment are required and up to 350 
copies may be made. CBP may be used 
for all printed forms, multiple sets, 
continuous forms, teletype rolls, tab- 
ulator forms, and high-speed printer 
sets 


—lInquiry Card No. 23— 


CREDENZA 





Cole Steel Equipment Co., Inc. 
{15 Madison Ave. 
New York 17, N. Y. 


Specifically designed to complement all 
office furniture, this credenza (No. 1712) 
has two sliding-door cabinets with ample 
shelving for books, records, and papers. 
Made of heavy-gauge steel with linoleum 
surface and trimmed with aluminum. 
Comes in mist green, desert sand, or Cole 
gray with baked enamel finish. Linoleum 
tops in matching or contrasting shades. 
This product from the company’s Tailor 
Made collection measures 6314 inches in 
width, 29 inches in height, and 1914 
inches in depth. Catalog B describes the 
line 


—Inquiry Card No. 26— 


NEW PRODUCTS 


continued 


IMPROVED FILE 








Oxford Filing Supply Co., Inc. 
Clinton Rd. 

Garden City, N. Y. 

The complete line of Oxford Penda- 
flexers is now available with 
rails, sheathed in stainless steel. This 


slide”’ 


new feature eliminates friction and 
makes periodic lubrication unneces- 
sary. This desk-side file is equipped 
with two-inch Bassick casters. Drawers 
operate smoothly and quietly due to 
newly designed full cradle suspension 
system which utilizes nylon bearings. 


—tInquiry Card No. 24— 


CHECK FILE 





Hamilton-SKOTCH Corp. 
Hamilton, Ohio 
The Porta “Check” File is a sturdy 
steel cabinet capable of holding more 
than 1500 cancelled checks. Suitable 
for both home and office use, the 
file is equipped with lock and key, 
name plate, and easy-carry handle. 
The machine measures 9 by 9 by 444 
inches. It is finished in hammer-tone 
gray. A companion piece designed to 
hold 814 by 11-inch documents is also 
available. 

—tInquiry Card No. 27— 


Information Use Inquiry Card Facing Page 54 
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INQUIRY CARDS* Please ask the manufacturers, indicated by the key 


numbers | have circled, to send further information 
without delay. 


\A's 





| This service is restricted to dealers and whole- | 
| salers in the office equipment and supply field. 


ACCESSORIES OF THE MONTH 





Accessories of the Month 


All accessories illustrated and described in 

this issue in the section carry key numbers | 18 + OR 8 ee eee 
to 15 duplicated on the card at the right. If NEW PRODUCTS 

you are interested in an item or several items, i6 17 18 19 20 21 22 23 24 25 26 27 28 29 30 
simply circle the corresponding key numbers 31 32 33 34 35 36 37 38 39 40 41 42 43 44 45 
on the card and mail at once. Your inquiry 46 47 48 49 50 51 52 53 54 55 56 57 58 59 60 


51 62 63 64 65 66 67 68 69 70 7i 72 73 74 75 
76 77 78 79 80 SI 82 83 84 85 86 87 88 BF 9 


SALES STIMULATORS 
101 102 103 104 105 106 107 108 109 110 


will be forwarded to the supplier immediately 


New Products 





To obtain more information about any of the it 612 03 14 TG SO OB Oe 120 
ce 2. aun s : 

nae. | aa 

we gy aha eale Sag ee 4 ot th 121 122 123 124 125 126 127 128 129 130 

responding key numbers on the car a € 131 132 «133° «4134«135)—«*136s*137)s 3813940 

right and mail at once. Your inquiry will be 

forwarded without delay 


October 1958 Issue of OFFICE APPLIANCES, 
Card void after December 1, 1958 


Sales Stimulators bela 





To obtain more information about any of the 














‘ : . . Name 
manufacturers’ sales aids described in this vee 
on 
issue, circle the key numbers on the card at ‘ 
right which correspond to the numbers as Company - . 
signed to the Sales Stimulators. Mail the card Business Address BX 
promptly City : Lone State 
is New Catalogs 
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...t0 give you the inside story ¢ 
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red-banded brass tips for 


“fight here. 


The rubber section — where Eagle 
turns out its quality eraser fines. 


Ceylonese graphite, Bavarian ciay, 
Malayan rubber — raw materials from 
everywhere under the sun. 





i Verithin are made 





Most colorful 


spot in the plant: 


Much of Eagle’s machinery is so this section produces Verithin, 
Prismapastel and Prismacolor. 


specialized that we buiid it ourselves 
in this machine shop. iy i 


— EAGLE “CHEMI * SEACED™ MIRADO 174 “Ser\™ a" 
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TO GIVE YOU, EAGLE’S CUSTOMERS, EVEN 
FINER PRODUCTS, EVEN FASTER SERVICE 


. we've built seven acres of modern-as- 
tomorrow plartt—all under one vast roof! 
We moved a million cubic feet of earth... 
shifted a quarter mile of river... even added 
a new road and a new bridge to make this 


on Eagle's brand-new plant! 


aluminum, glass and masonry beauty possible. 


Here in Danbury, Eagle starts its second 
century as the world’s largest manufacturer 
of quality pencils. From its new research labs, 
from its acres of almost revolutionary produc- 
tion machinery and streamlined shipping 
facilities will flow ever finer Eagle writing, 
coloring and drawing materials—to you/ 


EAGLE PENCIL COMPANY 


NEW YORK MEXICO 
ronan Danbury, Connecticut SOSeTA 
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GARMENT RACK 





Borroughs Mfg. Co 
3002 N. Burdick 
Kalamazoo, Mich. 

A completely new lin 
racks has been announ 
roughs. It includes wrap 
wrap check racks in both 
wall models, all offering 
ufacturer's exclusive t 
of these is a plated, mar 
three-way hanging 
which holds a_ basi 
hangers on the front 
which can increase cap 
hanger per foot when 
Four standard wrap rack 
accommodate 6, 9, 12, an 
ments. The three stan 
check rack models hold 
20 garments. The ‘Hand 





rack shown here is a mplet 


new addition to the co: 


—Inquiry Card No. 28— 


TELEPHONE INDEX 





my 


Zephyr American Corp 
95 Morton St. 

New York, N. Y. 

The Starflite Autodex 
matic telephone index 
the company as “the 
gance and utility.”” A 
is a pop-up pencil whi 
attention when thi 


A memo pad is built into the ba 


convenient note-taking. A 
eight color combinations 
—Inquiry Card No. 31— 





PHOTOCOPY MACHINE 





Copycat Corp 
215 Fourth Ave. 
New York 3, N. Y. 


A new development in the basic proc 

Of making a photocopy has been 
innounced by the company as a fea 

of the machine shown here. Said 

produce sharp picture like copies 
in 12 seconds, the machine makes us¢ 
of a new, patented spray process 
vhich permits daily use for a month 
vithout changing — th leveloping 
gent. Wall mounting feature is a 
sace saver, but this photocopier can 
be used on the desk as readily. Comes 
in two sizes—Model F-9 for copies ot 
)-inch widths of any length; Model 
F-14 for copies up to 14 inches of any 


—Inquiry Card No. 29— 


EXECUTIVE CHAIR 


. 





Milwaukee Metal Furniture Co. 
3022 W. Center St. 
Milwaukee 45, Wis. 
This steel office executive chair is Mod- 
el M-2100, part of the company’s Trend 
Line, designed to emphasize efficiency, 
comfort and beauty. The heavy-gauged 
steel construction with welded frames 
will deliver a lifetime of comfortable 
seating, company claims. 

—Inquiry Card No. 32— 


NEW PRODUCTS 


CARD RECORD DESK 





Yawman & Erbe Mfg. Co., Inc. 

1015 Jay St 

Rochester 3, N. Y. 

A new Card Record Desk in contempo 
rary design features a low over-all cabi 
net height for easier 
greater width and depth for greater ca 
pacity. Drawers are equipped with heavy 
duty, full, ball-bearing roller suspension 


The seven-drawer model, designed for 5 


by 3 cards, holds up to ninety-four thou 
sand cards [he five-drawer cabinet ac 
commodates 5 by 3, 6 by 4, 8 by 5, an 
tabulating cards. Drawers of both model 
hold up to five cross filing trays. Linole 
um top posting section may be extend 
10 inches beyond cabinet front 


—tiInquiry Card No. 30— 


UTILITY BOX 





The H-O-N Co. 
Third and Oak Sts. 
Muscatine, Iowa 


The H-O-N Co. has introduced a new 
line of steel utility boxes in three sizes 
which are available with or without 
plastic coin trays. Trays are removable 
in two sizes and fixed in the larget 
cantilevet type. The boxes may be had 
in three standard colors: gray, sandal 
wood, and spruce. 


—Inquiry Card No. 33— 


For More Information Use Inquiry Card Facing Page 54 
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N ANY SIZE office, in business of every kind, key 
| people accomplish more freed from the tyranny 
of repetitious, big-volume jobs... 

Thus your firm can grow and profit with the extra 
time provided by Friden automatic Tape-Talk ma- 
chines. From data origination to interpretation to 
filing... Friden machines process office paperwork 
automatically with punched paper tape. 

Office drudgery goes out as this revolutionary Friden 
Tape-Talk technique comes in! In exact proportion 
to the degree of office automation you require, a 
Friden system will: 
manual movements and 


(1) Eliminate need for 


operator decisions; (2) Increase work volume output 
without increasing payroll costs or overtime; (3) End 
primary and compounded errors normally occurring 
in data recopying. 

You can’t afford not to be curious! Call your nearby 
Friden Man or write Friden, Inc., San Leandro, Calif. 


Sales, instruction, service throughout the world. 


a 


& Vi “ 


= Irid 
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FRIDEN 
ADD-PUNCH 


loxowitir® Automatic tape writing-accounting machine 
Selectadoto® automatic tape reader-selector-sorter 
T2ledato® Automatic tape transmitter-receiver 


guatowrriter” automatic justifying type-composing machine 


Ada-Pumch® Automatic code tape adding-listing machine 
Compouty por” Automatic tape billing department in one desk 
Outomatic Input - Output Wachine 
Friden Mailroom Equipment 
Friden Natural Way Adding Machine 


Friden fully automatic Calculator— 
The Thinking Machine of American Business 


| | 400 He Sgt 


© Friden, Inc. 
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oo Dow't miss the big ‘ 





2nd Anuual 


EASTERN 


CONIMERCIAL 
STATIONERY 
SHOW 






EXHIBITORS 


Acco Products, Inc. 
Accucraft 

Ace Fastener Corp. 
Acme Lite Products Co. 
Advanco Products Inc. 
Aigner Index Co. 

Allen & Co. 

Alliance Rubber Co. 
All-matic Products 
All-Rite Pen, Inc. 
Amberg File & Index Co. 
American Pad & Paper Co. 


American Writing Paper Corp. 


Angler's Co. 
Arrow Case & Letter File Co. 
Arrow Fastener Co., Inc. 
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NEW YORK TRADE SHOW BUILDING 
8TH AVENUE AT 35TH STREET, NEW 


Art Steel Sales Corp. 

Artistic Desk Pad & Novelty Co. 

Apsco Products, Inc. 

Bainbridge, Kimpton & Haupt. 
Inc. 

Baltimore Salesbook Co. 

Julius Bandes &.Co. 

Banov-Bernsley & Co. 

Barkin Expanding Envelope Co. 

Bates Mig. Co. 

Carter’s Ink Co. 

Challenger Steel Products 

Cole Steel Equipment Co. 

Comfort Cushion Co. 

Cook's, Inc. 

Cushman & Denison Mig. Co. 

Crownola Loose Leaf Products 

Crysto-Mat Co. 


Dennison Mig. Co. 
Joseph Dixon Crucible Co. 
Dome Publishing Co. 
Dorset Steel Equipment Co. 
Eagle Pencil Co. 

Eastern Numbering 

Eaton Paper Corp. 

Elam Stationery Co. 
Empire Pencil Co. 

Ever Ready Calendar Mig. 
Ezyindex Products Corp. 
Eberhard Faber Pencil Co. 
Ferber Pen Corp. 

Fibre Form- Arvey 

Fine Steel Products 

Fisher Pen Co. 

M. K. Furman Co. 

Gold Seal Cushion Co. 





OCTOBER 25TH-28TH incl. 


YORK CITY 


Ed Golden Kamk 
Guide System & Supply Co. Koh-I 
Hammond Map Co. Kraye 
Handi-Blott Co. Chas. 
Harrison Home Products Herm: 
Geo. Heineman, Inc. Lifton. 
Higgins Ink Co. Lindy 
Hodgman Rubber Co. Mieha 
H-O-N, Inc. Luxo | 
Hormel Corp. Majest 
L. Hyman & Sons Majest 
C. Howard Hunt Pen Co. Marsh 
Ideal School Supply Co. Maste: 
Industrial Lamp Corp. J. L. 
Interstate Metal Products Joshua 
Irval Assoc. Metalc 
Jayem Mig. Co. Metal | 
Jay & Ess Mig. Co. P.J.M 

OA-10/58 OA-1 





7 Show on the East Coast! 





The Big Show on the East Coast... 3 
loors of commercial stationery supplies and 
equipment PLUS on-the-spot sales train- 


ing help for your salesmen 


How to do a 


more effective selling job 


— ei 














Kamket Corp 

Koh-I-Noor Pencil Co., Inc. 
Krayer Mig. Co 

Chas. Leonard Co. 
Herman M. Levey 
Lifton-Keppler Co 

Lindy Pen Co. 

Miehael Lith, Inc. 

Luxo Lamp Corp 

Majestic Staple Co. 
Majestic Stationery Co. 
Marsh Stencil Machine Co. 
Master Woodcraft, Inc. 

J. L. May Co 

Joshua Meier Co 
Metalcraft Products Co 
Metal Specialties Mig. Co. 
P. J. Mieth Mfg. Co. 


10/58 OA-10/58 


How 


to use manufacturers’ merchandising 


aids. How to introduce a new product. Be 
sure to bring your sales force along. Plan 


NOW to attend. 


Exhibit Schedule: 


Saturday, October 25 
Sunday, October 26 

Monday, October 27 
Tuesday, October 28 


@ Absolutely no admission or regi 


— 12:00 Noon to 
— 12:00 Noon to 
— 12:00 Noon to 10:00 P.M. 
— 12:00 Noon to 


7:00 P.M. 
7:00 P.M. 


8:00 P.M. 


stration charges 


@ Dining and checking facilities in the same building 
@ Convenient to all major hotels and transportation systems 


4 ¢ 44 W. 63 Street 





Micropoint, Inc. 
Minnesota Mining & Mfg. 
Modern Steelcrait Inc. 
Monarch Plastics 

Mutual Products Co. 
National Blank Book Co. 
National Leather Mig. Co. 
New England Stationery Co. 
Nobema Products Co. 
Noesting Pin Ticket Co. 
Norma Pencil Corp. 
Nu-Craft Products Co. 
Olivetti Corp. 

Oxford Filing Supply Co. 
Parker Pen Co. 

Penn State Industries 


Perfect Rubber Seat Cushion Co. 


Sidney Pomerants 


EASTERN COMMERCIAL STATIONERY SHOW 


New York 23, N.Y. 


Jointly sponsored by 


Redi-Record Payroll Systems 
Redi-Record Products 

Red Rope Stationery Industries 
Regal & Wade Mig. Inc. 
Regency Thermographers 
Reliance Pen & Pencil Corp. 
Remington Rand 

Weldon Roberts Rubber Co. 
Romco Equipment Co. 
Sainberg & Co. 

Sanford Ink Co. 

Saxen Paper Corp. 
Seal-O-Matic Dispenser Corp. 
Shallcross Co. 

Smokador Mig. Co. 

S. S. Stafford, Inc. 

Stationers Loose Leaf Co. 
Stein Bros. Mig. Co. 


The Stationers Association of New York & The Metropolitan Travelers Club 


Stock Forms Co. 
Stone-Newman Associates 
Storch-Tepper Associates 
Stylex Seat. Co. 
Swingline, Inc. 

Taubman Pen Co. 
Tavella Sales Co. 
Technical Tape Corp. 
United Cutlery & Hardware 
Universal Pad & Tablet 
S. E. & M. Vernon 

Victor Safe & Equipment 
Warshaw Mig. Co. 
Waterman Pen Co. 
Weckesser Co. 

Wilson Jones Co. 

Zephyr American Corp. 





ALL-PURPOSE SCOPE 





The Heyer Corp. 
1850 S. Kostner Ave. 
Chicago 23, III. 


An_ all-purpose 


make professional copy preparation 
easy and available for all off upli 
cating processes, has been devised by 
this manufacturer of duplicating sup 
plies. Called the Superscope, this ne 

product provides the proper surfa 

and light for drawing, lettering, rul 
ing, and writing on all stencils, spirit 
and gelatin masters and offset plates 


It also serves as a light table for re 
touching negatives 

This new device is portable, easy to 
handle, and folds compactly 
venient storage. It can be used in 
standing position with all four legs 
extended or seated with the front | 
folded for best working angle. Accon 
modates 9-inch stencils, spirit and gel 
atin masters and offset plates up to 
inches. 

—Inquiry Card No. 34— 


FILING STOOL 





: 
: 
Fi 
. 


8 


u 


Precision Mfg. Co. 
831 Chicago Ave. 
Evanston, III. 


The makers of Bevco “ventilated” fu 
niture that features woven plast 
webbed upholstery has ann t 
availability of this filing stool, or otto 
man. Measuring 18 inches square and 
15 inches in height, the stool can bs 
used as a foot rest with Bevco loungs 
chairs. It may be furnished with cast 
ers which are 2-inch hooded witl 
double row ball bearings and rem 
able pin for cleaning and replacement 
—Inquiry Card No. 37— 
For More 
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STORAGE BOX 


NEW PRODUCTS (inved 


HEAVY-DUTY CUTTER 





The Paige Co. 
114 E. 32nd St. 
New York 16, N, Lf 
A new folding 
Miracle Box” offers many advantages 
over conventional equipment used to 


storage box called 


store semi-active or dead records, con 
pany states. Its chief 
derived from its 

strength and its unique 
tomatic folding action. The box is 
shipped flat but can be popped open 
for use quickly and without the use of 
stitching, stapling, gummed paper, or 
special skills. It can be flattened just 
is readily when not in use. Be 
the sides and bottom are made of two 
ayers of double-walled, heavy-duty 
orrugated, they are strong enough to 
each the ceiling when used without 
shelving. Telescoping which 
so can be flattened, 
vith the boxes, which come in a 
ecial office size—12 by 15 by 10 


1 
advantages are 
great stac King 


patented au 


Cause 


covers 


are supplied 


—Inquiry Card No. 35— 


FOLDING CHAIR 


| & J Tool & Machine Co. 
9505 S. Prairie Ave. 

( hicago 28, Ill. 

[The new BeLa DeLuxe Au 
Model folding chair features a seat 
which folds independently. This fact 
permits the chairs to remain in the 
Open position in the auditorium fa- 
cilitating the coming and going of in- 
dividuals by simply raising the seat 
for clear passage. Con pany states that 
30% floor space is saved since chairs 
can be placed closer than can stand 
ard folding chairs. This Model No. 
5013 chair has 25 coil spring cushion 
seat with or without upholstered back 
rest; or it may be had in all steel 
plywood and padded seat styles 


—Inquiry Card No. 38— 


itorium 


Comptometer Corp. 
1735 N. Paulina St. 
Chicago 22, Ill 


Two pieces of equipment, the ComptoPak 
Cutter (shown) and th ComptoPak 
Crimper, designed to faciliate the opera- 
tion of packers and shippers have been 
announced by the manufacturer. To- 
gether, these machines should reduce 
packaging costs, improve shipping pro- 
tection, increase shipping ontput, and 
reduce the problem of disposing of in- 
coming us¢ orrugated cartons. The 
cutter converts salvage cardboard and 
cartons into multi-size sheets according 


to packing needs. The 
the cut corrugated sheets into 
pliable wrapping and packa 
ai, 


crimper processes 
re-usable, 


ging materi 





—Inquiry Card No. 36— 


STORAGE FILE 





Supreme Steel Equipment Corp. 

53rd St, & First Ave. 

Brooklyn, N. Y. 

The Rack ‘'n File Unit here in 
cludes nine storage boxes per rack, each 
box measuring 12 by 15 by 1014 inches. 
Both letter and legal sizes can be accom. 
modated by this file, which is made im 
one piece of durable corrugated fibre 
board. The cover is hinged. The unit is 
available as olive green enamel steel rack 
with mist green storage It comes 
in both basic and units, both 
economically priced 


—Inquiry Card No. 39— 


show n 


boxe S 


“stack-on 


Information Use Inquiry Card Facing Page 54 
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HAVE YOU HEARD THE ROYAL NEWS? 





YES, IT’S COMING... the 


ROYAL FUTURA... greatest 
portable since the invention 
of the typewriter. 


LOOK for complete announce- 
ment and details in the next 





made im 
1 fibre 
unit 1S oe 
teel rack ’ 
It comes 


ts. bot! 


issue of this magazine. 


the world’s most wanted portable 


Product of Royal McBee Corporation, world’s largest manufacturer of typewriters 
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... let us show you how to | 
increase Filing Supplies Sales 


| Gasdle-O folder — 


Pat. Pending 


== > = = 


DEMONSTRATE! Just one demonstration makes the 


sale! The facility, ease and accuracy of filing and finding 


mr 


A 










with Guide-O-folders. will cut your customers costs as 
much as 30%. The adjustable metal tabs enable Guide-O- 
folders to fit right into all existing systems no addi- 
tional housing costs required. But you do have to dem- 
onstrate Guide-O-folders. When you demonstrate, you sell. 


Trademark 


Transfile 
Oe ib = «p> 4 


DEMONSTRATE! Don’t let your customers bundle up 
their inactive records and toss them into a storeroom. 
Demonstrate the economical TRANSFILE Files’ way of 
keeping all these valuable and costly records right at 
their finger tips. Made of fibreboard, TRANSFILE Files 


are so reinforced by steel that all the weight of drawers 





is supported on steel. In 3 styles and 13 sizes. When you 


demorstrate, you sell. 


Also manufacturers of ‘‘TRANSFILE’’ FILES—‘‘GUIDE-O-FOLDER’’——‘‘GUIDE-O-FILE’’——‘‘GUIDE-O-TRAY”’ 


m=. Guides 


























FILING SUPPLIES GUSSCO now gives the dealer 

gn the complete line. High a source of supply for this long 

in quality competitive in price - ; : ails : 

99% of your requirements can _ be ypulal _— im ws = 335 
Glia’ foam stock Ask for the com manila, kraft and _ pressboard 

plete GUSSCO catalog today. folders. Send for samples. 
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HANGERS 
won’t pull 
out” 












































EKER) 


vi 


ers 


“Stack ‘em as high as you 
like, the bottom § drawer 
slides as easy as the top one.” 


ZCUSSCOS 








See us in Booth No. 53 NSOEA Convention 


le System wt Supply Co. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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All Rockwell-Barnes 
quality office papers 
and paper products 












LSS 





es 








i heey 


‘P~ 


p74 
<: 
Rockwell-Barnes can promptly supply you wW Rep: 
multitude of types, sizes and colors of office p Mail y 
and paper products—only partially repres 
here. Not only can you get the variety necess¢@ € 
meet almost any requirement... you are als Spec 


ting Rockwell-Barnes quality products, repre FAST 


OA-10/! OA-1 











































BOND PAPERS 
Docket 
Indemnity 
Texture 
Letterhead 
Resistance 





SULPHITE PAPERS 
Serv-Wel 

Utility 

Challenge 
Feature 


DUPLICATOR PAPERS 








Duplo _— 

a 
Bes MIMEOGRAPH PAPERS 
BAA Son 
GAA = 

Texture 
LA aed 
cE ae Texture Opaque Offset 


\\ 


MANIFOLD & ONION 

SKIN PAPERS 

Docket 

Texture 

Silkweight 

Exell 

Luster Duplex 

Manifold Papers— 
Printed Copy 


GROUNDWOOD PAPERS 


NS . BLOTTING PAPERS 
—= ae — Rockbarnes, Plain 


Rockweave, Embossed 
E FOLDERS 


a 


STANDARD LETTER ere ROLLS 
on Adding Machine 
Teletype 


PAPER PRODUCTS 

Notebooks, Stenog. 
Eyetint Paper 
White Paper 

Pads, Legal Ruled 

Ruled Pads 

Typing Paper Packets 

Serv-Wel Typing Pads 

Memo Fillers 

Scratch Pads 
Challenge Pads 
Feature Pads 





FEDERAL TAG FILE FOLDERS 
Single and Double Top 








Nose Letter Size 
: Legal Size 
: Letter Size Guide Height 
Repeat Busi A M se 
rc e e S S y Ae O2 
you we hepeat Business to dealers everywhere. Ask us CHALLENGE 
\ffice p Mail you our catalog, samples and prices. ADDING MACHINE 
ROLLS, 


repres 
2% in.—packaged 6 


receswO CKkwell-Barnes Company to a see-through bag. 
ire als Specialists to the Stationer Since 1903 


, repre FAST WACKER DRIVE e CHICAGO 1, ILLINOIS R-B means REPEAT BUSINESS 
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OFFICE PARTITION 





Hemisphere Steel Products Corp 
263 Kent Ave. 
Brooklyn 11, N. Y. 


A new office partition the S 
Wall, is being merchand tl! 
swer to space problems v no! 
is a first consideration. The partitions 
flexible and functional, f: n 
portable, and come in hei 39 
and 68 inches, respectively. 1 pan 
can be arranged in any co natior 
variety of colors being availab 


—Inquiry Card No. 40— 


PEN-PENCIL SET 





All-Rite Pen, Inc. 

241 Hudson St. 

Hackensack, N. J. 

The new Rite-Mates combinat sk 
set includes an Extra Fine Lis f 
tractable pen, a matching Fir I 
mechanical pencil, and an 

ply ot Fine Leads in 
colors that are readily 


able. The pencil is desi 

fluted barrel for easy grip 

but lightweight and carri 4-in 
eraser. The pen has the All-Rite pres 
button retractor mechanism | kin 
size supply of ARCO ink. Set 
packed in a re-usable plast ft box 
in choice of four colors t black 


dark blue-green, charcoal 


bright red. 
—Inquiry Card No. 43— 





ARMCHAIR 





Indiana Chair Co. 
Jasper, Ind 


eight new chairs intro 

iced 1¢ NSOEA Convention by 
Jasper Chair Co. is this Pattern No 
which ts one of tour in the 
set Others in the group are a 


One rf the 


it tl 


52-US. 


itching swivel chair (951-US), and 
two with deeply scooped wood seats 
(951 and 952). All patterns in this 
llection are made from genuine 


I walnut and_ the upholstered 
eat can be supplied in elastic Nauga 
le, gros point fabric, or top grain 


ther from a selection of many col 


—Inquiry Card No. 41— 


ADDRESSING MACHINE 





Master Addresser Co. 

6500 W. Lake St. 

Minneapolis 26, Minn. 

Model 99 Master Addresser has an au- 


rive on the moistening roll 


hich moistens and moves the envelope 
printing position automatically 
ch pull of the handle. For this 

ason a completely unskilled operator 


clearly and 


ss envelopes 


ly, company claims. A new card 


ilso contributes to higher speed 
trouble free operation. Addressing 
ne by the spirit transfer process 
paper masters prepared on the 
writer 


—Inquiry Card No. 44— 


continued 


NEW PRODUCTS 


STENCIL DUPLICATOR 





Milo Harding Co. 

500 S. Monterey Pass Rd. 

Monterey Park, Calif. 

The Tempo-Geha No. 300 Stencil 
Duplicato shown here uses Tempo 
Paste inks and Tempo stencils to 
copy of ‘“‘press-printed”’ 
quality, its distributor claims. The 
machine automatically inks and 
produces wide copy up to 81)4 inch- 


product 


es with lengths up to 1314 inches. 
The automatically rising feed table 
holds more than 500 sheets of any 
size from 314 by 314 up to 914 by 
16 inche 


—Inquiry Card No. 42— 


PAYROLL SYSTEM 








C. E. Sheppard Co. 

44-07P 21st St. 

Long Island City 1, N. Y. 

and inexpensive 
Multi-Rite Peg-Binder 


pegboard payrol 
Payrol 
has been designed to provide a year 
forms for? 


A compact 
system—the 
Package 
estimated supply of all necessary 
payroll of 25 employees. Additional forms 
available at moderate cost, permit the system tt 
be used for larger payrolls. It can be put int 
immediate use for any cash payroll or, using 
the employer's existing checks, for any chec 
payroll. Features include: creation of three re¢ 
ords with one posting, elimination of transcrip 
tion errors, pre-shingled pay statements insuft 
accurate registration, tax data up-to-date at al 
times, and complete flexibility. System fs con 
tained in a self-locking binder 
—Inquiry Card No. 45— 


For More Information Use Inquiry Card Facing Page 54 
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x Y CARD FIL 
stem L\ODEX — FITS 
= sgroione means STEADY DEALER PRO 


FIRST SHOWING — 
NSOEA CONVENTION — 
BOOTH 101 AND ROOM 537 


ZEPHYR AMERICAN CORPORATION + NEW YORK CITY 
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smoother - finer - easier 


H-O-N CARD CABINETS 


WITH TILT-BACK FOLLOWER 





SMOOTHER quiet action because H-O-N units 


are equipped with nylon glides on drawer tracks 
and bales. The nylon glides eliminate binding and 
grating even with fully loaded drawers. 





FINER appearance and styling with improved 
drawer pulls and label holders. A choice of four 
handsome colors: gray, green, sandalwood, spruce. 


EASIER to use with time-saving efficiency of the 
tilt-back follower. Just trip a release and the cards 
recline. This provides room to see, select and han- 
dle without digging. Only H-O-N card cabinets 
have this feature. 


SMALL GOODS 


All Newly Designed — 
All Greatly Improved 





they're better . . . to help you sell more! 










H-O-N 
STEEL 
CARD FILES 









H-O-N UTILITY BOXES 


All units have automatic safety latch and key lock. Hi- 
impact plastic coin tray is optional. Standard colors in 
Gray, Spruce, Sandalwood. Sizes: 4x8; 4x6; 2x6; by 1! 





wide. 
For 3x5, 4x6 
Order the complete package of And 5x8 Cards 
--O-N H-O-N small goods from the fac- 
OFFICE EQUIPMENT tory or from your regular dis- 
tribufor. Style and a firm stability distinguish these units. Availab! 
. in 10 models for 3 card sizes; capacities up to 1200 card 
The H-O-N Co., Muscatine, lowa Three standard colors: Gray, Spruce, Sandalwood. 
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Availab 
200 care 
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INTANGIBUE 

ATMOSPHERE 

OF 

SUCCESS .... . tts what your client seeks and what he buys. . . and you can provide 





it for him most easily with the incomparable blending of taste, style 


and quality that is found throughout the Stanley line. 





cay Sal 


nhdiatatrue Ay | 
igi Rl whey 


5 Ally MRE: dep 














The light, functional styling of Stanley’s Guest Star #B-18, grouped 
informally, sets the tone of a meeting room where forward looking executives 
“get things done” in the directors’ room of Federal Savings and Loan Associ- 
tion in Wichita, Kansas, installed by Beal Office Supply. Let Stanley help 


you give your customers this “abreast of the times” look. 


S The tasteful elegance and quiet dignity of Stanley’s #2402 
from the Bond Street Group keynote the directors’ room of Plastic Manu- 
facturing Company of Dallas, installed by Service Printing and Office Supply. 
Look to Stanley when your customer tends toward the traditional treatment 


in his office. 














An obvious awareness of contemporary thinking . . . and up-to-the- 
minuteness of thought Stanley styling, in both chairs and sofas, 
highlights these impressions epitomizing the new offices of the Bank of 


California, installed by M. G. West Company 


The n 
machi 
it tuck 
offers 
about 


everyo 
Whether traditional or modern, offices with Stanley are offices with the mark of success . . . that’s 


why you'll find Stanley your easiest line to sell. 





MANUFACTURING COMPANY 
2310 N. MAIN FORT WORTH, TEX 
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NOW SELL....... 


lightest, lowest-priced disc dictating instrument ever made! 


SMALLEST! - VONTEST sass! TO vee 
SASIEST TO Caney UNIQUE ONE KEY SeaePUCITY 
eB 
BOVELES 45 A TRANSCRIOER 


OPSECE FIT ALA GRAY STANDARD MAaCroweEs 





FINALLY! 


THE DICTATING MACHINE FOR PEOPLE WHO DON'T LIKE MACHINES 


This striking 4-color counter demonstration station produces 
profitable business with a minimum of effort on your part 
It’s a terrific traffic-stopper and only the implest-to-use 
Key-Noter could be left to demonstrate itself! Displays a 
demonstration machine, microphone and a stack of l\iterature 


Nationally advertised! Nationally known! Demonstrates itself! Sells itself! 


The new transistorized Key-Noter is the easiest-to-use, easiest-to-sell dictating instrument ever invented—a full-fledged dictating 
machine not just a voice recorder. And it’s made and guaranteed by one of the Big Three in the dictating machine field. So small, so light 
it tucks into a briefcase. So rugged it takes the toughest daily desk use. So simple your seven-year old can use it with ease. And it 
offers advanced design features not yet in machines twice the size and half again the price! The Key-Noter is changing everyone's ideas 
about dictation . . . and selling faster than we can make them! The ideal machine for business men, doctors, salesmen, students — 








everyone! To find out how you can qualify for exclusive Key-Noter dealership in your area, mail this coupon today! 


A LIMITED NUMBER OF DEALERSHIPS STILL AVAILABLE 


New Key-Noter 
THE GRAY MANUFACTURING COMPANY, HARTFORD 1, CONN. 


r 7 

| | 

: Yes! Rush me full details on profitable Gray Key-Noter dealerships. 

| Your Name | RS PAT oe 

| Company Name ut | 
Address A ; 

AUDOGRAPH | | 
= 


City Zone___ State 
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Keep your eye on 


CORRY: 
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v4 Keep your eye on CORRY 
NEW PRODUCT DEVELOPMENT 





= Keep your eye on CORRY 
~NEW COLOR SELECTION! 


v4 Keep your eye on CORRY 
NEW DEALER SALES AIDS! 


STEEL AGE GO! 
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TAPE DISPENSER 


= | 





Seal-O-Matic Dispenser Corp. 

169 Murray St. 

Newark, N. J. 

The Lightning Brush Sealer, the new 
4-inch tape dispenser that will handle 
any size tape from one to four inches 
wide. This manual type machine fea- 
tures a “feather-touch’ subway feed 
patented tape guides on the cutting 
strap aluminum water box, and pure 
bristle brushes. Catalogs may be had 
for the asking. 

—Inquiry Card No. 46— 


SPRAY SHELLAC 





William Zinsser & Co., Inc. 
516 W. 59th St. 
New York, N. Y. 
Bulls Eye Spray Shellac is a new aerosol 
product now available for re-finishing 
worn, marred and lusterless desks, 
chairs, and other office furniture. Man- 
ufacturer states that this is the world’s 
first spray shellac and that it is quick 
and easy to use. It can be applied di- 
rectly over worn finishes such as var- 
nish, lacquers, sealers, or other com- 
mon wood finishes. Hardens to a dur 
able, protective surface. 

—Inquiry Card No. 48— 


PEN CLEANER 


Alvin & Co., Inc. 
853 Palisado Ave. 
Windsor, Conn. 
A new quick-acting, non-irritating 
solvent called Disolv-All will remove 
grime and ink from ruling pens, pen 
points, lettering pens and brushes, 
company claims. When applied with 
sponge or cloth with gentle rubbing, 
it will remove all grime from 1- 
squares, slide rules, scales, and in- 
struments. Wide mouth bottle permits 
immersion of tools. No. 1245 is avail 
able in 4, 8, or 16-ounce bottles 
—Inquiry Card No. 49— 





MODULAR FURNITURE GROUPING 


¥y. 





Eisen Brothers Inc. 

1601 Willow Ave. 

Hoboken, N. J. 

For those who wish to eliminate the ‘‘assembly-line look’ 

from the office the manufacturer offers this grouping of 

its Fundamentals Jine of furniture. A combination of 

wood and steel, these units feature laminated plastic 

desk tops in walnut and in various colors. These tops 

resist cigarette burns, cosmetic stains, alcohol, abrasion 

Or moisture, and ink and carbon smudges wash off read- 

ily. The collection was designed for a maximum economy 

of time, motion and space, the company points out. 
—Inquiry Card No. 47— 





NEW PRODUCTS ‘0vtinued 


DESK LAMP 





Dazor Mfg. Co. 
4481-87 Duncan Ave. 
St. Louis 10, Mo. 
One of a new line of air-cooled in- 
candescent lamps scheduled for un- 
veiling at the NSOEA Convention ts 
this Desk Model 2003. Equipped with 
fiber glass diffuser, with an opening 
in the bottom which emits an undif- 
fused beam on the working surface, 
this lamp gives broad, direct illumi- 
nation with “‘glare-free seeing com- 
fort." A perforated metal ventilator 
in the reflector top permits rising air 
to carry bulb heat away. Lamp stands 
14 inches high; switch is in fitting 
mounted on a circular base, 7 inches 
in diameter. Reflector is 13 inches. 
Standard finish is frost-green baked 
enamel over bonderizing, combined 
with brass finish for the arm and its 
base fitting. 

—Inquiry Card No. 50— 


MATH TABLES 





R/B Crafters 

1642 Fairmont Ave. 

Philadelphia 30, Pa. 

A new book of tables called the 
‘“Math-O-Matic” is now available to 
engineers, architects, teachers, account: 
ants, cashiers, housewives, and busi- 
nessmen. It serves as a guide for prob- 
lems in multiplication, division, and 
percentage and provides necessary in- 
formation for problems dealing with 
square root, cube root, logarithms and 
the like. Included are reciprocals and 
pi products of all numbers from one 
to 1,000. A product of West Germany 
the “Pocket Einstein” is printed in 
color for rapid reference. 


—Inquiry Card No. 51— 


For More Information Use Inquiry Card Facing Page 54 
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tinued See the full Bankers Box line 

of Record Storage Equipment 
including the NEW Tandem File 
at the N.S.0.E.A. Convention 
in the Conrad Hilton Hotel, 
Chicago, Sept. 27-Oct. 1. 

New 1958 Location 

Booths 15 & 16 










“ 


‘STAXONSTEEL 


TRANSFEFS 


ha oa 
5 


to low cost 
record storage 





j 
Sell this foursome of perfected prod- 
ucts for full coverage of the record 


ed the storage market. Each fills a particular 


able te 


.ccount phase of efficient, modern filing for 





d busi- your customers. For further facts and 

epee features on these Bankers Box prod- 

any 3 ucts and how they can fit your profit 

gt picture, write today for complete in- For Efficient 2-Way Supplementary Storage 
a -“ formation and dealer packet. “One Size for Either Letter 


-rmany , or Legal Filing”’ 


ited if alka 


BANKERS BOX COMPANY 
Specializing in Record Storage Equipment Since 19178 
2607 N. 25th Avenue Franklin Park, Illinois (Suburb of Chicago) - GLadstone 5-7700 
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BORROUGHS, 


wan aD «lle and 







wrap 
check rack line witht 











The wrap check rack sea- 
son is now in full swing. So 





why not cash in on more 
sales—and more profits— 









with Borroughs’ new wrap 


I 


wr or . 
Uhbbe (ie. Ie 
AS CLE, J é OY, IS 


Ip NF 






check rack line. These new 






racks have more features 
— more innovations — than 





CSS ( 






any other racks on the 
market ... they’re bound 
to sell on sight! 





632020 


showing 25-capacity on revers- 
ible side of each hanger bar 








631210 


showing 15-capacity on 
reversible hanger bar 





BORROUGHS NEW WRAP CHECK RACKS 
a worthy investment for any checkroom 


Borroughs’ new line of handsome wrap check racks answers all checkroom needs to a “T”. 
The 3 standard models accommodate 12, 16 and 20 garments (4 per foot). These capacities can 
be increased to 15, 20 and 25 garments (5 per foot) simply by reversing Borroughs’ exclusive, richly 
plated, mar-resistant hanging hanger bar. Or garments may be hung on the top side of the bar if 
desired. All models come in single or double face — and “add-units” may be added. Hat shelves have 
3 raised, non-dust-collecting apex-ridges. Rubber shoes protect floors. Casters optional. Racks 


available with or without numbering. 4 hangers per foot furnished. 


NEW WALL CHECK RACKS and NEW WRAP RACKS with all 
Borroughs NEW features available ... write for complete details 





80 oA-10/$4-10/ 








) ANNOUNCES 
aN EW coy nase henge 


“Handee’’ Check Rack a NEW 
addition to BORROUGHS LINE 










Hanger bar holds basic number 
of hangers on front side .. ; 





Hanger bar and shelf can be 
lowered for children’s use. 












reverse bar from back to front, 


and you increase capacity 1 hanger 
per foot... . 

















No bolts required to adjust 
the “Handee” garment rack. 











most practical 
on the market 


This sturdy, compact, double- 
purpose rack, with rounded 















651610 















Also available in double face. 
Both models obtainable in 3- and 
4-ft. widths. 


cornered posts, can be as- 
sembled in minutes without 






nuts or bolts—or quickly dis- 
assembled and stored away. 3-way hanging hanger bor holds 4 gar- 
ments per foot on one side—or 5 per foot on the other side—or gar- 
ments may be hung on the top side if desired. Hats rest on shelves with 





or use top of bar for greatest 
hanger capacity. 
3 raised apex-ridges. 


All racks are made of high quality furniture 
steel. Choice of 5 modern colors—Spring Green, 
Dark Green, Gray, Fall Tan, or Brown—in elec- 
trostatically baked-on enamel. 


B 0 i a Oo U ‘3 H S MANUFACTURING COMPANY 


PANY OF DETROIT 
OF KALAMAZOO A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COM OF DETRO 
3004 NORTH BURDICK ST. amp KALAMAZOO, MICHIGAN 


send for literature 


il 
Is 
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CABINET BENCH 






Bay Products Inc. 
1621 W. Indiana Ave. 
Philadelphia 32, Pa. 


A new line of cabinet benches known as 


the “handicabinet” line was specifically 
designed to accommodate 


storage cabinet is carried across and 
above the surface leaving a foot of work- 
ing room beneath. No supports or ob- 
structions interfere with the 30-inch 
working depth. The cabinet can be ar- 


ranged to suit job requirements; shelves 
are adjustable and more may be added. 


Additional partitions may be used, and 


these are also adjustable. The cabinet is 


12 inches deep and will hold up to 1500 
Ibs. Another model provides drawer stor- 
age space for smaller, delicate equip- 
ment. A locking door arrangement which 
closes the entire cabinet is also available. 
—lInquiry Card No. 52— 


DESK TRAY 





Western-Cal Wire Products Co. 
593 N. Mission Rd. 
Los Angeles 33, Calif. 


This modern version of a desk tray is 
available in both letter and legal size. 
The trays snap on top of each other 
and may be stacked to any desired 
height. The units interlock by tension 
of the steel wire and can be unlocked 
in a second. Unique feature is that the 
trays can be stacked in alternate man- 
ner, facing in both left and right hand 
positions, to save desk space. Single 
units may serve as a telephone book 
rack. Item is available in chrome or 
brass finish. 
—lInquiry Card No. 55— 


tools and 
equipment used at the work bench. The 





POSTAL SCALE 





B-T Co., Inc. 
121 N. Broadway 
Milwaukee 2, Wis. 
The new one-pound “Mite” postal 
scale carries information beyond the 
normal rate changes, company states. 
For example, manuscript rates and in- 
formation on mailing films as well as 
special delivery and parcel post rates 
up to two pounds for both land and 
air, all are given when the company’s 
new aluminum dial is installed. No 
tools or adjustments are required. 
Each “Mite” scale is 314 by 414, by 
414, inches high. Current dials are 
available for all old models. 
—Inquiry Card No. 53— 


TELEPHONE INDEX 





Rest-A-Phone Co. 
P. O. Box 10554 
Dallas 7, Tex. 
A telephone index which attaches to 
the finger-stop on the telephone is now 
being promoted under the name of 
‘Dextra.’’ The manufacturer points out 
that advantages are that the index is 
always where it is needed and that its 
location is at eye-level and dial-level, 
right at the tip of the dialing finger. 
Product comes in 10 colors as well as in 
black to match every known phone 
color. Retails at $2.00 

—Inquiry Card No. 56— 





NEW PRODUCTS (07/1 


NEW DESK LINE 







Lyon Metal Products, Inc. 
23 Madison Ave. 
Aurora, III. 
Lyon Metal Products is entering the dé 
field with a line that includes tables 
which emphasizes the general-purpose qui 
ity product at an economical price. Sho 
here is the 60-inch office desk No. 9 
which has a depth of 30 inches and a heig 
of 29 inches. Of welded  constructi 
throughout, this desk features a skid-ty 
base with adjustable feet, interchangéab 
pedestal drawers which operate on ny 
glides, and recessed handles. The heavy-du 
linoleum top is trimmed with beveled sta 
less steel. Also available in this line are t 
Lyon 42-inch desk, No. 930, and a 60-in 
table, No. 970 

—Inquiry Card No. 54— 


MODULAR FURNITURE 





Remington Rand Div. 

Sperry Rand Corp. 

315 Fourth Ave. 

New York 10, N. Y. 

A new, all steel Aristocrat Modular fur 
ture line was introduced recently as 
answer to the businessman's exact w 
needs and decorative tastes. Color, styl 
and design create an atmosphere of dist 
tion and yet provide a comfortable : 
practical work area. The line can be 
sembled in unlimited variation of ¥ 
units through use of matching compont ¢ 
which include desks with end panels, tab 
credenzas, tops, file and storage cabi® 
Colors in Modular line are: gray-rite; g 
mist; heather beige, and surf-green. D 
and table tops can be specified in eit 
gray, blond tan, mist-green or brown I 
leum; or in gray, light tan, or light gf 
Textolite 


—Inquiry Card No. 57— 


For More Information Use Inquiry Card Facing Page 54 
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The Packages Are Oxford's — 
But The Profits Are Yours! 


With an eye to increasing your sales and 
strengthening Oxford’s identity as the “First 
Name In Filing,” we asked Ken White Asso- 
ciates to re-design the packaging of all 1315 
items in the full Oxford line. This is your 
preview of the result...shown in actual 


plies wil 

because, i 
line, Oxfo 

for self-sele 
of file folde 


they’re all dist 
colors to give you an idea of the brightness “impulse buy 
and attractiveness of the new BUY APPEAL counters. 
BOXES. Even more important, the new-look sovner 4 
REPA 3 KA GES! Oxford merchandise is now in stock ... wait- NOW is the perg 


ing to decorate your shelves and boost your line Oxford dealer 
sales. 


most extensive rep 
by a filing supply 
THE BIGGER PROFITS that have always interested in stepping 
gone with the full Oxford line of filing sup- to us today! 





re Oxford's — 
fits Are Yours! 


easing your sales and plies will now be bigger than ever before 
s identity as the “First because, in addition to repackaging the entire 
ked Ken White Asso- line, Oxford introduces new display packaging 
ackaging of all 1315 for self-selection items! Guides, dozen packs 
line. This is your of file folders, index cards, and rol-labels.. . 
shown in actual they’re all display packaged to stimulate more 
f the brightness “impulse buying’’ for your shelves and usstEs 
& I ying GIRL BLUE 
BUY APPEAL counters. 
, the new-look 
lh mi — line Oxford dealer and take advantage of the 
= yor most extensive repackaging ever attempted in Oxford advertis- 
by a filing supply manufacturer. If you’re ing. She stands for 
e always interested in stepping-up your profits, write THE FIRST NAME 
ng sup- to us today! IN FILING. 


NOW is the perfect time to become a full Fowl see her 
often...on 
Oxford packages, 
























REPACKAGES! 









Your customers say: 





... ‘proclaims the quality I associate with Oxford.” 




































... certainly helps me identify the product and its uses.” 
... new packaging is an attractive show case.” 
... I prefer brand-name merchandise ...new boxes leave no 


doubt as to manufacturer, contents, and quality.” 


THESE ACTUAL COMMENTS from customers point up just one of the big sales advantages 
of Oxford’s new packaging . . . easy identification of the “first name in filing!” But don’t stop 
there. Look at what else the new blue boxes are doing for full line Oxford dealers! 








THE MOST IN 
SELF-SELECTION PACKAGES 


All the items that belong on display coun- 
ters for self-selection. In special win- 
dowed boxes or transparent envelopes. 


COUNTER AND 
SHELF ATTRACTIVENESS 


Boxes printed in two striking blues; 
prominent Oxford trade mark estab- 
lished strong “‘corporate image.” 


EASY TO KEEP CLEAN 


White patent-coated board makes boxes | 
dust resistant. Stays bright with the? 
touch of a cloth. 





BIG USERS BUY 
BRAND NAME ‘ 


Attractive boxing sells large users on 
Oxford brand-name quality, discourages 
profitless substitution of unbranded fil- 
ing supplies. 








FIRST NAME 
a SL 


©. ()xford 
in aft 








“Boy! That will do 
him more good than 


a trip to Florida.” 


P. S. to dealer: 

You conserve his 
energy when you 
sell him Gunlocke. 


revores <-> Fas ve9 





a ge) Copr. 1957 by 4 
CP / we oH. GUNLOCKE CHAIR COMPANY, WAYLAND, NEW YORK . 








NEW OFFICE CHAIRS 





All-Steel Equipment Inc. 

44 Griffith Ave. 

Aurora, III. 

A newcomer to the ASI 

Line scheduled for presentat thi 
members of the group ar n abo 
left is No. 635, the Syn t 

ture chair; on the right 

side chair. Both mod NSOEA 


tion exhibit numbers 
—lInquiry Card No. 58— 


HAND PUNCH 





Mutual Products Co. Inc. 

110 Barber St. 

Worcester 6, Mass. 

A new brand of lightweight 
punches is available in thr 
products are constructed of rugg 


finished in gray hammertone. Equipp 


easily adjustable nickel-plat 
punches permit rapid 
ing combinations at the 
All of the company’s punc!l nt 
11 binder sheets automati 
—Inquiry Card No. 


a rat not 


61— 


DESK SET 





Roger Alan Enterprises 
Box 412 
Holland, Mich. 


One of a group of 12 desk s 
a combination of brass an nut 


stainless steel and walnut. Scratch pa 
per pads are built into this ssOry 


and a perpetual calendar 


part of the product. Sets wit sing! 


pen are also available 


—Inquiry Card No. 62— 








DESK ACCESSORIES 








Qualiton 
2401 S. Main St 
Los Angeles 7, ¢ alif. 


A mew series of desk accessories, 
alled the Transition 3000, has been 
uinnounced by this manufacturer of 
desk pads and accessories. The 3000 
ombines fine quality walnut wood 
with top grain upholstery leather. 
[wo Sheaffer pens are “built into” 
the desk pad shown This model is 


known as tne 


—Inquiry Card No. 59— 


ARMCHAIR 





Stanley Mfg. Co. 
2310 N. Main St. 
Fort Worth 6, Tex. 


High quality workmanshi taste 
ul styling highlight the new Stanley 
Executor, one of the 18 n models 
cently introduced by the company 
This new chair (calle Model No. B- 
19) features the wall-saver leg, a seat 
yf one-inch soft foar rubber over 
Flex-O-Lator burlap and no-sag 
prings. The back is upholstered in 
3/,-inch soft foam rubber over molded 
plywood. Chair seat is 2014 inches 
wide at front and 1914 inches deep. 
Seat height is 17 inches; from top of 
back it measures 1534 in A choice 
of coverings—top grain leather plas- 
or grospoint fabric—in color to 
ombine with the walnut finish 1s 
ivailabl. 


—Inquiry Card No. 63— 


NEW PRODUCTS  0vinuca 


COIN COUNTER 





Hastings Typewriter Co. 
518 W. Third St. 
Hastings, Nebr. 


The Cash-A-Flash Auto-Meter Co 
Counter tores and ounts accurate 
up to $60 in coins. Coins of all dk 
nominations are stored in the mete 


ing tray and are readily available f 
instantaneous inventory or for makin 


change; or the box may be stored ; 
the safe after busin hours Hinge 
lid is ovable; its removal conver 
the box into a change-making tra 
Bills and checks may be stored und 
the tray. Counting and _ packagin 
coins for bank deposit are simplify 
by th etering compartment 


—Inquiry Card No. 60— 


OFFSET RING BINDER 














if 
ia) 
§} 
é 
%. 
Master-Craft Corp. 
831 Cobb Ave. 
Kalamazoo 52F, Mich. 
This off-set ring binder was devis 
for a new one iting plan for 
posting oOo! accounts receivable é 
counts payable, and payrolls. All t 
ords are permanently housed in 
compact binder with off-set cov 
The alumi num writing board enab 
user t assemble 1 ords for a sing 
writing. The book bound in brov 
alligator grain artificial leather 


—Inquiry Card No. 64— 


MASTER UNITS, CARBONS 


Rose Ribbon & Carbon Mfg. Co., Inc. 


1000 S. 4th St., 
Harrison, N.J. 
President Adolph Rose of this fim 
announces availability of new Ultt 


units and spifi 
luplicating mé 


Sta-Clean blue 
carbons for use on 


master 


chines. These are designed to be s0 
proof, keeping users’ hands and cloth 
ing clean. They can be used on af 


standard spirit duplicating machine. 


—Inquiry Card No. 65— 


For More Information Use Inquiry Card Facing Page 54 
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MERRIAM 


MOVES FAST! 


pays you more dollars of profit for every 
dollar invested in inventory 











To get a clear picture of where your profits come 
from, you multiply.profit per item by the annual rate 
of turnover. 

And the answer you get is that Webster’s New Col- 
legiate Dictionary, a Merriam-Webster, is one of the 
most profitable items in your store. There’s nothing 
like it for turnover, nothing like it for dollars of profit! 
Fast turnover like this doesn’t just happen. The su- 
perior quality in Merriam-Webster is recognized by 
teachers, parents, students, and businessmen the 
world over. Webster’s New Collegiate is the only desk- 
size dictionary ever advertised regularly and contin- 
uously to the millions of readers of Life . . . as well 
as in Time, The New Yorker, Atiantic, Harper’s, 
Saturday Review and other leading publications. 


Dealers in all parts of the country have found that 


A—10/! OA-10/58 





they make more money from dictionaries when they 
concentrate on Merriam-Webster. And with today’s 
great emphasis on education, the profit potential from 
this year-round best seller is greater than ever! Why 
not build a mass display in your store now? 


G. & C. Merriam Company, Springfield 2, Mass. 


Gentlemen: Please send me copies of Webster's New Col- 


legiate (No. 9, indexed) and bill me @ $6.00 less trade discount. 


! 

| 

| 

| 

| 

| (] Check here if you would also like a copy of the Merriam- 
7 Webster catalogue and discount schedule. 
| 

| 

| 

| 

| 


Store Name nintitasinadidinilins 
Your Name a a ee ee 
Address 


City Zone 
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MORE SALES PUNCH-= 
Much Wore COLORFUL! 
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COMPLETE KIT 
STILL ONLY $10 


Fmd 
BUSINESS 







7 
Although improved and expanded ea, fag 
year since the first kit was offered 
1955 costs have been held down due& 


greatly increased sales volume. The sz 
ings are yours! 


for 


BUSINESS 
PEOPLE... 






& 






Crea: 
wire, 
use 

chan 












Newspaper Advertising 
7 attractive ad mats — 9 copy ideas 
9 suggested layouts 


Direct Mail 


2 suggested direct mail letters 










J fer your family 
for your friends 


Radio Advertising 
7 spot commercials ranging from 20 


45 seconds 







Ad Reprints 
A reprint booklet of every business giftt 
featured in OrFice APPLIANCES’ Busing 
gift issue 








Procedure Manual 
The complete merchandising program! 
cluding timetable ready for you to W 





3 Posters 
2 8 ae « 3 6 ae 


ENVELOPES 
PERSONALIZE 
SCHOOL suP 








Designed for either window or in-store use these 


huge inviting display pieces will help get the point pe 
across — Shop your store for business gifts. aap 


UST FINDERS 
MAPS ond GiC 
TAPE DISPENS 













a fo pte . » em 800 
B U oy j Ny E Ss Ss EY 3 Banners fe rou 
1 13” x 36 plan 





BLCIRICAL fn 
FLUORESCENT p 
“4 * WALL CLOCKS 
= () thary 

GRIF Casts 
REY CASES ond 
GUIGGAGE 
HUMIDORS 
POCKET MEMO 


Mey 
—_—_—_——. 
4is year - 
wlar busir 
for either 


py* A 














BUSINESS “(4 
PEOPLE 
« « « for your otenee ao 


- « « for your family 
her 
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BUSINESS 
Or Business 


@FAMILY @ FRIENDS 








e For the fourth consecutive year OFFICE 
APPLIANCES is providing dealers with a 
complete Business Gifts for Business People 

Merchandising Kit. 
This year’s kit is by far the most ambitious 
yet produced. You get everything necessary 
for the entire business gift mer- 










/ > f for ba ee 





ded caf, gy: s chandising program. All the 

ffered #{7,4/ BUSINESS 6 Pennants creative work is done, the ex- 

vn due if PEOPLE... 8” x 83," pensive-looking display pieces 

The sz family od 2 sides are ready to put up and the 
friends 





= 








whole merchandising program is 

outlined for you to follow. 
The posters, banners, pennants and sug- 

gestion lists are actually printed in green and 




















EE . 
Creased to hang over a red, although the green is represented as 
wire, this gay piece doesn’t black here 
use any valuable mer The 1958 Business gifts for Business — + paatiies ween sill 
ig handise display space. People Merchandising Kit is truly comparable ” E.. ony § ertesagel ‘edditi 
y ideas to a complete, professional advertising agency L -—" 3 ear addition 
service. It can't be duplicated anywhere for “tw *\ 3 this Sigg 
the low price of only $10. "BUSINESS \ hie 8 
But experience has proven that the most ie Dele re 
successful business gift promotions are those “a ) it. oe as by 
. . eee 
rom started early. So order your kit today. Just fill i colors = DY 
out and mail the coupon below. Your new si “a a proc- 
1958 Business Gifts for Business People Css. ee atten- 
ness gifti j Merchandising Kit will be sent by return tion getter: 
s’ Busing mail. Of course, order now, pay later if you 
ree prefer. 
DALY JOURNALS 
DK NONARIES 
program wes, SCRAP BOOKS . , 
you to wn . 6 Suggestion 
PERSONALIZED NOTE PAPERS [2] Lists 
SCHOOL SUPPLIES — oe oe 
, 6%." x 19% 
eS ws emcacement © . " Your money back if not 
Eecwer Gass coce as. completely satisfied 
MEMO DISPENSERS 
PENS ond PENCLS 
PERPETUAL ALENDARS 
esr MOERS Oe ees | 
MAPS end GLOBES 

















TAPE DISPENSERS i I 
| soon casts i OFFICE APPLIANCES 1 
¢ rans as Commas i 600 W. Jackson Bivd. ! 
“ FOLDING CHAIRS . 

Mors LO err mn I Chicago 6, Il, 
4 cee ee , . ‘ as . i 
—_— Please send my Business Gifts for Business People Merchandising Kit ' 

FLUORESCENT DESK LAMPS 
‘ai = i ...» $10 check enclosed ...++ Please bill me. , 
Pros a : ; 
th ae nd WALLE Sy [ I 
- — ; mS _ ' Name Title I 
WA M4 huihlns ; 

tore 

: year — an illustrated list } . 
ular business gift items. De- | Address City Zone State . 
for either window or in-store , . 
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Unique comfort grip reduces fatigue. Only bold, ne 
Scribe has it! New functional grip designed f 
Esterbrook by top designer Henry Dreyfuss fits yo - 
fingers naturally. You write without tiring strain. ~~ 


Exclusive ‘‘Micro-fit” tip for quick start 
smooth ink flow. High precision m 
chines—first imported from Switze 
land by Esterbrook—seat ball ma 
accurately than ever before possibl 
This means smooth, dependable pe 
formance for every single Scribe mad 








‘‘Super-Tex’’* ball won’t skip on any writing surface, becaw 
it’s textured. Thousands of tiny “‘treads” grip the paper, st 
skidding and smearing—even on such slippery surfaces 
glossy photographs, slick papers, cellophane and glag 
Writes right over finger- grease, too! 


The all-neys 


OA-10 
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bold, ne 
igned f 
3 fits yo 
strain. 


New SCRIBE is a precision 
writing instrument! 


Hundreds of exhaustive tests were made by 
Esterbrook and an independent research 
group. The combination of “Micro-fit” tip and 
textured ball was found best for fast starting 
and all-surface writing. SCRIBE HAS BOTH! 


And, Scribe has distinctive beauty all its 


own. Your customers will admire its smart, 
modern taper. Its new writing comfort! 


Top capacity, too! Esterbrook’s king-sized 
refill writes 5 times longer than ordinary ball 
point refills. Yet refills cost only 79¢. 

Distinctive, beautiful Scribe comes in six 
handsome, fast-moving colors: black, grey, 
red, beige, turquoise and blue. Two ball point 
sizes— fine or medium. 


SCRIBE OFFERS MOST...SELLS FOR LESS — ONLY $1.69 





ck start Look for the 

sion m . ' 
Switze big announcement! 
pe 3 Hard-selling, two-color advertising in 
ae oe Life magazine in November is sure to 


be mad | 


bring customers into your store—ask- 
ing for the NEw Scribe. 


Sales promotion support, too! 


salesman, wholesaler, or write directly to 
Esterbrook for your complete selling kit. 
Display all the pieces prominently and cash 
in on Esterbrook’s bold, new Scribe. 


Self-selling counter merchandiser, window 
card, ad mats, statement stuffers, sales 
training folders—all free! 

Get them today! See your Esterbrook 


, becaul 
per, si 
rfacesi 
id gias 


VSCRIBE by Gsterlrook 
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SHEAFFERS Shuisriler. 





W. A. Sheaffer Pen Co., Fort 
Madison, Iowa—offers thi 
counter display for its 


Skripriter ball point pens (R 
119). The _ revolvin display 
holds 36 pens. It will be sent 
free with each order for 24 all 
metal Skripriters and 12 ster 


ling-silver-tip refills 


—Inquiry Card No. 101— 





Pea ee * | 
On ke | 








* 35 aaa, er i nemmeesatl 


Cushman & Denison Mfg. Co., 730 
Garden St., Carlstadt, N. J.—is now 
delivering to dealers its King-size Fl 
master Felt Tip Pen in a new plastic 


case with a transparent cover. Suitabl 
for either counter or window display 
its base is red, and the cover is in 
printed with the product name. Thr 
interchangeable tips are included ir 
the package along witl lual p 
pose cap that may be screwed to 
bench or table as a permanent ré 


ceptacle. 
—lInquiry Card No. 104— 


Arrows Lamps Inc. 1 sroadway 
New York 1, N. Y has put out 
new color brochure and pri list. It 
describes the complete line of Whirl 
O-Matic smokers and includes son 


new items. 


—Inquiry Card No. 105— 


MARNAY- 
ROCKAWAY'S 
SALES 

AND 
PROMOTION 
GUIDE 
FOR 
DEALERS 





Marnay Sales Div., Rockaway 
Metal Products Corp., 1270 
Broadway, New York 1, N. Y 

has published a new booklet 
entitled, Marnay-Rockaway’s 
Sales and Promotion Guide fort 
Dealers It contains illustrated 
descriptions of the company’s 


partitioners from the sales 
angle Also available is a 
Panel and Accessory’ sheet 


with drawings and descriptions 
of top panels and accessories 


—Inquiry Card No. 102— 





The C-Thru Ruler Co., 827 
Windsor St., Hartford 5, Conn. 

has a new self-selling display 
featuring both the 10-inch and 
6-inch C-Thru slide rules. It is 
printed in black with orange 
Day-Glo ink for contrast. The 
6-inch rule is mounted on the 
easeled card, which also has an 
envelope attached with a capac- 
ity of a dozen rules 


—Inquiry Card No. 106— 





Cook’s Inc., 207 Lakeview Ave 
Blackwood N J offers its 
Vu-Dex photo album display 
which is sized for counter or 
window use. Of colorful back 
ground design, the display 


shows in a double spread how 


the album can accommodate up 
to 160 prints 


—Inquiry Card No. 103— 








Triner Scale and Mfg. Co., 2714 V 
2ist St., Chicago 8, Ill ofters t 
dealers this display rack designed t 
show five of the company's product 
The wrought iron stand provides tw 
shelves whereon both the product af 
the advertising message are feature 


—Inquiry Card No. 107— 


Columbia-Hallowell Div., Stand 
Pressed Steel Co., Jenkintown, 
offers a new publication about 
office furniture. Titled “Color Zo 
Meridian.” the new bulletin pictu 
and describes two new executive de 
with tops of unusual shapes; the des 
are named the Meridian V and # 
Meridian VII. Something on the cos 
pany'’s chairs is also given 


—Inquiry Card No. 108— 


For More Information Use Inquiry Card Facing Page 54 
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Your selling conditions have changed 


Your customers’ demands have sharpened 


EATON’S BERKSHIRE TYPEWRITER PAPER LINE 


Has been Completely Redesigned 
To give dealers every Modern Selling Convenience 
To dramatically Increase Sales by Planned Design! 





Here are the facts that point to a really enormous sales-spurt 
on Eaton’s Berkshire Typewriter Papers... 





1. A dynamic start...the established saleability of 
play Berkshire... the BEST-KNOWN, most in-demand 
ck brand name in quality typewriter papers... 


how 2. Completely NEW PACKAGING ... evolved after months 
of study... delivers extra profits to you by 
motivating IMPULSE sales... 


3. Modern MERCHANDISING STRENGTHS 
engineered right into the newly 
packaged line... features that 
WORK FOR SALES every minute 
your store is open. 








2714 ¥ 
ofters ¢ 
signed | 
product 
vides t¥ 
rduct af 
feature 
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EATON’S NEW PACKAGING 
of the 
BERKSHIRE TYPEWRITER PAPER LINE 
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TRIGGERS buying action 
SIMPLIFIES store management 


Every modern Stationer will want to know the 
important benefits he gets from Eaton's 
significant sales-engineered new package 
program for BERKSHIRE TYPEWRITER PAPERS, 
EATON’S CORRASABLE BOND. 









\8— 








READ ON... 








To give the added profits YOU want 


1. EYE-COMPELLING, OPEN-SELLING, MODERN DESIGN 


A design so forceful that it “reaches out” to customers from 
gondola, aisle table, wall fixture, shelf or window... 


A design so persuasive through color, design-harmony, read- 
ing clarity, “character” that an “I'll take this...” reaction is 


2. SELLING, ORDER-FILLING, STOCK-CHECKING CONVENIENCES 


COLOR-CODED END-LABELS immediately identify every paper 
by grade...will save hours of clerks’ time, eliminate errors, 
help you keep ideally balanced stock... to make EVERY sale. 
STOCK NUMBERS IN LARGE SUPER-LEGIBLE PRINT... with 
every fact important to you and to your customers (size, kind 





instanteously established in customers. A design that will 
create new customers, refresh regular business. A design that 
signals the superior quality typewriter paper that customers 
always get when you sell them any of the Eaton’s Berkshire 
Typewriter Papers! 


of paper, count) specified so packaging SELF-SELLS by giving 
sales-clinching information. 

SELLING MESSAGES ON BANDS...even when your sales 
people are elsewhere the special qualities of each paper and 
selection-guides that are printed on the contents-bands work 
to complete the sale. 































































EATON’'S BERKSHIRE TYPEWRITER PAPER 
R 
E Ne 
100% COTTON FIBRE En 
TRIMMED AL 
T Au 
EATON’S BERKSHIRE TYPEWRITER PAPER F13-4 pa 
LIGHT WT. 13 LB 
CASCADE BOND — SUPER WHITE adeeb memes Ti 
S00 SHEETS. ONE REAM CAREFULLY MADE OF QUALITY MATERIALS | Sih X 14 Thi 
nein ~ ~ . the 
ma 
tha 
nar 
8% X 11 NI 
TRIMMED 

P, 
eae se 0 
| DW20-3 list 
as of | 

HEAVY WT. 20 LB 
KOKLE FINISH | ss 
y 

84X13 

TRIMMED 
3. POSTER-LIKE A 
DISPLAY ATTRACTION Fé 
Co 
PRE-TESTED, reaction-stirring color... ‘er 
crisp Teal-Blue and complementary om 
virile Russet... STAND OUT from sur- Sons 
rounding merchandise, COMBINE per- sell 

fectly, DRAMATIZE your displays no 

matter how you show this merchandise 

...even when you show two boxes if- 
stead of twenty. There are no “dead Es 





spots” on these new Eaton typewriter 
paper boxes! 





To give your customers all THEY want! 
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SABLE BOND 
8% X 11 
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s work 

RE-ORDER CONVENIENCE FOLD-BACK, REACH-IN COVER 

New design has extraordinary memorability. 

End label (stays with the box, remember) gives customers 

ALL they need to know to reorder. 

Automatic re-order insert, 2/3 of the way down in every 

package, reminds your customers to reorder from you. 

THE GUARANTEE OF QUALITY 

The big “E’’ within the Berkshire watermark, which keynotes 

these new packages, stands for EATON’S—the manufacturer 

maintaining quality standards at all times. Surveys show 

that more customers know EATON’S and what this famous 

name stands for than recognize any other paper brand name! 

NEW, INFALLIBLY APPEALING 

PACKAGE 
— *4 No matter who places the orders in your customers’ estab- Even when ream boxes are stacked in a supply room, any 
)-3 lishments ... high-man at the polished desk, perky pounder amount of paper can be removed easily . . . simply by sliding 
— of the keys... you can be sure (we’ve made sure!) that this the box forward in the stack and raising the flip-top lid. This 
soho new package pleases... predisposes men and women to same convenience keeps paper clean, orderly, dust-free and 
—— say, “I'll take this...” easy-to-reach when box is stored in a desk drawer. 
13 
- A CORRECT PAPER 


1ON FOR EVERY TYPING NEED 


Contents band lists special recommendations of each paper 





color... . 
pease for varied typing needs. Customers can practice wise econ- 

sur- omy by buying Berkshire ... they'll buy more kinds of paper 
“ a from your Berkshire selection because the new packaging 
; sells suitability « ’ 
ays no itability of paper for end-use. 
landise 
xes if 

- pTON 'g 

“dead oh . 


ewitr EATON PAPER CORPORATION: ,<o, ; PITTSFIELD, MASSACHUSETTS 


“cern 





This is the merchandise message if 















that can mean the most to you in increased ah 
typewriter paper sales... cH 
HB 
EATON’S BERKSHIRE TYPEWRITER PAPERS ite 
EATON’S CORRASABLE BOND itt 
ARE NEWLY PACKAGED aH 
TO GIVE YOU ALL YOU WANT ie 
TO GIVE YOUR CUSTOMERS ALL THEY WANT zs 
BY PLANNED DESIGN! a 
Reams and Packets HH 
RASHIRE TYPEWRITER PAPERS Eze 
Berkshire Parchment Bond and Onion Skin Gloria Laid Bond aeees 
Berkshire Linen Bond and Onion Skin Stalwart Bond teeee 
Berkshire Bond and Onion Skin Mimeo Bond 

Diamond White Bond and Onion Skin Manifold Paper Cate 
Souvenir Bond Duplicate Copy Paper : ot 

Eminence Bond Air Mail Paper 














Cascade Bond— Super White and Onion Skin Manuscript Covers 


Reams and Packets 


EATON’S CORRASABLE BONDE 


The original erase-without-a-trace paper, nationally 
advertised and nationally famous. The biggest reorder —~ 
brand in the typewriter paper field! eee a. 


Made in 9 Ib., 13 Ib., 16 Ib., 20 Ib. weights. Stet 






































SEE THESE FAMOUS PAPERS IN mises 
THEIR NEW SALES-ENGINEERED "10 reettes 
PACKAGES see TA 4 Ar 4 Py tH ee 
























































TO BE INTRODUCED AT THE Bat 
NSOEA CONVENTION a aes 
BOOTHS NO. 5 & 6 el iii 














gATONG i 


'z A" aay NS 3% (Typewriter) * Berkshire 
al <4 So. M cthatas OY Typewriter Papers 
S@iK SHY 
EATON PAPER CORPORATION + PITTSFIELD, MASSACHUSETTS t+ 
NEW YORK, 475 Fifth Avenue « CHICAGO, 6 North Mict nA 
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Nd Town's C°B* ep — the NEW clean, all purpose liquid 


33°45 plicating carbon. 


g—CoB°?'s acceptance by large volume spirit 
zing — it’s been phenomenal 


re with C° pep —leaving 


Yes, it’s tru 
users has been more than ama 


ition has nothing to compa 
OLD TOWN dealers. 


go up and every 

efficient dupli 

ith C*BeP. 

g carbon for all 


Profits ‘ncrease—sales 
and more 


ofitable business 


c-BeP is the ideal duplicatin 


gets a cleaner 


will get more PF 
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zt | | © PRINTED FORMS 
e@ MULTIPLE SETS 
e CONTINUOUS FORMS 
o TELETYPE nous 
© TABULATOR F 
@ HIGH SPEED PRINTER SETS 


Soscessess 
Sieeseseeses write TODAY FOR 
DETAILS ON 
CeBeP 
wit IMPROVE YOUR 
pRroFit PICTURE 


LD TOWN 
CORPORATION 
750 PACIFIC v. 
BKLYN 38, N 
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3332385 
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New Catalogs 








Cel-U-Dex Corp., Box 1127 
Newburgh, New Windsor, 


N. Y.—is offering this catalog 
free of charge as a manual of 
filing and indexing information 
as well as a compendium of 
transparent indexing aids and 
devices. While the catalog is 
designed to interest the con 


sumer, no direct orders will be 
accepted from consumers unless 
they include the name of dealer 
who will deliver merchandise 
to them and bill for it 
—Inquiry Card No. 121— 


Joshua Meier Co., Inc., 601 W. 26th 
St.. New York 1, N. Y.—has an 
nounced its first catalog of loose leaf 
binders only. The new 28-page VPD 
catalog No. LL-59 shows the full line 
of commercial three-ring and multo 
ring Spel-Binders and other products 
Also available is the new 16-page 
supplement to VPD catalog No. 58 
—Inquiry Card No. 124— 


Simon Products Co., 3211 W. Grand 
Ave., Chicago 51, Ill—has published 
a brochure telling all about the com 


pany and its products—custom ring 
binders, duo-fastener and _ loose-leaf 
binders, sample cases and _ cards 


swatch books, shop ticket holders, 

sheet protectors and similar products 

The 14-page booklet is illustrated 
—Inquiry Card No. 125— 


Meilink Steel Safe Co., 1672 Oak 
wood Ave., Toledo 6, Ohio—offers a 
four-page colorful folder on the new 
Class C one-hour, double door safe 
line. The brochure gives specifications 
and suggested interior arrangements 
for four different models. Other help- 
ful information also is included. Re- 
quest form CDD-58 from company 
—Inquiry Card No. 126— 





Northern States Envelope Co., 
300 E. 4th St., St. Paul 1, Minn 

has announced the availabil 
ity of its Net Dealers Price 
List No. 60 Consisting of 
some 44 pages this new list 
illustrates each style of the 
many standard and specialty en 
velope products manufactured 
by the Justrite companies. May 
be had by dealers upon request 


—Inquiry Card No. 122— 














J. L. May Co., May Tag and Label 
Corp., 111 W 19th St.. New York 
11, N. Y.—is distributing to the trade 
its combined catalog and price list, 
M-58. It illustrates the company’s 
comprehensive line of stock and 
made-to-order tags, labels, pin tickets, 
reinforcements, and other items of 
the MACO family of products. This 
is a selling manual as well as order 
catalog, and it contains a section de- 
voted to specially designed tags and 
labels and related products for the 
made-to-order’ trade. The company’s 
planning and art department will as- 
sist dealers with sketches and lay- 
outs on made-to-order items. Dealer's 
aids are available for the asking. 


—dInquiry Card No. 127— 








General Loose Leaf Bindery 
Co., Inc., 720 S. Dearborn St., 
Chicago 5, Ill.—has announced 
the publication of its new 30- 


page catalog on loose-leaf 
binders. Among other things, 
the catalog features the “'Pic- 


ture Window” label holder ring 
binder, vinyl ring binders, a 
complete line of catalog covers 
and new economy ring binders. 
Copy tree from manufacture! 


—tInquiry Card No. 123— 


Charles C. Smith, Inc., Exeter, Nebr. 

has announced a new catalog fea- 
turing a complete line of signals and 
indexes for visible records. Special 
emphasis is placed on shelf filing 
needs. It is in this area that the com- 
pany’s “OpnwindO” metal tabs are 
especially effective. 


—Inquiry Card No. 128— 


Rogersnap Business Forms, P. O. 
Box 10425, Dallas, Tex.—has_ pub- 
lished a new merchandising catalog 
describing its new stock forms and 
carbon second sheet line packaged in 
the flip-out dispenser box. Copies may 
be secured at the above address. 


—Inquiry Card No. 129— 


Luminous Ceilings Inc., 2500 W. 
North Ave., Chicago 47, IIl.—is of- 
fering a 32-page catalog, complete 
with prices, on lighting equipment. 
This profusely illustrated booklet pre- 
sents “a fixture for every lighting re 
quirement” and serves as a_ budget 
guide for dealers. 


—lInquiry Card No. 130— 


Star Office Accessories Co., 555 E. 
Tremont Ave., Bronx 57, N. Y. — 
has just printed a new catalog con- 
taining new items in the company’s 
line of desk pads and desk sets. This 
12-page booklet is available to dealers 
for the asking 


—Inquiry Card No. 131— 


For More Information Use Inquiry Card Facing Page 54 


100 


OA-10/58 











OA 








lery 


Nebr 

rea- 
iis and 
Spec ial 


filing § 


10/58 








Teo) eee 


ps sdb Aaah dae 
BRN 018 ie 


 neenbecsssh ded bel Lh) be 
ERRNTRRREHRTTB LHR 


Sepa “GRRURASGIRAR ALE ae 
1 Pee SS eee 422i 


Marble Design Center helps 
Montana Dealer sell complete installation 


“What really tied the order down were the attractive and well 
planned designs we obtained from the B. L. Marble Design 
Center,” reports dealer Robert Slye of Tribune Printing and 
Office Supply, Great Falls, Montana. “Attractive full color 
detailed rendering for this big volume Montana Bank job sold 
us as experts. From then on the sale was easy, even though it 
was the biggest by far we’ve ever handled.” 


Every dealer gets this kind of sales opportunity. If you 
already have your own decorating staff, you are in a good 
position to make these big sales. If not, it will pay you to take 
advantage of B. L. Marble’s custom design service. Write for 
folder and complete information today. 


bb Il rmarble chair cormppany 


WLLL BEDFORD « OHIO 


OA-10/58 


Conference room, 
Montana Bank, Great Falls, 
Montana 


installation: 
Tribune Printing and Office 
Supply, Great Falls, Montana 


Interior Design: 
The B. L. Marble Design 
Center 
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Office Appliances ., 
1959 BUYERS INDEX ISSUE iy 






. Greatest Circulation of any directory in the 
industry (13,500 guaranteed) 






. Lowest Cost Rate per thousand circulation. 
(11% less than the 2nd directory in the field) 







. Over 5,610 inquiries processed by us last 
year and forwarded to our advertisers for 
follow-up sales. 







“ CO 
RAVE 
Catalog or reference-type 


» FUNG advertising brings the biggest a 
S CONSTANT USE 





a returns of all. AN BY BUYERS 
. o 
gy 
What happens when the buyer needs 
Si a product and is ready to purchase? 
e® ls your catalog at his elbow? 
ge 4 out of 5 buyers regularly refer to the 


OA Buyers Index. 


If your line is adequately represented 










in the Index, you are making it much 


“\@ 
RS easier for him to order from you. 
SS 
NS ADVERTISERS IN THE OA BUYERS 
a\\s INDEX RECEIVE THESE ADVANTAGES 


AND SPECIAL TREATMENT: 


1. Advertiser's name appears in bold face in both the 
alphabetical and product classification sections 
____ADVERTISER 
‘ non-advertiser 
2. A special listing of advertisers appears on a special 
insert inside the front cover. This makes it easy for 
buyers to locate your name and ad position. 





3. Our representative will welcome the opportunity to 
discuss with you, or your agency, the type of adver- 
tising which brings the biggest results from the people = - 
who use the OA Buyers Index throughout the year. Office Appliances 
600 W. Jackson Bivd., Chicago 6, Ill. 
Phone DEarborn 2-3206 


R. E. Ahrensdorf Co., Los Angeles 36, Calif. 








EARLY SPACE RESERVATIONS 5720 Wilshire Bivd. Phone WEbster 8-3881 
COMMAND CHOICE LOCATIONS “Shene Gitwrey tan SSaPG-AERS. 
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’ VISI-SHELF gives more 


of what were selling 
filing for! 








more sotits | a aa 


Thanks to Visi-Shelf’s exclusive & lh H hie 
features that provide — . 


aa . | iy | aa 
more filing capacity | + 
Visi-Shelf units file “Twice as many ) 
records in the Same Space” — offers 


maximum space savings—by almost 200%! 
to our customers! 


more record protection 


Our customers really go for the 

exclusive, patented Drop Doors that 
protect records from dust, dirt and light — 
and are so easily handled 

with just one hand! 


more filing per day 


Filing is faster and easier with 
the Visi-Shelf Filing System — adds up 
to more records filed per day! 


more National advertising 


More people ask for Visi-Shelf 
Filing Systems, because Visi-Shelf is 
consistently advertised in the magazines If You're Not Getting Your Share 


our customers read, such as: of Filing Profits — Send Today For 
Full Details of the VISI-SHELF 


Dealer Promotion Program! 


VISI-SHELF FILE inc. 


225 Broadway 
New York 7, New York 













































































104 OA-—10/58 





























OA. 











> 
" 
| 


For 





10/58 





today’s most 


IT’S THE CROSS BETWEEN 


| 
| 
H 
: 


efficient and economical | 


Thousands of leading business and industrial firms 
are using the Venus Velvet Ball PEN -cil as their 
number one office writing tool! It improves writing 
efficiency and lowers costs . . . because it combines 
the best features of both a pencil and ball pen: 
-wood barrel has light comfortable feel of a pencil 


check style desired here 

‘= Regular...forallgeneral 
purpose writing. 

*Ink color 

‘= Double-Duty—double 
ink supply doubles writ- 
ing mileage. 

*Ink color 

- & 0 Super-Fine—for stenog- 

raphers, bookkeepers, 

extra fine writing. 

*Ink color 

‘= Liquid Velvet Lead 
PEN-cil—for Liquid 
Graphite pencil writing 
and erasability. 
Thermocopy—for clear, 
legible reproduction in 

office duplicating machines. 

*choose blue, black, red or 

green ink. 


4 Gh 
velvet 
ball PEN: cil’ 
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e hall PENecil Reaular N° 10 


VENUS VELVET 





THE PEN AND THE PENCIL 














writing tool for the office 


* no point to wear down or sharpen « finest ball 


/ mechanism + writes on any normal surface—even 


glossy photos + ink supply lasts longer + nothing to 
twist, turn + comes in 5 styles to cover every 
writing job. 29e—39c each. More economical by the 
dozen. Order from your stationer today. 


MAIL THIS FREE TRIAL COUPON TODAY 
Venus Pen & Pencil Corporation, Hoboken, N. J., Dept, OA-10-58 
Please send me a sample of the Venus Velvet ball PEN -cil 
at no obligation to me. 


Name 





Company Name 





Address. 





City. State. 


Stationer’s Name. 




















Now for the first time ever a 
portable electric collator at a 
price within the reach of all your 
customers... actually half the 
price of anything on the market. 

Here is truly a unique oppor- 
tunity for you to cash-in on the 
vast untapped collating market 
with a product that’s functionally 
perfect, fully electric, portable, 
and extremely simple to operate. 
A flip of the switch and the tire- 
some time-consuming task of 
gathering pages into sets becomes 
an efficient, effortless job. This 
new Thomas has the capacity to 
handle 8%” x 11” sheets of most 
tissue, onionskin, one-time car- 


ts New! a portable electric collator 


for only 






14 


RETAIL 


Provides an entirely new profit opportunity 
for you in office equipment sales . . . 


bon, bond, mimeo and even 
¥%” cardboard. 

This product is made by 
Thomas Collators Inc. the lead- 
ing manufacturer in the field 
and backed by national advertis- 
ing and publicity in over 100 
magazines. 

Retails for $149.50. Your price 
$95.50. Result, a nice profit of 
$54.00 on every sale. (Even better, 
if you order in lots of three—your 
price $90.00 each). Act now and 
be the first in your area to handle 
this new exciting money maker. 


THOMAS COLLATORS INC. 


















On Display at both the NSOEA and National Business Show 


Yes, I'm interested... 


[-] Send me more information cov? 
[_] Send me a demonstrator and invoice me for $95.50 avy A 
NAME 400 


COMPANY | 











ADDRESS | 
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THE JASPER DESK CO., JASPER, INDIANA 


for 





FOR EXECUTIVES WITH A BRIGHT FUTURE 


Jasper Desk Co.'s 10 Series features beautiful hand rubbed 


walnut combined with a choice of color accents in center 





panel of top surface. The line is available in single and 
double pedestal units with a companion credenza. 


Literature and information available on request. 
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BIG PROFIT item... 


Alean Write 





») PHOTO PRINT 
Proved in latest impartial , BALL PE N S 


fests... the world’s finest pen for 
copy machine reproduction! 





An amazing new ink introduced by the 
Frankel Company brings a pen designed 
especially for use in copy machine reproduc- 
tion. So now, YOU can fill the till with plus 
profits and sales when you stock the best... 
the Klean Write Photo Print Ball Pens! 





Klean Write Photo Print Ball Pens have 
been given the highest rating of any ball 
pen in an impartial test, according to their 
ability to give sharp, clear reproduction 
when used with any copy reproduction ma- 
chine! No refills necessary. 


Now sell your customers the pen that will 
copy EVERY LINE EVERY TIME sharp and 
clear! Thermo-Fax, Ozalid, Bruning and 
Verifax and ALL copy machines reproduce 
perfect copies when the KLEAN WRITE 
PHOTO PRINT BALL PEN WRITES THE 
ORIGINAL! 
4 Klean Write Photo Print Colors 
Blue —Red— Green—Black 
2 Precision-Made Ball Points 
Medium and Fine—59c each 


See you at the NSOEA Con- 
vention in Chicago. Look for MANUFACTURING CO. 


us in Booth 42... and see why 285 Rio Grande Bivd. « Denver 28, Colorado 


Frankel products mean quality. Please send me a trial order of a gross of Klean Write Photo 
Print Ball Pens at your jobber’s price. If | am not 100% satisfied, 


f RA N K € L | can return the order and receive full credit. 


MANUFACTURING COMPANY Neme—___ 


Established in 1906 — Manufacturers of world famous Address___ 
Klean Write Stencils and Nylon Ribbons. 


285 Rio Grande Bivd. « Denver 23, Colorado 





To: FRANKEL 
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2m: m 2 me a 
Trade Show Building . . . in New York, site of the second 
annual Eastern Commercial Stationery Show 












Q 


Carl C. Judkoff, 


general chairman 





Milton Stone, 
general chairman 





—_—* 
Sophia Ehrlich, 
executive sec. 





George Nicklaus, 
chairman ex-officio 


Emil Contreras, 


chairman ex-officio 





Eastern Commercial 
Show Expects Record 


@ OVER 160 EXHIBITORS will parade their products, many 
of them brand new, to an expected crowd of 4,500 at the forth. 
coming Eastern Commercial Stationery Show in New York's 
Trade Show Building, October 25 to 28 

General chairmen Carl C. Judkoff, Cantigny Printing & Sta- 
tionery Corp., and Milton Stone, Stone-Newman Associates, 
Inc., point to the promising future of this second annual show 
as a direct result of the co-operation between the sponsoring 
Stationers Association of New York, Inc., and the Metropolitan 
Travelers Club. 

In a last minute statement, Chairman Judkoff said that the ex- 
pected showing of many brand new products will provide addi- 
tional interest to the expanded show. 

He added that the exhibit hours have been extended this year 
to 10 p.m. on Monday, October 27, to accommodate local deal 
ers and their sales forces. 

He also expressed his own vote of appreciation to the many 
dealers, manufacturers, and salesmen whose efforts have already 
given the show the aura of success. 

Chairman Stone seconded this opinion, stating that a vote 
of gratitude is due the Metropolitan Travelers for their part in 
putting the show together. He added that it was already past 
the break-even point financially, guaranteeing a financial suc 
cess as well as a service to eastern dealers. 

Sophia K. Ehrlich, executive secretary for the show, has in- 
dicated that invitations were extended to commercial stationery, 
office supply and equipment dealers, department store commer- 
cial stationery buyers, and college book store commercial sta- 
tionery buyers. The invitations were sent to dealers in an area 
covering Metropolitan New York, the New England States, the 
Middle Atlantic States, Maryland, Delaware, Virginia, West 
Virginia, and the District of Columbia. 

Attendance at the show a year ago reached 3,248 persons, of 
which 1,814 were verified dealer registrations. The success of 
that first exhibition is expected to attract nearly twice the num- 
ber this year 

Committee members who worked, and are still working, hard 
to make the show a success, include George Reichman, Moon- 
ey’s, Inc., and Arthur Friedland, Advanco Products, exhibits; 
Mannie Klein, The Klein-Heimbinder Co., and Martin Moldow, 
Martin Moldow Associates, sales; Bob Reichman, Mooney’s, 
Inc., Irving Judkoff, Cantigny Printing & Stationery Corp. 
Wallace Fisher, OrFice APPLIANCES, and Herb Grayson, Ace 
Fastener Corp., advertising and publicity; Irving Steinholt, 
Cantigny, and Harry Fensterheim, S.E.&M. Vernon, Inc., budget 

Chairmen ex-officio are George Niklaus, manufacturers’ rep- 
resentative, and Emil Contreras, Joseph Dixon Crucible Co. 





Exhibit Hours 


Saturday, October 25— 
12 noon to 7 P.M. 


Sunday, October 26— 
12 noon to 7 P.M. 


Monday, October 27— 
12 noon to 10 P.M. 


Tuesday, October 28— 
12 noon to 8 P.M. 
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Committee Meets... . 
to complete final 
plans for this biggest 
annual show for deal- 


jal) Stationery 
_ Attendance 


ers in the east. 


Acco Products 


Accucraft 

Ace Fast ner ( orp. 

Acme Lite Products Co 

Advanco Products Inc. 

Aigner Index Co. 

Allen & Co 

Alliance Rubber Co 

All-matic Products 

All-Rite Pen, Inc 

Amberg File & Index Co. 

American Pad & Paper 
Co 

American Writing Paper 
Corp 

Angler's Co 

Arrow Case & Letter File 
Co 

Arrow Fastener Co., Inc. 


Inc 


Art Steel Sales Corp. 
Artistic Desk Pad & 
Nove 


Aps« O 


P 


Ity Co 


roducts, Inc. 


Bainbridge, Kimpton & 


Haupt 


Baltimore 


Inc 


Julius Bandes & Co 


Banov 


Bernsley 


& Co 


Barkin Expanding 


Envelope 
Mfe 


Bates 


Carter's 


Chall 


nger 


Cole st 


Comto 
( ook S 


Cushman & Denison Mfg. 


Co 


Crownola Loose 


Co 
Co 
Ink Co 
Steel 


t Cushion Co. 


Inc 


Leaf 


Products 


Crysto 


Mat 
Dennison 


Co 


Mfg. Co. 


Salesbook Co 


Products 
eel Equipment Co 


Joseph Dixon Crucible 


Co 
Dome 
Dorset 

Co 
Eagle 


asterr 


Publishing Co. 


Steel Equipment 


Pencil Co 


Numbering 


Eaton Paper Corp. 


Elam 
Empire 
I ver R 


Mfg 
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Exhibitors in Second Annual Show 


B76-77 Ezyindex Products Corp. ..B66 
B32 Eberhard Faber Pencil 
B70 Co. R343 
Bl Ferber Pen Corp. R326 
R344 Fibre Form.-Arvey B51 
R303 Fine Steel Products B10 
B24 Fisher Pen Co. R329 
B12 M. K. Furman Co. R322 
B21 Gold Seal Cushion Co. B36 
B74 Ed Golden B94 
R444 Guide System & Supply 
Co. B83-84 
B71 Hammond Map Co. . B92 
Handi-Blott Co. B73 
B55 Harrison Home Products ..R316 
B65 Geo. Heineman, Inc. B49 
Higgins Ink Co. . B75 
B51 Hodgman Rubber Co. R344 
..B23 H-O-N, Inc. BI 
B40-43 Hormel Corp B30 
L. Hyman & Sons ...R306 
B69 C. Howard Hunt Pen Co. R345 
BG61-62 Ideal School Supply Co. ....B54 
Industrial Lamp Corp. ..B32 
B39 Interstate Metal Products B94 
B2 Irval Assoc. B68 
B53 Jayem Mfg. Co B87,27-28 
B95 Jay & Ess Mfg. Co. B73 
Kamket Corp B79 
B50 Koh-I-Noor Pencil Co. 
B3 Inc. R323 
R337 Krayer Mfg. Co. R305 
B11 Chas. Leonard Co. B32 
Herman M. Levey B73 
R308-309 Lifton-Keppler Co. . B32 
B32 Lindy Pen Co. . B85 
B80 Michael Lith, Inc. . B315 
Luxo Lamp Corp. .... B27 
B72 Majestic Staple Co. - B78 
Majestic Stationery Co. ...R333 
B32 Marsh Stencil Machine 
B94 Co. oe B2 
R346 Master Woodcraft Inc. R336 
J. L. May Co. —_ B22 
R304 Joshua Meier Co. ... B17-18 
B38 Metalcraft Products Co. ....B33 
Metal Specialties Mfg. 
B94 Co. Mi a ae 
R330 P. J. Mieth Mfg. Co. ........B32 
B47 Micropoint, Inc. ...B14 
R331 Minnesota Mining & Mfg. R320 
R322 Modern Steelcraft Inc. ......B67 
B9 Monarch Plastics . ..B68 
Mutual Products Co. -.......B52 
R443 National Blank Book Co. R349 


National Leather Mfg. 
Co. 
New England Stationery 
Co. 
Nobema Products Co. 
Noesting Pin Ticket Co. 
Norma Pencil Corp. 
Nu-Craft Products Co. 
Olivetti Corp. : 
Oxford Filing Supply Co. 
Parker Pen Co. vai 
Penn State Industries .- 
Perfect Rubber Seat 
Cushion Co. 
Sidney Pomerantz 
Redi-Record Payroll 
Systems 
Redi-Record Products . 
Red Rope Stationery 
Industries 
Regal & Wade Mfg. Inc. 
Regency Thermographers 
Reliance Pen & Pencil 
Corp. 
Remington Rand 
Weldon Roberts Rubber 
Co. 
Romco Equipment Co. 
Sainberg & Co. 
Sanford Ink Co 
Saxon Paper Corp. 
Seal-O-Matic Dispenser 
Corp. 
Shallcross Co. 
Smokador Mfg. Co. 
S. S. Stafford, Inc. 
Stationers Loose Leaf Co. 
Stein Bros. Mfg. Co. .. 
Stock Forms Co. . 
Stone-Newman Associates 
Storch-Tepper Associates 
Stylex Seat Co. 
Swingline, Inc. 
Taubman Pen Co. 
Tavella Sales Co. 
Technical Tape Corp. 
United Cutlery & Hard- 
ware 
Universal Pad & Tablet . 
S. E. & M. Vernon 
Victor Safe & Equipment 
Warshaw Mfg. Co. ........... 
Waterman Pen Co. . 
Weckesser Co. 
Wilson Jones Co. ; 
Zephyr American Corp. .. 

































































































R340 


R312 
.B25 


..B58 


B31 
B19-20 
B59 
B56-57 


R321 


R333 


B21 


B73 


...B32 


R301 


B91 


--R347 


B81-82 


R317 
B15-16 


B13 
R446 
R341 
R327 
B90 


B63 
B64 
R324 


..B86 


R335 
R302 
B48 
B1,2,68 


..R446 


B94 
B89 
B26 
B73 
R332 


...R325 


B37 
R338, 342 
B15-16 
R339 


...B60 


B4 


...B34-35 


R348,B93 
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ACE stapling equipment practically sells itself! All you do is 


let customers try these sturdy, precision- built machines. 
They’ll discover for themselves how smoothly ACE 
staplers work... how quickly and easily they reload... how 
perfectly they always perform (especially with stronger 
ACE free-flowing staples). Yes, ACE stapling 

machines build those profitable repeat sales by 
guaranteeing complete customer satisfaction with every 
purchase. And, remember—ACE sells exclusively 
through the dealer! Get your supply —today! 

















STAPLING MACHINES FOR 
EVERY PURSE AND PURPOSE 





ACE FASTENER CORPORATION 
3415 North Ashland Avenue, Chicago 13 


CANADA: CANADIAN STAPLES LTD. 
6705 Upper Lachine Rd., Montreal 
258 Wallace Avenue, Toronto 
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easy-to-install Art Matal partitions 
broaden the dealer’s profit base 


These pictures point up today’s important evolution in the office equipment industry —one 
that provides the Art Metal dealer unequalled opportunity to widen his base of profits 
now and for years to come. Here you see the “‘Modular”’ idea as carried to its logical conclusion 
by Art Metal... modular office work stations plus modular office partitioning. First. ..a 
line of interchangeable work tops and base storage units... the most complete 

ever developed for general and specialized office purposes as well as executive areas. 
Second ... partitions of steel or steel and glass which increase the benefits 

of “‘Modulars’’ in efficiency, space-saving, convenience, and 

freedom of rearrangement. Both are easy to install. Together they 

make the Art Metal franchise more valuable than ever. 

Art Metal Construction Co., Jamestown, N. Y. 





... the franchise that makes more office equipment easier to sell. 


© ART METAL CONSTRUCTION CO. 
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Industry Meetings 





Plans Advancing for 
Wholesalers’ Exhibit 


Final arrangements are being completed by the Wholesale 
Stationers Association for the school and art supplies, sta- 
tionery and sundries show, an international exhibit exclusively 
for wholesalers, at the Hotel New Yorker, New York City, 
next March 2, 3 and 4. 

Three factors pointing to a successful show are listed by 
President M. H. Chute, Bainbridge, Kimpton & Haupt, New 
York City, namely: 

—Substantial increase in attendance of wholesalers at the 
last show. 

—Increasing consumer demand for schoal and art supplies 
and sundries, and more wholesalers equipping themselves to 
effectively distribute and merchandise such products. 

—Availability of the best display facilities in New York City, 
scheduled just before the Toy Fair when top buyers from 
throughout the nation will be present. 

Firms already contracting for exhibits include Acme Shear 
Co., Apsco Products, Inc.; Eugene B. Baehr & Sons, Case Sta- 
tionery Co., Connecticut Pencil Co., Eagle Pencil Co., Elam 
Stationery Co., The Heyer Corp., Higgins Ink Co., C. Howard 
Hunt Pen Co., Ideal System Co., I. Klotz & Co., Paper Mate, 
Penn State Industries, Plymouth Rubber Co., Tuckersharpe Pen 
Co., S. E. & M. Vernon, and Western Tablet & Stationery Co. 

Exhibits will be open three days for 22 hours. 


Chicago Furniture Men 
Launch “Better Offices Week’ 


CHICAGO 

In order to have as much time as possible to give impetus 
to Better Offices Week, scheduled for October 12 to 18, the 
Chicagoland Chapter of the National Office Furniture Associa- 
tion held a special meeting on the evening of August 18, at 
the American Furniture Mart. 

Mel Liss, Polk Brothers, director of publicity for the Chi- 
cagoland chapter and initiator of the Better Offices Week pro- 
motion, gave an enthusiastic report on the project. 

On the premise that every merchandiser must “Tell to Sell,” 
Mr. Liss pointed out that it is the obligation of everyone con- 
nected with the office furniture industry to tell as many people 
as possible what the industry has to offer. He showed a symbol 
designed by Mr. Freborg of Spak & Natovich, Inc., which is 
to be used in all Better Offices Week promotions. He described 
a number of facets of the Week's program, including the flying 
of the flag of Chicago by all participating dealers and manufac- 
turers, fashion shows, a relic roundup in which all furniture 
taken in trade will be auctioned off and proceeds given to sup- 
port the 1959 Pan American Games that are to be in Chicago, 
and model office displays in railroad terminals, airlines waiting 
rooms, and so forth. 

Several members of the staffs of the Chicago American and 
the Chicago Daily News were present. Each was called upon 
to tell how special rotogravure supplements in the two news- 
papers can be effective media for promoting Better Offices 
Week. One supplement will be distributed with the Chicago 
Daily News on October 11, and one with the Chicago American 
of October 12. A number of suggestions were made by chapter 
members concerning advertising in the supplements and the 
character of the editorial portions 
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Annual Maynard Westring Party Held 
as Usual in Rockford, Ill. 


The Maynard Westring party for 1958 was held on August 
5 and as usual at the beautiful Forest Hills Country Club at 
Rockford, Ill. The outing originated as an invitational, but 
this year so far as date was concerned was arranged by mem- 
bers of the Great Lakes Travelers Club with the assistance of 
Mr. Westring of Mid-City Stationers and former governor of 
District 6. 

Most of the men took advantage of the opportunity to play 
golf on the well-groomed Forest Hills course, while ladies 
who came early were favored with other entertainment includ. 





Mr. & Mrs. Maynard Westring; Mr. & Mrs. Robert Hedberg. 
Mr. & Mrs. Ray J. Eichenlaub, Service Steel Products Corp. 
C. B. Horr, Associated Stationers Supply Co., standing be- 
fore cake presented him on occasion of his 62nd birthday. 
Others in the picture are Judy Horr; William Stevens, 
Stevens, Maloney & Co., and Mrs. Horr. 


wn — 


ing a visit to the famous Wagon Wheel restaurant and motel 
with its unusual attractions. 

At the dinner the head table was occupied by Mr. & Mrs. 
Westring, Robert Hedberg, Hedberg Office Equipment Co., Mo- 
line, governor of District 6, and Mrs. Hedberg; Ray Eichen 
laub, Service Steel Products Corp., and Mrs. Eichenlaub; and 
Mr. & Mrs. Cliff Petterson, friends of Mr. Westring. A pleas 
ant surprise was a birthday cake placed before Cortland B. 
Horr, Associated Stationers Supply Co., after the dinner. It was 
in honor of his 62nd birthday and provided a second dessert 


for all. 


Set Dates for Canada Guild Meeting 


The 26th annual convention of the Stationery & Offic 
Fquipment Guild of Canada, Inc., will be held in Montreal 
Quebec, Canada on May 22-28, 1959 

Chis convention will be accompanied by an 
Show Mart, also scene of the meetings. 

Hotel headquarters will be at the Sheraton Mount Royal. 


exhibit at The 
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A better all-purpose chair 
at a lower price 


1. One piece molded fiber glass wall-saver upper unit with 
saddle shaped seat and flexible back rest.. 2. Open space 
provides relief for posture-critical-base-of-spine area. 
3. Positive mechanical assembly with four bolts in two 
minutes. 4. Six contemporary colors of fiber glass with 
tapered tubular steel legs in black enamel or chrome plate. 
5. Ball swivel, brass plated glides protect fine floors. 











i Dike 

»>dberg. § 

‘ “a another 

nde TRACY | 

a sii MODEL NO. 10—Tapered tubular legs, black 
baked enamel finish; brass plated glides. Packed 4 of 
a color per carton KD, weight 33 Ibs. 

& Mrs $19.95 List, F.O.B. Charleston, South Carolina. 

N 
oF MODEL NO. 11—Tapered tubular legs, 
b; an chrome plated; brass plated glides. Packed 4 of a color 
pleas per carton KD, weight 33 Ibs. 
ond 5 $21.95 List, F.0.B. Charleston, South Carolina. 
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2 Stangis POSTURE CHAIRS 


THE STURGIS POSTURE CHAIR COMPANY « STURGIS, MICH. 
General Sales Offices, 154 £. Erie St., Chicago 11, Hil. 
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- See this and «@ matching 


armchair in 556-A and © 
557-A, N.S.O.EA. 
Exhibit, Chicago, Sep- 
tember 27-October 1. 














Now y: pute 9 SALESMAN -TURVEDD-SHOWMAN... 
the iw 4p — fons customers tor 
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SHEAFFER'S ||| 1] TLE E WOMEN 


THURSDAY, OCTOBER 16» CBS-TV 


ec iam 


A sparkling, hour-long television spectacular— presented live from New York « A song-and-dance version 
of an American literary classic with original score and lyrics by Richard Adler of ‘‘Pajama Game’”’ and 
*“‘Damn Yankees”’ fame « A cast of such talented, well known performers as Risé Stevens, Margaret O’Brien, 
Jeannie Carson, Bill Hayes, Florence Henderson and Zina Bethune « A production staff of hundreds, 
publicists by the dozens, generous coverage by the press, the show’s hit songs aired by disc jockeys 


Spe 3 EG — 7 ox 3 sen — on _— 

>» £5 5 Be % : : 2] & Bee Be 
ALF SIVIANSHIF 
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A full, continuous calendar of promotion behind both the TV show and the Sheaffer line « Ads in LIFE, 
LOOK, SATURDAY EVENING POST, NEW YORKER, VOGUE, NATIONAL GEOGRAPHIC, MADEMOF 
SELLE, SEVENTEEN, BOY’S LIFE, AMERICAN GIRL, SCHOLASTIC and a host of others « Convincing 
commercial treatment of Snorkel pens and desk sets, the Lady Sheaffer Collection, Skripsert pens and 
Skripriter ballpoints—designed to pre-sell Sheaffer to more than 50,000,000 viewers of ‘Little Women”’ 


eee eee eee C eeeeeeeeeeee 


In just a few days, you'll receive a complete plan book which outlines how Visit the Sheaffer booth at the 
YOU can take full advantage of this unprecedented opportunity. When you re- NSOEA Convention—Booth #1€ 
ceive the plan book, be sure to return the post card for your free merchandising kit. See. yan 


Promote Sheaffer’s ‘Little Women” in every possible way. Showmanship Sells! 
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Stop “4 o’clock vision’ 


? 











EYE-EASE-is available in over 1000 different 
NBB : arried in stock y NBB dealers . . 
=e See how restful it is ons 


from-—coast—to coast: These forms tnclude: An — 
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‘Bound Books. 
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National Blank Book Company 

Holyoke, Massachusetts 

FREE «ample of EYE-EASE® Analysis Pad. 
Mail this coupon. 


Name 


Company P 
Stree [ 
City Z ~ 


Vu? source is: 





Use an EYE-EASE Form 
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FELT-POINT PEN = 
MARKS ON ANY SURFACE =~ : 
WITH INSTANT-DRY INK = = 
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MARSH 77 
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EASY TO USE—EASY TO SELL 


MARSH 77 FELT-POINT 
PENS AND MARKERS 


Marsh 77 Felt-Point Pens and 

Squeezo Markers mark anyplace, on 

any surface . . . with a smooth, continuous flow 
of quick-drying, smear-proof ink. 


They are used in factories, offices, 

stores, schools and homes for drawing, 
lettering, marking, and a growing number 
of other purposes. 

The items you see here move fast and 

make quick, easy profits for you . . . boosted 
to all your customers by our aggressive 
national advertising and convention 

exhibit demonstrations. 


Order your stock today and make your mark 
in this ever-expanding market. 


No. 2 Kit with Cleaner *4.95 


Marsh 77 Felt-Point Pen, 4 oz. ink, 
4 oz. cleaner, 1 doz. extra Felt-Points, 
in attention-getting self-display box. 


To order, specify doz. #2 kits. 





No. 4 Drawing and 
Lettering Kit ‘12.00 


Perfect for sketching, posters, etc. 

Contains: 4 Marsh 77 Pens with colored barrels 
to match ink; 4 cans ink (black, red, blue, 
yellow); 1 doz. extra assorted Felt-Points. 


To order, specify doz. +4 kits. 





No. 1 Personal Set *3.25 


Marsh 77 Felt-Point Pen, can of ink, 
two extra Felt-Points, in attractive box. 


To order, specify doz. +1 sets, 
Assortment A, B or C. 

Assortment A—Colored barrels and black ink. 
Assortment B—Colored barrels, ink to match. 
Assortment C—Black barrels and black ink. 
Standard assortment of colored barrels — 


4 black, 4 red, 2 blue, 1 green, | yellow. 





New Squeezo Marker 79¢ each 


Contains water-color ink for drawing, 
lettering, coloring on porous surfaces. Feed 
ink to the Felt-Point by squeezing flat sides 
of plastic bottle. Gives months of marking. 
A “throw-away”’ with no refills. 


To order, specify doz. Squeezos. 
Packed in solid color dozens or standard 
assortment dozen. Colors: Black, red, 
blue, green, yellow, orange, violet, brown. 


MARSH 


Marsh Co. 
83 Marsh Bldg. 


Belleville, Illinois, U.S.A. 
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Regency Heliograving (not to 
be confused with engraving) 
stimulates sales for you with 
all these extra advantages! 


@ joined letters in exclusive new 
Regency scripts! 

m sharper, more legible letters! 

m new effects with superimposed 
and angled letters! 


m superior craftsmanship at an 
amazingly low price! 


from the Flower Wedding Line... 
most popular faces of the year! 


bY REGENCY 


f 9 ‘4 s 
id MW and Cvs Cdwatd ZS La tirnon 


VENETIAN 


Mn. and Mant. Tenn th BZ. , om 


FLORENTINE 


& ¢. a nd. Has. Wiha de FA Gy Ing 


FLEMISH 


0 


oy om... RS 
Me. and Aro. Noy Odward Loughton 


RIVIERA 
Wr. and Wrs. Arthur KR. Droderick 
FLORIDIAN 
. > ur : 
Mr. and Mrs. George R. W erylord 
Vv » 
ROMAN STYLUS 
|| a 2: | as 1M.K-1.., Raed 
BASQUE 


Mr. and Mrs. Thomas Barry Nichols 


LONDON TEXT 





FREE! 


Flower Wedding 
Line Catalogue 


Features a complete selection 
of all the most asked-for styles! 
Postpaid shipment within two 
days of order! Liberal discount! 





address your request on your business letterhead to: 


REGENCY THERMOGRAPHERS 
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28 West 23rd Street, New York 10, N. Y. 





mercial announcements and business 


cards 
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The 
President of 
Swingline a= 


ee 


a cabinet meeting... 


Come see what’s in store for your store.See how innovations and promotion materials that will 





Swingline can put an extra salesman on your build sales for you. We’d like to show you pic- 


floor to talk to your customers. tures and draw a word description, but seeing is 


We ve called all the dignitaries together to join believing. Come to Swingline’s Cabinet Meeting 


us at the cabinet meeting and we want you, too. and see for yourself. Booth 67 nsoga. Hilton 
Come see the new merchandise, the packaging Hotel, Chicago, starting September 27. 


pABTe 2 


—_ 
INC. 


Sz 
es ee 
LONG ISLAND CITY 1, NEW YORK 
In Canada: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Canada 
World's Largest Manufacturer of Staplers for Home and Office 
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If you can’t come to 
the show, write us 


for details! 
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Midwest Travelers Hold 
Annual Golf Outing 


On August 1, the Midwest Travelers held their annual outing 
at the Santa Fe Mills Country Club, Kansas City, Mo. The 
weatherman co-operated by withdrawing all rain clouds in the 
area at 12 noon; thereby allowing all golfers to tee off on 
schedule. 

The horseshoe contest also proceeded under clear skies, with 
the able direction of Russell Gates. Although the golf course 
was somewhat waterlogged by unusually heavy rains, the golf- 


a 








Front row: Dale Marshall, Bates Mfg. Co., games; Tom 
Morrow, Wilson-Jones Co., co-chairman of golf; Milt Hicks, 
Corry-Jamestown, games; Bob Marshall, mfrs. rep., prizes. 
Second row: Don Renken, Gunlocke Chair Co., refresh- 
ments; Glen Evans, Columbia Ribbon & Carbon Co., fi- 
nance; Ted Scharnhorst, mfrs. rep., refreshments; Clint 
Cooper, president, Midwest Travelers Club; Bill Burt, mfrs. 
rep., general chairman; Russell Gates, mfrs. rep., games 
chairman. (Dave Neuhaus Photo) 


ers posted their usual low scores. We are forced to report a 
“Believe it or not’ situation: C. C. McMurtry, Royal Metal 
Mfg. Co., golf chairman, and Tom Morrow, his assistant, fig- 
ured the handicaps and presented the prizes. The winner with 
the lowest score: C. C. McMurtry. Any questions? ??? 

Other prize winners were: Bill Shockley, Samuel Dodsworth 
Stationery Co.; Tom Sleeper, Midwest Office Suppliers, Tope- 
ka, Kansas; George Tapner, mfrs.’ rep., St. Louis, Mo., and 
Bob Maynard mfrs.’ rep., Kansas City, Mo. 

While Ray Greenstreet and Paul George were winning the 
horseshoe tournament, Fred Brous, Crane Co., Topeka, Kan., 
was within one game of the checker championship, when he 
suddenly turned green, from causes unknown, and assumed the 
prone position, sleeping for 2!/, hours. We are happy to report 
complete recovery and that Fred will be there to take on all 
challengers next year. 

Time and space doesn’t permit the listing of all the partici- 
pants in the various events; however, everyone seemed to have 
a good time. Bill Burt, chairman of the outing, wishes to thank 
all members that donated money for prizes 


Mason Heads Oklahoma City Firm Sales 


OKLAHOMA CITY 
Mike Bryan, president of Mike Bryan Office Supplies, re- 
cently announced the appointment of 
William C. Mason as sales manager of 
the organization. Mason has been a sales 
representative with the firm for the past 
eight years 
A native of Oklahoma City, Mr. Mason 
graduated from Oklahoma Military Acad- 
emy. After serving in the armed forces, 
he continued his education at the Uni- 
versity of Oklahoma 





W. C. Mason 


Firm Employees Dine, Share Profits 
VENTURA, CALIF. 

Thirty-four County Stationer’s employees, with their wives 
and husbands, met for dinner recently at the Pierpont Inn 
for their third annual profit sharing meeting 

Thirteen are eligible this year for the share of the $4,000 
available for employee participation. 

Since the program's inception in 1954, more than $10,000 
has been distributed to employees. To be eligible, they must 
have been with the company one or more fiscal years. A system 
of points based on length of service, salary bracket and respon- 
sibility determines each person's share of the total amount 
available 

“When we entered into a profit sharing agreement three 
years ago with our staff,” says B. F. Henderson, president, “it 
was with the hope that a freedom of opportunity to participate 
in the rewards of their industry would not only prove a mutual- 
ly profitable arrangement, but would help create an environ- 
ment where each could develop his abilities to his utmost. 
Whatever success we have achieved in recent years, no small 
part of it can be credited to the influence of this program 
upon our employees. It is reflected in the way each performs 
his work and we think the results speak for themselves.” 


Horder's, Inc. Celebrates 


25th Annual Golf Outing 


Pleasant weather, an attractive golf course, and an efficient com- 
mittee combined to make Horder’s 25th anniversary golf outing at 
Navajo Hills Country Club, Worth, Ill, a memorable event. 
Within a couple of hours after high noon on Saturday, August 16, 
70 golfers (Horder employees and manufacturers’ salesmen) had 
teed off with the hope of recording a good score 

By six o'clock in the evening golf was over for the day, but 
it took a couple of hours to assemble the crowd for dinner. A 


a 





The Hard Working Committee . . . Seated, left to right: Ted 
Niezgoda, Karl Schultz and Bernie Miller. Peeking in at the 
upper left is Fred Bringardner. 


count of noses revealed that the attendance had been increased 
by 13, bringing the total enjoying dinner and awaiting prize 
distribution to 83. 

After dinner Ted Niezgoda, golf chairman, announced that 
the low gross score of the day, a 78, was recorded by Bob 
Krumwiede, Chicago Desk Pad Co. The low gross scored by 
a Horder employee was 88, achieved by Jim Burke. The annual 
prize of a croquet set for the highest score was won by Jim 
Malevitis, who confessed to a record of 187 

In distribution of the many prizes, Chairman Niezgoda was 
assisted by the golf outing committee, Bernie Miller, Fred 
Bringardner and Karl Schultz. 


Incorporate Firm in Monroe, La. 


Tabco Business Machines, Inc., at 611 Fourth St., has been 
incorporated with $10,000 in capital stock. 
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MODERN PACKAGING 
© Packed in protective box. 
® No danger of breakage in shipment. 
® Easy to handle and stock. 
® Each refill banded or string-tied in box. 


® Complete description and pigture on each box. 


® Designed for better display and self-service. 
® Handy pocket calendar with each refill. 


OA-10/58 


eat KOVR 

WITH SEPARATE PAGES 
FOR SATURDAYS 

AND SUNDAYS 


Here’s a desk calendar that answers a special need, 
New, separate pages makes appointment scheduling 
easier at the office, in the home. More, appointment 
schedule now combined with memo calendar, all on 
one page. Full size, 5x 8’ page. No condensing of 
lines. Half-hourly appointment spaces. Extra pages, 
too, with the exclusive SUCCESS 1l-year calendar 
feature. See SUCCESS. There’s more to sell, more 
profit. For full facts, write for SUCCESS catalog. 


COLUMBIAN “2c WORKS, INC. 


2300 WEST CORNELL STREET © MILWAUKEE 9, WISCONSIN 


when you think 


of SUCCESS think o 
CALENDARS 
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A PARTITIONER office is far better than 
barbed wire for keeping people at bay 
while you’re working. Keeps noise at a 
minimum too, for each PARTITIONER is 
insulated with a double-faced Honeycomb 
Core which sharply reduces the intensity 
of sound. It adds strength and rigidity to 
each PARTITIONER as well, for the core’s 
facing is laminated to both inner surfaces 
of the steel panels. 

There are many other exclusive PAR- 
TITIONER features which, like the Honey- 
comb Core, offer you special advantages 








Cutaway shows Honey- and cost-saving benefits. They are fully 
comb Core & facing in- described in the PARTITIONER catalog, so 
side steel panels. write for it and for our FREE floor plan- 





ning kit today. 


MARNAY SALES DIVISION 
ROCKAWAY METAL PRODUCTS CORP. 


1270 BROADWAY, NEW YORK 1, N. Y. 


VISIT OUR BOOTHS 337W, 338W, AND 339W AT THE NSOEA SHOW IN CHICAGO AND ALSO OUR BOOTH 1021 AT THE NATIONAL 


BUSINESS SHOW 
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‘POUNDING OUT” STENCILS... 


GIVE 


/ the only film stenal 


‘with the patented 
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red dot seal tab! 
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FILM STENCILS A TRY! 


Sure-Rite Film Stencils take the “pound” out of stencil cutting! 
This is because of the special and exclusive emulsion used to coat 
the Sure-Rite Stencil. With ordinary stencils, a light touch means 
a letter that will barely reproduce. A heavy stroke means a letter 
that is blotchy or blurred, or even a chop out. With Sure-Rite 
Stencils you notice very little difference in the reproduction of 
light or heavy strokes—both reproduce clear and sharp, no chop 
outs. Sure-Rite Stencils take the “pound” out of stencil cutting 
by permitting you to use your regular touch—light, medium or 
heavy. If your customers want clean, sharp stencil reproduction, 
without pounding, have them try a Sure-Rite Film Stencil the 
next time they’re cutting stencils. 


DEALERS: There are still a few choice dealerships available. 
Write today for full information. 





‘American Stencil 


Manufacturing Company 
2714 WALNUT STREET DENVER, COLORADO 


IN THE MIDWEST CALL YOUR PANAMA BEAVER MAN —ALWAYS A LIVE WIRE. 
IN THE EAST CALL TRUE-RITE, INC.,110 LAFAYETTE ST., NEW YORK, N. Y. 
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At Sales Meeting ... 


Nationwide furniture sales representa- 
tives of Borroughs Mfg. Co. at sales 
meeting where the company’s completely 
new line of garment racks was _ intro- 
duced. Attending, left to right (stand- 
ing): Leon Dean, Cleveland; Joe Sera- 
veilo, New York; Bill Scheffler, Dallas; 
Wayne Journigan, Los Angeles; Jake 
Hearn, Atlanta; Harry Muradian, Chi 
cago; Charles Cox, Atlanta; Bill Wood, 
Muskegon; Bill Johnson, Chicago; Bob 
Cody; (seated): Fred DeBlon, New York 
Jim Curran, Philadelphia; Herb Mohbat, 
Coldwater, Mich.; Jack Goodlett, Wa 
ban, Mass.; John Stewart, Denver; Neil 
Friend, Atlanta; Stu Werksman, Marble- 
head, Mass., and Joe Richards, New 
York. 


i “*EGbe?. >: 
"Etta. . ed 


Pe LASALLE 
CHICAGO JUNE 





George J. Aigner . . . president of the G. J. Aigner Co., was 
one of the four living founders of Lionism feted recently at 
the 4]1st Lions International Convention in Chicago. Well- 
known to stationers throughout the office supply field, ‘’The 
chief’’ is a pioneer in the development of index systems for 
business. Next year will mark his 50th anniversary as one of 
the world’s leading manufacturers of indexes. Here, Mr 
Aigner (third from left) rides in the recent Lions’ convention 
parade. 


Store Waits 50 Years for Seaway 


A stationery store in Massena, N. Y., which was opened in 
anticipation of the St. Lawren Seaway has reached its 50th 
birthday. 

The original stationery store was opened in August, 1908, 
by the late Arthur Westcott 

Mr. Weston and Mr. Westcott 
store in Massena, under the name of the “A. J. Westcott store 

The business was established in anticipation of the coming 


igreed to form a partnership 


of the St. Lawrence seaway, which was much in the news in 
1908, and was expected to bring greatly increased business to 
Massena. 


Later, Mr. Westcott bought out the 
{1 two other locations in Massena 


partnership and became 
sole owner. The store occupi 
before moving to 55 Main St 

Mr. Westcott, Sr., died in 1954 and the store is now managed 
by his son, Arthur, Jr. Although Mr. Westcott did not live to 
see the completion of the St. Lawrence seaway, he did know 
that at last his prime reason for opening a store in Massena 
was about to become a realit) 
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COMDA Dinner Dance 
Set For November 22 


CHICAGO 

Chairman Jack Weiner, Belmont Typewriter Service, an- 
nounces that the 9th annual dinner dance of the Chicago Of.- 
fice Machine Dealers Association will be held in the Consti 
tution Room of the Morrison Hotel on November 22 at 6:30 
P.M 

A floor show, a dance and dinner are offered at $8.50 per 
person 

Music will be by Lou Brownie and his Mercury recording 
orchestra. There will be prizes from the best fox-trot and 
rhumba dancers. 

Some lucky lady attending will be crowned queen of the 
evening. 

Tickets can be secured from Larry Walters, 330 S. Wells 
St., HA 7-3258 and Irving Strump, 538 S. Plymouth Court, HA 
7-0824 


Mayline Holds Annual Picnic 


The annual picnic of the Mayline Co. was held Saturday 
July 26, at Evergreen Park, Sheboygan, Wis. A well-planned 
program of games, music, dancing, and refreshments provided 
active interest for all throughout the day 

Joe Palubiki and his concertina entertained and led group 
singing. Children’s games and entertainment were directed by 
Dick Bromley from the recreation department. Frying for the 
meals was ably handled by Ernst Kaufmann. 

Winners in the various contests were: pea shooting, Barbara 
Schmidt; golf, Dan Berg; ball roll (women) Mrs. E. Lammers; 
ball roll (men) Harold H. Mais; plate throw, Mrs. G. Wange- 
mann; clothes hanging, Victor J. Kritske and guessing, Andrew 
Trester. 

Members of the committee were: Victor J. Kritske, general 
chairman, Henry F. Ruehr, Harold H. Mais, Roman Hoerig, Ir- 
win R. Bosshardt, Carl Krueger, Al Maas, Ray Burkard, Paul 
Schroeder, Frank Schoenfeld, Carlton Steffen, Jerry Breitzman, 
Oscar Thimmig, William Kather, George Wangemann, Mary 
Ragaisis, Martha Leonhard, Sophie Meyer, Caroline Roever, 
Wm. Nyhuis, Joe Jackette, Fred Westphal, and Raymond Zelle. 


Forwarder Posts Lower ICL Rates 


A general rate reduction of 15 per cent on less-carload ship- 
ments of iron or steel oil filters used in office machines and 
store equipment, bringing charges down to Class 70, has been 
posted by Lifschultz Fast Freight, a freight forwarder with 
terminals in Chicago, Milwaukee, New York, Boston and 
Springfield, Mass., New Haven, Bloomfield, N. J., Philadelphia 
and Baltimore. Class rates refer to a rate level, with actual 
charges within the class varying according to origin and destt 
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for complete dealer information write: BOHN DUI 
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machine 
that adds + subtracts — 
multiplies x and 
divides 


...all for only 


$12500 9 


444 FOURTH AVENUE, NEW YORK 16 
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Hogging the show because... 


Norfield, STRIP INDEX and FOTO STRIP 


solves listing and cataloging problems— 


SAVE UP TO 50% ON oe a Strip index is the handiest equipment on which to build 


any type of changing list or record. It never needs re-writing, 








@ PARTS LISTS can be expanded easily, and is used as master record for 

@ PRICE LISTS photo reproduction where copies are needed for distribu- 

@ TELEPHONE DIRECTORIES tion. LY 

@ EXPANDING BILLS OF MATERIAL PF 

@ MEMBERSHIP DIRECTORIES ETC. > See us at BOOTH NO. M27 = 

@ INDEXES OF ALL TYPES NSOEA CONVENTION in Chicago 102 
Fac 
and 

NORFIELD METHODS & PROCEDURES, INC. P.O. BOX 1012 OAK PARK, ILL. 
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By omy —— HIGH IN QUALITY... 
gn LOW IN PRICE! 


LYON DEALERS 
































LYON METAL 
PRODUCTS, INC. 
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Bl everything from One Factory —To you, a 
single source for 5000 items increases net profits 
because it means — standardized selling .. . 
simplified inventories . . . less capital invested... 
concentrated purchasing . . . quantity and car- 
load discounts . . . better service . . . account- 
ing with one supplier . . . one line selling which 
makes better informed salesmen. 


Ey Mos: Complete Franchise — This is the 
most complete dealer franchise in the industry. 
From the enormous Shaw-Walker franchise of 
5000 items you can fill nearly every office re- 


- quirement. Broader line means extra profits. 








LARGEST EXCLUSIVE MAKERS OF 
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EG simplitied Selling — ‘To dealers, the 252- 
page Office Guide means plus sales every day. It 
is the only complete sellers’ and buyers’ catalog 
in the industry. Quantities distributed bear 
dealer imprint. — This “Junior Salesman” pro- 
duces extra profits for you. 


Only the Enormous 
Shaw-Walker Franchise 


Gives You All NINE 
Profit-Makers* 


4 | Exclusive, Fast-Sellers— Among the 5000 
items in this enormous franchise are many fast- 
selling repeat items than can be purchased only 
from the Shaw-Walker dealer, extra profits. 


5 Flow of Sales Helps— Shaw-Walker sup- 
plies sales training and a constant flow of pro- 
ductive sales aids that make salesmen more 
productive, — extra profits for you. 


Ci best Known Trade-Mark — To the buyer, 
the slogan “Built Like a Skyscraper” is the 
symbol of quality and time-saving. Since 1899 
the man jumping in the file drawer has be- 
come the best known office equipment trade- 
mark. Consumer acceptance means extra projits, 


EA National Advertising — Full pages in 9 na- 
tional magazines sell time-saving, space-saving, 
record protection, the Office Guide. Monthly 
circulation, 54% million. These ads produce 
qualified leads, build prestige and lift you 
above the crowd, — extra profits for you. 


Displays and Warehouses— For your 
use in closing the big jobs, Shaw-Walker main- 
tains panoramic displays in 14 major cities. For 
faster service, warehouse stocks are strategi- 
cally located, — extra profits for you. 


*Right now there are a few cities in which we are willing to make a change. 


, Buile Like a 
a Skyscraper” 





Yours may be one of them. Write Muskegon today. 





GQHAW-WALKER scm. orice — nestes, miso 


OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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English Dealers Get 
Window Display Tips 


By S. E. Rhode 


Lanceshire Press Agency 


267-269-271 The Corn Exchange, Fennel Street, Manchester 4, England 


[he Typewriter & Allied Trades Federation has been giving 


its members some good advice on how to become “window 
Wise 

This advice is given in the current issue of the Federation's 
ficial journal, and at the outset it is stated that “A window 


should have a theme and tell a story.” 

It is observed that a window filled with a disparate range of 
erchandise merely says that the shop sells a disparate range 
f merchandis¢ 

This’, it is noted, “sets a difficult problem to a dealer 
with only one window, and that a small one. His solution 1s to 
hange his display frequently centering each display on a differ- 
nt aspect of his business. By so doing he can make up an in- 
teresting window on each section, and also add the element of 
variety, which is another selling weapon.” 

It is said that the object of a window display is to convey a 
passersby conclude; 
w has a good display or range of typewriters 


ssage, makin 
This windo 
[his window is well lighted, clean and immaculate. 
We can see the price of each machine and, where applica- 
ble, the lit terms, deposit and payments 
[his dealer has a standard color and size for all his price 
tickets this is what attracted us in the first place. 
When I buy I will want to buy from this shop because 
these people are specialists. The message in their window 


says so 


I would want to buy from these people because the mes 


sage in the window assures me of after-sales service. 
These peo} le 
luct for my particular job of work 


also offer expert advice in the selection of the 


right pro 


Recently, the Adwel organization held its first sales confer- 

nce in London. At the end of the day’s proceedings there was a 
xport sales manager, Arne Hansen, gave a 

salesman which I am sure will appeal to readers: 

He who works with his hands is a laborer 

He who works with his hands and his head is a craftsman 


inner, and 
lehinition of 


He who works with his hands and head and heart is an 
rtist 
He who works with his hands and head and heart and feet 
d sales an 


Hunts (Oxford) Ltd., have just opened new showrooms at 
8 Broad St., Oxford 

The setting is contemporary and further additions to the 
showroom fittings planned will be an “‘interchangeability” dis- 
play unit 

Incidentally the firm supplies Imperial standard and special 
purpose typewriters to the atomic energy research establishment 
at nearby Harwell 

And mention of Imperial Typewriters reminds me that this 


i 

is their 50th year. It was in June, 1908, that the company was 
born, a time when the inventive genius of Hidalgo Moya sup- 
ported by Leicester businessmen heralded the birth of a new 

| industry for Britain. The Imperial is the first company in Britain 


achieve 50 years of typewriter manufacturing experience. 

' . 

Congratulations to J. Ogilvie Lennox of the well-known re- 
f Douglas & Douglas, Glasgow, who has 


| tail establishment 
(Turn to Page 132, Please) 
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New Showrooms Opened 
By D. Matthews & Son 


LEEDS, ENGLAND 


“From a paper clip to a complete office” is the sales slogan 
of the 50-year-old Liverpool firm of D. Matthews & Son, Ltd., 
which has opened new showrooms in Leeds which serve as a 
continuous office equipment exhibit. 

The new premises are at 21 and 23 Wellington St., Leeds, 
and compare well in size with the 5-story location of the firm 
in Liverpool. 

Contact with the business public is by a 74-page catalog, 
1,500,000 distributed in north England and 35,000 in a special 
catalog for Yorkshire. It is emphasized that every business 
concern in Yorkshire—Britain’s county—is receiving 
a copy. 


largest 





agg soccer ee 





Two Views . of new showrooms created for D. Matthews & 
Son, Ltd., in Leeds, Yorkshire. Basically for office furniture, the 
display is designed to serve a market of some 8 million people 
within a 35-mile area. 
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OW! meer 
CONSUMER DEMAND 


with a NEW 
EXCITING PRODUCT WITH 


OVER [QJ uses: 


‘“‘CLEER-ADHEER”’ 


DU PONT 


MYLAR 


POLYESTER FILM 


LAMINATE SHEETS 














DO-IT-YOURSELF” 


FOR HOME, OFFICE, SCHOOL 
AND PERSONAL APPLICATION 


“CLEER-ADHEER” is o crystal clear transparent, super-strong 
DuPont Mylar Sheet with an adhesive side that forms a clear, 
permanent bond when applied. It is waterproof, scratch 
resistant and flexible. No special tools or skill required! 
Permanently protect documents, cards, office and personal 
records. EASILY, QUICKLY APPLIED BY ANYONE IN 3 EASY 
STEPS —- 1. CUT OUT! 2. PRESS ON! 3. TRIM! 


See other Chicago Desk Pad Products 








CHICAGO DESK PAD CO., Inc. “I 
4640 N. Oketo Ave., Chicago 31, Ill. 

Gentlemen: PLEASE RUSH .. . 

—__Free Sample of “Cleer-Adheer” Laminated Sheet! 
—__Catalog on other MYLAR Products! 
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New Showrooms 





Continued from page 13] 


been elected the first Provost of the new Burgh of Bearsden, 
Dumbartonshire, Scotland. 

Mr. Lennox will bring dignity and ability to the position of 
Chief Citizen of the new Burgh, just as he proved himself to be 
one of the most able presidents of the Stationers’ Association, 
during his period of office. 

« 

John Boreham, who is known as “Dicky” to the trade in 
which he has spent a lifetime, joined the Model Typewriter 
Co., Ltd. in 1942 and retired on May 9 1958, to go to Canada, 
His retirement was marked by the directors and staff who pre- 
sented him with a Parker pen and pencil set 

7 

It may well be that as a result of the following comments, ] 
will become a somewhat unpopular figure in the trade! How- 
ever, it is always as well to expect the worst on such occasions, 

The Typewriter & Allied Trades Federation in its official 
publication, begins as follows: 

“An old saying which begins ‘It’s an ill wind ... .” was 
never truer than in the case of the Restrictive Trade Practices 
Act 1956. The Act was heralded by their enemies as the death 
knell of trade associations and lamentably this proved to be so 
in a few cases. To the discomfort of the Jeremiahs however 
the Act has turned sharply upon its sponsors and is proving, as 
was expected in some circles, difficult to handle and produc- 
tive of results which could not have been foreseen. 

“For example, the avowed intention to ensure that there was 
continual price competition among retailers and manufacturers 
has failed by virtue of the provisions of the Act itself. Indeed 
the Act has strengthened the hand of the manufacturer whose 
concern is to maintain a steady market for his products by means 
of resale price maintenance. Cases reported elsewhere show that 
the theory of fair prices will be upheld in this country at any 
rate.” 

For the sake of the industry, I hope that more than the 
theory of fair prices will be upheld. Cases which are quoted 
do indicate that some manufacturers are determined to maintain 
retail prices of their goods. 

However, in certain other trades, there are indications that 
price-cutting is spreading and efforts by trade associations in- 
terested in preventing this spread have not been wholly success- 
ful. In one section of the retail distributive trade the realist 
may expect to see a greater proportion of business failures due 
to cut-price trading if it develops as it has done in recent 
months 

What should be borne in mind is that the coming into op- 
eration of the Restrictive Trade Practices Act 1956 did not of 
itself alter the status quo. Let us look at the question logically. 
If a manufacturer is selling practically all he can produce, then 
he would indeed be foolish to pander to the odd outlet which 
desires to “cut price’’ his products. But the test, surely, is when 
recession comes along. 

Business in 1956, the writer would suggest, was at a brisker 
level than to-day. It may well be that for the office appliance 
and equipment industry the test is yet to come. I am not sug- 
gesting that cut-price trading is a good thing: I do, however, 
believe that we should not infer from the basis of recent prose- 
cutions by companies to maintain the price of their goods, that 
price maintenance can be taken for granted. 


Victor Adding Opens Zurich Office 
ZURICH, SWITZERLAND 

European marketing headquarters of Victor Adding Machine 
Co. will open here soon, Vice-President A. F. Bakewell an- 
nounced in Chicago. 

It will be headed by Earl Campo, director of European op- 
erations. 

Established due to constant increases in European sales of 
Victor automatic printing calculators, adding machines and cash 
registers, the new office will enable the world-famous Chicago 
business machine manufacturer to maintain closer contact with 
its many distributors in Europe, Mr. Campo said 
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Top Size 66x18 
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new Star 
in HASKELL'S BUDGET LINE 


HASKELL 


OF PATTSBURGH 





















































This handsome credenza of fine steel and baked enamel finish in decorator colors* 
is typical of Haskell budget quality. Almost unbelievable—so much custom quality— 


so much decorator design—and so much modern functionalism— 


in Haskell’s budget price range. Only Haskell experience offers so much 


for so little! This new credenza unit rounds out the Haskell Line of 
Tables and Cabinets. It’s a must for today’s modern offices. 

Adds more work area and storage space for maximum efficiency. 
And designed to increase your sales volume. Write for details. 


Desks, 


*Burnt Amber, Seafoam Green, Haskell Green, Mallard Gray and Haskell Gray 
with harmonizing linoleum tops. Also plastic tops at slight additional cost. 


| 


STEEL DESKS + TABLES + CABINETS + ACCESSORIES 


HASKELL | 


OF PATTIS BURGH 


5273 e PITTSBURG 


H 6, 








Cases... 


[ites Po 
















cket Se 


Or Pp, las everything 
and we mean everything in fine business cases! 





Are you sure you're making as much as you can 
DOPP Leather Goods are Nation- 





on Leather Goods? If not, latch on to Dopp, and die Mbeaiinas unk aad te 
you'll be first in styling, first in quality whatever You in These Prestige Magazines: 
the price category, and you'll be making HIGHER @ HOLIDAY @ ESQUIRE 
PROFITS than ever before! Dopp sells more busi- © NEW YORKER @ TIME 
ness cases than any other line, offers you variety, © SPORTS ILLUSTRATED 


lity, ‘ling, < ific national advertising 
quality, styling, a terrific national advertising CHARLES DOPPELT & CO., INC. 





program, and the fullest mark-up in the industry. 2024 $. Wabash Avenue * Chicago 16, Iilinois 
. . New York—389 Fifth Ave. 
Write for complete catalog and price lists. Los Angeles—712 S. Olive St. 
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A FINE MESSAGE Deserves a FINE cover... DUO-TANG 


















































There’s a wide variety of materials 
and colors to choose from in this 
fine line of covers. Just let the cus- 
tomer name the problem. A cover 
for an elaborate presentation. A 
catalog cover. A manual cover. A 
utility cover. DUO-TANG’S the 
line with the answer. 

You will be proud to feature this 
‘imitated but never duplicated” 
line. It’s a rewarding experience 
in more ways than one. If you are 
not acquainted with this galaxy of 
fine covers, it is an oversight we 
can remedy. Write us at once for 


full information. 


ELLINGSWORTH MFG. CO. 


200 South Peoria St., Chicago 7, Illinois 
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_Now...the cellophane tape that 
@ stays fresher 


| Foil wrap is air-tight, moisture-proof, keeps 
“A | “SCOTCH” BRAND fresh when you buy 
me || it, fresh when you use it. 





H sticks tighter 


“SCOTCH” BRAND Tape has quicker 


tH 0) a ‘ 
grab, holds tighter, longer. You need less y 
tape to do a better job. 


BRAND 


‘unwinds easier} 


Patented easy-release backing treatment 
lets “SCOTCH” BRAND tape unwind 
without breaking. Saves money, saves 
tempers. 


—| won't telescope 


Famous Air-Cushion Core, a “SCOTCH” 
BRAND exclusive, eliminates tape waste 
caused by bothersome telescoping. 





~ |outperforms others 10 to1 
1S selling at lowest prices ever! 








me Minnesota (ffinine anpv ]\ffanuracturine company 
” ...WHERE RESEARCH IS THE KEY TO TOMORROW 
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Industry News 








Smith-Corona Marchant 
Buying English Firm 


SYRACUSE, N.Y. 
The offer of Smith-Corona Marchant Inc. to acquire British 


Typewriters, Ltd., of West Bromwich, England, has been ac- 
cepted by the stockholders of British Typewriters, it was an- 
mounced by Elwyn L. Smith, president of Smith-Corona 
Marchant. The acquisition became effective September 1. 


The acquisition involved a cash purchase of all the outstand- 
ing 33,000 common shares and 39,267 (£ 1 par value) preferred 


shares of British Typewriters. 


British Typewriters. produces a line of typewriters for do- 


mestic and export sale under the brand name of “Empire’’. In 
addition, it distributes other office equipment in Britain, pri- 
marily of Swiss and German manufacture, through its subsidiary, 
Office Equipment Distributors, Ltd. Its plant in West Brom- 
wich is considered the most modern typewriter factory in Eng- 


land. 

Mr. Smith described the purchase as “another important step 
in our efforts to take advantage of the growing opportunities 
in the overseas markets for typewriters and other business ma- 


chines.” Smith-Corona Marchant already has manufacturing fa- 


cilities in Canada, Belgium, and Germany, and a new plant in 
Brazil is now being put into operation. 

Mr. Smith stated that the company planned substantial ex- 
pansion of British Typewriters’ production to supply the in- 
creased demand for Smith-Corona typewriters in Western 
Europe and the British Commonwealth markets. 


General Sintering Corp. Buys 
Scribe, Creates New Division 


Under new management with new personnel, the Scribe tape 


dictation machine interests were recently purchased by General 


Sintering Corp. of Melrose Park, Ill. 

The new Scribe products now being introduced were rede- 
signed and re-engineered by Scribe Internationale, division of 
General Sintering Corp. 

According to Mrs. Norma H. Rickmeyer, president of Gen- 
eral Sintering, Scribe was acquired and the new division created 
to “diversify General Sintering’s operations and also to take 
advantage of the highly-skilled research and development facil- 
ities of General Sintering.” 

Founded in 1943, General Sintering designs and produces 
critical parts such as timing devices and tachometers used in 
the missile and rocket programs as well as other products in 
the fields of electro-mechanics, electronics, powder metallurgy 
and thermoplastics. 





Sixth Generation Advances in Taylor Chair Co. 


Joseph Taylor Meals, sixth generation of the chair-making 
Taylor family, has been elected vice-president and a director of 


eee ad 
. ie 


The Taylor Chair Co 

Background experience started with 
summer work in all departments in the 
plant during high school and college 
years. Following graduation in 1953 
from Washington & Lee University with 
a degree in the School of Commerce, Joe 
traveled the southern states until called 
into the Army where he served in Korea. 
Upon returning to business, he concen- 
trated on sales work. 
Joseph T. Meals As vice-president in charge of sales, 
Joseph Meals will not only follow in the footsteps of his grand- 
father Joseph Fitch Taylor, for whom he was named, but will 
bring to dealers all the chair know-how passed on from genera- 
tion to generation, plus a modern business approach to mutual 
problems. 
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Stuart Hall Co., Inc. 
To Occupy New Plant 


KANSAS CITY, MO 

Charles G. Hanson, founder and president of Stuart Hall Co, 
Inc., Kansas City, has announced the leasing of a large building 
for a major expansion move in the stationery, school and office 
supplies industry. Occupancy of the new building will be com. 
pleted by late fall. 

The new plant, located at 2121 Central in Kansas City, pro 
vides five acres of floor space under one roof and _ vastly 
increased dock facilities which will accommodate five freight 
cars and seven over-the-road trailers simultaneously. 

Our new quarters will house the newest equipment and will 
enable us to greatly improve service in all our lines, as well a 
increase our school goods production 100%,’ Mr. Hanson said 
“All operations from the company’s present four locations in 
Kansas City, including manufacturing, warehousing and a¢ 
ministration operations, will be centralized in the new plant 

“With 25 million letters written on our products evef 
month and nearly 52 million pieces of our school papers used 
monthly by America’s students,’ Mr. Hanson continued. “We 
have about three million daily users of our products. The new 
plant provides a potential production capacity of supplying 10 
million daily users.” 


ivan Allen Sales Over $6 1/2 Million 

William H. Glenn, president of Ivan Allen Co., recently re 
leased figures for the firm’s 1957-58 fiscal year. 

Consolidated gross sales from July, 1957, through June, 1958 
totaled $6,690,930 for Ivan Allen Co. and associated stores 
compared to $6,348,944 for the previous year. In spite of a 
overall slow-down in business during early 1958, the last si 
months sales showed only a slight decrease over the first sit 
months of the fiscal year. 

Both operating and net profits had substantial increases, ane 
total dividends were up 10% over the previous year. 

The firm’s profit-sharing plan for employees, begun in 195 
received a contribution of $77,153, an all-time high. 

Growth was reflected in the opening of three new stores: # 
general line branch in Columbus, Ga.; a Thermo-Fax Divisio# 
office in Atlanta, and a Thermo-Fax Division branch in Macoa 
Ga. 

Ivan Allen diversified its activities during the year with th 
building and leasing of an office building at Peachtree and 25t 
Streets in Atlanta. This building has been leased to F. W. 
Woolworth Co. for its district offices. 
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AT LAST a typewriter ribbon with the economy of cotton...the strength and 
resistance to wear of nylon...the sharp writing characteristics of finest silk...the 
printing press impressions of carbon ribbons. 


Inked with a special new formula developed in our own laboratory especially for 
this new wonder-fabric. 


SO THIN — you can wind up to 24 yards on any standard spool. 


SO STRONG — it will wear better than any fabric with comparable sharpness. 
Write on your letterhead for sample ribbon. 


ANOTHER GREAT WRITING PRODUCT FROM CURTIS-YOUNG 
CEunnis-00ne 


~ 





CURTIS-YOUNG CORPORATION 


110 West 18th Street, New York 11, New York »+ ORegon 5-3636 


U.S. CARBON & RIBBON MANUFACTURING CO., INC. 
621 Cherry Street, Philadelphia 6, Pa. * WAlnut 2-1416 












SINCE 1895 DUPLICATING PRODUCTS THAT REFLECT p£e)8) Miclolelemitiele) 3.15, 3 


ui 
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4 WIDTHS 
PREVENT 
| BULK 











%* Reg. U.S. Pat. Off, 








| No-Tear Sheets 
Best buy... Heres why 


Customers Know B&P No-Tear® 
Sheets and Indexes last Longest 


| > 
It’s easy to see why B & P No-Tear Sheets and Indexes get the call 
| almost every time. For they give many, many times more 
service than the ordinary kind. Users know B & P are the finest 
| ' of reinforced ring book sheets. 


Sheets can’t get lost from their ring books. They won’t tear when 
| nicked. A tough muslin strip, ‘““welded”’ onto each sheet, prevents 
tearing even in rough usage. Yet 4 alternate widths avoid bulking. 


B & P has a complete line, including sheets of different papers 
and colors for duplicate process work. Contact your B & P 
representative and have him show you the complete B & P line. 








Product | 


Over a century of leadership in 
secord-keeping forms ond devices. 


Boorum & Pease 


General Offices: 84 Hudson Ave., Brooklyn 1, N. Y. « Boston 10: 
80 Summer Street « St. Louis 2: 155 So. 8th Street + Chicago 7: 310 w." 
Polk Street *» New York City Salesroom: 349 Broadway, New York 13 
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the answer 

to every 
company’s 
record storage 
problem! 


Big volume ahead for 


It RACK n FILE 


Over-all size: 42” wide, 16” deep, 38” high 
BOX RACK 'n FILE $9 60 
SUGGESTED RETAIL: per box 


including rack 


(Complete 9 BOX UNIT WITH STEEL RACK— 
SUGGESTED RETAIL: $23.40) 

















Assembles in just a few minutes! 


Inactive records 
are transferred intact 
... always accessible! 


- RACK n F LL Eww includes 


te 9 storage boxes per rack. Each box, 12x 15x 10%” 

size, accommodates both letter and legal size 
papers. Durable one-piece construction of high- 
test corrugated fibreboard with exclusive hinged 
cover. Double-thickness at all points of stress to 
withstand years of use. These boxes are used by 
such important companies as IBM, Olin Mathieson 
Chemical Corp., Bankers Trust Co., New York Stock 
Exchange and Pillsbury Mills Inc. 





No. 432 — (‘‘STACK-ON” Unit) 


Over-all size: 42” wide, 16” deep, 32” high 
OX “STACK-ON” RACK 'n FILE $920 
SUGGESTED RETAIL: per box 


including rack 


(Complete 9 BOX UNIT WITH “STACK-ON” STEEL RACK— 
SUGGESTED RETAIL: $19.80) 






See the complete sales-exciting Supreme 
line of Cabinets, Conserv-a-File, Library Shelving, 
Lockers, Universal Revolving Bins, Universal Uni- 
flex Steel Shelving and Universal 4A pay 


Displayors. ROOM 


.«. Or write for literature! 










2 A complete space-conserving RACK 'n FILE Steel 
Storage Unit to hold 9 storage boxes. Smartly 
styled (flush front... no visible nuts or boltheads 
to mar appearance). 






there is only one... 





Nothing else SELLS like it! 


Nothing else makes PROFITS like it! 








Nothing else is GUARANTEED like it! 





Nothing else is so widely ACCEPTED! 





Nothing else is DISPLAYED like it! 


meres 


Nothing else is so heavily PROMOTED! 








Nothing else PERFORMS like it! 





Nothing else is so much in DEMAND! 


ae =e em NE 


Nothing else IS like it! 





LOOKS like leather... 
FEELS like leather... 
OUTWEARS leather 5 to 1... 


Write for New Catalog and Price List 


1401 W. Jackson Bivd. * Chicago 7, Illinois tione 


; * TI 
: y % .¢ reo New York City Display Room: 225 Fifth Avenue — Suite 602-604 “Ge 


Since 1918) 


Come to our room at the N.S.O.E.A. Show — Cenrad Hilten Hotel, Chicago — Sept. 27 — Oct. 1 — and arrange for free 
transpertation to visit eur factory showroom and see our complete line. 
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Arkansas Firm Makes 
Major Personnel Changes 


Retirements and promotions brought about major changes 


August 1 in the executive personnel of the Arkansas Printing 
& Lithographing Co., and Arkansas Stationery & Furniture Co., 
Walter C. Guy, board of directors’ chairman for both firms, 
announced. 

Retiring are Joe C. Hanson, president of Arkansas Printing 
& Lithographing Co., and T. E. Lengnick, president of Arkan- 


a 





T. E. Lengnick 


Joe C. Hanson 


sas Stationery & Furniture Co. 

Elected by the board to succeed them are Keith J. Arthur, 
who will become president of Arkansas Printing & Lithograph- 
ing Co., and C. E. Cook, will be president of Arkansas Station- 
ery & Furniture Co. 

Mr. Lengnick continued with the latter company as a full- 
time consultant until September 15. Mr. Guy commented: 
Both Mr. Lengnick and Mr. Hanson have voluntarily offered 
to serve in advisory capacities when and if desired. They have 
given long, loyal and efficient service and direction to our 





C. E. Cook 


companies, and deserve our lasting admiration and gratitude.” 

The new Arkansas Printing & Lithographing Co. president, 
Keith J. Arthur, is a certified public accountant who has served 
as secretary-treasurer of this company and its affiliates since 
1951. He became affiliated with Arkansas Printing & Litho- 
graphing Co. the year before. Recently, he has been filling the 
role of assistant to Chairman Guy in planning a new building 
and streamlining production. 

Mr. Hanson is retiring after 47 years in the printing business, 
which he entered at the age of 18 as bookkeeper for a firm 
for which he later was salesman and a partner. In 1915, he 
disposed of his interest in that company and joined another as 
assistant to the vice-president. A year later, he became asso- 
ciated with H. G. Pugh Printing Co. and soon became a stock- 
holder, director and the secretary-treasurer. 

When, as a result of reorganization, the Arkansas Printing 
& Lithographing Co. was formed in 1931, Mr. Hanson was 
elected secretary-treasurer. In 1950, following establishment of 
three subsidiary corporations and an expansion of services and 
production facilities, Mr. Hanson was elevated to the presi- 
dency. 

Mr. Lengnick, like Mr. Hanson, was with the H. G. Pugh 
Co. when the reorganization 27 years ago brought about the 
formation of Arkansas Printing & Lithographing Co. In both 
companies, Mr. Lengnick served as director, secretary and vice- 
president before his election as president of the Arkansas Sta- 
tionery & Furniture Co. in 1950. 

The new Arkansas Stationery & Furniture Co. president, 
“Gene” Cook, is a native of Vanndale, Cross County. He was 
county and probate clerk of Cross County for four terms, and 
is a former secretary-treasurer of the Arkansas County Clerks 
Association. He joined the Arkansas Printing & Lithographing 
Co. sales force nearly four years ago. 


Keith Arthur 
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L. M. Brown Feted in 35th Eberhard Faber Year... 





On the 35th anniversary of his association with the Eberhard 
Faber Pencil Co., President Louis M. Brown was presented a 
commemorative plaque by his “executive family’. The pres- 
entation to Mr. Brown (right of plaque) was made symbolically 
by Eberhard Faber IV, great-grandson of the company’s founder, 
in the presence of Mrs. Eberhard L. Faber, vice-president. Mr. 
Brown joined Eberhard Faber as a sales representative in 
Canada and proceeded through most of the executive posts be- 
fore his election as president in 1952. 


Dealer Campaign Launches 
New Underwood Line 


To introduce its new 1959 line of Golden-Touch portable 
typewriters, Underwood Corp. has scheduled the most dynamic 
dealer program in the company’s history. 

Leading off this campaign is a national scholarship contest 
for teenagers with special bonuses for dealers whose customers 
are contest winners. Three teenagers will each win a $5,000 
scholarship. The three dealers who sign the winners’ contest 
blanks will each receive an all-expense paid seven day vacation 
for two in Bermuda. 

The scholarship contest, which requires prospects to go to 
local Underwood portable typewriter dealers for entry blanks 
with dealers’ signatures, will be widely advertised this fall in 
five leading national magazines. Giant, color ads introducing 
the new typewriters and featuring the contest will appear 
throughout the fall in Life, Look, Scholastic, Boy's Life and 
American Girl. 

Underwood will supply complete point-of-sale material to 
their 10,000 dealers. 

Dealers will receive contest entry blanks, product counter 
displays, window streamers, newspaper advertising mats, radio 
commercials and other material to help promote the new type- 
writers and the contest in the stores. 

Publicity plans for the Underwood contest include publiciz- 
ing the 49 state winners in newspapers in their states and on 
local radio and TV shows. The three national winners will be 
brought to New York for press interviews and appearances 
on coast-to-coast radio and TV. 








Te Assist Operations Vice-President 


Edwin J. Graf has been appointed to the newly-created po- 
sition of assistant to the vice-president-Operations of Smith- 
Corona Marchant, it has been announced by E. E, Mead, vice- 
president-Operations. 

Mr. Graf has been with Kleinschmidt Laboratories, Inc., in 
Deerfield, Ill., now a subsidiary of Smith-Corona Marchant Inc., 
since 1950. He started with Kleinschmidt as assistant produc- 
tion manager and, in 1954, was made vice-president. 
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Celelraling Poon of Ferrice... 




















Bertrand Amberg 
President 





Gilbert Amberg 
Vice President 


® 
Visit us at Booth No. 138, 


NSOEA Convention, Conrad Hil- 
ton, Chicago, Ill. Sept. 27-Oct. 1, 1958 


AMBERG FILE & INDEX CO., KANKAKEE, ILLINOIS 
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the machine 
that made 


office dictation 


90% SIMPLER... 


and 
transcribing 


With just five simple controls where comparable 


machines use as many as ten... with two-second 
magazine loading where others fumble with old- 
fashioned hand threading...with crystal-clear, 
easy-on-the-ear voice reproduction where others 
require nerve-racking concentration...the new 
NORELCO ‘35’ makes it at least 50% simpler, 
easier, and pleasanter to give and take office dic- 
tation. Engineered by Philips of the Netherlands, 
world’s largest electronics concern outside the 
United States, the NORELCO ‘35’ has already es- 
tablished its reputation as the most advanced 
moderately-priced dictating machine in the world. 


Check these NORELCO ‘35’ features against any 
other dictating and transcribing machine at any price: 


4 §, = - - - 


Magazine Loading — fumble-proof, jam-proof 
Extra-Long Dictating Capacity.—35 minutes on one reel 
Easy Portability — only 8 Ibs., travels anywhere 
’ True-Fidelity Sound — prevents fatigue in transcribing 
Automatic Counter — extra accurate; pinpoints single words 
Modern Decorator Styling—blends with any decor 
Only 5 Controls —for all functions: dictating, piayback, fast- 


forward, fast-rewind, quick-review, quick erase, and stop. 


Full Line of Accessories Available —headset, earpiece, type- 


writer control, foot control, telephone attachment, conference 
loudspeaker, log pads, microphone, carrying case, etc. 


A few choice NORELCO ‘35’ dealer 
franchises are still open. Write to 
product manager Art Hanrahan at: 
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Norelco 35 


LOADING 





MAGAZINE 





NORTH AMERICAN PHILIPS CO., INC., Dictating Equipment Division 
230 Duffy Avenue, Hicksville, Long Island, N. Y. 


4, 
> 
& In Conade: Known os the ‘Philips’ dictating machine. 
& Distributed by Philips Industries Ltd., 116 Venderhoof Avenue, Toronto, Ont. 
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No. 3258-CB... This Ex- 
ecutive Posture Chair with 3- 
way adjustment combines in- 
dividual seating comfort with 
decorative preference. A truly 
flexible chair to meet a wide 
variety of tastes. Upholstered 
backs and seats in either top 
grain Leather or elasic Nau- 


gahyde. 


Change the back to fit the season! 


Now your customers can enjoy smart, cool CANE 
backs for hot weather comfort . . . upholstered backs 
in winter, with the new Boling CHaANcEeBAK Series. 
Gives them two chairs in one, at a new low price. 
Backs interchange easily, quickly; a screwdriver is the 
only tool needed. 

These handsome Boling chairs 
can give any office a new appear- 
' ance, and brand-new seasonal ef- 
| ficiency any time of the year! 
! Available in Walnut, Mahogany, 
| Light Oak or Softone finish. 
| Seats are upholstered for solid 
' 
' 
! 


ee ee ee ee ee ee ee eee 


3200 
SERIES 


comfort; available also with 
wooden seats in our 2200 Series. 


OUR 54th 
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going to work in more offices 


A big favorite in offices everywhere—Venus Velvet Pencils with smoother “homogenized” lead write blacker, clearer, 
with no hard spots, no soft spots. And Venus Velvets are stronger, last longer for extra economy. Exclusive Pressure- 
Proofing clinches wood to lead, ends internal breaking. Remember: Venus makes over 2500 job-designed pencils including 
Venus Coloring Pencils and Venus Unique thin lead coloring pencils. Ask, too, about the complete line of fine Venus 
erasers. Write for the Venus Velvet Work-Saver Kit: Dept. OA-10,©1958 Venus Pen & Pencil Corp., Hoboken, N. J. 


easier writing .. . longer writing V7 A) N U SVelvet Pencils 
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Charles Bruning Co., Holds 
Open House in 60th Year 


An open house and tour of inspection for the new plant in 


Mount Prospect, Ill., was the occasion for presence of 1,000 
visitors on August 21 with the Charles Bruning Co., Inc., mark 
ing its 60th anniversary, the host 

President Herbert F. Bruning, who was shaken up but two 


days before in a helicopter accident at the plant, was not pres- 
ent. But in remarks prepared for a press conference he pointed 
out: 

“We are very proud of the new plant in Mount Prospect; we 


think it is quite a place. Its 301,000 square-foot area has been 


New Plant in Operation . Paul J. Bruning (left), chairman, 
and Herbert F. Bruning, president, stand in front of the new 
Charles Bruning Co., Inc., plant in Mount Prospect, III. 


carefully laid out not only for efficiency, but as a pleasant place 
for our 450 people to manufacture our various products, in- 
cluding our Copyflex machines and sensitized papers 

“This Mount Prospect plant is the largest of our five plants 
located in the United States and Canada, and we believe it to 
be the largest factory in existence devoted to the manufacture of 
diazo copying machines and papers 

“The plant is 733 feet long and 493 feet wide, containing 
301,000 square feet costing something over $5 million. Yes, 
this new plant is quite a contrast to the 2 x 4 rented quarters 
and second-hand blue print machine my father started out with 
down in lower Manhattan 61 years ago 

“In this plant we make several other products and warehouse 
some 5,000 different items which we sell.” 

Mr. Bruning spoke glowingly of the increasing need for 
copy-feproduction machines in a ‘fast growing and changing 
industry.” 


Heads H. W. Nichols Salesbook Dealer Sales 


Paul H. Nichols, managing partner 
of H. W. Nichols Salesbook Co., Cin- 
cinnati, Ohio, announces the appoint- 
ment of Milton S. Pickle, former pres 
ident of the Will Winnes Co., Inc. of 
Cincinnati, as manager of dealer sales 
for the Nichols Co. Mr. Pickle is a 
son-in-law of Mr. Nichols and also a 
partner in the Nichols firm. The H. W 
Nichols Salesbook Co. was established 





Milton S. Pickle in 1906. It specializes in the sale of 


salesbooks 


continuous forms, business and_ tab 


1utographi register and 


forms. These are distributed through dealers in all sections 
of the country. 

Mr. Pickle plans to renew acquaintance with friends in the 
ensuing months in connection with his new duties 
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$1,500 Victor Scholarship Presented... 


* _ ® 






A. C. Buehler, Jr., (left) vice-president of Victor Adding Ma- 
chine Co. and president of the Victor Foundation, presents the 
Foundation’s check for $1,500 to Jack McKee, Des Plaines, 
Ill., to enable him to start his higher education at the school 
of his choice, the University of Illinois. Witnessing the pres- 
entation is the winner’s father, John McKee, Victor’s chief 
methods engineer. Jack’s scholarship may be renewed three 
more times. At the same time, renewed scholarships were 
granted to five college students. 


5 Promotions Made 
At Wilson Jones Co. 


Five sales executives at Wilson Jones Co. have moved up to 
new positions according to an announcement by M. W. Borders, 
pre sident 

Jack Behr, until recently western sales manager, assumes the 
post of general sales manager. Harold Gould, who has been 





Jack Behr Harold Gould Ted Myers 


central division sales manager for several years, succeeds Mr. 
Behr as sales manager of the western division, which embraces 
the Middle and West Coast states. 

Ted Myers, former divisional manager at Atlanta, has been 
transferred to New York City where he will serve as eastern 





Roy Martin 


Geo. Robinson 
division sales manager. George Robinson assumes the duties of 
regional manager in the Georgia city. Roy Martin will move 
from western New York State to Boston as New England 


regional manager 


Two Hermans Join Olympic Office Supply 
NEW YORK CITY 
Maxwell W. Herman and Barney Herman, formerly of Re- 
public Office Supply Co., Inc., have announced their new asso- 
ciation with Olympic Office Supply Corp., 505 Broadway. 
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 WEAREVER 


The PROFIT Line Of 


Ball Pens, Fountain Pens 






And Mechanical Pencils 


VYkare -Kownd REFILL 


———E nnnne—;#, 


Waviana. 








+1841 =921A +910 


INK CARTRIDGE PEN 


with 6 14° 


ink 


cartridges / 


TRI COLOR PEN 


sss 500 


MARLBORO BALL PEN 


with 00 
year ‘round ‘] 


refill 





GREEN 


A balanced assortment of ball pens, fountain pens 


1 

! 

| +5000 and mechanical pencils from 29c to $1.49 is avail- 
| A able in this handsome Self Service Merchandiser. 
| World’s largest pen manufacturers 
MERCHANDISER 


David Kahn, Inc., North Bergen, N. J. 
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Remarkable business machine 


The Volkswagen Panel Delivery Truck is a profitable 
machine for just about any kind of business. Capacity 
is 170 cu. ft.... payload is 1830 lbs. Office appliance 
dealers like the ease of loading and unloading heavy 
equipment through the wide side and rear doors. The 
low bed of the truck eliminates any high-lifting problem. 








The economy and dependability of Volkswagen performance are backed up by the @) service organ- 


ization. Every mechanic is kept up-to-date through a continuous factory service training program. 


Speed in servicing is assured by immediate availability of Genuine @ Spare Parts through 370 


completely-equipped service centers covering all 49 states. 


Ask your Volkswagen dealer to show you operating costs for a Pick-up Truck, Panel Delivery, or 


Kombi Station Wagon. He will prove that Volkswagen savings add up mile by mile and year by year. 
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VOLKSWAGEN 


VOLKSWAGEN DELIVERS THE GOODS...FOR LESS! 





New Building Hails 
Doubleday 60th Year 


KALAMAZOO, MICH. 
@ Doubleday Bros. & Co. have completed 60 years of contin- 
uous business as printers, binders and rulers, and also as dis- 
tributors of office equipment and office supplies. The comple- 
tion of a new factory, warehouse and general office building 
marks the second move since the beginning on North Burdick 
Street in 1898. 

The company was founded by two brothers, the late Ward F. 
Doubleday and Fred U. Doubleday. The latter, at age 89, is not 
too active, but holds the title of senior vice-president. 

Doubleday Bros. & Co. started as a county and bank supply 
house, and is still well known in these fields throughout Michi 
gan. In later years township, municipal, school and industrial 
accounts became more and more important, largely due to the 
increase of machine accounting 


Fire Shapes Move 


An important event in the history of the company was a fire 
in February 1948 which destroyed two floors of their building 
— requiring all manufacturing to cease for more than three 
months. It was this difficulty that made the officers of the 
company more certain that an eventual move to a new plant 
located on one floor and in an area where another disastrous 
fire would not be probable. 

The new building has 49,000 square feet, 7,000 of it being 
located on the second floor and used as an office. The first floor 
has a large furniture display room in front, with warehouse for 
office supplies and equipment, standard printed forms, and 
flat paper stock. The remainder is laid out for a modern print 
shop with a camera, darkroom, and offset plate making equip- 
ment, as well as a composing room, press room, ruling depart- 
ment, bindery, shipping and receiving department 


Building Air-Conditioned 


The building is air-conditioned and properly lighted to in- 
crease efficiency and decrease errors 

A downtown office supply and equipment store remains at 
the old location though the upper floors of that building are no 
longer used. 

Ten salesmen cover a large part of the specialty business in 
the state of Michigan. Three men work in Kalamazoo while 
seven travel territories outside and sales offices are maintained 
in Saginaw, Berkley, Jackson, Ionia and Traverse City 

The current officers of the company are; Donald B. Double- 
day, president and general manager; Fred U. Doubleday, senior 
vice-president; Donald T. Strong, vice-president and treasurer, 
and William Dykema, secretary and assistant general manager 


Office of 


SPACE 


Donald B. Doubleday, president and general 


manager. Carpet is gold and walls blue 


File Room 
struction Co 


Section of ... 
tive furniture 


es a + 


furniture display featuring Stow & Davis execu- 
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in a specially designed Sales Office by Security* / See this equipment at N.S. O. E. A., Chicago 


# { k us ToT dé one r’s 
hrochure showing in full ae ” ; ss ‘ : 
ake a In The True Tradition of Security quality, Modulaire takes its place 
j lulair line mec “ 2% _ ° a . . 
Modutaire | - - es as the finest in the field — available in a selection of colors 
[ CONS? marke . 


Complete details on request. dictated by outstanding designers — yet affording an economy which 






provides unusual opportunities to the dealer. See it in Suite 556. 






SECURITY STEEL equipment corPoORATION 


AVENEL, NEW JERSEY 
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PARKRAFT 





“Standard 
pi 
\ OL 
“OF 
e@ Industry 


~{ for over 


& 


3 40Years 


CHAMPION of ALL Clasp Envelopes” 
is Quality Park's Champion Clasp! 


Now available in 23 sizes in choice of THREE famous stocks 
(1) CAMEO—the distinctive light colored Kraft for better imprint 
and greater attention value... (2) PARKRAFT—the tough QP 
work horse Kraft ...and (3) PINEKRAFT, the new, rugged, 
machine glazed Kraft. Champion earmarks are in all—wide seams, 
double gummed deep flaps, round plated finger-protecting clasp 
and customer satisfaction that “‘re-sells’’ for you. 


Ask for Quality Park’s Champion Clasp promotion material for 
customers ...the big No. 110 Champion Clasp Sizer showing 
all 23 stock sizes in actual size, and the No. 10 Champion Clasp, 
2-color promotion envelope with YOUR imprint. 


Sold through Dealers Only 
QUALITY PARK ENVELOPE Co. 


General Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 
Dallas Office and Warehouse, 1203 Dragon St., Dallas, Texas 
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Victor Sate 


offers every insulated product 








*—all with Underwriters’ Laboratories and SMNA Certification Labels. 


FIXED INTERIOR SAFES: 

The practical, low-cost Victor “600” 
Line consists of four different fixed 
interior safes with capacities rang- 
ing from 8910 cubic inches to 2464 
cubic inches. The largest model is 
available with 1 locker, 2 drawers, 
1 plain opening, and 1 open space 
with an adjustable plain shelf. All 
“600” Line Safes bear the Under- 
writers’ “C’’, T-20, and Relocking 
labels. Features include hidden 


FILING SAFES: 

Victor offers 18 different filing safes, 
ranging from Underwriters’ labeled 4 
hour “A” and 2 hour ““B” safes with T-20 
and Relocking labels, to 1 hour “C” 
labeled safes, with capacities ranging 
from 41.75 cubic feet to 5.83 cubic feet. 
Victor filing safes are available with a 
single door, double doors, or slide-in 
doors. A full line of interior equipment 
is included for these safes, which in part 
consists of shelves, vertical partitions, index drawers, file 
drawers, map and plan drawers, lockers, trays and many 
practical combination units. 





CHEST-SAFES : 

The new Victor Certified Chest-Safe 
bears the Underwriters’ “‘D’’ Label. 
A separate caster base is standard 
with swivel and fixed casters. Four 
models are available with different 
interior arrangements. The model 
shown in the illustration contains 
a locker, a drawer, an open space, 
and a book space. Victor Chest- 
Safes are finished in Green Bronze, Heather Beige, Surf Green 
or Mist Grey. All Chest-Safes are standard with a combination 
lock but are available with a key lock. 


work papers may receive 





FIRE MASTER® Insulated Files: 


The Fire Master insulated file line 
consists of 13 different types and 
sizes. Four drawer letter and legal 
sizes are available with U/L “C”’ or 
“D” labels. Additional Fire Master 
files with the U/L “‘D” label include 
various heights of letter size, legal 
size, card size, check size and Tab- 
ulating card size. Auxiliary equip- 
ment includes card trays, insert 
drawers, etc. Fire Master files are 
sold only through Franchised 
dealers...some cities still available, 


TREASURE CHEST* 

Insulated Containers: 

Here’s the ideal 1 hour Underwriters’ 
“D” Label fire protection unit for 
valuable personal papers in the home 
or in the office. Four different sizes, 
each with a key or combination lock, 
are designed to meet most personal 
requirements. Removable trays are 
optional on 2 of the 4 sizes. The 
model shown in the illustration is 
designed to be used with practical Suspended Filing Folders 
which slide easily inside the chest. All are available in Green 
Bronze, Heather Beige, Surf Green or Mist Grey. @TRADEMARK 





SEE ALL OF THESE TOP QUALITY Victor INSULATED PRODUCTS AT THE VICTOR DISPLAYS IN 
ROOM 500 AND BOOTH 151 AT THE BIGGER THAN EVER NSOEA SHOW IN CHICAGO 


DIVISION OF SPERRY RAND CORPORATION 
VIC TOR 
~~ 315 FOURTH AVENUE - NEW YORK 


156 


your customer needs for fire protection’ 





door hinges, rounded corners, swivel and fixed casters, 
and a practical 1 unit combination lock-handle design. 


FIRE DRAWER™ Insulated Files: 


Both letter and legal sizes are 
available in the practical Victor 
Certified Fire Drawer. A separate 
leg base beneath the Fire Drawer 
brings it to 30” desk height. The 
need for desk-side fire protection 
exists in every office where in- 


fied Fire Protection at any time 
during the day or night without returning them to the office 
safe or insulated file. Victor Fire Drawer bears the Under- 
writers’ ‘‘D”’ label. eTRADE 





VICTOR SAFE & EQUIPMENT Rlemington. Fkarud DEALER SALES 










Certi- 


MARK 


10, 4. * 
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for you, who have an eye for 


functional beauty 


» styling that 
sells... 







Bcd rN | QUIET MODEL 
2 ORY i ADDING MACHINE 
= 


send for REGNA literature NOW! 





REGNA is the lowest priced electrically operated full It’s low priced! It’s profitable! 

safety keyboard machine in the world. Mail the coupon—Mail it today— 
: Mail it NOW! 

Everyone who sees the new REGNA admires the wonder 

of streamlined FUNCTIONAL BEAUTY. A 

Everyone who tries this sturdy and dependable adding REGNA CASH REGISTERS INC. 


; po : ' Fifth A .N _N. Y. 
machine becomes a “high speed” operator — fingertips OS Se eae oe 




















literally float over the moulded keys! Gentlemen: ., ’ ' 
’ i Please rush more information on the new Electric 
Different capacities; fully automatic safety keyboard; oe bey An ~ J aos ens Coe 
models in light grey or ivory. Also low-priced hand oper- 
Name 
ated models. 
Address 
In Canada: Regna Cash Registers of Canada Ltd., 704 Notre Dame St. City Rs 
W. Montreal, Que., and Business Equipment Machines, 
489-R King St. W. Toronto, Ont Zone State__ a 
OUTSIDE CONTINENTAL U.S:.: 
Jorgen S. Lien, Box 507, Bergen, Norway Leauncunennanneunenennannemmnemanensinmememnennseniiiiidalae 
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LIMA, OHIO 
@ AS AN ADDITIONAL service to employees, many pro- 


gressive companies have constructed so-called “company stores”’ 
to make available to their employees consumer goods which may 
be manufactured by the company 

The establishment of such stores always entails considerable 
difficulty primarily because of space requirements. First, it is 
always difficult to find any unused space which can be so con- 
verted; and second, future space demands may necessitate mov- 
ing the store from time to time 

Westinghouse Electric Corp. at its Small Motor Division in 
Lima, Ohio, was recently faced with these very problems. It 
wanted to make available to its employees consumer products 
such as roasters, clocks, radios and numerous other lines of 
small appliances. The intention was to make these products 
available to the employees at the customary employee discount. 


Used Space Available 

The only space available was at one end of the company 
cafeteria which is available to both plant and office employees. 
Management wanted to partition off this area and get the store 
into operation even though it might have to be moved at some 
future date. 

They investigated the possibility of using semipermanent wood 
partitions to close off one end of the cafeteria but after com- 
paring initial costs, finishing costs, and the fact that such an in- 
stallation would sacrifice all flexibility for future moves, they 
decided to investigate free standing metal partitions. 

George Powers of W. J. Noonan Co., Lima, was called in 
and he in turn worked with consultants from The General Fire- 
proofing Co., one of Westinghouse’s office equipment suppliers. 
These consultants recommended an installation using free stand- 
ing GF metal partitions as room dividers. The cost of these par- 
titions was very close to what the initial cost of wood would 
have been and yet they provided the extreme flexibility and 
modern appearance impossible to achieve with substitute ma- 
terials. 


Partitions Have Mesh 


The partitions, seven feet in height, are topped with wire 
mesh which extends from the cornice to the ceiling of the room. 
This is to discourage and prevent pilferage and also to utilize 
the full advantages of the heating and air conditioning. The 
mesh permits little interference with the flow of air currents. 

Westinghouse reports that their store installation has been 
an overwhelming success. In fact, the use of the movable metal 
partitions was found to be so practical that they have since been 
used in various other locations throughout the Small Motor 
Division and in their Aircraft Division, which is housed in a 
separate building, as well. 








Westinghouse Co. Store . . . at the company’s Small Motor Di- 
vision, Lima, Ohio, was set up in one end of the cafeteria. 


A Company Store 
Created Overnight 
With GF Partitions 


produced by The General Fire- 
proofing Co. were used to separate the store space from ad- 
jacent areas. Easily movable, the partitions have extreme flex- 
ibility. 


Movable Metal Partitions 
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Satellite Group by Leon Gordon Miller 


PRACTICAL ...with wood desks or metal and wood combinations 





ECONOMICAL ... spring seat units, bent padded backs 
FINISHES... regular walnut, natural walnut, boiled linseed oil 


IN STOCK... ready for your choice of finish and upholstery 


THE Taylor CHAIR COMPANY + Bedford, Ohio 
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BUILD PROFITS 


Get a Chalional 


Adding Machine Dealership! 






Wationals cut 


hand motion and 
effort up to 50% 


“Live’’ Keyboard and adjustable Nationals are easier to sell be- For information about the 
keytouch— two exclusive National cause of these 14 time-and-effort- eennlete Nettenal Aiiiia niin 
features — greatly reduce effort and saving features: COS Cveee ing Macnine 
increase productivity. With “Live ® “Live” Keyboard line dealerships available, 


Keyboard every key operates the 
machine without depressing a motor 
bar. And each operator can instantly 
adjust the keyboard to her preferred 
keytouch. 

You'll sell more adding machines 
if you have a National Adding Ma- 
chine Dealership . . . because ONLY 
National combines so many out- 
standing time-and-effort-saving fea- 
tures on one machine! National’s 
line of fine adding machines includes 
special models, designed to do spe- 
cial jobs — as well as desk model 
bookkeeping machines. 


Instantly adjustable keytouch 

Automatic Clear Signal 

Subtractions in red 

Automatic Credit Balance in red 

Automatic space-up of tape when 

total prints 

Large Answer Dials 

Easy-Touch Key Action 

Full-Visible Keyboard 

Automatic Ciphers 

Rugged-Duty Construction 

Keyboard interlock 

Four-way paper space control : mh 

Three-way repeat ADDING MACHINES + CASH REGISTERS 
ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, payton 9, Ohio uce paven (Wo Casson Rrewthis) 


1039 OFFICES IN 121 COUNTRIES © HELPING BUSINESS SAVE MONEY 


contact our Dayton Office now. 


“TRADE MARK REG. U.S. PAT. OFF. 
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cation in downtown Hartford, Conn 


HARTFORD, CONN 
@ IN LESS THAN 10 years, Harris Office Equipment, In« 


has made the stride from a small, neighborhood store to one of 
Hartford's leading firms. Basic to this growth of the partnership 
started by a father and son, Paul and Dick Harris, in 1949, are 


An outstanding showroom 
Good location. 
—Diversified line of merchandis« 
Service. 
Complete remodeling of first floor and basement area of a 
new location in four-story building has been recently accom 


plished and today one-third of ground floor 7,000 square feet of 
selling space contains office supplies and the firm business 
office. 


Supplies are displayed on self-service islands together with 
the usual large wall fixtures. A complete line of office and sta- 
tionery supplies is sold from floor samples and small mass dis 
plays while the bulk of the inventory is warehoused in another 
part of the building. 


Completeness in Small Space 


“In this way,’ Dick Harris explains, “we can cut down on 


selling space, yet show our customers a really complete line of 
merchandise.” 
The Harris business office is separated from the supply area 


by means of boxed planters 
To the right of the main entrance, two carpeted steps lead 


into a large modern furniture display room. Great care was 


taken to design this room so that one gets an over-all effect 
of the many varieties and types of 
lect, intimate effect of a single offi 
is carpeted. 

One wall is constructed of Vis-U-Poles with Peg Board panels 
covered with a type of Monks cloth. Another large wall is 
covered with a marbleized ‘Laverne’ wall paper. The over-all 


furniture as well as the se- 


grouping. This entire area 





Main Office Furniture Showroom contains four movable 
see-through dividers to allow for unit display groupings. The 
back wall is Peg Board, covered with Monk’s cloth permitting 
a variety of pictures or wall display pieces to be hung without 
marring of the walls. 
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A Full Store . . . front view of Harris Office Equipment, Inc.’s newly-remodeled lo 


10 Years 


Of Growth 
For Harris 








The Office Supply . . . department consists of these island dis- 
plays and large wall fixture. 


yf richness, 


feeling (as described by many customers) is that 
serenity and warmth. 

To display individual office furniture groups, each suite is 
separated by means of a free-swinging divider that is attached 
to two existing columns. Several of these dividers are made out 
of unfinished printer's type boxes; they are excellent conversa- 
tion pieces. Each office unit is set up complete with accessories 

Harris is proud of the furniture lines that are represented 
in this department, such as: Robert John, Alma Desk, Weston- 
Nielsen Chairs, Frank Scerbo, Columbia-Hallowell, Boling 


Chair, and Thaden Molding to name a few. 


Office Has Fireplace 


Adjacent to the main showroom is a separate office complete 
with fireplace. This was created to display the richness and 
utility that can be found in a modern executive office 

The newest department is Interior Design. The Harrises be- 
lieve in selling, not only furniture and equipment, but a com 
pletely decorated and color-coordinated office lo help ac- 
complish this task, they work closely with an interior designer, 
and employ an artist to design full color renderings of any pro- 
posed office. In order to do a complete selling job, they display 
carpet swatches, wall paper and drapery samples 


Basement Remodeled 


The Harrises have remodeled the basement to feature thei! 
“Used but Not Abused” furniture and equipment, sold from 
coast to coast and overseas to Puerto Rico, and budget wood 
and steel furniture. Paul and Dick are firm believers in offering 
merchandise that exactly fits the pocketbook of the prospective 
customers, and they have often seen a new business start in 
with used furniture and later graduate into an expensive wood 
or steel line 

In addition to furniture supplies and equipment, the Harrises 
offer a shop equipment line in their contract division 


OA-10/58 


















OA- 




















MAGAZINE RACK 
(Small Size Available) 


PORTABLE 
BOOKCASE 


TUCK-A-WAY 
TYPEWRITER 
DESK 


COMPTOMETER 
DESK 


ALL-PURPOSE DUPLICATING 
MACHINE STAND AND 
_ STORAGE CABINET 
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PORTABLE LECTERN 


SPEAKERS STAND 


\ 





TABLE MODEL 
LECTERN 
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Here is how Smith System 


helps build your sales — 


NeW OFFICE FURNITURE 


A line of metal furniture that is functionally designed for these 
huge markets. Durability and quality combined with style and 
colors to appeal to the modern discriminating taste ... A 
versatile approach to the specialized needs of these markets . . . 
Steel furniture with lasting finish and work surfaces of Fiberesin 
give long—long wear on Smith System products . . . even under 
extremely harsh conditions. Priced in a range to appeal to 
economy minded buyers. 


Ww 
NeW EFFECTIVE SELLING AIDS 


National advertising will appear in leading publications to 
acquaint your customers with this exciting new line of Smith 
System furniture. Direct mail, envelope stuffers 
describe products. Cataloging service to help 
you sell. All selling aids are available to Smith 
System distributors. If you have not already 
introduced this line to your market—Act 
now — let us supply the full sales building, profit 
building Smith’s distributor program to you. 

















I am interested. Please send me full distributor information along 
with samples of sales promotion aids. 


Name Title 
Company 


Address 


City State 
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Presto-Post Master Line 


STANDS 


Hs ee 
ake RES 


F INSULATED EQUIPMENT 





guides and accessories. 


See the complete 










Don't miss the complete PRESTO-POSTMASTER 


: profit line of posting machine trays, stands, 





E-EE ES EB CD- Fed soffuster 


’ 






ae Post Office Box 9087 
bo ™ Austin 17, Texas 


Presto-Post Master Corporation 
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All controls are in the 
paim of your hand... 
with UNIMATIC 
REMOTE CONTROL 
MICROPHONE 


e 
te 
a 
i= 
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an 
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i 


The new 


om ptometer 
Commander 


“Makes Dictation Easy as Talking 
to an Old Friend” 


/ 





y 


e Dictate 
e Listen 
e Unlimited Review 

e Erase unwanted words 


® Mark end of letter... 
electronically 


° Use same machine for 
dictation, transcription 


Lifetime belt—never wears out 


Try it FREE in your office 


Through electronic magic the portable Comptometer 
COMMANDER puts perfect letters on your desk in half the time, 
because it automatically erases unwanted words and phrases 
as you redictate your message. You hand your secretary 
perfect dictation every time. Yet, dictation is as easy as 
talking to an old friend because ALL controls are in the palm 
of your hand. 


The same machine serves as a transcriber...it's as easy to 
transcribe as to listen, because, with perfect dictation, 


omptometer { = el — 1 ole 








Name 
NEW Customatic COMPTOMETER — Comptometer COMPTOGRAPH “220M” Firm... 
Worild’s fastest way to figure ... now — with new multiplication key — more Address . ac ee 
faster than ever. Try it FREE on your own features than any other 10-key listing 
Mork. Mall coupon. machine. Try it FREE. Use coupon. City ~--- Zone........State 
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there's no need for time-wasting, error-breeding pre-editing. 


Best of all, the Comptometer COMMANDER actually pays for 
itself over and over. The mailable Lifetime guaranteed Erase- 
O-Matic belt wipes clean, electronically, in a second, ready 
for re-use thousands of times. No recurring cost for belts, 
discs, or cylinders. 


Learn how easy dictation can be—how anyone can turn out a 
far greater volume of perfect letters easier, faster! Want 
proof? Mail the coupon! 


=. ee Ss — Be) fae ee) 


com ee — 5 ee eo — ee — | 2 8S. 





Comptometer Corporation 
1700 Marshfield Ave., Chicago 22, Ill. 


Arrange free office trial for me on: 
1 Send me literature on: 

Comptometer Commander 

Comptometer Adding-Calculating Machine 
} Comptometer Comptograph “220M” 


- | ceemeaeenaneseenaseawnannanae 
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The Reception Room .. . offers the 
first image with which WOFI is as- 
sociated. The Wood Office Furniture 
Institute found the’ transformation 
from old to new pleasantly reward 
ing in its program of modernization 
Efficient lighting and _ base-board 
heating, for example, replaced ob 
solescent features of the old office 
The U-shaped arrangement of mod 
ern wood desk, with adjustable pos 
ture chair, shows contemporary con 
cern for utility and beauty 


Suppliers of WOFI New Offices: 


DESKS CLOCKS 
Alma Desk Co. Gift Graft Leather Co 
Hoosier Desk Co. Peter Pepper Products 


Imperial Desk Co. 
Jasper Desk Co. 
Jasper Office Furniture Co Hallmark Accessories 

The Leopold Co. CARPETS 

Burlington, Iowa E. T. Barwick Mills, Inc 
Myrtle Desk Co. Duraloom Carpet Mills, Inc 


ACCESSORIES 


High Point, N. C. Loma Loom 
CHAIRS Magee Carpet Co 
Boling Chair Co. LOCKS 

Gregson Mfg. Co. Schlagce Lock Co 


Jasper Chair Co. 

Jasper Seating Co. 

B. L. Marble Chair Co. ~ - 

The Taylor Chair Co. Parker Pen Co 

COUCHES Sn ith Mc tal Arts Co., Inc 
, se [he Dodge Cork Co 


The B. is Marble Chair Co WALL TREATMENT 
The Thomas Furniture Co 


-] Roddis Plywood Corp 

og sk Co Albe rt Van Luit & Co 
ra re ; ° he Wat er Co 

B. L. Marble Chair Co isd cg 
Myrtle Desk Co. DRAPES 
LAMPS F. Schumacher Co 
Finland House by 
Litecraft Mfg. Co. 
Lightolier 
Stiffel Co. | 


DESK ACCESSORIES 
Gift Craft Leather Co 


/ 


Cropicratt 

FILES 

Upholstery Leather Group 
Globe-Wernicke Co 
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The Quest for Inner Space— 
WOFI Modernizes 


Its Offices 


by Robert Spelman 
executive director 
Wood Office Furniture Institute 


@ THERE WAS A TIME not so long ago—six months to be 
exact—when our expanding organization was living in the con- 
fines of all too little space. Our office situation was a little like 
expanding gas in a corked bottle. 

Investigation on new and modern offices for the Wood Office 
Furniture Institute revealed that new space ranged from $5.00 
to $7.00 per square foot. A brief look at the budget and we 
found that space prices in new buildings would stagger, if not 
almost flatten, our already hard put to budget. 

President Jim Boling realized that our problem was similar 
to one faced by many businesses today. He put it this way: “We 
have three basic needs for our offices: a desire for central ge- 
ographic location, a demand for efficient modernization, and a 
necessity for more space.” He then went on, “There is just one 
problem: many budgets will not stretch to five or seven dollars 
per square foot for office space in brand new buildings, no 
matter how attractive they are. Many businesses today are im- 
paled on the horns of an inner space dilemma, as we are.” 

We would like to sketch out how we vaulted through the 
horns of this dilemma, how in our simple way we solved this 
problem which faces the majority of businessmen today. Per- 
haps you will find some interest, if not reward, in scanning this 
case history 

Whether to rent inexpensive space and modernize completely, 
or rent new space and stand idly by while the budget was being 
shot-gunned ? 

We had two key considerations: central location and adequate 
space. To make a long, tedious story less lengthy, we finally 


(Turn to Page 170, Please) 








A Rich Gold . . . carpet underlies the efficient-free-form desk 
of cherry and walnut woods. The executive posture chair, with 
multiple adjustment, is a tortoise shell leather which combines 
maximum beauty with maximum comfort. Wall covering of 
ivory beige grass cloth adds a warmth and natural quality to 
the room. Artistic accessories provide interest as well as utility. 
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Republic Bookshelf Units were installed throughout the new Frei- 
berger Library, an attractive four story addition to the campus of 
Western Reserve University, Cleveland, Ohio. The building is 
arranged on an“open stack” principal, with study areas scattered 
so that students and books will be brought together. 








stock... promote... sell 


STEEL BOOKSHELF UNITS 
built and backed by 


REPUBLIC 


Here’s another big sales opportunity to improve 
customer service and increase profits. Republic 
Bookshelf Units are first choice wherever books 
are valued and protected in business and law 
offices, schools, libraries. 


Strong, sturdy steel construction. Attractive, too. 
Available in six popular colors to fit harmoniously 
in any decor, modern or traditional. Six shelves 
are included with each unit. 

Dimensions: 36” wide, 9\” or 124%" deep. Each 
end panel adds %” to the overall width. Clear 
book-space 34” wide, 9” or 12” deep. Available in 
84” and 90” heights, and counter size, 42” high. 

Use Republic Bookshelf Units to get your foot 
in the door. Then, sell the full Republic line— 
desks, cabinets, telephone stands, other office 
units, designed with features to make office operat- 
ing easier, more economical, pleasant. Call your 
Republic representative, or write direct. 





ee ee ere 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 
DEPT. C-6165R 
1058 BELDEN AVENUE + CANTON 5, OHIO 
Please send the following information: 
0 Brochure—Republic Bookshelf Units 
DC Information on available dealerships 


REPUBLIC STEEL 


BERGER DIVISION 














Canton 5, Ohio Name Title 
Firm 
Address 
City. Zone State 





yee eee ee 
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1958 NATIONAL 
BUSINESS 
SHOW 





Can you afford 
not to attend? 
















This year more than ever before 
you should attend this important 
show ...5 full acres... over 500 
exhibits of the newest in products 
and services. 


Here, under one roof, is a unique 
opportunity to get the most com- 
plete and authoritative facts 
about almost every product or 
service for the modern office. See 
by comparison just how your 
present lines “stack up” compe- 
titively. Learn what’s new in the 
industry and which new lines 
represent the greatest potential 
profit opportunities for you. Talk 
first hand with many of the top 
men of hundreds of manufac- 


turers who are eager and anxious 
to discuss additional distribution 
for their products. 


Yes, with the squeeze on profits, 
this year is the one year you can- 
not afford to miss this largest 
and most important show of its 
kind in the world. It will save 
you time, and could very well be 
the most productive visit you will 
make all year. 


For invitations, more information 
or hotel reservations call or write 
Rudolph Lang, Managing Direc- 
tor, National Business Show, 530 
Fifth Avenue, New York, New 
York, OXford 7-7142. 


HL THE COLISEUM, Columbus Circle, New York, New York 


October 20th thru 24th—4#-10 p.m. daily 
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on Maple Leaf 
products --- -fibre typewriter 
Onion-skins and Bonds (regular or erasable), 
to Note books, Composition books, Sketch 
books, Music-writing books, Tablets, Typing 
pads, Theme pads and Index cards. 

xed in g0, 100 and 500 sheet 
d pads are available in several 
ed or plain) are banded in 
x 6 size, on in 500's in 


n depend 


And you ©@ 
from cotton 





ctively bo 

, tablets an 

_ Index cards (rul 
in the 3x 50nd 4 





100’s, boxe 


the 5x8 size. 
\t contains almost 


#9 today: 


Send for your Maple Leaf Catalog 
everything in this line your customers need and want. 
sheet counts always fully guaranteed. 


Paper quality, substance and 
“4 buy better. 


You can buy chee 


MAPLE LEAF 
Manufaliin Go., Ince. 


NEW yoRK 1. 


per—but you can 








NEW yORK 


EMPIRE STATE BUILDING, 
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WOFI Modernizes 





Continued from page 166 


found an office which met t! The office 
rented for $2.68 per square foot 

Lo and behold what an office we 
the office had the real key advantage: 
ply a job of converting chaos into 
The imagination was staggered 

We set preliminary planning in motion by calling Hugh Petti- 
bone of the Marble Design Center. Hugh is a creative type 
motivated by a challenge. When he saw the office, he said that 
he could almost taste the task. He quickly ran through a few 
of the more elementary design problems: 11-foot ceilings don't 
help much, of course, nor old-fashioned radiators, obsolescent 
lighting, these unattractive windows badly spaced, sinking lino- 
leum here, inefficient arrangement of offices, anachronistic lay- 
out, general and total unattractiveness.’ He “among 
other things.”’ 

A master plan was drawn up and submitted 

Calculating on a five-year basis, we discovered that a com- 
plete job of modernization plus rent would give us the new 
headquarters at the amazingly low cost of $3.65 per square foot. 
A very satisfying conclusion. 

But the precarious consideration was in the results. Would it 
be worth the saving? Could this old warehouse be transformed 
into an office to be proud of? That was the question 

Work began according to plan. Walls were torn out, parti- 
tions removed, doors blocked off. New equipment arrived for 
installations. In came air-conditioning, base-board heating, tile, 
carpets, draperies, wall coverings, files and a glittering array 
of new wood office furniture. From a former hodge-podge of 
partitions and odd-shaped rooms, order took shape. Seven sepa- 
rate offices were arranged on 1775 square feet of floor space. 
Flowing draperies graced the windows, grass-cloth and shiki 
silk warmed the walls, while rich carpeting and tile covered the 
floors. A canted eggcrating served to lower the ceiling in one 
room, paneling and lower-than-ceiling-height paint line in 
the others. Eye-catching and useful accessories enhanced the 
look in each room. Drop-lamps hung over the latest in attrac- 
tive, efficient wood office furniture. 

When we picked up stakes from the older offices to move in, 
we were literally amazed—and almost floored. It was breath- 
takingly beautiful. This was an office we could really be proud 
of. This office presented an image anyone would like to have 
associated with his organization. 

Obsolescence in this age of constricting space is a formidable 
enemy, not a harmless indulgence. We are committed to a cer- 
tain economic velocity and healthy competition which will not 
tolerate static thinking. No doubt the dilemma is real, the 
budgets are tight. But no doubt the demands of modernization 
are more pressing still. This brief story is how we licked the 
dilemma faced by thousands of 
country. 

How are you facing it? 


two require ments 


beheld 
ample space. It was sim- 
efficient 


Despite misgivings, 


attractive Offices. 


smiled, 


Western Dealers Win Display Contest 


Dealers in Kansas, California and Texas have taken top hon- 
ors in a nationwide display contest conducted by the Sheaffer 
Pen Co. 

First prizes of $100 went to Thacher-Hall, Topeka; Arcadia 
Stationers, Arcadia, Calif.; and Corrigans, Inc., Jewelers, Hous- 
ton, for their outstanding counter displays in introducing the 
pen company’s new Lady Sheaffer Skripsert fountain pens. 

Thousands of Sheaffer dealers entered the which 
closed June 15. A total of 91 winners were selected from photo- 
graphs of Lady Sheaffer pen displays sent to the company’s 
headquarters here. Winners are located in 39 states and the 
District of Columbia. 

Second-prize winners of $50 were the Carolina Office Equip- 
ment Co., Rocky Mount, N. C.; The Campus Shop and Book 
Store, Gainesville, Fla., and the Belk Berry Co., Wilmington, 
N. C. 

In addition, there were ten $25 prize winners, twenty-five $10 
prize winners and fifty $5 prize winners. 


contest, 
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businessmen throughout the 


For Fast Service Contact the FABRILITE” 
Distributor Nearest You Listed Below: 


ALABAMA 

Montgomery. Fabrics, Inc., 515 Beli Street 

Birmingham 3. Spradling Supply Company 
2125 Second Avenue, S. 


ARIZONA 

Phoenix S & S Supply Company 
3635 South 16th Street 

CALIFORNIA 


Los Angeles 15. Fabric Leather Corporation 
1139 Santee Street 

Lindsey & Hall, 1036 South Hope Street 
San Francisco 9. . .Scovel & Sons Company 
1133 Post Street 


COLORADO 

Arvada A. G. Seaver 
5850 Wadsworth Boulevard 

CONNECTICUT 

Hartford 5 New England Upholstery 


Supply Co., 38-40 Albany Avenue 


DISTRICT OF COLUMBIA 
Washington, D.C. . .C. E. Briddell Co., Inc. 
3746 Tenth Street, N. E. 


FLORIDA 
Jacksonville Wright’s Supply Company 
816 Ocean Street, P. 0. Box 2296 


Miami 36 W. Valentine Company 
618-622 S. W. Eighth Street 
Tampa Gulf Fabrics, Inc. 
107 E. Fortune Street 

GEORGIA 


Atlanta 2..Erikson Company, 364 Nelson St 
Augusta..H. Masur & Son, 1132 Broad Street 


ILLINOIS 
Chicago 6 A. Hoenigsberger 
123 North Wacker Drive 
Chicago 5 Scot Fabric Company 
5352 North Broadway 
KENTUCKY 


Herman A. Schildt Company 
323 E. Market Street 


Louisville 2 


LOUISIANA 
Baton Rouge 9 Tupper Supply Inc. 


2117 North Street 


MARYLAND 
Baltimore 11 C. E. Briddell Co., Inc. 


2800 Hampden Avenue 


MASSACHUSETTS 
Boston 14 American Textile Company 
of N. E., Inc., 32-34 Canal Street 


MICHIGAN 
Detroit 8 Foam Rubber Products Co. 

5301 Grand River Avenue 
Grand Rapids 3 Upholstery Supply Co. 


of Grand Rapids, 325 Fuller Ave., N. E. 


MINNESOTA 
Minneapolis New York Fabrics Inc. 


2938 Nicollet Avenue 


MISSISSIPPI 
Jackson Woolley Brothers 


411 South State Street 


REG. YU. s. PAT. OF 


BETTER THINGS FOR BETTER LIVING 


MISSOURI 
Kansas City 8 Coffey’s Inc, 
1608-10 Oak Street 
St. Louis 8. . Specialty Fabrics & Supply Co, 
4517 Olive Street 
NEW YORK 
Kingston. . Vinyl Leather Co., 34 Ferry Street 


New York City 1..Fabric Leather Corporation 
16 West 32nd Street 
H. R. Howard & Sons, tne 
60 North Washington 


Rochester 


NORTH CAROLINA 


High Point American Supply Co, 
of N. C., Inc., 308 W. Broad Street 
OHIO 

Cincinnati 2..Harry F. Niehaus & Company 
125 W. Central Parkway 
Cleveland 13 The Ingraham Supply Ca, 
2100 West Superior Viaduct 

OKLAHOMA 
Tulsa 8 Oklahoma Upholstery Supply 


Whittier Station, P. 0. Box 318§ 


OREGON 
Portland 14 McDonald & Company, Ing 


935 S. E. Hawthorne Boulevard 


PENNSYLVANIA 
Philadelphia 6. .Maen Line Majestic Fabrig 
217 Chestnut Stre 
Peiger & McCaw Compa 
101-103 Market Str 
M. H. Smith Company, 
260 S. Main Str 


Pittsburgh 22 


Wilkes-Barre 


RHODE ISLAND 
Providence 3 Providence Textile 


243 North Main Stre 


TENNESSEE 
Southern Textile & Supply 
894 Eastmoreland Aver 


Memphis 2 


Nashville 6 Wynn & Graff Comp: 
402 Woodland Street 

TEXAS 

Dallas 9 Van Waters & Rogers, Inc. 


10216 Denton Road, P. 0. Box 1188 


Dallas 26 A. F. Schmalzried & Company 
2650 Main Street 

Fort Worth Reese B. Davis & Company 
316-320 S. Lake Street 

Houston 1 Higbee & Mitchel 


1415 Dallas Avenue, P. 0. Box 172 


UTAH 
Salt Lake City... Van Waters & Rogers, Inc 


650 West Eighth Street, S 


VIRGINIA 
Richmond 19 Charles Zoppa Co., Inc 


1426 East Main Street 


WASHINGTON 

Seattle 22 McDonald & Company, Inc 
1424 Tenth Avenue 

Spokane B. W. Griswold & Company 
319 S. Cedar Street 

WISCONSIN 


Gebhardt, Inc 
213 North Broadway 


Milwaukee 2 
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“*Fabrilite’” is Du Pont’s registered trademark for its elastic-supported vinyl upholstery. 
tPatent applied for. 


introducing ROYAL TABLET, 
anew tooled design in 


luxurious Du Pont Fabrilite’ wc 


This beautiful, new upholstery is soft, long-wearing, 


easy to keep clean and comes in Jeweltone?} colors 


An interesting all-over, tooled design brings new smartness to Du Pont “‘Fabrilite’’*. 
The design, Royal Tablet, was inspired by the cuneiform writing found on 

ancient tablets. These cuneiform characters are in gold against exciting dark 
colors—lovely pastels—stunning black, white and gold. 


Du Pont “Fabrilite” vinyl upholstery is a favorite for chairs and sofas that must 

stand up to the hard wear of offices, reception rooms, hotels, homes. ‘**Fabrilite”’ is 

soft and pliable, yet amazingly long-wearing. It resists scuffing and soiling. If it does 
become soiled, a damp, soapy sponge wipes it clean. See it at your distributor’s. 
E. I. du Pont de Nemours & Co. (Inc.), Fabrics Division, Wilmington 98, Delaware. 


i Contact your nearest distributor shown on opposite page... 
' 
i 


MISTRY 
There’s no vinyl upholstery like 
10/58 
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The Mite” Scale Twins 


have put on 


A NEW FACE 





|= The “Mite” Scale Twins have put 
on a new face to show the new Postal Rates 
and other important information. 


The one pound Mite Postal Scale car- 
ries information on film and manuscript rates 
and Special Delivery as well as Parcel Post 
rates to two pounds for both land and air. 


All of these features can be incor- 
porated in any Mite ever made by the 
installation of this new dial. No tools or 
adjustments are required. Each Mite Scale 
is 314” x 444” x 44,” high. The Postal Scale 
has a one pound capacity, and the Parcel 
Post Scale a four pound capacity. 


Shipping 
- Weight 
10 Lbs. 


EACH Per Dozen 


CURRENT DIALS FOR OLDER MODELS 50c 
Order From Your Jobber or .. 


B-T CO. INC. 


121 N. BROADWAY 
MILWAUKEE 2, WISCONSIN 
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Change Firm Name? 
lt Can Help, Hinder 


by JACK BEDFORD 
advertising consultant 





7’, 


LL 


clinic 





@ PROBLEM: This office equipment dealer's problem on ad 
vertising is not one that happens every day in the office equip- 
ment business. However, when it does happen, there ts a 
lefinite advertising problem involved 

He writes: “I have gone into partnership with another man 
in the office supply business. I have been in the business for 10 
years, but decided that with this man as a partner we could do 
a better job and make more money. I have been operating the 
business under my own name during this time. Now that we 
have a partnership, I feel that his name should be included 
in the firm's name 

Can you give me some ideas about how to handle this from 
an advertising standpoint ? 


SOLUTION: Regardless of whether a partner has been added 


to the firm, as new business takes over a going concern, or a 
change in emphasis on operation there are times when a fir 
wants to or needs to change its nam 

As you know. some frms that ange mames seem to start 
doing more business than they did under the old name. And 
there are many instances where th hange ot name has re 


sulted in lost business for the firn 
Here are some ideas and suggestions followed by the mor 


successful firms that have changed their names 


Carefully Select New Name 
In the case of a partnership, there is always the problem of 
which partner's name should come first. Some advertisers lean 
toward the idea of using the name of the older man (the one 
in business before the partnership was formed) first and the 
other name following the “and 
For instance, Smith was the founder of the business and he 
took in Brown as a partner. The new name would be ‘Smith 
and Brown” in that order following this reasoning 
Other advertisers favor the idea of arranging the names in 
alphabetical order. Thus, the name of the firm that was former 


ly “Smith” would now become “Brown and Smith 
One of the reasons for stressing a company name in your 
advertising is so people can remember it bette: Thus, if the 
combination of the names is hard to pronounce or hard to 
mber, a different combination might be bette 
An entirely different problem develops when changing from 
a trade style such as “Acme Office Supply” t Brown and 
Smith” or to some other trade style such as ‘Hometown Office 
Supply Chere will be some customers who will remember 
the former name and will hesitate to call the new firm 


or will not even realize that the same firm has changed its 


Time the Change Carefully 


When you change the name of your office supply business 


there is a problem of when it should be done. Should it be 
fone as soon as the business is purchased from another ownet 
as soon as a new partner has been added, or as soon as some 


other reasons make a change important 


Most successful advertising experts favor giving the fin 
time to make all plans before changing the nan The timing 
is important for several advertising reasons 

For instance, one is the advertising in the telephone direc 
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Marchant 


calculators * 





Easy to own or lease 


...on a Marchant 


monthly installment 


or lease plan 


Whether you need one or a dozen Marchants, your cash out- 
lay can be spread over 6, 12 or 18 months . . . depending on 
which of the three Marchant “Pay As You Save” plans you 
prefer. For as little as $23.75 a month you can put a Marchant 
calculator to work right away ...and it’s only $18.00 a month 
for Marchant’s new 10-key adder. 

Or, with either of Marchant’s two lease plans you keep your 
cash reserves for timely uses, making low monthly payments 
under either a perpetual lease or lease with option to buy. 


For full information call your nearby Marchant office or 
send the coupon below. 


6 MONTHS PLAN 


Chosen by a consulting engineer- 
ing firm. They are buying a Mar- 
chant Deci-Magic to make estimat- 
ing and other complex figurework 
easier and faster. 


PERPETUAL LEASE 
(Monthly Rental Payments) 


A large manufacturer prefers this 
means of acquiring new Marchant 
Figuremasters for faster, more 
versatile volume figurework pro- 
duction in all departments. 


12 MONTHS PLAN 


A savings and loan association 
selected this plan when it was 
ready for two more Marchant 
Figurematics, to speed up divi- 
dend, loan and interest calcula- 
tions on its growing number of 
accounts. 


LEASE WITH OPTION TO BUY 

(Monthly Payments) 
A grocery chain is putting in 10 
Marchant Retail Specials on this 
basis for all daily figurework and 
on-store inventory. Their Retail 
Specials multiply quantity by 
price, delivering individual total or 
accumulated total during actual 
entry of price. 


See how typical firms are now using the Marchant machines they needed, by taking advantage of installment and lease plans 


18 MONTHS PLAN 


Selected by an electrical distributor 
that wanted another Marchant 
**Twin-Set’’ Figurematic for mul- 
tiplying items by prices, giving 
each extension and the accumu- 
lated grand total simultaneously— 
in a single automatic operation! 


12 MONTHS PLAN FOR 
ADDER 


This is how a small dry-cleaning 
firm is buying its Marchant Adding 
Machine toimprove customer serv- 
ice and streamline bookkeeping. 








MARCHANT CALCULATORS, INC. 


OAKLAND 8, CALIFORNIA 


Modern Management Counts on Marchant 
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Please send us more information on Marchant’s 
| [_] 6, 12 and 18 months “Pay As You Save” Plans 
(_) Perpetual Lease Plan P-10 
| [_] Lease with Option to Buy 
| 
| NAME 
PLEASE ATTACH COUPON TO Y ° B NESS LETTERHEAD 
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tory. This advertising runs for a period of tit six months 
or a year depending on how frequently the new telephone dire 
tory is issued. Changing the firt name five months before the 
new directory comes out will confusion in the munds 
of your customers. 

Building signs and signs on serv trucks are another im 
portant consideration. You will need to make complete plans 
for these changes before you announce t! hange of name to 
the general public 

Supplies of printed advertising material and business sta 
tionery are another thing to consider. For instance, if you have 
a supply of direct mail advertising cards printed with the 
former name, you may want to use these up before the change 
of mame is made. New supplies will be ordered with the new 
firm name so you will be all ready to go with the new firm 


name when the proper time arri 


Clean Sweep or Gradual? 

There are two schools of thought on this idea. One is to 
make a clean sweep and announce the change to everyone fot 
a limited period of time. Then, the firm’s advertising is con 
tinued under the new name with no mention of the former 
name. 

Another idea is to make the change gradual. For instance, in 
the Smith and Brown illustration, the change would be given 
with “SMITH OFFICE SUPPLIES” in large type and the addi 
tion of “Now Smith and Brown Office Supplies in smaller 


type. This is continued for a period of two or three months 
The next change is to make the size of the type of the two 
names (former and new) in the same size type. This, too, is 
continued for about the same two month or three month period 
Next, the order is changed in the same size type to: “Smith 
and Brown Office Supplies . . . formerly Smith’s Office Supply 


This style is also used for about the sam period of time in 
your advertising. 
Finally, the new name “SMITH AND BROWN OFFICI 


New! Luxurious upholstered 


office chairs that fold! 


“ARB eae aor? 





cs 


SUPPLIES” is emphasized in larger type ar 
type in the ad for two or 


Smith's Office Supply” in smaller 
three months 

Using a two months plan for th 
cover an eight-month period in t 
three-month repeating of each char 


to make the gradual change over t 


When the change of names has 


change o 


he gradual 
ige, it will 





id the “formerly 


n this basis, you 
change. With a 
take a full year 


o the completely new name 


Notify Everyone 


} 


been dete 


for the change has been established, and the 


(immediate or gradual) has been 
about your advertising of the nam¢ 
You are mostly concerned with 


name change. These people may hav 


the dealer for a number of years 
hard for them to remember right 
lem you will need to keep hamm« 
of the firm in your advertising. 

Be sure you reach all old cus 
people are not active at the mom« 
announcement of the name change 


For instance, with a new name son 


doing business with the firm may 


another try. 


led Vou 
e change 


your old 


[The name 


way. To handle this prob- 


i 


ring away 
tomers Ev 
nt, reachin 


ay be da 


be encou 


Give your old customers a sneak previe 
the general public. For in 


change before it is announced to 


stance, sending out a direct mail I 


days before it is announced in the 
they are on the inside and thus 
supply business 


press will 


ore kindl 


t 


rmined, the date 
plan of change 


1 are ready to ge 


customers in the 


been doing business with 


change will be 
at the new name 
en though these 


¢ them with the 
spur to business 


old customers who quit 


raged to give it 


w of the name 


tter to these people a few 


make them feel 
y to your office 


You might try a teaser campaign to announce the name 
initials of the former 
in small space 
when the new 


change. For instance, you might use the 
IW S&BOS” 


uriosity anc 


and the new name with: “SOS N¢ 
ads for a week. This will arouse « 


name is announced it will have more impact 








Profit now with the upholstered chairs that make 


new booklet, today! Learn how colorful, comfortable 


existing space do a multitude of new duties! Write for Cc i A 
FOL O tlt ae 


Reserve Seats can be your newest profit maker! 
Ask for a copy of Reserve Seats, a case study. 
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4640 West Harrison Street, Chicago 44, Illinois Dept. 33 
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<s 
Ja, 
=NEMA) Decarlite 
WE) nce 
~ “© meets or ex- 
—_ ceeds NEMA 
specifications 





“ONE 
PAC KAGE”’ 
PLASTIC 
TOP 
SERVICE 

















SIMPLIFIES PRODUCTION! CUTS COSTS! 
ad Oe Oe) | 3 i es  O7 oT d  —  —  ) 


Now office furniture manufacturers can simplify “top” production Decar Production 
problems and cut costs one easy way. Decar “One Package” Facilities Include: 
custom top service makes today’s most modern mass production Shaping Routing 
plant your very own high speed facilities for plastic laminates, Slotting Drilling 
complete finished tops or any stage in between. Decar volume _ Counterboring 
; , ; Finishing 

produces quality-proved Decarlite high pressure plastic laminates — 

: whee. dj Edge Finishing 

ate “ “ re = Sore ater , y yney- . 
. fabricates them to a variety of core materials, including honey Metal Banding 

comb ...shapes and finishes edges...all to your specifications at Plastic Banding 
competitive prices. Gives you a complete “one source of supply” Decarlite Self Edging 
that lets you produce a better product at lower cost automatically. Custom Graining to 


match your woods 





















= 
oD ‘WRITE TODAY ~ 


for Decar’s new 





TOPS FOR OFFICE FURNITURE... 
DECARLITE HELPS YOU SELL! 





“One Package” Brochure 


The beauty and durability of Decarlite Plastic Tops make sales 


easier. Decarlite colors, designs and natural wood grains win fast 
approval of the most style-conscious buyers. Decarlite’s stain, 


heat, and liquid resistance give them the plus value they want for 


years of extra wear with minimum care! 















PLASTIC CORPORATION 


1212 North Central Park Avenue ° Chicago, Illinois 











Manufacturing: 1322 University Ave., Middleton, Wisconsin * Foreign Sales: 120 Wall St., N. Y., N.Y 
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the NEW Sunwy Sounger 


x “Recommended for life” 





No. 119 Sofa 
LUXURY LOUNGER is a Functional sofa designed for the executive on the go". 


yet a man wise enough to recognize the need for a pause now and then that relaxes 
and refreshes. Here is the decorator touch with built in “life prolonging" features. 
Note the sloped arms which permit the individual to rest comfortably without the use 
of a pillow. Don't sell sofas . . . sell LUXURY LOUNGERS and watch your furniture 


sales soar. 


Contemporary design. Sag-well web bottom with double cone hand-tied springs with 
foam rubber over springs. Tight seat construction. Upholstered in top grain leather, 
Naugahyde or fabric materials. All exposed legs are made of genuine walnut. 
#119 Sofa — 78" long x 31'/2"' deep 
Also available in No. 119-2 Settee — 60'' wide and 31'/2" deep ... No. 119! 
Club Chair — 36" wide and 31'/2"' deep 


“ Upholsterers lo 
mercan Susiness”” 


MANUFACTURING CO. 


1414-20 W. TUCKER STREET, FORT WORTH, TEXAS 
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MAKERS OF THE WORLD FAMOUS 
PATENTED “STA-CLEAN' METALLIC 
PROTECTIVE-COATED MASTER UNITS 


U.S. PAT. 2.671.734 


RESEARCH 


The introduction of new products, and improvement 
of those already established, calls for a never- 


ending search on the part of our laboratory staff. 


Only by continually striving to find a better way to 
do things, can we fulfill our obligations to the many 


people who sell and use the products we make. 


At ROSE, research is the life blood of our business. 


SPECIALIZING IN MASTER UNITS 
SPIRIT & HECTOGRAPH CARBON PAPERS 


* 
SUPPLIERS TO DUPLICATING SPECIALISTS EVERYWHERE 


P NI . . 
4 | GA RIBBON AND CARBON MEG. CO., INC. 


GENERAL OFFICES AND FACTORY 


HARRISON, NEW JERSEY U.S.A. 
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Automation in Manufacture 
Keys Frankel Operation 


Emphasis on quality and ingenuity in applying automation 
to the manufacture of duplicating supplies are credited by 


Henry G. Frankel of Frankel Mfg. Co., with playing the prin 





Continuous Roll . . . Stencil making machine of Frankel Mfg 
Co. is so perfected that the firm’s battery of these devices can 
turn out 240,000 stencils with two operators. In center is Ed 
Schuster, stencil plant foreman and at right is Engene Weis- 
berg, general manager. Operator of the machine is Ann Brown 
cipal roles in lifting his firm to prominence in its field 

The Frankel firm today relies heavily in its manufacturing 
processes on machines invented anufactured right in the 
Denver plant to perform operations which might normally be 
of the hand types. 

Typical of these Frankel innovations is the 


and m 


battery of ma- 





A Display . . . of the numerous variations of stencils made by 
Frankel Mfg. Co. to fit various mimeograph machines. 


chines which turn out Klean Write stencils from 


rolls of materials rather than individ 


continuous 
ind enables two 


ual sheets 


operators to turn out 240,000 quality-controlled stencils in a 
day. 

Frankel introduced its first pure silk typewriter ribbons in 
1914. It pioneered protein duplicating stencils in 1923 and 
claims that in 1928 it was first to introduce printing of the 
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AS ADVERTISED IN 


Business Week 
Wall St. Journal 


“Management Methods 
| “Office Management 


Fut pages in 
FULL COLO a 





_ ae 


selling ay 


service as the 


INVINCIBLE MAN 


with the o ee plan 











... to sell your Invine ible furniture 


Write today for details and 












the simple, effective Planning Kits 


oe which make Invincible advertising 
guards 
retailer 
profits — 
sells only 
to franchised 
Invincible 
dealers 


and profits yours! 


INVINCIBLE METAL FURNITURE COMPANY 
Dept. G-10, Manitowoc, Wisconsin 
In Canada: A. R. Davey Company, Ltd., Factory Representative 
1162 Caledonia Rood, Toronto 10, Canada 
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ii hall 
Having \ terrible time!":-? Wich you were - 


re!!! 


. .. Wild man dictation? Ah, but a 
wild man executive! No drawer space, 
no work area, clutter piling 
up, driving him C-R-A-Z-Y! 
Nobody else gets much done 
either. Unhappy situation. And 
getting unprofitably worse by the minute! 


“K 


Then along came the Invincible Man 
with the office plan 


. with a plan to transform the battle area any office bottle-neck ~— and the world’s 
into a haven of efficiency. An Invincible execu- _ finest steel desks, modular units, chairs, 
tive suite (stunning new Mono-Wing Modern- files, for all executive, professional and 
aire desk with smart Aerogrill pedestal, plus general office requirements. 
modular grouping of Modernette lateral work 

° Not really wearing shining armor, the In 
area and wall ensemble), Our now amiable aa 

















le Mon is nevertheless a doer of great 


executive gets more work done with less effort — deeds. Call on him without obligation for 

and, obviously, without misery. Simple when _?*"'9%*« office a ups Se eee 
H “Fe . oupon colorty lavincib br re, 

you know how — as the Invincible Man cer- pte ies: Paes Siegrist 


and Planning Survey form for noodling 


tainly does. He offers planning service to solve our your own office ideas 










INVINCIBL 
METAL FURNITURE COMPANY 
Dept.G-10, Monitowoc, Wisconsin 






Business-engineered for better business living 


INVINCIBLE 


METAL FURNITURE COMPANY, Manitowoc, Wisconsin 


Without cost or obligation please send Invinei 
brochure and a survey form from the Invinci 
Planning Kit. 








Name 
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in Canada: A. R. Davey Company, Ltd., Factory Rep. 1162 Caledonia Rd., Toronto 10 
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The SELL is 


here 








here 
here 





here 





everywhere... 


So go to town 
with these new 


DAZOR LAMPS with riber Glass vittusers 





Top of page, Desk and Table Model 2004; 


above, Table and Desk Model 2003 and 
Pedestal Model 2005. Standard finish is 
frost-green baked enamel over bonderizing, 
combined with brass. Optional colors at no 
extra charge: frost-tan, statuary-bronze, gray 
or ebony. Lamps with color-matching arms 
are also available. 








Suppose you light and display one or more of these new matched 
Dazors where customers can examine the features close up. You'll 
go a long way toward putting across a fast, successful selling story 
—on latest lighting concepts, glare-free seeing comfort, distinctive 
lamp styling. Broad, direct illumination is softened by a fiber glass 
diffuser with an opening in the bottom which emits an undiffused 
light beam on the working surface. Each user controls light location 
and intensity in Swing-Arm models by adjustment horizontally, 
up or down or at an angle. 


Safe, Air-Cooled Reflectors, Plus 
Upper-Level Illumination 


A perforated metal ventilator in the reflector top permits rising air 
—admitted through the opening in the shade—to carry bulb heat 
away for cooler lighting and safe handling. The perforations also 
release partial upward light which tends to minimize abrupt bright- 
ness contrast, thereby reducing eye fatigue. All three functional 
Dazors are available in the same decorator finishes. The buyer can 
easily find a favored lamp for desk, credenza, L-unit or table, or for 
a lamp-and-chair arrangement, using the floor model. For literature 
and prices your Authorized Dazor Distributor is the one to call. 
If you wish his name, write to Dazor Manufacturing Corp., 4481-99 
Duncan Ave., St. Louis 10, Mo. In Canada address Amalgamated 
Electric Corporation Ltd., Toronto 6, Ontario. 


ONLY QUALITY FIXTURES COME FROM 
THE MAKERS OF 


PAzoR FLOATING LAMp. 


FLUORESCENT and INCANDESCENT 


See ALL DAZOR MODELS in Booths 366-367, Beverly Room, 3rd Floor, at the NSOEA Convention 
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During your attendance 
at the NSOEA Convention 


... VISIT ROOM 522 
























iss . . 

i Inspect the “Designer Line” by Peerless 
on . » » get your copy of this ‘‘idea”’ portfolio. 
ly, 

See the most advanced design of the new lines at 
the show —the ‘Designer Line”’ by Peerless. They’!I 
all be on display in Room 522, Conrad-Hilton Hotel. 

If you’re unable to attend the convention, be 

air sure to write for your copy of the Peerless ‘‘Idea”’ 
eat portfolio. Do it now . . . it can prove to be the best 
iso step towards assuring a_ successful fall sales 
ht- campaign. 
nal 
an 
a NSOEA Convention 
ire 
ill. Conrad-Hilton Hotel, Chicago 
a September 27, 28, 29 
ec 
Peerless Exhibit, Room 522 











$ = PEERLESS 
F : STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 


NEW YORK CHICAGO HOUSTON LOS ANGELES 


58 | OA-10/58 181 











Wabash Filing 
Surveys put your 
proposals on top! 


With a Wabash Filing Survey, you can present a detailed 
analysis of a company’s indexing system. These surveys 
are part of Wabash System Selling, which can lead to 
healthy profits for you. You can show how Wabash 
products save money by increasing the efficiency of 
executives. And you can develop even more profit 
through automatic repeat orders. Wabash is now expand- 
ing its dealership organization in certain areas. Write 
for full details today. 


Get the facts about Wabash System Selling! 


With Wabash System Selling, you can conduct a 
thorough indexing analysis as well as submit a 





proposal that includes complete costs. 


WABASH FILING SUPPLIES, INC. 
383 South Wabash Street *» Wabash, Indiana 
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scale of measure on top of the stencil instead of on the stencil 
backing 


In 1950 Frankel introduced the plio weld film top stencil, 
More recently the company brought out a static-free stencil 
and in the past year introduced its newest product, the Klean 


Write ball pen 

Mr. Frankel and his general manager, Eugene Weisberg, are 
proud of their firm’s position in the U.S. and world markets 
\dern 60,000 square foot of 


and speak glowingly of the ultra-n 
space in Denver. Even though that plant was designed to meet 


Frankel’s expansion needs for the future when it was com. 
plete n 1952, mushrooming demand for Klean Write prod. 
ucts has resulted in several large plant additions since that date 


Three-Block Move, New 
Store Increase Volume 








— ] 


nt a i 


Double the Volume was achieved by Jones Office Supply 
Co. with move to this location. 


- i} 
taal § 


@ THE OFFICE SUPPLY dealer hesitant to give up a long- 
establish 


location in the downtown district for fear of losing 
§ 


volume will be interested in the experience of Jones Office Sup- 
ply Co. in Dothan, Ala. 
By moving a distance of four blocks and investing slightly 


more than $100,000 in a new building, volume increased by an 


estimated 90% 


We couldn't be more enthusiastic over the result,’ Coke 
Jones, son of the founder, indicated By the end of the first 
year, our volume, including all departments in the store from 


the print shop to office furniture increased to only a tew 
percentage points less than 100% 
We can trace the difference to simple points 


i adding a 
space which makes it possible for the 


curb-cut parking customer 
1 a convenient parking space and 
onstructed specifically for 


»f course, the 


to always find 


attraction of a brand-new building 


office supply merchandising.’ 

Like many other office supply dealers, the Jones management 
worried for 10 years” on the advisibility of moving out of the 
central Dothan shopping district. This southeastern Alabama 
community has grown from 20,000 population to upwards of 
30,000 during the past 10 years, and already afflicted with nar- 


row streets and a minimum of parking spots, was facing an 
6 


intolerabl 


affic situation 


Worry Over Relocating 


Maintaining a large print shop, handling much contract and 
+} 


job printing along with office supply sales, the store was so 


handy to its market’’ that Coke Jones Sr. and Jr. were filled 


with misgivings as to the advisibility of relocating 

A special stimulus was applied to the prograi however, 
when a large corner lot just four blocks north, but definitely 
one block out of the shopping district became available. Lo- 
cated across the street from a chrucl nd ont fringe of a 
large residential district which meant almost customer 
could find a place to park in the area, the lot had many natural 
advantages at a price of $30,000, so that making up their 
minds suddenly, the father-and-son decided there and then 
to buy 

The result was a handsome building, finished in light buff 
with alternate slabs of reinforced concrete, and featuring “‘all 


operations on one floor.” Producing excellent interior visibility, 


via a 60-foot all-glass front on the right side, the big building 
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IGLI8GoVOS 1 
IV8GOVOS8GL 
SVILOSOLGYI 


Sco LLGV9ISGL 
O6G89LG06P 


Olivetti offers its dealers these 
vantages: (1) Exclusive features: 
Olivetti printing calculators (for 
auto- 
matic constant-multiplier and dual 
registers. (2) One of the biggest 
lines in the industry. (3) A 50-year 
record of growth and reliability. 


example) have high speed, 





ad- 


GIGOSGERPTLSZOR 
+ ZOROPZGLEE 
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728394056182930476513524679801469720538127384950 
013579246808642975312143658709314294872069421873 
827104936518293046570897645342124634689043271675 
06451920738564812703495Z6R0°2 54042534 

76513524679801469720 3046518293 
293047651352467984 2182930465 
618293047651352 067182930 
3940561829304764 B84950671 
017283940567195 ‘ 
83721872935046 
938271605418299 
541829764530 a 271483 
7581728: 3940 0a ~~ 3 : 















617392872918340650640192073856481270349576896354 
2768594103214702583692159372604825936047 15826937 
017283940567195426987239465038173056019283765491 
593604715826937104871829304617283940903948576130 





1) Powerful advertising: this Fall, 
an ad in TIME every 2 weeks, to 
December 1. A franchised dealer- 


ship may be open in your area; 


write Olivetti Corporation of Amer- 


ica, 375 Park Avenue, New York 


22. New York. 


OA-10/58 


olivetti 


183 








Automation In Filing Comes To Food Machinery 


Another successful installation by a franchised site-filing dealer 
ECCO BUSINESS SYSTEMS, NEW YORK 





184 


*Offices of Food Machinery & Chemical Corp., 
Chemicals Division, New York 


SPEED: Authenticated time studies 
prove that one file clerk can do the work 
of two! 

SIMPLICITY: Completely visible in-line 
index patterns make locating or refiling 
a file simpler than finding a telephone 
number. d 
NEATNESS: Deeper pockets keep ma- 
terial lower in the drawer and fit all 
standard files. 


SITE-FILING’s: cooperative 
program includes a complete schedule of 
sales training clinics as well as consumer 
contact work with dealers. 





By replacing our conventional files with SITE-FIL- 
ING’s visible equipment, we reduced our filing cost 
and time by 50%. The simplicity and neatness auto- 
matically provided by SITE-FILING has virtually 


eliminated “misfiles” and increased over-all effi- 


ciency. 


Assistant Mgr. Sales Service Div. 


Cooperative consumer contact work in the field has 
been directly responsible for our success with the 
SITE-FILING franchise. SITE-FILING has opened 


the door to many new accounts for Ecco Business 


Systems. 
Eth. ff 


Sales Mgr., Ecco Business Systems, N.Y. 


= = 
The hand follows the eye, visibly and instantly, to 
the file which is to be removed or replaced — in split 
seconds. Always neatly aligned the color-keyed, per- 
manently affixed channels and index create an in- 
line pattern which invites and promotes greater 
speed and absolute accuracy. 


= 2 8 


ACCURACY: The “home” for a file 
never leaves the file drawer! Pockets 
link together, eliminating the possibility 
of filing between them. 


dealer 


Set Your Sights on SITE-FILING’s Booth C2 - NSOEA 


Wanupactured by 
SITE-FILING COMPANY 


PIONEERS OF VISIBLE FILING 


1411 Walnut Street, Philadelphia 2, Pa. 


LOcust 4-5080 
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-S. 
World Salesman 


H. B. 
Hardboiled Buyer 


| 
“Give me one good reason 


why I should sell Webster’s New World Dictionary instead of the others. 


W.S. 


H.B. 
W.S. 


H.B.: 
W.S. 


W.S. 


: That’s easy. Your customers get 
greater value... you get greater 
profits. 

: Spell that out. 


: Webster’s New World Dictionary 


is newest, biggest. 10,000 more 
entries than the nearest compet- 
ing dictionary — 142,000 in all. 
Nearly 300 more pages — 1,760, 
count ’em. More than 3,100 terms 
illustrated. It’s a bigger book — 
6% x 9%. Stronger binding. Dis- 
play it alongside any other desk 
dictionary and watch it outsell 
all competition. 


What’s this “greater profit” bit? 


:On orders for as few as 5 copies 


you get 40% discount. 41% on 
25, 42% on 50, 43% on 100, and 
so on. Bigger order, bigger dis- 
count. Bigger profit any way you 
figure it. 


Uh-huh. Give me some more rea- 
sons, 


: Webster’s New World is “the ex- 


perts’ dictionary” — used and 
recommended by James Thur- 
ber, Sean O’Casey, Mark Van 
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Doren, Clifton Fadiman, Alfred 
Kazin, Stuart Chase, Robert 
Hillyer, Erle Stanley Gardner 
and scads of other famous writ- 
ers. 


»: Eggheads! 
-: Sure, Webster’s New World Dic- 


tionary defines “egghead.” The 
entries are really up-to-date. All 
the definitions are brand-new... 
written from scratch . . . in mod- 
ern language. It’s the first truly 
new dictionary in more than 
three decades. That’s why up- 
and-coming business houses pre- 
fer it. 


WEBSTER *s 
NEW ope 





H.B.: No kidding. 


W.S.: And it’s officially approved at 
more than 1,000 universities in 
the United States and Canada. 


H.B.: Any more reasons? 


W.S.:Got a million of ’em! All the 
people (and there are consider- 
ably more than a million) who’ve 
bought Webster’s New World 
Dictionary and wouldn't trade it 


for any other. 
H. B.: O.K. lll take 5. 


W.S.: Take 10 and I'll send you a bonus 


copy free.* 








* On all NEW accounts they 
open, World Salesmen are au- 
thorized to make a SPECIAL 
INTRODUCTORY OFFER of 
11 copies at the price of 10 — 
that’s one FREE copy for every 
10 ordered. If you'd like a 
World Salesman to call, just 
drop a post card to Sales Man- 
ager, The World Publishing 
Company, 2231 West 110th 
Street, Cleveland 2, Ohio. 

















SELF SERVICE 





POLY 
PACKED 





Filing Supplies 
Ring-Up New Sales 
and Profits For You 





Hew 


FREE 


Counter 
Display 
Merchandiser 





Write for 
Details 


See Coupon 
Below 














FOLDERS (Manila & Colored) GUIDES 
INDEX CARDS « CARD GUIDES 


Here is your opportunity to realize NEW and important profits 
from the sale of popular Imperial filing supplies to the mil- 
lions of “small quantity'’ buyers — students, homemakers, 
shopkeepers, etc. The new eye catching and compact Imperial 
display rack holds an assortment of dozen plastic packed file 
folders, guides, index cards and card guides — where the 
customer can see them and easily “serve himself’. Write for 
free samples and details today. 


IMPERIAL METHODS CO. forest Park, Il. 
FREE SAMPLES 








And Details on Request 
*SBBABBVBBVBVNsV™BWsVsBWsBBVVsV SVB Bs sBs sess se Besse esea ae sy 


Imperial Methods, Forest Park, Ill. 
Please send me a Free sample pack of Pic-a-Pack folders and 





details on the new display merchandiser. 
store name 
address 


city state 


-2 SS SEE ERE ERE SE = SS 


buyer 
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totals to 9,000 square feet of space, and cost the Alabama sta. 
tioners $87,500 plus the fee of a top southern architect who 
designed the structure. 

The building stresses simplicity and complete departmentali- 
zation. A vinyl tile floor simulates terrazzo, a sprayed-on celotex 
ceiling absorbs sound and gives a modern appearance, as do 
pastel walls on all sides, ranging trom delicate shades of green 
into brown. Building with an eye toward the future, Coke 
Jones, Jr., insisted on a heavily buttressed structure which will 
make possible the addition of as many as three upper stories 


whenever required. 


Emphasis on Self-Service 


Layout of the store emphasizes all-steel gondola types of self 
service fixtures in every department, addition of several new 
departments and complete walling away of such operating de- 
partments as the printing department typewriter and business 
machine repair shop. 

Outstanding has been the use of frosted glass identification 
signs over every department, through the wall cases, gondolas, 
etc., with bright red silhouette letters indicating location of 
specific merchandising. 

“We are as near to completely self-service as possible,’ Coke 
Jones, Jr. said. “Only small items which are particularly subject 
to pilferage, such as expensive pen and pencil combinations, 
instruments and art needs, are shown under glass in a single 
case which is part of the service counter at the front 

Among the surprising outcomes of the move is the fact that 
floor traffic is actually heavier in the new store, even though 
it is a four-block walk from the old location to the new loca- 
tion, than in the heart of the downtown area 


Make Shopping Pleasant 
That's the reason we emphasized self-service so heavily,” 
Jones, Jr. said. “We felt that if we made shopping more pleas- 
ant for the office supply customer, making sure that he enjoys 
himself on every visit, that office managers and purchasing 
agents would go out of their way to drive to the store. It has 
turned out just that way and we have floor traffic walking in 
the front door at almost twice the level as in the former down- 
town store 
Inventories have been increased in almost every department, 
with the idea of giving a more complete choice than was pos- 
ible in the original location. 
The two Jones’ sum up their enthusiasm with the statement: 
We should have made this move years ago.” 


Art Metal Names Two to Managerial Posts 


Art Metal Construction Co. has recently announced that 
John F. Mehserle has been named manager of modular equip 
ment sales, and at the same time it was revealed that Walter 
E. Green was recently appointed sales manager of the western 
division 

Mr. Mehserle, formerly office furniture manager of a Wash 
ington, D. C. office supply firm, will co-ordinate nationwide 





J. F. Mehserle W. E. Green 


t 


modular sales and planning service. Mr. Green, former district 
nanager of the western territory in San Francisco, has been 
with the company since 1947. He has been a member of the 
100% Quota Club for the past three years. He is now im 
charge of sales in 10 western states 
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MAKE MORE MONEY WITH 


ETALSTAND , 
ODULARS 











AND HERE IS WHY! 


Made to be sold, not just seen . . . Metalstand’s acclaimed new 
Modulars give your customers more of everything they want! 
More versatility, more simplicity, more design distinctior 

and more quality. All, mind you, at a lower price 


and that price leaves you with plenty of profits, too 


Tre) SS folate Mua toleltl ela Mele-Maelilslet-lo Mel Mella Melelt adel slelal-tal) 





which allow you to stock less units, yet to offer more 
variations. Yes, these Modulars were made to be sold eee PHONE, 
folate MoM t-1| Mt i0l-11: SE (ola @MalstaaMmelale ME Zell | MET -T= Wirt AT 





SEE THEM AT NSOEA, BOOTH 336 
CONRAD HILTON, CHICAGO, SEPTEMBER 27-28-29 


METALSTAND COMPANY 





STATE ROAD, PHILADELPHIA 36, PA ° DEvonshire 3-7900 
Manufacturers of STEEL DESKS AND MODULARS ¢ SUSPENSION FILES 
NON-SUSPENSION FILES ® STEEL CABINETS © Hilo TYPEWRITER STANDS 
Metal Standard of Quality 
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Don't do it the hard way 
- do it the PRONTO way! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive 
olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 Ib. tested 
corrugated fibre board... reinforced with steel 
on the shell and the four corners of the drawers 
as well. 


SAVE FLOOR SPACE—Prontos are constructed to 
interlock into solid units and stack as high as 
the ceiling. 


STORAGE FILES 


Legal Size $4.55 









Letter Size $3.70 


Prices slightly higher 
in Texas, Colorado, 
West of the Rockies and 
outside the U.S.A. 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 


Check Size $2.50 


Steelcase Announces 
Sales, Display Winners 


Steelcase, Inc. has announced the winners in its recent na- 
tionwide sales incentive campaign. The contest was initiated 
to introduce the new Steelcase Flight Line chairs to dealers and 
the office furniture buying public. 

The three-month campaign was divided into two categories: 
the first for territorial salesmen; and the other for dealer sales- 
men. A window display contest for dealers was also conducted 
in conjunction with the sales campaign 

Prizes included all-expense paid trips to Nassau, color tele- 
vision sets and merchandise prizes which contestants could 
select from a specially prepared prize catalog. 

The dealer salesmen contest was divided into two classifica- 


tions large and small dealerships. 
Bill German, salesman for Perdue Office Furniture Co., 
Jacksonville, Fla. and James R. Wynn, salesman for Duggan 





William “’Bill’’ German, salesman for Perdue Office Furniture 
Co., Jacksonville, Fla. top prize winner in Steelcase sales con- 
test, makes plans with his wife for a Nassau vacation. 


Rider Co., Erie, Pa. were awarded Nassau trips, accompanied 
by their wives, for their efforts in topping 2,000 other partici- 
pants. 

Color TV sets were awarded Gerald Hall of Desks, Inc., Chi- 
cago, Ill. and R. E. Morrill, of Morrill’s, Ann Arbor, Mich. 
for their second-place finishes in their divisions. Harvey F. 
Robinson, of J. L. Hudson Co., Detroit, Mich. and Clarence W. 
Schreiner, of Northern Indiana Stationery Co., Hammond, Ind. 
placed third in their group standings and were given their 
choice of merchandise valued at $250 in addition to the other 
valuable merchandise prizes they won during the course of the 
three-month sales event. 

Don Minkoff, of Atlanta, Ga., who 
covers Florida, Georgia, Alabama and 
Tennessee as a Steelcase sales representa- 
tive, will join the Germans and Wynns in 
Nassau — his reward for placing first 
in a field of 30 other territorial sales-rep- 
resentatives. Mrs. Minkoff will make the 
trip to Nassau with her husband. 

Sales territories were divided into three 
groups according to market size and po- 
tential and the top four winners in each 
Donald Minkhoff group were given merchandise awards 





commensurate with their standings. 

The winners in Group “A” were: George Reinhard, Grand 
Rapids; Allan Winslade, Montreal; Bill Adair, Dallas and 
Dick Marcellus, Grand Rapids. 

Group “B” winners were: Jim Hall, Los Angeles; Frank 
Rowell, Grand Rapids; John Millar, Grand Rapids; and “Doc” 
Davis, Cleveland. 

Group “‘C” winners were: Bob Norden, San Francisco; Bob 
Boyer, Dallas; Art Fretwell, Los Angeles, and Bert Baker, New 
York City 

Grand prize winner in the window display contest, run in con- 
junction with the Steelcase “Big Search’, was the Business Fur- 
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Today’s Contemporary — for Today’s Executive 

















Modern in concept—yet forever new. Here is 
a Neoclassic presentation of Wood Office 
Furniture by Alma, a gentle reminder of the 


Masterpieces of the past. 


The warm blending of Cherry and Walnut 
woods, the floating lines and subtle contours 


create a natural setting of businesslike efficiency. 





Ask for catalog illustrating the Director Series. 
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HIGH POINT, NORTH CAROLINA 








THAT CUSTOM LOOK 
Quality, luxury, value combine 


te make Modernize America’s 


190 


truly best buy in upholstered 
furniture for hotel, office and 
home. 


For your next installations, 
specify Modernize, where you 
get custom design at volume 
production costs. 





Showrooms 


* 


Room 1005 
192 Lexington Ave. 
New York, N.Y. 


Stanley Werksman 
Associates 
729 Boylston St. 
Boston 16, Mass. 


Space No. 299 
Southwest Home 
Furnishings Mart 
2000 Stemmons 
Expressway 
Dallas, Texas 


* 


modernize ine. 
666 Lake Shore Drive, Chicago 11, Illinois 
Factories: Chicago, Pontoroc, Miss. 





In this Modernize catalog 1s 
a most complete selection of 
upholstered furniture of qual. 
ity and beauty. Colorful, 
complete and most helpful, 
the Modernize catalog should 
be ready at your hand for 


easy convenient use. Write 


for new catalog 
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new colors 
snap-on arch 





mylar wrap 
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Only EVER READY gives you all these for greater sales in ’58! 


With the addition of Ever Ready’s new colors, Mist fills, are two more powerful selling features. 
Green and Desert Sand, you have a desk calendar 
base color for practically any color scheme. These 
colors were created to keep pace with the trend to 


These new developments in desk calendars were de- 
signed specifically to help you make a better profit 


. ; for 1958. 
color in modern office design. ail 


if you do not have a copy of Ever Ready’s colorful 
And Ever Ready’s new, exclusive “Snap-on” arch, “50th Anniversary” Stationers’ Catalog, ask your 
coupled with Ever Ready’s new Mylar wrapped re- supplier for one, or write us. 





EVER READY CALENDAR MANUFACTURING CO. 


150 BAY STREET, JERSEY CITY, NEW JERSEY, 
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NSOEA Convention 

Sept. 27-29 

CONRAD HILTON HOTEL 
Chicago 

Space 532-A 


Designed by NORMAN HEKLER 


Model C-91' 





Also Seen at These Showrooms — 


Bs nee pus 


"ale MONARCH 
440 Fourth Ave. 
New York City 


Executive Interiors Inc. 
1019 22nd St., N.W. 
Washington, D. C. 


_ MONARCH 


FURNITURE COMPANY, INC. 
HIGH POINT, N. C. 











niture Co. of Indianapolis, Indiana. Runner-up was A. Pomer- 
antz & Co., of Philadelphia, Pa. Honorable mentions went to: 


Holscher-Wernig Co., St. Louis, Mo.; General Office Equip. 





Business Furniture Co. of Indianapolis won the grand prize 
in Steelcase nationwide contest with this window display. 





H. L. “Doc” Davis (left), Steelcase representative, congratulates 
Mr. & Mrs. James Winn of Duggan-Rider Office Supply Co., 
Erie, Pa. on winning a trip to Nassau. 


ment Corp., Pittsburgh, Pa.; Kistler’s, Denver, Colo.; Business 
Furniture Co., Indianapolis, Ind.; Desks, Inc., Chicago; John 
H. Yochem Co., Corpus Christi, Tex.; Fris Office Outfitters, 
Holland, Mich.; and Jacobson’s Office Furniture, Minneapolis, 
Minn. 

The winners made their selections of merchandise prizes 
from Steelcase’s specially prepared prize catalog. 

David D. Hunting, sales director of Steelcase, Inc stated, 
This ‘Big Search’ sales drive certainly proved successful. In 
three short months, we covered the market with a new line. Ac- 
ceptance of our Flight Line chairs was excellent 

The campaign was directed by C. O. Boyce, Steelcase sales 


promotion manaLer. 


Rush Promotion of Cole Portable 

[he Cole portable typewriter, according to S. T. Scheinman, 
president of Cole Steel Equipment Co., Inc., will be a featured 
participant on several leading television shows carried on sta- 
tions from coast-to-coast. Mr. Scheinman points out that this 
vast TV coverage gives the Cole portable a “buying’’ audience 
of 83,000,000 people each week! 

In addition, the portable will be editorially featured in news- 
papers and magazines reaching a teenage and young adult mar- 
ket. The September issue of Seventeen magazine wiil promi- 
nently display the machine. Supplementing this program is an 
increased schedule of newspaper and magazine advertising. 

A unique feature of the program is participation in the 

Johnny Reb” comic strip contest, syndicated in newspapers 
throughout the United States. Dealers carrying the Cole porta- 
ble are invited to tie-in with this promotion to push  Back-to- 


School sales. 
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Designed especially for multi-use 


arrangement, the versatile WATSON Lj 

HORIZONTAL UNITS are ideally suited We: 
for use in today’s compartmentized Vie. —— 

office. A maximum of filing variety Y 

can be organized into one compact Why 

unit that will correctly fit and serve Y 

the individual’s filing needs. - t 


Top quality steel construction and experienced craftsmanship mean that 
you sell the finest when you sell WATSON. The WATSON line of Horizontal 
Units provides almost unlimited variation for floor cases, busses and vault 
interiors. More than 60 different units are available including cases for: 




















5x3 cards Letter 

6x4 cards Legal 

4x6 cards Document 

8x 5 cards Roller Shelf 

5 x 8 cards Legal Blank 

9x 6 cards Cupboards 

Checks (Swing or Disappearing Door) 
Bookcases 


Automatic Stack Lock, available on all units. 
a line that will give you 
gyvortunity for oxtra sales 


Write to Dept. O-2 — ask for more informa- 
tion on the WATSON Horizontal Line. 









-a company of specialists - 
JAMESTOWN, NEW YORK 
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SEND FOR COMPLETE 
CATALOG AND 


MIDWEST ROTARY 


MANIFORMS CO. 


MANUFACTURERS FOR THE TRADE ONLY 





The Designer's Approach 
To Better Packaging 
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Robert P. Jonas (left), vice-president and merchandise man- 
ager; William |. Thompson, sales manager, and Richard A 
Jonas, Jr., (right) president, check the first product samples 
on the complete line prior to distribution of the new re-pack- 
aged Oxford filing supply line. 


@ AN INDUSTRIAL DESIGNER given an assignment to do 
a complete repackaging program for an old established manu- 
facturer which has built its reputation as industry leader would 
undoubtedly approach the task with a certain amount of trepi- 


ition 

Such was t reaction of Ken White Associates, industrial 
designer: hen this organization was engaged by the Oxford 
Filing Supply Co., Inc., to analyze and to overhaul every phase 
of packaging, catalog design and display . in short to com- 
pletely revitalize the corporate imag 

[he big initial job for the designer is to establish the client's 

10st important reasons for repackaging. It is quite common 

a firm to have the desire to move from nowhere to close 
to the top of its field. Almost any sound design will be produc- 

\ ea in this situation. 

But Oxford had already built a reputation for quality and 
its blue and white box labeling was well regarded by stationers 
and their customers. Why tamper with a package that helped 
cain undisputed lead in brand acceptance? Still, management 

persuaded itself that the time for improvement is when 
a front-runner—indeed improvements are mandatory if 
leadership was to be maintained 


Ken White Chosen 


Ken White Associates was chosen because of that organiza- 


tion’s familiarity with the commercial stationery field. Work- 
ing with this team would be the management group and creative 
people 

In the conferences that followed, Ken White began to de- 
velop a framework of features that must be built into a broad 
packaging family. These were the qualities that management 


felt were needed if packaging were to play a part in continued 
leadership 

THE QUALITY LOOK — to establish brand preference not 
only across the counter but also among large users 

UNIQUE DESIGN for strong brand identification, effective 
dealer display, and as an aid to impulse sales 

GOOD LABELING for ease of identification by dealer-sales- 

n and onsume! 

STRI NGTH to bring the Products to the dea 
in SOO 1 condition 


Ken White put the problem into perspective in this way 


ers customer 


Our probl on this project were not to become involved 
with a single package but rather to develop a large portrait for 
the broad range of over 1300 items in the Oxford line. To do 
this we went to dealers, consumers and wholesalers to find out 
where present filing supply packaging failed to meet the dealer's 
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Note these Olivetti advantages: (1) Full profit for 
Olivetti portable dealers. (2) Full value for their 
customers. (3) Powerful advertising support, with full 
pages in TIME (every two weeks) and in THE NEW 
YORKER. Write to find how you can become an 
Authorized Dealer. Portable Division, Olivetti Sales 
Corporation, 375 Park Avenue, New York 22, N. Y. 


olivetti 
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HANG-A-FILE 


METAL TAB 





more than ever.... 


AMERICA’S MOST POPULAR 


“HI-WAY™ 
OF FILING! 


@ Speed Unlimited For Filing & Finding 
@ Toil-Free 

@ Unobstructed Vision 

@ Filing the Modern Way 





PROVEN IN USE — PROFIT IN SALE 


Hang-A-File folders available in Red Rope, Gray, or Tan. 
Hangers made of rust resisting, feather weight aluminum 
with ability to take the wear and tear of business. Hangers 
are noiched for position and fastened to the folders in per- 
foct alignment. 

Adjustable metal tabs plated in UNICROME and angled 
at a 45 degree for porfect visibility. 

All Hang-A-File folders packed 25 to the box . . and in- 
cludo metal tabs, A-Z or blank inserts and clear acetate 


cellulose windows. 


Write for Samples & Literature 


HANG-A- FILE 


31 E. Congress St., Chicago 5, . WEbster 9-3217 
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merchandising needs. This research developed the following 
suggestions for improved packaging: ] 

1. Although the old package compares favorably with the 
competition it would benefit from stronger color. 

2. Strengthen brand identification. 

3. The old package did not publish its contents. Strengthen 
the product story. 

i. When on shelves, the gray field of the box dominates 
The present informative label treatment should be enlarged 
Get a billboard effect from all visible sides. 

Armed with this information Ken White decided that the 
traditional light and dark blue must be retained. Then he began 
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Card guides . . . roll labels, and Pendaflex hanging folder 
packages in their final form reflect industry trends toward self- 
service package dispensing. Package and product identity in 
symbolism through improved end labels are part of Ken White 
Associates designed Oxford packaging program. 


to look for a way to introduce graphic symbolism that would 
carry through all packaging. Out of research came an unex- 
pected answer. 

Shoppers, people handling supplies in stock rooms and new 
dealer personnel often are unacquainted with stock numbers. 
Why not lend them a helping hand and in so doing create a 
uniquely personal package design? Thus, was born the box 
design showing the label as a silhouette of the product con- 
tained. In addition a series of silhouettes fall as a background 
behind the label, and in many cases form an over-all graphic 
impression on the top of the box with the new logotype prom- 
inently displayed in the center. Commenting on this innova- 
tion Ken White said: 


Identifies Item in Box 


‘This identifies immediately, the item within the box and 


gives us a complete scope of graphic interpretation. When 
these boxes are massed for shelf vending they give design pat- 
tern, color and information without being monotonous”. 

The traditional Oxford blue when combined with the new 
light Flemish blue resulted in a color harmony that comple 
mented the new design perfectly. This then was to be the color 
scheme of the new corporate image. In keeping with this up- 
dating, the logotype was modernized while still retaining its 
basic elements. This new concept in packaging, it was felt by 
management, reflected the fact that the firm was keeping pace 
and of equal importance, conveyed the “look of quality” 

Oxford's new symbol, the little girl figure at the file, came 
into being as a byproduct of the repackaging program. An over- 
all pattern of “family resemblance” having been achieved, Sam 
A. Wood, Oxford’s director of advertising, felt that some de- 
vice or symbol would be desirable to give an added guarantee 
of product identity. “The little girl blue symbol” said Wood, 
‘will appear in all our advertising and literature and will be 
imprinted where possible, on every product. She'll serve as 4 
bellwether, providing instant brand identification and, we hope, 
will lead dealers to greater filing supply profits” 

In addition to the obvious objectives of a more attractive 
corporate image, striking impulse appeal and improved stock 
control for the dealer, the manufacturer had a very special 
objective in redesigning its packaging. The aim was to develop 
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exceptional clerical posture chairs, featuring the exclusive 








you a new, more profitable selling opportunity. 





write for complete detai/s now 


fa iner in office chairs 


lf € See us at 
¢ Rooms 652A and 654A 
at the NSOEA Convention 


Model 
M-20PB 


Model 
M-25PB 





MILWAUKEE METAL FURNITURE COMPANY, \ot Inc. 
101 N. Caripbell Ave., Chicago 12, Illinois 
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streamlined beauty to the lines of these outstanding chairs... 





at little more than a tubular steel base 


new beauty Here’s the ‘‘New Look’? by MILWAUKEE, in three 


PERMO-PLASTIC base. The one-piece molded base adds a new, clean, 


new durability Check these fine advantages: no scuffing 


possible...no screws, bolts, nuts, rivets, or metal reinforcement 
required...nothing to come loose. Here, truly, is new perfection 


in clerical posture chairs...exclusive with MILWAUKEE... offering 
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PATENTED “CLEAN CHANGE” TYPEWRITER RIBBON 


COPI-MATE ao offers 


a complete 
* merchandising package. 


3 POINT PROGRAM 


for BIGGER and FASTER TYPE- 
WRITER RIBBON PROFITS and reduces 


high inventories. 

COPI-MATE Double Pack... The only rib- 
e bons available with a DOUBLE SPOOL PAT- 

ENTED ‘CLEAN CHANGE” package in a se- 

ries of 12 packs. One of the 12 packs will 

fit any standard, manual, electric and all 

portable typewriters, imported and domestic. 


COUNTER DISPLAY — RIBBON SELECTOR 

e CHART and FREE SALES LITERATURE... 
A sure fire counter display (illustrated) con- 
taining complete ribbon inventory and sales 
aids. Display near cash register for quick 
impulse sales. 


COMPLETE LINE... Leedall has a complete 
e line of COPI-MATE PATENTED “CLEAN 
CHANGE" typewriter ribbons, COPI-MATE 
non-curl carbon papers and duplicating sup- 
plies. Carry the COPI-MATE PATENTED 
“CLEAN CHANGE" line and you won't 
miss a sale. 
Dealers: Write for complete catalog and 
price lists. 
LEEDALL products mfg. co., me. 
MILLTOWN, NEW JERSEY 


* COPYRIGHT 1957 BY LEEDALL PRODUCTS MFG. CO., INC 


INKED RIBBONS - CARBON PAPERS «+ DUPLICATING SUPPIES 
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a stronger family identity so that its multi-product line would 
benefit fron 


products 


the outstanding reputation of the company’s leading 


In summary, Oxford's management agreed that commer 


cial stationery stores today are burdened with too much pack 
aging that lacks strong brand identification and display possi- 
bility. Ken White has attributed this lack to what he terms 
the ‘‘weathervane syndrome’ on the part of manufacturers 


a willingness, even a contentment to copy what others are doing 
[he result is a lacklustre package completely devoid of that 
emotional catalyst that will move the customer to buy. Oxford 
has felt for many years that filing supplies should not be treated 
by dealers as a subsidiary department to steel equipment. The 


new “look” is one more step in the process of proving that con 


tention 


Joe M. Davis Sets Up New Department 


Incorporating under a new name, the Joe M. Davis Co 
Culver City, Calif., becomes J. M. Davis Corp. and adds a 
marketing service department for its clients, according to Joseph 
M. Davis, president of the West Coast firm of 
representatives. Henry Palmer, longtime associate of the Davis 


anufacturers 
Co., steps up as corporate vice-president and will assist in 
the new division 

In explaining the marketing service, President Davis pointed 
out that the need is pretty obvious 

“Today's business has become so fantastically complex it has 





Joseph M. Davis... 


president of J. M. Davis Corp 


outdistanced the simple sales organization and its regular calls 
on jobbers and dealers,” Mr. Davis said, adding that sales rep- 
resentatives are additionally hampered by rapidly changing 
markets. 

Nevertheless,” Mr. Davis continued, ‘these same represent- 
atives are the natural sources of data which can make the dif- 
ference between profit and loss for the manufacturers they rep- 
resent. They have an intimate knowledge of the specific areas 
they service. 

By organizing and evaluating the data we have gathered 
from our Own associates, we have been able to estimate the 
market potenticIls of certain lines we handle pretty accurately. 

“Now we are prepared to set up a full marketing service. 
With this service, we will be able to advise the manufacturers 
we represent Gn competitive products and the characteristics 
of markets in specified areas. We will be able to apply statis- 
tics to what shére of the market they can hops¢ to obtain. We'll 
be able to test the market for them, and even help them set 
their own sales quotas,” Davis concluded 


Evans Specialty Co. Moves Offices 


The Evaus Specialty Co., Inc., of Richmond Va., has moved 
its offices to larger quarters at 2401 Venable St 

Evans, who manufactures a line of office supplies and equip- 
ment, and recently added a new plastic division, found that 
the facilities at 1800 E. Grace St. were unable to accommodate 
increased production. 
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Steel Card Trays 


without covers 


3x5, 4x6, 5x8, adjustable 
follow blocks. 


Standard Steel 
Card Tray 


Upright sizes with covers 
5x3, 6x4, 8x5, 9x6. 





Cell-U-Seal 


the exclusive Weis process pene- 
trating and fusing into the fibre 
all across the top of guides. 





Folder Display 
Pack 


forty packs of assorted 
folders in display carton. 
One dozen folders to a 
pack. 


The Weis Manufacturing Company 
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HIGH LIGHTS 








Steel 
Multi Desk Trays 
Two, three, four, five and 


six tray outfit. Letter and 
Cap size. 





WizarD Pull-Out 
Drawer Fibre Board 
Transfer Storage Case 


with corner locked steel frame. 


Agate Fibre Board 
Card Files 






for all standard size cards, 
with metal bottom. 


The Worlds most 
versatile 
hanging 


type 
folder 


Monroe, Mich. 
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See how’ 


AT THE 
SAME OLD STAND 
ROOM 612-A 
NSOEA 
CONVENTION 
CHICAGO 


SOLD because they 
are engineered and 
built for USE 





DUO-MATIC 
POSTING TRAYS 
AND STANDS 


> ¢ 
Pee, ee 


Py 





PORTA-MATIC 
POSTING TRAYS, 
AND STANDS 


THLT-O-MATIC 
TRAYS 


(For Register Forms) 





V-MATIC TRAYS 
(Smell Capacity 
Containers) 





HANDI-MATIC TRAYS 
(For writing board and 
machine accounting rec- 
eords requiring smell 
capacity contoiners.) 


ALSO POSTING BOXES, SPECIAL SIZE 
TRAYS AND STANDS, AND INDEXES. 
Ask for complete information on 

sizes and prices 





ML _MEAD-LEE Associates 
| ASSOCIATES | SOLE DISTRIBUTORS FOR 


POSTING EQUIPMENT (recracton 


Write today 
for our new, 


complete catalog 


1721 Elmwood Ave., Buffalo 7, N. Y. 
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4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 





That new Northside Center in Winston Salem 
N.C. must be about ready to “take off’’ because Ellis Ashburn, 
former salesman for Watkins Book Store expected to open 
Ellis Ashburn, Stationer, Inc., about September 1. Formal open- 
ing is not expected to take place until about November 1 when 
all stores will be completed and running smoothly. Will have 
details later but you manufacturers can get busy right now and 


Shopping 
i 


supply three copies of everything 

Ellis has already sent in his NSOEA mem. 
intends to “keep in touch”. His 
Pennsyl.- 


application for 
bership so its easy to see he 
Lorraine, brother from 


general manager’, and her 


vania will be much in evidence with him. 
» 

We don't hear from small mountain towns very often but 
when we do it usually makes quite a splash. John I. Anderson, 
proprietor of The Transylvania Times in Brevard, N.C., which 
includes a _ nice little supply operation was recently 
elected to the high post of president of the North Carolina 
Press Association, John plans to move into quarters 
around the first of the year at which time he 
the office supply department. Nice going, John 

« 

Told you last month about the change of ownership at Of.- 
fice Outfitters, Tampa, Fla., but didn’t have the name of the 
party who bought Mr. Kickliter’s interest. He is Charlie Gar- 
rett, who has an extensive background in the office equipment 
field. Mr. Kickliter has decided on the name of Vero Office 
Supply Co. for his new operation at Vero Beach 

« 

Office Furniture Co., 1409 NW 7th Ave., Miami, has opened 
a branch store at 113 NE 54th St. under the management of 
Abe Saluk. Byron Zalph will continue as “head man” at the 
7th Ave. store. Byron had a recent addition to his home, too, 
when Ruth presented him with a lil’ boy baby name of David 
Big doins around the Zalphs, huh? 

ry 

Birmingham, Ala. has again gained the spotlight with Al 
Bresler, owner of Gulf States Sales Co., opening up a brand 
new store at 1209 First Ave. S. Al's new place is a bit different 
than most stores in that it consists of a very large reception 
room with a profusion of peg board displaying all the small 
stuff carried in stock. 

A huge warehouse takes care of the heavy things. Two load 
ing docks and plenty of off-street parking space makes the new 
job ideal for a customer to “‘light’’ and spend. A series of model 
offices to display steel and wood furniture is just off the re 
ception room. Charlie Beacham is Al's able assistant and a 
gladder hand you won't get anywhere when you make your call 
Congratulations Al, I knew you could do it. 

x 

The Thomasville Tribune, Thomasville, N.C., has sold out 
its newspaper interest to the High Point paper and changed its 
name to Cecil's Office Supplies, Inc. The two Cecils, Hammett 
Sr. and Jr., have remodeled the entire store and greatly ex- 
panded the office supplies section. Now that they don’t have 
to get the paper out each week more time can be devoted to 
our kind of stuff. New fixtures, lights and some really pro- 
fessional looking decorating done by Theda Cecil has given 
Thomasville a top flight office supply store. 

7 

Carson McNabb, owner of Linderbeck Office Supply Co. 
207 E. Park Ave., Tallahassee, Fla. has changed the name of the 
firm to W. Carson McNabb Co. 

© 

Another nice expansion is that of Herb Stalling’s new store 
in Rocky Mount, N.C. Herb did what a large number of dealers 
are doing all about the country in that he decided to “get out 
of town’, so to speak, and moved into a brand new building 
on his own lot. He built at the present “dead end’ of Lexing- 
ton Street, 422 to be exact. His lot is 200 x 215 feet with the 
building 30 x 109 feet so plenty of space was left for parking 
and expansion later on. 

The building is of concrete block and steel 


office 


larger 
will spread out 


divided into 50 
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See them in Chicago... Booth 134A 
NSOEA Convention, Conrad Hilton Hotel 














To introduce the new Linton Consolidated Pencil 
Buy: 1 gross of new Consolidated Pencils 
Get Free: 4 new Linton Ball Pens in Pocket Case 


(verified retail value $1.25) 


SBECIAL PACK. ] 





Both for new low price of 


++ 4 NEW 
i 4 TO in UNTON 
pencils alone, $4.87 per gross oe INTRODUCE ALL PENs 


(no minimum quantity 


Od og ae 





PENCILS 
PENS 


You can’t miss: Here’s the new, top-quality 
Linton Consolidated Pencil at a new low price 
even without free goods. But packed right in 
with every gross of the new Consolidated Pencil 
(see illustration at right) we’re giving you 4 
new Linton Ball Pens in a handsome acetate 
pocket case—a verified retail value of $1.25. Act 
now while this deal is in effect. 


Linton Consolidated Pencils — 
retail—10¢ 








NATIONALLY ADVERTISED 


Linton ads are appearing in Look Magazine in 1958, not once or 
twice but 16 times! It’s a record pencil campaign reaching millions. 











Linton is on the march! 


— The quality Pencil that’s still only 5¢ 


Linton Custom—now yours in 


this clever new counter display 





The famous Linton Custom Pencil now in an exciting 
new 3-color counter display that keeps sales humming. 
Each display holds six cellophane wrapped packages 
...each package contains one dozen pencils. Makes 
this popular number easier to sell than ever. Write 
for further information today. 











LINTON PENCIL COMPANY, Lewisburg, Tennessee One of the World’s Great Pencil Makers 
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fematisee Of QUALITY and ECONOMY... 


t to last 
cad {0 sel 


Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks. 








FILING EQUIPMENT 





Seven Styles 
and Sizes in 
Durable Grey, 
Mist Green and 
Desert Sage. 
Beautiful 
‘‘DURA-STYLED”’ 
Plastic Molding 
in matching 
colors. 





Beautiful Kiln 
dried wooden 
top. All steel 
frame 
construction 
‘with Tool and 
Center drawers. 
Electrical outlet 
for accessories. 
3714"x60"x37" 


DRAFTING TABLES 


Write for our attractive color 
Catalog Illustrating the com- 
plete line of Tables...Desks... 
Filing Equipment... Sectional 
Desks... Bookcases and Sec- 
tional Bookcase...Telephone 


and Utility Equipment and Engi- 
neering Blue Print cabinets 





Ovueame mera. 








PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 


DURABLE DESKS ARE CAREFULLY PACKED IN 
STURDILY CONSTRUCTED WOODEN CRATES 


DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 


DURABLE: 


DEPT. 0-10 


38-42 REVIEW AVE. LONG ISLAND CITY, NEW YORK 
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feet of modern store and 59 feet of drive in warehouse space, 
The front is air-conditioned. Plenty of ‘model office’’ partitions 


are in evidence, too, so together with another new policy of 
Herb’s of free soft drinks or coffees i customer's sales resistance 
is duc ror a shock 

e 


George May, Bob Pearce and Billy Walker make up the out- 
side force with John Griffin handling the machines service de- 
partment. Marie McCullen takes care of the bookkeeping and 
floor. Open house was held on August 26 


© 
Name of Southern Office Supply Co. is unchanged and the 
easiest and simplest way to direct you to the new location is to 
go past the post office to the first street on the left, which will 
be Lexington, and thence to its dead-end 
* 
Bainbridge Southern’s former representative in the Georgia, 


Alabama, Mississippi, Tennessee and South Carolina territory 
has transferred to the Florida area and will move soon from 
Atlanta to Florida so Bill Keenan is the boy you Florida dealer 


friends will be seeing from now on 


@ 

Bert Weter, owner of Business Equipment Co., Tampa, has 
been on the ailing list now since January which makes quite a 
siege. Mrs. Weter along with Ronald Laws has been keeping 
things rolling while Bert is on the inactive list 

e 


Howard Pruden, Pruden’s, Roanoke Rapids, N.C., died sud- 
denly and unexpectedly the early part of July from a heart at- 
tack. W. H. Pruden, Jr. will continue operation of the business 
with Mrs. Pruden, Sr. assisting 

- 

A. Clarence Pickard of Ledbetter-Pickard Co., Chapel Hill, 

N.C. died after a long illness which in its last stages resulted 


in the loss of both legs. Death came on August 13 
= 

Henry S. Renn, president of State Office Supply Co., Talla- 
hassee, Fla., died on June 9 from a heart attack. His associates, 
John Starnes and Bob Kugler will continue to operate the firm. 

* 
“Good chompin t’nite” 

Johnny Floyd comes forth this month with the spot most 
likely to please your taste buds. Winston Salem is a stopping 
over place for a large number of you road boys so next time 
around go by Michael's, corner of Sth and Cherry, just across 
from the R. E. Lee Hotel, and latch on to something really 
different in the way of soft shell clams, steamed and served 
with a sauce and all the trimmins. Thirty of these succulent 


beauties with salad, drink and a special bread all for just $1.55 
should appeal to one and all, especially you po boys 
. 

“Son” Paul Jenkins, Johnny Floyd, Charlie Walter, George 
Slater and Byron Smith came through fine this time with their 
contributions of news so now that I've tasted “caviar”, boys 
keep it rolling 


Marnay-Rockaway Taps Architectural 
Market for Partitioner Dealers 


As part of its 1958 dealer sales aid program, Marnay-Rock- 
away has enlisted the services of an organization which will 
bring the “Partitioner’’ to the attention of architects and engi- 
neers throughout the country. 

Through this architects’ and engineers’ service, Marnay-Rock- 
away reaches 2500 architectural offices, each of which subscribes 
to the service. Whenever quality space dividers are required 
for a job, specially trained service representatives who make 
regular monthly calls on each of the 2500 subscribing offices, 
recommend the “Partitioner’, and supply the architect, de 
signer, specification writer and structural engineer with all 
necessary data 

Marvin Herskowitz of Marnay Sales Division, Rockaway 
Metal Products Corp., believes that this extensive coverage of 
the architectural market will greatly benefit his dealers 

Dealers themselves can obtain architectural drawings, speci- 
fications and literature by writing to Marnay-Sales Division, 
iway Metal Products Corp., 1270 Broadway, New York 1, 
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A COMPLETE LINE OF FULL KEYBOARD AUTOMATIC CALCULATORS! 


Now, fort t time, dea 


Sfelehdde) meds.) 0-100) ale 


r new rot 


of key-drive machines, now offers the 
matic calcutator 
WRITE TODAY for full details of the Pl 


I+ ¢ aiclacec ee ‘aal' ete new fis 1 ¢ 


\PLUS DIEHL Calculator Division 


ici] CONTROL SYSTEMS, INC. 
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No...he’s gone— 





... he catches the 5:05 since he got 
his new Bentson Modular! 


When you sell Bentson, you sell satis- Bentson units smo-o-o-th ... quiet 
faction! Bentson styling and flexibility . . . and sturpy! Yes — Bentson’s the 
meet any office requirement . . . for BIGGEST value by far! That’s why it’s 


function, size, color and use. Exclusive easier when you sell Bentson. 
Perma-Hush construction makes all 


58440... FAN-TOP desk! 2030 ... Functional 2133-D ... Beautifully 

Executive class with a modern efficiency-design in a full designed double pedestal 

flair! Large work surface... line of flat top desks for secretarial desk with an 

stainless steel edge. any office need. exclusive personal storage 
drawer. 


Write today for new catalog and dealer programs. 
A dealership may be open in your territory. Learn if 
you can join the proud group of Bentson Dealers. 


Ups 


1) > » THE BENTSON MFG. CO. 


Ra 


} 


— 651 Highland Ave., AURORA, ILLINOIS 
See us in N.S.O.£.A., Booth 539 
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5th District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 


HOW STATIONERY 
SALESMEN MAKE 

SS) OFFICE CALLS 

'_j| MORE PROFITABLE 


¥ 








J. William Locke, formerly with Stand- 
ard Register Co., has been named sales 
manager of the business equipment divi- 
sion of Gregory Mayer & Thom Co. of 
Detroit, Birmingham, and Lansing, Mich. 
President Alfred J. Mayer, Jr. also an- 
nounced the appointment of Charles A. 
Crichton, formerly with Pierce Dictating 
Machine Co., as manager of the new 
Stenocord dictating instrument depart- 


c 









ment. In addition, congratulations to this 
firm, celebrating its 60th anniversary 





this year 
+ 
Rosemary and Vince Samuels, store manager at Gibson Perin 
Co., Cincinnati, are now happily settled in their new home in 


Brentwood—a Cincinnati suburb. They moved here from 
Youngstown, Ohio. 
a 
The J. Nelson Deakins, Jr. of Wheeling, W. Va. announce 
the birth of their first child, Arlene Louise, on August 22. 
CONGRATULATIONS! “Deak” is outside salesman for Mc- 


Ghee & Co. of that city. 











Have your commercial stationery salesmen 
sell Micropoint products with Copy-Fax* . . 
proved the best reproducible ball pen ink for 
copying machines! 





. 

Frank Stephens, for 50 years with Gregory Mayer & Thom 

Co. of Detroit, has retired, and is now on a vacation trip. 
* 

Wayne Bashaw, former general manager of Pounsford Sta- 

tionery Co., Cincinnati, is moving to Grand Junction, Colo. 
. 

Milton S. Pickle, president of The Will Winnes Co., of Cin- 
cinnati, until the company was sold to Associated Stationers 
Supply Co. of Chicago, is now assistant to the president of The 
Nichols Salesbook Co. of that city. 

* 

PASSED AWAY: Don A. Crile, president and treasurer of 
Office Equipment Co. of Canton, Ohio, at the age of 63 on Au- 
gust 9 in Sarasota, Florida ... Mrs. Emma F, Mayer, widow of 


A EES. 





If a salesman spots a copying machine 
while presenting your regular commercial 
line, he can introduce Copy-Fax and add a 
i) = profitable bonus to the call. Remember, the 
§ =©market’s wide open. . . every office with a 
—™ §=§=©copying machine is a prospect! 





Copy-Fax is a pre-sold national brand. 

















: 
# ©zines are before the key office people who 





Alfred J. Mayer, Sr. and partner in Gregory Mayer & Thom | Right now, big ads in leading business maga- 
Co., Detroit, at the age of 77. Our condolences to the bereaved 
families. make buying decisions. This makes your 
ying y 
7 ie selling job even easier! 
= Dictation While in Flight Made Easy . . . 6) ¥ 
= psec: Blue, red, black and green Copy-Fax Ink 
ir . available in the four best sellers: 
*TRADE-MARK, MICROPOINT, INC. 
WA tok 3 | SF ; es Eee sf ape ” ert 





; ‘ 

, Retail Value | Your Cost | Your Profit 4 
Copy-Fax Pen  59c . 
Medium &BroadPoints | $7.08 Doz. | $4.32 $2.76 


Fills-Any Refill 49c 
Medium Point $5.88 Doz. | $3.60 $2.28 


Retractable Pen $1 f 
Medium Point $12.00 Doz. | $7.20 $4.80 


Visible Ink Refill 49c 
Medium Point $5.88 Doz. | $3.60 $2.28 


; 














Order from your 





C. K. Woodbridge, chairman of the board, Dictaphone Corp., , oF 
shows Capital Airlines Hostess Mary Lou Kent how to operate RA] direct, giving 

his company’s Dictet portable voice recorder. All Capital V.I.P. iICROPOINT,., INC. wholesaler's name 
flights are now carrying Dictets for the convenience of pas- Sunnyvale, California and address. 
sengers who want to work en route. Typed transcript or the 

transcription belt is delivered to address specified by passenger Creator of Advanced Writing Instruments 
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THE AMERICAN COLLEGE DICTIONARY, 


Newly revised, this authoritative dictionary 
is as up-to-date as your daily newspaper. 
LIFE magazine calls it ‘‘the finest . in 
the U. S."" Among its 132,000 entries you'll 
find all the newest words, clearly defined, 
plus 1,500 illustrations and spot maps to 
help make the definitions crystal-clear. 
Everything is in one alphabetical listing, 
so you don’t waste time hunting for the 
word you want. 

1,472 big pages, beautifully printed in 
clear, readable type. Large size: 7 x 10 

x 2%. Stamped in gold. With thumb in- 
dex for quick reference. Just right for 
home library, student's bookshelf, busi- 
nessman's desk for contests, cross- 
word puzzies, word games 

#6 Tan buckram binding $6.00 
25 Same, without index 5.00 
37 Red Fabrikoid, boxed 7.50 
210 De luxe red leather, boxed 15.00 




























THE AMERICAN 
EVERYDAY DICTIONARY 


A more concise dictionary, based on the 
definitive American College Dictionary. 
576 pages. 60,000 entries. Illustrations 
and maps. Size: 6 x 91%. Hard bound. 
Also includes vocabulary builder, guide 
to correct grammar, word analyzer, many 

other ‘‘extras."" Completely up-to-date. 


#1 Regular edition ............ $1.00 
#2 Thumb-indexed edition ..... 1,50 
#3 De luxe Fabrikoid edition ... 2.50 


























SPANISH - FRENCH - ITALIAN 
AT YOUR FINGERTIPS 


Three new language dictionaries perfect for 
tourists, businessmen, students, etc. Each 
dictionary features the 15,000 most common 
words in the foreign language with their 











3 
2.000 tNTaies 















English meanings — and the 15,000 most | seas, 
common English words with their foreign INCLis. sp nnlsH 
language equivalents. Each 320 pages, bound | °- oe 






in flexible Du Pont Fabrikoid. $1.25 each. 
214 FRENCH VEST POCKET DICTIONARY 
7115 SPANISH VEST POCKET DICTIONARY 
216 ITALIAN VEST POCKET DICTIONARY 





















(THE BASIC EVERYDAY 
ENCYCLOPEDIA 


Here's exciting news — a one-volume, 
ready-reference encyclopedia priced to fit 
every budget! This brand-new book in- 
cludes 12,500 main articles (nearly 1,000,- 
000 words!)—with hundreds of thousands 
of important, timely facts in every field 
of human knowledge. Authoritative, easy- 
to-use—an essential 576-page reference 
work for every member of the family and 
a perfect gift for any occasion. 
#8 De Luxe Edition: 7 x 10; handily 
thumb-indexed; durably hard-bound in 
red linen-finish cloth; stamped in gold; 
with full-color endpaper maps of the 
U. $. and the world.......... $2.95 
#9 Budget Edition; 6 x 9; hard- 

bound; wnindexed ...... 1,00 


Kveryday 
Encyclopedia 














The 30,000 most frequently used words in the 
English language today, neatly condensed into 
a handy 320-page pocket-size dictionary. Durably 


bound in flexible Fabrikoid, designed for con- 
stant use. Includes calorie counter, first aid, 
sports records, etc. 

#13 AMERICAN VEST POCKET DICTIONARY. .95c 
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7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 80'/, St., Bloomington, Minn, 





“Our Latch String is Always Out” 


Hi ya all! Vacation time is over, 
Some of the vacation trips we have 
heard of are: Joe Crane of Crane's 
Office & School Supply Co. in Min. 
neapolis made a trip to Canada. How 
was fishing, Joe? Kenny Jungbluth of 
W. A. Sheaffer Pen Co., and his 
family, made a trip to the West 
Coast. Wally (Jingles) Hubbs of 
Thomas & Grayston, Minneapolis 
and Howard Schaub just returned 
from a Shrine conclave held in Canada. The Shriners brought 
2000 sandwiches with them. So how’s your waist line, boys? 

* 

Out-of-State Travelers seen in Minneapolis: Tony Dopke, 

manufacturers’ representative, and Clarence Clemen of G. J 


Aigner Co. were seen sneaking out of our state with a lot of 
fish they stole from the land of Sky Blue Waters. 
. 


Very sorry to hear that Harry Wester’s father passed away 

Harry's father was a former Miller-Davis salesman. 
a 

Our good friend Jim Hyink of Webster Carbon was suddenly 
taken ill and is at the Swedish Hospital. I hope that he is out 
of the hospital by the time this column reaches print. 

° 

Bob Davis of Sioux City Standard Office Equipment was 
hospitalized for a check-up. 

* 

Regionette Notes: Our pretty better halves are holding a 
luncheon at the Sibley House in Mendota. Would sure like t 
have a tape recording of their conversation 

. 

Larry Johnson, our Beau Brummel president of the Travelers, 
who has been an ambassador of good will while his company 
was on strike, is now back to work 


. 

Earl Collins hired a new junior salesman by the name of Joe 
Wilson. Get acquainted with him. He seems like a real nice 
chap 

7 


Mel Sowell of Esterbrook Pen Co. states the only time he 
can get his name in the magazine is when he goes fishing. Since 
he hasn't been fishing lately, we won't give him any publicity 

« 

Writing a column in the summertime is really rough. I know 
a lot of you have taken some real dandy vacations and also have 
some scuttlebutt back in your mind. If you want these items 
printed, please send a note to your columnist. If you don’t have 
time to write, get your wife to drop me a note. The gals are 
eager beavers on details. 

. 

Walt Bachmann is now a manufacturers’ representative. Does 

anyone know what his new lines are? 
7 

Our Ex-Governor Bob Brown of Koch Brothers in Des 
Moines, Iowa, managed the Cubs’ baseball team in the Pee Wee 
League. His Cubs are undefeated, winning 16 straight games 
Incidentally, none of the boys in this league can be over eight 
years old. The whole Brown family appears to be connected 
with the Cub team. Bob Brown is manager; Marilyn Brown, his 
wife, is official scorer; their son, Bob, Jr., is pitcher and second 
baseman; and daughter, Janet, leads the rooting section. 

« 

Bill Corby is pitching for LeMars in Minneapolis and still 
does a wonderful job of pitching his line daily with Federal 
Stationery of St. Paul. 

* 

Richard Jerry Pratt just joined his father, Les Pratt, of Pratt 

Office Supplies in Fargo. Son Richard just got out of the U.S 
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Now! MONARCH makes 
merchandising history! 


BLE-FEATURI 


DO)M j \ ; } ; : . 
rOA iit he pape? istenina 


= 
OLKA DOT 


) PACKAGE 


The first and only completely new 
’ packaging design in the field of paper- 
fastening devices in 50 years! 


Colorful, distinctive, practical, each Monarch product by 
Vail now comes in a different color, keyed to the kind of clip, 
pin, fastener or staple insidé. Quick identity . . . faster 
storing .. . and secretaries love the new-fashion colors! 


st DO! 















Monarch’s new Polka Dot design (and new-look lion 
trademark, too) are symbolic of the years-ahead leadership 
of Monarch products, your guarantee that Monarch are 
the finest paper-fasteners made. 


LOOK FOR MONARCH PRODUCTS 
BY THE COLOR ON THE PACKAGE: 





Paper clips and clamps: orange 
Thumb tacks: burnt sienna 
Pins: cerise 
Staples: turquoise 
Brass fasteners: gold 


URN PAGE FOR EVEN BIGGER NEWS ABOUT 
HONARCH’S GREAT NEW DOUBLE-FEATURE PROMOTION! 














































eRe. 
7 “wat 


a 
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mura! FREE! New Self Servis 

















Fastener Center worth * 150 


Youve never seen anything like it before! 
Youll never see fasteners sell so fast 





& & 
© Pees. 
7 @ 


World’s first Self-Service Merchandising Center for 
pins, clips, fasteners and staples contains Monarch’s 
complete line of the most-wanted, fastest-moving 
paper fastening devices made! 

All in new Polka Dot packages! All in one com- 
pact, self-service unit! 





Each tray of display has panel for identifying and 
listing price of each product featured. 


Colorful, eye-catching, display invites customers to 
help themselves. 


Easy to put up! Everything in one carton: the Mon- 
arch products to fill the display — plus sturdy, put-up- 
in-seconds wire display case. To make wall or island 
display, simply set display on specially designed col- 
orful carton. 


CARTON CONTAINS: 








Monarch Premium Clips #1 12 boxes 
Monarch Premium Clips #3 12 boxes 
Silverette Clips #1 24 boxes 
Silverette Clips #3 12 boxes 
Bronzette Clips #1 12 boxes 
Monarch Non-Skid Clips #1 12 boxes 
Monarch Non-Skid Clips #3 12 boxes 
Silverette Non-Skid Clips #1 12 boxes 
Bronzette Non-Skid Clips #1 12 boxes 
Imperial Clips 10 boxes 
Jumbo Non-Skid Clips 10 boxes 
Regal Clips #3 10 boxes 
Regal Clips #2 5 boxes 
Cyclone Clips 5 boxes 
Jumbo Gem Clips 10 boxes 
Ring Clips #1 12 boxes 
Ideal Clamps #1 18 boxes 
Ideal Clamps #2 12 boxes 
Standard Staples 20 boxes 
Round Head Brass Fasteners #2 6 boxes 
Round Head Brass Fasteners #3 6 boxes 
Round Head Brass Fasteners #4 6 boxes 
Round Head Brass Fasteners #5 6 boxes 
Steel Bank Pins #17—12 Ib. 12 boxes 
Steel Bank Pins #16—12 Ib. 12 boxes 
i —l4 ib. 
Solid Head Thumb Tacks #2 Team SELF-SERVICE DISPLAY IS A $15°° VALUE 
Solid Head Thumb Tacks #1 6 boxes 
Monarch Pyramid Pins 12 pyramids FREE WHEN YOU BUY $60 DEAL OF 
There’s more profit for you in this terrific Double- FAST-SELLING MONARCH PRODUCTS! 


Feature promotion! More money for you when you 
sell Monarch —the leader! Call your Monarch repre- 
sentative, or mail the handy coupon today! *F.0.B. Chicago 


£ | =. Pa 
. & haw &@ ' 
 & ' 


eee: 


Vail Manufacturing Co. 


Oo 4.5 900 East 95th Street 
PRODT Chicago 19, Illinois 
; J & 


Vail Manufacturing Company 


Yes, | want to boost my profits with Monarch’s new Double-Feature Promotion! Pa 
rush me—free—the new Self-Service Fastener Center, plus complete line of Mord 
products in new Polka Dot packages! (J Enclosed is my check for $60.00. 0 Bill 
world’s largest manufacturer of 

paper fastening devices. Name 


900 East 95th Street, Chicago 19, Illinois 
Company 


PRINTED IN U.S.A Address 
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MODEL 20 
Space-Saver Legs 


sO fast 


N13) 


the newest In 


Side 





Chairs fs 


This new series of Harter chairs has 
the clean, uncluttered appearance 
that’s at home in offices, reception rooms, 








school meeting rooms, restaurants, hotels 

‘ wherever a durable, easy-to-move chair is 
desired. Sell these Harter-built side 

chairs with confidence when your customers 





need comfort and quality with economy. 










Massage in the Harter 65-VP 


This is the sensational, new idea in 
executive posture chairs that’s been 
an instant success in easing office 
tensions for top men all over the 
country. It’s another profitable 


first for Harter dealers. 





. of —_ 


HARTER CORPORATION, 1025 Prairie Street, Sturgis, Michigan 
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FRESTO KWANGE-D!” 


(translation) ... 


‘CHANGE to 


LOOSE LEAF 


ACCESSORIES 


for MORE PROFITS! 


Stocking the PRESTO line means more money 


in your pockets because: 


You get speedy, efficient loose leaf products 
at prices that MYSTIFY COMPETITION — 


Your customers will “re-appear” . . . 
and re-order this attractively pack- Complete 


aged, top quality, dependable line 


You don’t have to be a magician to 
increase sales... leave the magic 
to us! Just try the PRESTO 


line now! 


a LOOSE LEAF 
4 BINDER SECTIONS 
4 


rj ALUMINUM SCREW POSTS 
qi“ EXTENSIONS 


| 
Jd LOOSE LEAF 


RINGS 





The PRESTO line is precision engi- 
neered of top quality materials to in- 
sure uniform quality and perform- 
ance. 


Write today for a full detailed Catalog 
and information on our “MAGIC- 
SALES” COUNTER DISPLAYS! 


CHARLES LEONARD, INC. 


Manufacturers of Stationery Specialties 
79-11 Cooper Avenue, Glendale 27, N.Y. 
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Air Force and is ready to start his career in the office equip. 
ment game 
® 
Remember When? Here's a fellow that never gets old 
Sherman Read of St. Paul Book & Stationery Co. and Mrs. 
Read celebrated their 25th wedding anniversary June 5, 1935 
They celebrated by taking a trip to Portland, Ore. 
C. C. and guest columnist, Bruce Blackbourn 


Appointments —— 


Soulby Named to Venus Sales Staff... 


Ralph T. Soulby has been appointed to 
the executive sales staff of Venus Pen 
& Pencil Corp. as eastern regional man- 
ager. He brings with him more than 17 
years of writing instrument sales back- 
ground, as well as sales in the stationery 
field. He is an active member of the 
Toastmaster Club of the New York Sales 
Executives Club, as well as field member 
of NSOEA, Wholesale Stationers Ass'n. 
the Southern and Penn-Mar-Va _ Trav- 
elers Clubs 





New General Sales Manager for A. B. Dick 


Alexander St. John has recently been 
named general sales manager of the A. 
B. Dick Co. For the past nine years, Mr. 
St. John has been the A. B. Dick prod 
ucts distributor in Boston. Prior to that 
he was a marketing specialist and con 
sultant with Robert Heller & Associates 
In that Capacity he was engaged full 
time during 1947-48 in marketing and 
organization planning for the A. B. Dick 
Co. In his new position he will direct 
the sales of all products throughout the 
United States. He succeeds E. P. Jordan 





Jr, who has been appointed general 
manager of the firm’s newly established 
sales subsidiary, A. B. Dick Co. of San 
Francisco, In« 


Kaiser Heads New Parker Sales Zone 


Wallace B. Kaiser, a member of the 
Parxer Pen Co. sales force for the past 
19 years, will head a new sales zone for 
the company with headquarters in Bos- 
ton. The zone encompasses eight states 
in the northeast, including Maine, Massa 
chusetts New  Hampshir« Vermont 
Connecticut, Rhode Island, Pennsylvania, 
and New Jersey. Mr. Kaiser's title is fe- 
tail sales manager, northeastern zone. He 
will supervise 10 account managers serv- 


ing retail dealers 


Named Assistant to Smith-Corona Marchant V-p 


Edmund L. Callahan has been appointed 
to the newly created post of assistant to 
the vice-president for marketing of th 
Smith-Corona Marchant Co. He will 
serve in a staff capacity, assisting in all 
phases of the company’s marketing ac 
tivities under Drummond F. Gaines 
vice-president. He joined the firm in 
1955 as a field auditor and most recently 


was serving as supervisor of the field 





auditing dé partment. 
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Big things are 
happening at 


JOHNSON 
a 


rn gE y ? 
eallll NAT . 













came it's 


Johnson has just made one of the 
most sensational changes in a 
line ever witnessed by the 


office furniture industry . . . 


The new JOHNSON Line is 
packed with dramatic new styling 
ee new designs ... 


. unlimited sales potential! 


ae 
See them all at... . 
= 








JOHNSON CHAIR COMPANY 7109 Merchandise Mart Chicago 54, Illinois 
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Just about Everybody’s a Prospect! 
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KEY-DRAWER 


Fits desk drawers or file cabinets— 
and just about anybody’s pocketbook! 








“oe 




















r model D-40A for 40 keys 
(12” wide, 5” high, 6” deep) 


A window display that will pay and pay and pay! 


From your display windows, Key-drawer will literally sell 
itself — and definitely lead to profitable sales in other units 
of the KE-MASTER System of Key Control. The 
KE-MASTER System is designed throughout to regiment 
keys simply, safely, conveniently. 

Key-drawer is available in three sizes of 40, 80 and 120- 
key capacities, and in crackle-finish colors of modern gray, 
light green and soft tan. With a handle it becomes a portable 
unit. Dummy keys and window 
display card are supplied with 
Key-drawer at no extra cost. 

Displayed in your windows, 
Key-drawer is bound to excite 
interest, and further provide 
you with the opportunity to 
sell Key Boards and Key Cab- 
inets in capacities ranging 
from 60 to 800 keys. 

Cabinet models with Yale locks for up to 800 keys, with card index 








CUSHMAN & DENISON 


| 
I MANUFACTURING COMPANY OA-10 
I 625 EIGHTH AVENUE, NEW YORK 18, NEW YORK 

| Please forward complete KE-MASTER Catalog and discount sheets. 
i Name a 

! Address. 

I City _Zone State 
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8th District Notes 


2001 S. Hanley Rd., St. Louis 17, Mo. 





IZZY VODA, correspondent 


Willard Harrison, president of Schooley Printing & Station. 
ery Co., Kansas City, Mo., has returned home from the hospi- 
tal where he was confined for several weeks. Willard is doing 
real well and is expected back to work shortly. Hope it is 
real soon, Willard. 

6 

Heard from Jack Ellis, F. S. Webster Co., Los Angeles. 
Jack, until he took up living in the “lap of luxury” on the 
West Coast, was the pin ball champion of Kansas. He played 
a fair game of pool. However, he was never able to realize 
his life-long ambition to beat Fred Brous, Crane & Co., To- 
peka, Kan., at the pool table. Jack also was quite a pitch artist 
with the 52 card boards, second only to Art Pfister, Dan Mac- 
Dougall, Winfield White and your correspondent. Sure wish 
we had our pigeon back, as we understand he is “loaded”. 

Jack tells me he and his lovely wife had a nice visit with 
Winfield White, Southwestern Stationery & Bank Supply Co. 
Ponca City, Okla., and his family on their recent trip to 
California. Jack, it’s nice to hear from you. Maybe you can 
persuade our other friends, Ralph Maneval and Peter Master. 
son, to drop the poor 8th District a note. 

. 

Mrs. Herbert Buschart, Buschart Printing & Stationery Co, 
made her debut as a model in a recent style show sponsored by 
St. Louis County’s most exclusive dress shop, “Boutique Lor- 
raine’’. 

ae 

Lou Blair, Blair Office Supply Co., St. Louis, Mo., will soon 

move to his new and enlarged quarters at 4600 Delmar. 
* 

Mr. & Mrs. Taft Welch, Scott-Rice Co., Tulsa, Okla., vaca- 

tioned several days with Mr. & Mrs. I. Voda in St. Louis. 
« 

Jackie Shipley, buyer for Scott-Rice Co., Tulsa, Okla., made 
a solo trip to the West Coast in her new car. When questioned 
about her trip, Jackie pleaded the Fifth Amendment 

+ 

Walter Dzen, retired buyer for Skinner & Kennedy, St 
Louis, is confined to his bed at the Veterans’ Hospital, St. 
Louis. I know Walter would enjoy hearing from his friends. 
Hope you are well real soon, Walte: 

7 

Robert Comfort, buyer for Shallcross Printing & Stationery 
Co., St. Louis, recently had a family reunion. Sons and daughter 
and their families descended on the family home and stayed 
for several weeks. Bob thought he was still buying stationery 
as he bought eggs by the gross and bread by the case. All have 
departed now, and Bob looks much better 

° 

Mrs. Alex Bartens, wife of retired buyer, Shallcross Printing 
& Stationery Co., St. Louis, has returned home from the hos- 
pital where she was confined for several weeks due to a knee 
operation, We all hope you are well real soon, Betty. 

e 


It's a boy for the Bernard Obermeiers, Obermeier Stationery 
Co., St. Louis. Five girls preceded the most wanted arrival 
“I quit’, says Papa. 

o 

Again for the 25th year, St. Louis Stationers will arrive in 
Chicago for the national convention in a private railroad car. 
This has been an annual function which all the dealers have 
enjoyed. Just another display of St. Louis co-operative spirit 

® 


Midwest Travelers and 8th District will hold their annual 
meeting at the national convention in Chicago. Check time and 
place on arrival. Jack Coleman, 8th District governor, and 
Clint Cooper, president of the Midwest Travelers, will lay the 
ground work for the 1959 regional. 


MUEHLEBACH HOTEL, KANSAS CITY, IN ’59 
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COLUMBIA/NINE-TO-FIVE Furniture See us at Booth 205-D, National 
has the beauty, strength and func- Business Show, New York 
tional design for any office requirement Coliseum, October 20-24, 1958. 





Build office furniture sales with COLUMBIA space engineering 


Whether a customer is planning to furnish or re-furnish, 
whether he has a single office, a department or an entire 
building, space engineering with standard Columbia office 
furniture units makes a lot of sense as a sales approach. 


It gives you a chance to demonstrate the versatility and 
flexibility of the Columbia line and its advantages to him. 
It puts you in the position of consultant as well as supplier. 


If his needs are routine, for example, one of the ten new 
NINE-TO-FIVE standard combinations may be the per- 
fect, economical solution. If his problem is more complex, 
space engineering lets you custom-tailor the installation to 
the customer’s exact specifications from Columbia’s wide 
range of individual units at no extra premium. 


Any way HE looks at it, Columbia space engineering is 
good for your customer. From Columbia’s 100-plus deco- 
rator color combinations to the ease with which the units 
can be rearranged as his requirements change, Columbia 
features simplify his problems. And superb styling and 
extra strength eliminate obsolescence and save mainte- 


nance costs 


Any way YOU look at it, Columbia space engineering can 
be aresultful sales approach. Your Columbia-Hallowell rep- 
resentative will gladly fill in the details. Contact him today. 


Or write direct to Columbia-Hallowell Division, SPS, 
Jenkintown 79, Pa., or SPS Western, Santa Ana, Calif. 





COLUMBIA FILING CABINETS, in a style for 
every filing need, are available in Columbia's 


Jenkintown + Pennsylvania wide range of harmonizing decorator colors. 
Standard Pressed Steel Co. @ The Cleveland Cap Screw Co. @ 
" Stee! Eauioment Co. @ Nat 31 Machine Products C 
@ Nutt hel C @ SPS Wester . tana Canada ltd. @ 
Unbrako Socket rew td 
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STOCK 
FORMS 


for profitable 
off-the-shelf 
sales and repeats 


























Inter-Office 
Correspondence Forms 
... available in bonds 
and NCR papers. 
Bills of Lading ...in 
three and four part sets. 
Purchase Order 
and Invoices... in 
three and four 
parts, 81./2” x 7”. 
Six Garage Repair 
Order Forms ... stocked 
in all popular styles 
on bond and NCR 
paper. 
Blank Snap-a-parts... 
available in all popular 
sizes from 414” x 7” 
to 814” x 11” in bond 
and NCR paper. 
Hano Litho-Checks ... 
three-part sets, on 
re safety or regular papers. 
Twenty-eight styles 
SS oe suk. and types of Stock Tab 

‘= forms are available for 
off-the-shelf delivery. 
Eight Fuel Meter 
Tickets... fit every 
type of oil delivery 
meters. 
Stock forms are 
only part of the 
profitable Hano line. 
: § Check now for Auto- 

LOSs0. « 2 graphic Registers 

S S and forms, Snap-a- 
parts and Tabulating 
forms, 
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of COMPANY, INC. 


MANIFOLD PRINTERS SINCE 1888 


General and Sales Offices: | Warehouse and Branch Plant 
Holyoke, Massachusetts Mt. Olive, Illinois 
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9th District Notes 


CHARLES C. MCDANIEL, correspondent 
4909 Overton Ave., Fort Worth 15, Tex. 


Many thanks to Art Carrow, Swingline, Inc. for his several 
contributions of news items this month. Sure wish some of you 


travelers would take note. HINT-HINT-HINT! 


* 
Well, let's see whats new for this month? Oh yes, some 
new prospective stationers along about 1975 or so - - - Congrat- 


ulations to Edna & Bob Smith, Perdue Co. Pine Bluff, Ark., on 
the birth of Wm. Edgar Smith who weighed in at six pounds 
11 ounces on May 3. Jack Perdue told me that Bob has almost 
started walking on the ground again 

Another little feller put in his appearance on Aug. 17, over 
Texarkana, U.S.A. way—Master George Dennis Quillin, tipping 
the scales at an even 7 pounds four ounces — son of Alice & 
George Quillin, Tri-State Office Equipment Co. George told 
me that after three girls and 17 years, they were finally blessed 
with a son. By the way, this was the finest birthday present a 
man could have. August 17 is Big George's birthday too. 

And so as not to have a complete male report, little Kimberly 
Ann Bathurst asked me to tell you that her mommie and pop, 
Mr. & Mrs. Wm. Bathurst, All State Supply Co., Little Rock 
Ark. were so happy on August 16, 1958 when she was born. 
Husky too, seven pounds. Again, congratulations to all. AND 
let's not forget the grandsons — Alex Richmond Terrell, grand- 
son of Alex Perdue, Perdue Co. Pine Bluff, Ark. Alex is in 
California visiting his namesake now. The underground tells 
me that Les Hutson, Cathey Office Furniture & Supplies, Dal- 
las, Tex., is to be a grandpa again. Hi, grandpappy - - -. 

« 


Seems that there are some people in our business who have 
no fear of a so-called recession. Herschel Bowman, H. A. Bow- 
man & Co. Little Rock, Ark., is in the process of modernizing 
the entire second floor of his present location. From the park- 
ing lot at the rear of the building, customers will be able to 
walk right in at ground level to a long hall which will have 
four large display rooms on each side, six rooms devoted to 
wood furniture and two rooms to steel 

Plans call for a very elaborate set up. Herschel hopes to have 
this ready in the late fall. E. J. Whatley, Southern Ptg. & Staty. 
Co. El Dorado, Ark., has purchased a building at 624 N. West 
St. and hopes to get his printing plant moved in very shortly. 
He will expand his office supply department and will also have 
room for furniture display. 

John & Joan Fernon, Fernon’s, Beaumont, Tex., have taken 
over additional space at 236 Crockett, which has a 26-foot 
front. This will give them a 56-foot front with a depth of 150- 
feet. The new space is being remodeled for a furniture display 
and a complete new front is being constructed, 

Frank McGlaun is moving his office supply store in Lub- 
bock, Tex., from 2319 34th. St. to 2219 34th. St. 

— 


The following is somewhat belated but just for the record, 
Office Appliances, Muskogee, Okla. is now located at 231 N. 
3rd. and Oklahoma School Supply is located at 321 N. 3rd. 

« 


Long, tall, thin and handsome Dick Lowe has announced the 
formation of his own company, Dick Lowe Associates, located 
at 3720 La France, Dallas 26, Tex. He will warehouse Browne- 
Morse, Ohio Chair, Haskell, Inc. and Ferrometal partitions, 
division of Milwaukee Stamping Co. The warehouse has 27,000 
square feet. Stocks will be available after September 1 and will 
serve Texas, Oklahoma, Louisiana, Arkansas and Mississippi. 

° 


Russ Bennett, Inc. 356 Fannin St., Beaumont, Tex., opened 
for business on July 9 with an attractive store, 30-foot front 
and 100 feet deep. Russ has been in Beaumont many years deal- 
ing in business machines. Welcome to the industry, Russ. 

© 


Lamb Ptg. & Staty. Co., Beaumont, has purchased the busi- 
ness of Clough’s Printers in Orange, Tex. An office supply de- 
partment has been added. Everett McGown will be in charge of 
the Orange operation. 

Frank Bernard, Clem I. Bernard Co., New Orleans, has put- 
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Whatever line of are you ready to fill the us 
conventional fe 
Fe a a N se =. E } ap at 
d li ti d t th 
upiicating products 5 
2 
you now handle of today’s customers? . 
ha 
Revolutionary changes and improvements in typewriters and 
° ° ce 
duplicating machines now call for the carbon, ribbon and duplicating Ki 
; : ; oe W 
supplies that provide reliably good results with these new machines. 
G! 
To meet more fully all of today’s requirements Allied research W 
has developed a whole new concept in specialized products. 
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Take, for instance, one example: are 
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Te 
res 
Sor 
THE NEW ALLIED RIBBON he 
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FOR BETTER IMPRESSIONS a 
play. Used alone, or in mul- * 
tiple units back-to-back, or vill 
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“ |) unit, which speeds service 3 cee 
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"Flagship patented metallic arn 
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chased the stationery stock of DuBos Office Supply, same city, 
and Clarence DuBos is now working for Bernard's 
Herbert Feathers of Snyder, Tex., has purchased the business 


formerly known as Bud's Office Supply, Snyder, and the associ- 
ate store in Big Spring, Tex. In Snyder it will operate under 
the mame of Feather’s Ptg. & Office Supply Co. and in Big 
Spring as Times Office Supply 


Charles Wright is now in charge of the office supply depart 
ent of Garland Office Supply, Garland, Tex., and Dave Jones 


has charge of the machines department 

[ understand that Morris Kibler has expanded his chain re- 
cently, adding another store in Decatur, Tex. Morris owns the 
Kibler Offi Supply stores in Denton (headquarters) and 
Weatherford Tex 

I hear that the Wise County Messenger has a new owner too 
Glenn Smith. (Thanks to Bill Putnam, Stationers Dist. Co., Ft 
Worth, Tex., for the above items). 

Sorry to hear that Mrs. Jeanette Skelton, Oak Cliff Office 


Supply, Dallas, was confined in the hospital recently. Hope you 
are back on the job by now, Mrs. Skelton and are feeling fine 
Wilbur Cornelius, Cathey Office Furniture & Supplies, Dallas, 
Tex., was also in the hospital for surgery recently. Saw Wilbur 
few weeks ago and he is doing OK and back at his desk 

Had the pleasure of recently meeting Joel Tibbott, new rep- 
resentative for Harter chairs in the territory. Welcome to the 
Southwest, Joel. Hope to see you around the territory. (Yep, 
he will be a Texas Traveler in January). 

Elman Stark, former West Texas salesman for Carpenter 
Paper Co., Stationery Div., Ft. Worth, is now in charge of the 
office supply department of the News Office Supply, Andrews, 
Tex 

Jack Bell, who was assistant to Dan Cannon at the Ft. Worth 
office, has taken over the territory. Calvin May, formerly buyer 
at Allsopp & Chapple, Little Rock, Ark., is now on the city 
sales force with Woodrow Little and Sarah Adkins is now do- 
ing the buying in the office supply department 

I have a report that “Pappy” Hargrove, Hargrove's, Browns- 
ville, Tex., has retired and sold the business to Pete Heinz. 


The store will 


be operated under the same name as always. 

And two others have earned their rest up in Little Rock, 
Ark. Joe C. Hanson of the Arkansas Ptg. & Litho Co., and 
T. E. Lengnick of the Arkansas Staty. & Furn. Co., were retired 
as of August 1. Both had served as president of their re- 
spective firms and had a total of 96 years experience in their 
field. The announcement was made by Walter C. Guy, chair- 
an of the board of directors of both firms. They were suc 
ceeded by Keith J. Arthur, secretary-treas. of Arkansas Ptg. & 
Litho and C. E. “Gene” Cook as president of Arkansas Staty 
& Furn. Co. Congratulations to all. 

oo 

I have always wanted to know someone who won a trip to 
Europe and now I do. Mr. & Mrs. Raymond Dean, Sr., Dean's 
Office Supply Co. Sherman, Tex., have been advised that they 
have won a trip to the Riviera, offered in a contest conducted 
by Fedders Air Conditioning. Yep, Raymond sells air condi 
tioners, too. They will be well on the way by the time this is 
published, perhaps will have returned. Hope to get some in 
formation about their trip for the next issue 
. 


I was S¢ 


very surprised and shocked to learn recently that 
; 


our good friend, Bob Scott of Southwestern Staty. & Bank Sup- 
ply of Lawton, Okla., had a heart attack and passed away on or 


about July 25, while driving en route to Oklahoma City from 
Lawton. As I understand it, the car was stopped without injury 
to the other occupants. Our deepest sympathy to his family and 
associates 


I learned also that Mrs. Epps, wife of our fellow traveler 
Bill Epps, Columbia Carbon, passed away rather suddenly re 
cently. Bill, it sure was a complete surprise and we all share 


your egriet 
7 
[he 1958-1959 roster of the Texas Travelers Club has been 
uiled to the members, dealers of the 9th District, and so forth 
[a re that we have been unable to keep an up-to-date mail 
ing list and that there are some dealers in the district who have 
tt received a copy of this roster. Those of you who have not 
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HOODED-TYPE 


CASTERS 


by National Lock 


for wood and metal applications 


A distinctive note of quality for your 
office chairs. Double-race ball bear- 
ings provide free-swiveling action. 
Choice of Rubber or Phenolic wheels 
molded of the finest materials for 
long-term service. Complete line in- 
cludes casters, sockets, leg equalizers, 
furniture glides. Samples on request. 





QUALITY HARDWARE . .. all from I source 


Casters * Locks # Drawer Pulls * Hinges 
Latches * Label Holders * Screws °* Bolts 


If you are an original equipment manufacturer or 
jobber, write us. If you are a dealer, see your jobber 
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BOOKCASES 










INCREASE YOUR 
PROFITS....- 


PROMOTE 
REPEAT SALES 





42" MODEL 





Smartly designed, beautifully finished MASO 


bookcases, for wall or corner, provide extra 


working and shelf area; increase storage and 


counter space; serve as island dividers. 


MASO OUTSTANDING FEATURES 


Versatile, individually or grouped, MASO units have innumerable 
uses. 


Styled and finished to blend with modern office and store furnishings. 
Open unit, or choice of two styles of doors, steel or glass. 
Choice of Desert Tan, Mist Green, Gray baked-on-enamel finish. 
Adjustable shelves. All models available in 12'' and 18" depths. 


@ Sturdy; electrically welded for strength. 


One unit sells more, assuring you of repeat sales. 
Visit us at the 
N.S.0.E.A. CONVENTION 


Room 504 K7 
MASO Established 1933 bp f 


FOR FREE CATALOG ¢ ? 


INTERSTATE METAL PRODUCTS CO.. INC. 
(Office Equipment Div 
666 LAKE SHORE DRIVE, CHICAGO 11, ILL. 


| 
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received a copy, or desire additional copies, will you please ad. 
vise the writer, and a copy or copies will be sent immediately, 
Many thanks 

@ 

HOW WOULD A SIX DAY CRUISE TO HAVANA, CUBA 
APPEAL TO YOU FOR THE 9th. DISTRICT NSOEA 
CONVENTION IN 1960? More about this coming up in later 
issues. 

* 

Last, but not least - - - Happy to announce that Edith May 
Evans, daughter of Mr. & Mrs. E. R. “Red” Evans, Wilson Of- 
fice Supply, Wichita Falls, Tex., was married August 4 to 
Glen Heifner in Denton, Tex. Mr. & Mrs. Heifner are attend- 
ing North Texas State College in Denton. Red mentioned that 
instead of sending presents to the newlyweds, send CASH to 
the old man. Ha! 


NOMDA Staff Preparing New Who's Who... 


iene a cs 









tenn? ee eee 


Stopping at the National Office Machine Dealers Association 
offices in Los Angeles recently, the managing editor of Office 
Appliances found the staff busy in preparing the new edition 
of NOMDA‘s ‘’Who’s Who’’. Pictured (left to right) are Pris- 
cilla Washburn, Harold Mann, executive secretary, Louise Tau- 
bert and Mrs. Mann. Hundreds of requested data returned by 
office machine dealers are being processed for the new up-to- 
date directory of the industry. 


Royal McBee to Build Plant 
For Portables in Springfield, Mo. 


Royal McBee Corp. was to begin construction immediately 
a‘ter Labor Day of a new plant in Springfield, Mo., for the 
manufacture of Royal portable typewriters, Philip M. Zenner, 
president announced. 

The one-level, fully air-conditioned plant will be the largest 
in the United States devoted exclusively to the manufacture of 
portable typewriters, he said. 

The 300,000 square foot plant is expected to be completed 
in about 12 months. According to present estimates, Royal 
McBee anticipates that it will provide employment for approxt- 
mately 2,500 people. 

The business machines company, which also produces office 
typewriters and supplies, data processing equipment and elec- 
tronic computers, is experiencing a steady rise in demand for 
Royal portable typewriters, and market studies indicate a sharp 
upward trend in the years immediately ahead, according to Mr 
Zennet 

The Springheld location will enable the company to provide 
fast and efficient delivery services to its more than 8,000 port- 
able typewriter dealers and their customers throughout the 
United States, he said. 
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SMITH-CORONA 


WAIT ‘TIL 
YOU SEE 
WHAT 











GOT! 


The only promotion ever designed to create new prospects for 
portables! For Smith-Corona dealers, the first promotion ever 
offered to SELL more portable typewriters for you! 
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WATCH FOR THE BIG NEWS! 
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The older we grow, the more we know. This is not only 
true of people, but of companies, too. . . for a company 
is only as wise as the knowledge of its combined staff. 


For 60 years, PANAMA-BEAVER has matured 
steadily in its program to provide an “easier 
office-worker life.” Since 1896, the company has 
learned to anticipate the needs of the commercial world 
before they arose. Among the first to recognize the 
important role of Vision-Engineered products, 
PANAMA-BEAVER’s research department developed 
the easy-on-the-eyes Hypoint colored carbon papers 
plus Lustra Colorful Inked Typewriter Ribbons— 
especially created to harmonize with all paper stocks and 
letterheads. Another achievement—the Eyesaver, Parma 
Pearl and the NEW Ebony Unimasters (for spirit 
duplicating) with tinted jackets to avoid glare, relax the 
eyes, relieve harsh contrast and permit faster work. 


Exciting things have already been charted for 
PANAMA-BEAVER’s next 60 years . . . as you will 
find out when you call your PANAMA-BEAVER 
man, “always a live wire!”’ 


PANAMA-BEAVER 
tibomne Cacia 


Since 1896—“‘The LINE that can't be matched." 


MANIFOLD SUPPLIES CO. 
188 Third Ave., Brooklyn 17, N. Y. 
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10th District Notes 


GEORGE E. WHITE, secretary 
Rocky Mountain Travelers 
P.O. Box 3244, Denver 18, Colo. 





As you read this it’s later than 
you think in 1958 . . . little more 
than 90 days and we've had it. 
Summer is gone, vacations are a 
memory and most of us have set- 
tled down to some old-fashioned 
steady work and consistent effort 
which is a good formula anytime 









Downturn, recession econom 


Mexi 
sia coffee break, breather, call it what 





you may, has been a reality yet not 
to the extent many have mentally 
accepted. 

It is true that buying, generally, has been curtailed and in- 
ventories restricted but many are just W aiting to be sold. Prices 
remain more or less stable and the salesman with confidence in 
business and in his product will aid materially in the over-all 
upward trend. Personal income today is within a fraction of it's 
all-time peak say those in the know 

Salesmen are the important factor in this picture. Let’s have 
a ‘go’ at this and press on to fulfill our mission. This is a push- 
button, electronic age that’s for sure . . . but you can’t push a 
button to get prospects to buy. Next best is to know to what ap- 
peal they will respond ... No? And a bit harder work... 
Yes? 

* 

Here and There in the Rockies: Curt Jewkes out Salt Lake 
way (ZCMI Wholesale), covering outside territory past few 
months returns to the inside to manage the stationery depart- 
ment following quiet, unassuming, but so efficient John Carr 
who moves into the hardware division as manager. Congrats, 
Curt and best wishes to you, friend John. We'll miss you in this 
field. 

Travelers’ President McWilliams and wife take off for San 
Francisco . . . second section of vacation. Travelers on the west 
coast beware, he’s headhunting for District 10 

Says a neat sign over the desk of Lloyd Nelson (Nelson Of- 
fice Supply, Greeley) ‘Let's Have More Orderly Confusion”. 
We'll buy that. 

Hitting the road isn’t a traveler's only chore . 
too, as discovered by those who attended the recent ‘back-yard- 
party’ here at the Shebles. They were the charming hosts to some 
40 travelers, wives and children. Those juicy steaks were from 
the grill and chef Dick Sheble displayed skill with baked beans 
and other fixin’s, ala wife Sheble. Feeding over, all adjourned 
to the spacious den for chatting, player piano and ‘teen-age’ 
that Lloyd Johnson (B&P) cuts a fancy rug, rock 
our thanks. 


. there’s fun, 


dancing . 
an’ roll et al. A delightful evening, folks . 
+ 
Membership roster sheets for 1958-59 have been mailed to all 
travelers and dealers. If you note omissions or errors, we're 
sorry ... not intentional . . . please notify the secretary. 
s 


Recent luncheon visitors included Keith Gordon, Chicago 
(B&P); Pat Colburn (Deluxe Metal Furn.); Geo. E. White, Sr. 
just 92 (Miami); Bill Lashbrook (Esterbrook Pen-L.A.), and 
Chet Smith (Faber) K.C. 

Member Jack Nicoulin, long time no see, surprised us by at- 
tending. Come again, Jack. 

= 

In the health department we are pleased to note improvement 
for Traveler McGarvin who expects to get back on the job 
shortly. Nice going, Mc. Mrs. Bill House, Jr. is better after a 
bout with illness. Ed Logan, Pioneer Printing, Cheyenne, is im- 
proved now and at work following some pruning. Our sym- 
pathy to a dealer, Mrs. Langley (C. & L.) in recent loss of her 
brother-in-law, Jerry Berger. We happen to know Mrs. Langley 
has not been too well herself lately . . . hoping you're better 
now, neighbor. This goes for any others who have been of 
may be ill right now and not reported. The Psalmist said, “I 
will lift up mine eyes unto the hills from whence cometh my 


OA-10/58 








Of 





retary 
velers 
Colo. 


tnan 


; have 
push- 


1 
usn a 


it Tew 
iepart- 
» Carr 
1grats 


in this 


yr San 


beans 
yurned 


n-age 


nicagZo 


), and 





OA-10/58 


the most adweaneed line of contemporary 
wood office furniture on the market! 


TONE STYLED 







designed by 
J. Charles Dergins 





Everything that denotes quiet success . . . everything that is fresh, 
modern, and unusual in spirit is embodied in this outstanding 
new series by J. Charles Dergins. Seldom does a ready-cut group- 
ing offer such superb construction and individualized styling. 
Handsome two-tone walnut wood finishes . . . handsome cane 
paneling on desk front . . . distinctive “contour” hardware with 
new brushed-silver finish. An impressive addition to top-flight 
executive offices! 


WRITE TODAY FOR 
NEW CATALOG 


AND DETAILS OF 
INDIANA'S PROFIT PLAN 
BACKED BY OVER 

50 YEARS OF SERVICE 














Your Guide to 
FACT CONTROL 


for All File Systems 





PENDING 


CTING SIGNALS 


METAL PROJE 
lock on slotted card 




















Nu-Vise 


METAL PROJECTING SIGNALS 


for all vertica| records 














GNALS 





METAL S! 


ble records 

















for all vis! 















TRANSPARENT SIGNALS 
for visible Systems 























Crimpgraf 


TRANSPARENT 
CRIMPED SIGNALS 


for protected visible 

















also 


MAPTACKS and MAP FLAGS 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 
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trength’’. Remember, that when the days are ro 
+ 
So long, now it’s on to Chicago for the National where 
rll see a lot and like what yor é and hear. Inquiring 
ither and n looks like a goodly mbe f dealers and trav- 
lers plan on attending this really big v? Son | ride the 
train, ot ill fy or drive, mayb n hitcl k what's 


ust be there 


- 

Stimulator: Ever feel lite is a | th roa ire we 
vave, but here a revolting thought ife expectan at birth 
n India is but 32.1 years. In this good old S 9.5 years 
So just str gle on buddie, it’s not 

Ad 
Diebold Purchases Canadian 
Plant of Herring-Hall Marvin 

Raymond Koontz, president of Diebold, In innounced com- 
pany’s acquisition of all the capital stock and nufacturing 
facilities of Herring-Hall-Marvin, Lt of Canada 

Herring-Hall-Marvin, Ltd., located at 4 Peters St loronto, 
Ontario is successor to Goldie-McCullough, Ltd f Galt, On- 
tario. Goldie-McCullough, one ot pioneers e ifeé in- 
lustry, was established in 1875 and for 72 years inufactured 
ind sold safes, chests, insulated files and bank vault equipment 
xtensively throughout Canada. In 17 Herring-Hall-Marvin, 
Ltd., succeeded the operation and ntinued as a mary man- 


facturer of bank protection products. Under Herring-Hall- 


Marvin, Ltd. the company was directed by Arthur H. Lambden 
ind Leonard Foden. Both men will continue with the company, 

At a meeting of the directors held in Toront e following 
yfficers were named to head Diebold’s affiliat Raymond 
Koontz, president; A. W. Jackson, e-president; Arthur H. 
Lambden, vice-president; Leonard Foden, neral manager; 


F. D. Robinson, vice-president and treasurer; D. A. Crawford, 
secretary and assistant treasurer; Hamilton J. Stuart Q. C., as- 
istant secretary; Dorris Miyasaki, accountant James G. 


Grierson, purchasing agent. 

Diebold, with general office nd principal factory located 
n Canton, Ohio, has served its Canadian bank customers for 
nany years through the well established 78-year-old Ahern Sate 
Co., Ltd. of Montreal, headed by Walter J. Ahern. Mr. Koontz 
stated that the Ahern Sate Co. ill yntinuc sociation 
with Diebold in Canada. 

Mr. Koontz also indicated that plans tor the nstruction of 


modern and well-equipped manufacturing plant in the To- 
ronto area are underway. This plant will manutacture the com- 
plete product lines of Diebold, Inc. and Herring-Hall-Marvin, 


etter serve 


Ltd. of Canada and will enable the mpanies 


their Canadian customers. 


Bates’ Indexes Displayed at Brussels... 





Two Bates telephone indexes, the Cavalier and the Pencilist, 
are now on exhibition in the American pavilion at the Brussels 
World Fair 

f The Bots 


Pencilist were selected by a committee of well Known industrial 


was announced by C. Edwin Williams, president 
Manufacturing a Both the Cavalier and the 


jesigner na interior decorators as representative f American 


products tnot sn wed good stylir 3 ] design valu 
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THE BIG DIFFERENCE IS 


No. 635 
SYNCRO.TILT 
POSTURE CHAIR 





No. 6 
SIDE ARM 
CHAIR 
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MODERN STYLING y 





LAS 





( 


NEW M& 6O0O-LINE CHAIRS 


BETTER BUILT FOR BETTER BUSINESS 


Smart, distinctive styling for today’s efficient offices. The 


4 600-line chairs are contemporary . . . upholstered in rich 


\ textured fabrics, leathers or naugahydes. Quality built 


to offer the finest in office seating. 


ALL-STEEL 


Put these new style leaders to work in your display room. You'll 


find immediate interest which will result in profitable sales. 


ME orrers A COMPLETE LINE OF OFFICE SEATING - 
400, 500, 600 (SHOWN HERE), 700, 800 AND 900 CHAIR 


SERIES AND QUALITY OFFICE FURNITURE. 


Write for complete information. Franchise may be open in your community. 





EQUIPMENT INC. aurora, iLLINo!Is 
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u 
efficiency 

at your. 

ingertips 






MORRIS 
SAFE-T-SET 


Smoothest writing 
pen and ink set. 


Can't leak or spill. 
Holds 2 full oz., $) 
easy to fill. 


MORRIS ee a 
at. 


MEMO HOLDERS ne eee i 





Keeps memos 
neat and handy. 


With or without 
ball point 2) 
en attached. 
, ~ 











MORRISHARP 
ELECTRIC PENCIL 
SHARPENER 
Starts automatically. 
Stops cutting when 
pencil is perfectly b) 
sharpened. Med., &*-~- 
fine, ex. fine points. 





MORRIS ' 
ASH TRAY 


Big, sales-meeting 
size, with 


removable glass 
liner. Matches %) ; 
modern office decor. ; 





MORRIS 
PHONE REST 


Frees both hands. 
Easily attached and 


adjusted. Fits all 
phones — either $) ; 
shoulder. 





MORRIS TRAYS 
— LETTER 
& LEGAL 


Rear suspension 
gives easy access. 
Stack to any 
desired height. 


Ask your stationer for these 
MODERN DESK TOP ACCESSORIES 


BERT M. 


DEPT. —E 8651 WEST THIRD ST., LOS ANGELES 48, CALIF. 


WRITE FOR FREE CATALOG. Write today for the Bert M. Morris 
Co. 1958 catalog of modern desk top equipment. You will find 
it a big help in your office planning. 
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13th District Notes 


Milton Stone, Correspondent 
320 Broadway, New York 7, N.Y. 





Irving Lasner, the very popular head of the office furniture 
department at Goldsmith Bros., has returned from an extensive 
tour of the nation, praising the many beautiful, areas he visited 
with his charming wife. 

. 

Sidney Saxe (Saxon Paper Co.), always anxious to give good 
service, has just installed a complete IBM department with 
which the firm can still further expedite shipments 

~ 

Carl and Irving Judkoff are to be complimented on the fine 
face-lifting job they have just completed in modernizing their 
store, the Cantigny Stationery & Printing Co., at 2 West 33rd 
St. 

- 

The many friends of Ben and Murray Wertkin (Driver Desk 
Co.) extended their condolences on the passing of their dad on 
August 20... . the same day saw the untimely demise of Louis 
Blank (A. Blank & Sons) while vacationing at Provincetown, 
Mass. Our sympathy to ‘CHICK’, his brother, and the other 
members of the family .... and, once again, sad to relate, the 
grim reaper struck on that same date to claim Rueben Gold- 
smith, a founder with his brother of the far-famed Goldsmith 
Bros. firm. Many old-timers mourned his loss. 

+ 

The Offureps Club of New York is running its third big of- 
fice furniture show March 20 to 23, 1959. It will be known 
as the Eastern Office Furniture Show and promises to be even 
more successful than its two predecessors. Pres. Burnham 
Mathews has designated Ed Golden and Arthur Foley to serve 
as co-chairmen of this important event 

Another exhibition, the Eastern Commercial Stationery Show, 
at the New York Trade Show Building October 25 to 28, ap- 
pears to be in the bag. Carl Judkoff and I are serving as co- 
chairmen and are most happy to announce that the number of 
manufacturers exhibiting now exceeds the 1957 figures by 50% 
and exhibits are still pouring in. 

* 

Charles Nathan, New York Area chairman of NOFA, and 
your correspondent, who serves as activities’ chairman, have 
held several well-attended committee meetings to lay the 
groundwork for the forthcoming Area Conference scheduled 
for November 9-12 at the glamorous Grossinger Hotel. 

Special rates will be in effect, and since a holiday falls right 
in the middle of these dates, a heavy attendance is expected. 
The New England Area is joining with us and will be sending 
a big delegation. All those who attended the Grossinger’s either 
for the conference last November, or for the Region 13 con- 
vention this past June, have, without exception, had nothing 
but praise for this wonderful resort. They are all welcome to 
join us for another wonderful visit there this fall 

= 

Please don’t complain if we don’t. print your news. You 
must send it to me first if you want to pass it on to your 
friends in the office furniture and stationery industries. So send 








it along to me. 


Bush Appointed Bulman Specialist 


Irving C. Folger, executive vice-president of The Bulman 
Corp., has announced the appointment of Harry E. Bush as 
The Bulman stationery and gift store merchandising specialist 
for the states of North and South Carolina, Georgia, Virginia, 
northern Florida and eastern Tennessee. 

Recognized nationally as a leading designer, Bush’s installa- 
tion for Harper Brothers, Inc., Greenville, S. C., earned the 
National Stationery & Office Equipment award for the best 
modernization program of the year 

Mr. Bush's outstanding results in the stationery and gift 
store field have prompted his appointment as the Bulman spe- 
cialist for these states, Folger said 

Mr. Bush's office is located at 5501 Closeburn Road, Route 


», Charlotte, N. C 
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RECEPTION ROOM, COLUMBUS & SOUTHERN OHIO ELECTRIC COMPANY ARCHITECT, EDGAR 1. WILLIAMS, F.A.1.A 


3 Beauty and Utility go hand in hand. . . with Colovin Vinyl Upholstery 


This avant garde office “home” for 1000 electric utility employees is as livable 


angesee™ within as it is striking without. The decorative, and utilitarian, keynote 
throughout all nine floors is Colovin vinyl upholstery. Notice the colorful Donegal pattern 
in the reception room above... plush contrast to the clean-limbed contemporary Monarch 
chairs. Decorators traditionally specify Colovin for its style leadership in vinyl fabrics. 


° ° ° ® 
Please write for the name of your nearest distributor and samples of 


COLUMBUS COATED FABRICS CORPORATION, COLUMBUS 16, OHIO 
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MORE)\\) MOREA OMORE 


sales ammunition for Burroughs dealers! 


the revolutionary M&\ 
plastic-base Nu-Kote 
carbon paper. It’s set 
ting new sales records 
every day! 


a new and high-quality Burroughs cash 
register at a new low price—also $198.50 
(plus applicable taxes). Accurate, hand- 
some and durable —a true value that will 
bring big sales! 


a new bargain-priced, electric Burroughs 


ten key adding machine, retailing for just 
$198.50 (plus applicable taxes). It’s true 
Burroughs quality with many de luxe- 
model features! 


the expanded line of Burroughs ten key adding 
machines now available to dealers, including 
models with capacities up to a billion dollars. 
Now there are ten key adding machines 
satisfy every customer need! 





That’s how Burroughs is giving all-out sales support to dealers! New products 
for new markets, competitively priced to send sales soaring. 


Now Burroughs dealers have something for everybody—from bargain specials 
to de luxe models. How about you? Whether or not you already handle 
Burroughs products, look into this lucrative profit picture from all angles. 
For full dealer information, write Dealer Sales Department, Burroughs 


Corporation, Detroit 32, Michigan. 


Burroughs adding machines and cash registers. 


See us at the NSOEA Convention, Booths M-12, 13 


Burroughs—-TM 
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14th District Notes 





AL BAUGHER, correspondent 
11707 Sunset Bivd., Los Angeles 49, Calif. 


Uul july 


and Bob 


those present 


attended 
Among 


isiness well 


meeting 
a real humdinger. 


Was 
Lauterjung presided at 


were some mighty fine debaters and deep thinkers. Such old 
timers as George Morgan, Willis Malone, Harold Bass, Ben 
Vorack and Jim Montgomery can really liven up a meeting 
for the young bucks like Bud Spangler, Jim Hough, George 
Frey and Loyal Carlon. Dean Despie and myself had fun just 
listening. Poor old Stew Anderson had to keep notes on the 
proceedings 
[This we do know: Loyal Carlon, our treasurer, has a nice 
yank balan nd the bills are paid. George Frey lost $2.41 
unning a golf outing which was enjoyed by 60 people present 
George has two more get-togethers planned—one more golf 
lay, probably in late October, and a dancing party to be held 
in Ocean Park, the music to be furnished by Lawrence Welk 
Che 1g was a success. No one made any motion to 
spend mor Uncle Ben finally rapped the table and the 
meeting was d 
* 
Mickey Ingalls at The Brown Shop in Pasadena is the proud 
father of a girl. Mrs. Ingalls and baby are doing fine 
7 
Jack Polster attended our July 14 meeting. Jack, who bucked 
years, came to say hello. Jack was right 


for Wilson Jones for 


proud of hi ynorary membership in the 49ers Club. 
Essly Grissam has taken over the management of the South 
Bay Oftice Supply in Hermosa Beach 
* 


Vacations . Travel News ... Men Working 


Recently, our president, Bill Lashbrook, has been on an ex 
tended trip north and east. Bill missed a few of our outings 
and a couple of the meetings, and most of us missed Bill. 
Dick Mulhaupt admits to being in a rut Every year he and 
the family head for Balboa. Pete and Marie Masterson have 
scraped, painted and refinished most of the boat. The cabin 
eiling is all that’s left to be done Jimmy Montgomery 


the hot months in the 


i Northwest. Jimmy had 
vacation plans blasted only because he couldn't find a salesman 


to give him a hand. Gerald Jones of Leisurecrafts will head for 
La Jolla. Vern Vallett, Stationers Association president, did his 
ucation exercises in Arizona. Val has a jeep and an under- 
standing wife who is willing to help him rough it Larry 
Walters, the merchandiser at Barnum and Flagg, has a jeep 
too. Larry spends his free time in an unusual way—searching 
for ghost towns. And, believe it or not, he has found a few 
that even Palidin and the Maverick Brothers overlooked 


Harold 


This trip for the 


Tiernan and his wife are Europe this year 
an economy 
Borgward station wagon when he 
thousand dollars or so by this 


traveling George Culopp, who 


going to 
Riverside machine dealer is 
Tiernan expe to pick up 

rives in Europe. He 


like 


move 


Saves a 


and | qaoes 


works all y elping youngsters to grow up, has at this mo 
nt b on a camping trip to Catalina Island 
* 
Pat O’Connor, who is now associated with Dennis Printers 


in Santa Ana, is a real honest to goodness Kentucky Colonel. 


And not so long ago Pat was a governor too. Pat was an active 
part of the District Five doings and tells about his becoming 
a Colonel during the days of Ruby Lafoon. It seems that Pat 

ok an order to print 15,000 of the forms used for commis 


sions. His friend Ruby decided that Pat should be honored 
for selling such a big order and promptly made Pat an “aide 
i¢ imp So on your next visit you may use one of three 
s of greeting: “Governor, Colonel, or just Hi Pat’ 
” 
Our first baseball party was a success for 60 friends who 
attended. It was an enjoyable evening for Pitcher Lew Burdette 


one a bases 
the Joe Davis family and 
We had an opportu- 
Cecil Risch, 


hilled the fans with two homers, 

Hatten family, 
Bob, and dad Carl Teele attended. 
nity to visit with Rudy Elias, Furman Gomez, 


vho thrilled 
ee 


aded deal [he 


John, 
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FAMOUS FOR 


COMPONENTS 
WORKMANSHIP 


PERFORMANCE 


















PRECISION 
ENGINEERED 
FOR LASTING 


Service-Ubilty and 
Lah ly 





Tend Sting 


FUNCTIONAL 
FLUORESCENT 


i AND 
INCANDESCENT 
LIGHTING 

FOR 

HOME AND 

» OFFICE 


ONE DEPENDABLE 
SOURCE FOR ALL 
YOUR DESK LAMPS 


Heme 


LITE PRODUCTS CO. 


Congers, New York 









WRITE FOR 
CATALOG 
ILLUSTRATING 
THE COMPLETE 
ACME LINE 
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VINYLITE PLASTIC 
LABEL HOLDERS 





“will not warp, curl or crack” 


SO EASY TO USE 


1. SNIP—You can cut to the desired. size, 
easily and quickly. 






2. STRIP—Remove  back- 
ing to expose the acti- 
vated adhesive. 


3. STICK—Apply with finger pressure. It 
sticks permanently to metal—wood—cork— 
glass—plastic—any clean surface. 


4. INSERT—Insert label or 
card. It's open on three 
sides for your conveni- 
ence. 





HUNDREDS OF USES 


You can enjoy neat attractive 
labels anywhere in office, factory 
or home. 
on desk trays 
library shelves 
display units 


AVAILABLE IN 3 SIZES 


Ten 6” strips per package— 
PS-%r a” x 6"—PS-% %" 
x 6"—PS-1 1” x 6” 

Special Sizes on Request 


CONVENIENTLY PACKAGED 


In individual plastic packages, | 


including both Holder and Label | 
Cards. FOR SUPER MARKET 


FOOD SHELVES 





cabinet drawers 
storage shelves 
parts bins 


FOR AUTO DEALER 
PARTS BINS, ETC. 








Available from your Office Supply Dealer or for information write to 


Office Products Ine. 


26029 W. 8 Mile Rd. ¢« Detroit 40, Michigan 
Canadian Distributor 

The Luckett Loose Leaf, Limited 
Toronto 14, Ontario 


West Coast Distributor: Arch K. Ansty 
171 2nd St., San Francisco 5 





Territories available for Dealers and Distributors 
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Eddie Machado, his guest, the Ben Voracks, Ralph Maneval 
Tom Olsen, Wes Carter, his wife and their friends. Behind us 
sat the Jim Houghs, Jim cussing up a storm. Christine Spak, 
minus Max, but with a girl friend, enjoyed the game. In an- 
other section of the stands we spotted the Waldvogels, Roe 
Powell and Bill Garvai. Bill Hillis and his wife sat closeby 
and gave their support to a losing Dodger team. George Frey, 
who planned this party, did the usual fine job 
2 

Charles M. Mortenson will be one of Bob Lauterjung’s key 

speakers at the Sales Rally next January. As you know by now 


Mr. Mortenson is the present general manager of NSOEA. 
& 
GOLI DINNER DANCI CANDLEWOOD 


COUNTRY CLUB, FRIDAY, JULY, 25 WHITTIER, CALIF. 


Our summer golf tournament and dinner dance was a big 
success. It was well attended—everyone present had fun and 
there were prizes galore. Golf awards went to Paul and Gladys 
Schmits, Jack Kellogg, Rose Montgomery, Bob Lauterjung, 
Gini Anderson, Vern Vallett, Bill Hillis, Roy Morgan and Jack 
Sproat. Door prizes were given to Jan Peck, Carol Hanne, Dick 
Kirpatrick and the lucky, lucky Marie Masterson, Bob Lauter- 
jung and Roy Morgan. 

We had a dance band of modest ability and had it not been 
for Jimmy Montgomery, golfer, hail and hearty fellow, taking 
over the microphone to do a bit of good old-fashioned singing 
with a beat we wouldn't have had a dance. Jim taught the 
boys in the band how to play with a real Dixieland style 

* 

Mr. & Mrs. Don Hopper of Hopper’s Office Furniture Co.,, 
Glendale, attended and Don took a moment to tell the group 
of the SCOFA show. Again, George Frey scores with a good 
party. Folks from all over the area came to this session 

3. 

NEW MEMBERS of G.S.T.C. are Roy Mason of National 

Blank Book Co. and Lee Trent of Fisher Pen Co 


* 
Watch for the announcement “DANCING WITH 
WELK.” 
. 


Harry Allen, a friend from way back yonder, is easy to find 
and visit with if you stop in Pomona at the big Stockwell 
and Binney store. Every time we see Ward Bond on TV in 
the Wagon Train story we are reminded of friend Harry 
Harry is thinner and still has that cat like walk. We wonder 
how many times Ward Bond has been asked if he was Harry 
Allen and vice versa. 

° 

Speaking of look alikes, Gentleman Bill Geisel has a twin 
in Rich Halbert . . . To Ruth Geisel we hasten to explain that 
the reference to her husband as Gentleman Bill is based on this 
fact. After you and Bill left our table the other night those 
remaining voted your husband the title of ‘‘Gentleman.”’ The 


vote was unanimous. 


- 
Morrie Nussbaum, who operates Mars Stationery on Pico 
had to visit Culver City Hospital . Morrie strained and 


injured himself while working around the house. He is recov- 
ering and should be at work soon. When Morrie’s son told 
me of his dad's injury the first thought that came to mind 
was that Morrie had hurt himself playing softball. Morric 
pitches for a team that plays each Sunday out at La Cienaga 
Slapsie Maxie Rosenbloom is a fellow teammate. We hops 


Morrie keeps right on pitching and leaves the house and yard 
work to the younger generation 
© 

Clyde Davis, who won a Salesman Sammy Award last time 


out, is the new buyer at Forrest Stationery, Santa Monica 


Roll Boy imprinter Available from Germany 

The Roll Boy multicolor imprinter, previously introduced by 
several U.S. firms to this country, is now available on direct 
import from Roll Boy Division, Eckard Muller-Zauleck, 27 
Hauptmann Boese-Weg, Bremen, Western Germany. This 1s 4 
device which gives impression on any porous surface in up to 
four colors. The marking device fits in the palm of the hand 
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Lie FL aluminum chairs by Globe-Wernicke 
put you on top of the world ! 


Fine-Rest aluminum chairs send profits up . . . because 
they're tops with so many fine features. Like No-Sag 
springs, foam-rubber cushioning, just-right height ad- 
justments. What’s more, G/W Fine-Rest chairs give you 
an advantage with streamlined styling . . . plus the larg- 
est array of decorator colors in the industry! Yet—these 
“luxury class” chairs, made of long-life aluminum sell 
at moderate price. From office boy to president, there’s 
a Fine-Rest chair to seat everyone . . . among the com- 
plete Globe-Wernicke line! Your copy of a beautifully 
illustrated brochure on Fine-Rest chairs is available on 
request. 


@eeeeseeoeeae2ee8 
@eeeseoeseedese 


If you are not a Globe-Wernicke franchised dealer, it 
will pay you (in terms of greater sales potential) to 
investigate Globe-Wernicke’s complete line of top-flight 
products—including office furniture, files, supplies, and 
filing systems. Why not write for full information today? 


CINCINNATI 12, OHIO 


remember... success depends on the strength of your line 


“Fiaekeit” 


.. America’s 
standard of 
business 
seating 








| 
| 











The Spotlight of the National 


Business Show 
Will be Centered on 


SECTION 221 
BOOTHS B C D 
New York Coliseum 
October 20-24 





Where OLYMPIA will show exciting new 
models you cannot afford to miss 


Make sure to visit our booths 
For the trends ahead see OLYMPIA 


Nation wide sales and service by au- 
thorized Olympia Dealers 


Ask your Olympia dealer for a demon- 
stration today 


Writes BEST of all... 
Because it’s built BEST of all. 


OLYMPIA DIVISION 
INTER- CONTINENTAL TRADING CORPORATION 


90 WEST STREET. e NEW YORK 6, N. Y. 
TT 
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Canadian News 





Our Industry Across the Border 
By Special Correspondence 


P. G. Larter has been named secretary of the Toronto Con. 
trol of the Controllers Institute of America. He is comptroller, 
National Cash Register Co. of Canada, Ltd., Toronto. The In- 
stitute, established in 1931, is a non-profit management associa- 
tion of controllers and finance officers from all lines of busi- 
ness. Total membership exceeds 4,800. 

a 

Mark M. Alcock has been appointed Ontario sales manager 
for Stencord, a division of Trans-Ocean Trading, Inc., Toronto 
He was formerly with Sonograph, Ltd., Toronto. 

© 

Appointment of Jacques Gadbois as manager of the Montreal 
branch of Victor Adding Machine Co. (Canada) Ltd., Galt, 
Ont., was announced by Theo. L. Fox, vice-president and general 
manager. Mr. Gadbois has had many years’ experience in the 
office appliance field in Montreal territory. Mr. Fox also re- 
ported that his firm was introducing a long-term leasing pro- 
gram for its line of calculators, adding machines, cash registers, 
and so on. ‘The ever-increasing trend by business toward leasing 
equipment prompted Victor in Canada to extend this service to 
this phase of the equipment field,” he said 

e 

Weapons with which the modern office manager is able to 
wage war against time and space come from the office supply 
industry, Bruce Goulet told a North Bay, Ont. Rotary Club 
meeting recently. The owner and manager of Bruce Office Sup- 
ply, Ltd., in that city, Mr. Gonlet detailed advances in the in- 
dustry’s products to the club’s membership 

* 

Guelph Elastic Hosiery Co. Ltd., Guelph, Ont. manufacturers 
of a line of specialties handled by Canadian stationery stores, 
has a new owner and president. He is Hugh K. Kent of Toronto, 
former vice-president of marketing for Warner-Lambert 
(Canada) Ltd., Toronto. Directors of the company are un- 
changed. They are: George L. Cartledge, vice-president; R. D. 


Clendenning, vice-president — sales; E. Whelan, vice-president 
- production, and Mrs. M. Gibson, secretary-treasurer. 
. 


Apeco of Canada, Ltd., Toronto, has acquired new head- 
quarters on Dorchester Ave. in that city. Firm is a wholly-owned 
subsidiary of American Photocopy Equipment Co., Chicago, 
with Frank De Maio as general manager. New structure will 
offer facilities five times greater than firm's present location on 
Park Lawn Rd. Mid-September was occupancy due date. Mr. De- 
Maio simultaneously announced the appointment of David M. 
Zand as director of advertising and sales promotion for the 
Canadian company. Included among Mr. Zand’s duties will be 
maintenance of close liaison between the firm’s sales force and 
customers 

ra 

A new two-story plant for Underwood, Ltd., in Canada will 
be located on Don Mills Rd. in suburban Toronto. Preliminary 
architects’ plans reveal the new structure will give the company 
85,000 square feet of floor area. 

2 

John V. Powell, manager, tapes and related products division, 
Minnesota Mining & Mfg. of Canada, Ltd., London, Ont. re- 
ported that more than 100,000 artistic Canadians were expected 
to enter a new, national ‘funny face’’ contest being staged as a 
promotion by the firm. Prizes totaling $7,500 will be awarded to 
407 winners. Dealers are participating in the promotion 

s 

Al J. Feheley, secretary-treasurer, Commercial Stationer’s As- 
sociation of Toronto, announced the following meeting schedule 
for the fall-winter season. Dinner sessions will be held at the 
Albany Club in downtown Toronto on Sept. 18, Oct. 16, Nov 
20, Dec. 11 (Christmas party); Jan. 22, Feb. 19, March 19 
(annual meeting), Apr. 23 and May 21. Group's annual golf 
tournament was held mid-September at Cedarbrae Country Club 
in suburban Scarborough. 

® 

H. J. Vanderwal has been appointed manager of the Halifax, 

N. S. branch of Victor Adding Machine Co. (Canada) Ltd., 
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64,000 QUESTION 


It might be even more. In any event, 
it’s a question you should ask every 


office manager on whom you call 


The question, simply stated, is this: 
“If you had a disastrous fire, would 
your records be safely preserved to 
substantiate your insurance claim?” 


ee ee Bec = 








It’s an important question—more important today than ever 
before, because fire losses in the nation are increasing and 
loss of records is estimated to represent THREE TIMES THE 
~ PROPERTY LOSS! 
eee - A business house may have complete coverage against fire 
acanties ree i am fie . on its building and contents. It may even have business 
the many styles and sizes in the interruption insurance. But if its records are not completely 
Herring « Hall « Marvin line. protected it is actually playing with fire. Two out of five 
companies go out of business within six months after records 
are destroyed by fire. 

Point out these facts to your customers. Remind them that 
insurance doesn’t cover records—that most insurance com- 
panies require records to support claims. Ask them the 
challenging question stated above. You'll be pleasantly 
surprised to see how many real, live prospects for fire-resis- 
tive safes and insulated files you will turn up. 


























CATALOGS ON REQUEST. Just off the press — 


° vs 
yi % new catalogs on H.H.M. 4-hour (A" label) 
ERRING HALL MARV Safes and H.H.M. Money Chests. Also available 





This modern Herring « Hall » Marvin 
Insulated File provides dependable 
protection for records at point of use. 
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— catalogs on ‘B"’ and “C” label safes. 


HERRING-HALL*MARVIN SAFE COMPANY 


Hamilton, Ohio * Builders of the U. S. Silver Storage Vaults at West Point 
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For the most important seat 
in an executive's life... . 


SENG ACTION CONTROLS 


Executives — and indeed all office personnel 
— spend far more time in their office chairs 
than in any others. Remind your customers that 
they deserve the best — chairs with Seng Action 
Controls providing the comfort and firm sup- 
port that reduce fatigue and step up efficiency. 
The Seng line features such basic models as the 
Syncro-Tilt for executive posture chairs and the 
Style P for secretarial posture chairs, as well as 
Style V and G controls for regular tilting chairs 
with or without arms. 


Advanced engineering and design incorporate 
such features as life-time Nylon bushings and 
bearings, and easy-to-adjust height and tension 
controls. Precision workmanship assures lasting 
satisfaction. 


You'll please your cus- 
tomers and build repeat 
business by featuring 
Seng fixtures. 





Seng Syncro-Tilt Control 


The ENG Comaany 


CHICAGO AND LOS ANGELES 
General Office: 1450 N. Dayton St., Chicago 22 
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Galt, Ont. Mr. Vanderwal was formerly branch sales supervisor 
at Ottawa, Ont 


- . 

Bryce Ruhnke has been appointed sales 
representative tor Eagle Pencil Co. Cana- 
da, Ltd., Toronto, it was reported by sales 
manager Ross Imrie. He will now service 
accounts in Toronto territory with Keith 
Macdonald. With the firm three years, 
he has been covering northern and eastern 
Ontario districts. He was born and edu- 
cated in Guelph, Ont., moving to Toronto 





race Rubnke ; some _— ago. He is married 

Peter Brisbois recently completed a summer training stint 
with Challenger Manifold Corp., Ltd., Toronto. He is the son 
of Edward J. Brisbois, the firm's president. In his fourth year 
at St. Michael's College high school in Toronto, he is a sports 
enthusiast, member of the Leaside Baseball Association and also 
active in community hockey circles. 

* 

Garrett Roberts, president, Weldon Roberts Rubber Co., 
Newark, N.J., who died suddenly recently as the result of a 
heart attack, was well known to Canadians in the industry. 
Firm is represented in Canada by Ben Sanders Co. Ltd., Toronto. 

. 

Vancouver branch of Royal Typewriter Co. Ltd., 
is now located on West Broadway in the west coast metropolis. 
e 
Deaths in the Canadian industry recently: George R. Smith, 
former president, Instruments (1951) Ltd., Ottawa, Ont.; S. J. 
Black of S. J. Black & Co., Peterborough, Ont.; Robert D. 
Euler, president, J. C. Jaimet Ltd., Kitchener, Ont.; Harold 
Dawson, former head of W. V. Dawson Ltd., Montreal; Wil- 
liam Henderson, vice-president, Henderson Brothers Ltd., To- 
ronto; Mrs. Maurice Blaney, wife of one-time manager of Sault 
Stationery, Sault Ste. Marie, Ont., and more recently of David 
Spencer Ltd., Vancouver, where he was head of the stationery 

department for many years. 


Montreal, 


3 
Happy Event Department: Mr. & Mrs. Bill Adams, Gregory- 
Cartwright Stationers, Ltd., Winnipeg, reported arrival of a 


daughter; Mr. & Mrs. Doug. Mathany, Mathany-Hunter Office 
Equipment Ltd., Sarnia, Ont., a daughter; Montreal, Mr. & 
Mrs. C. Leslie Robertson, Granger Freres Ltd., a new grandson 
Marc Andre Dube. He is the Robertson's fourth grandchild 
a 
Having disposed of her interests in the firm of Wm. Tyrrell 
Ltd., Toronto, Phyllis Atwood has retired after 34 years with 
with the company. The firm continues to operate under the 
Tyrrell name though it is now owned by the W. H. Smith & 
Son, Ltd. chain in Canada. 
6 
Business advances: Now in modern new quarters providing 
needed room for expansion is the Regina, Sask. firm of Central 
Press, Ltd. In new downtown Toronto site, the associated firms 
of Donin Co., Ltd. and Accountants’ Supply House, Ltd. In 
Edmonton, Alta., Commercial Printers, Ltd. has moved to 
larger quarters in the city’s downtown area. E. S. Roper heads 
the firm along with a son, Lyall Roper 
wo 
Retail Merchants’ Association and the Canadian Wholesale 
Council have undertaken a joint campaign across Canada seek- 
ing a return to “orderly marketing.’ Campaign was launched in 
Vancouver recently before some 150 dealers, wholesalers and 
manufacturers. David A. Gilbert is general manager of the 
merchants’ group and Joseph T. Crowder, secretary-manager of 
the wholesalers’ body. Main objective is the repeal of Section 
34 of Canada’s Combines Investigation Act which would mean 
removal of restrictions on the manufacturer controlling his own 
marketing policy. Its removal would return to dealer, whole- 
saler and manufacturer complete freedom to “‘rid business of 
all the opportunist gimmicks that have developed since its im- 
plementation,” according to Mr. Gilbert 
He said the methods of the professional price-cutter and 
the far-reaching effects their tactics had on consumers as cus- 
tomers, wage earners and operators of business firms “permitted 
a few retailers to bring consumers some bargains but only 
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ACCO PRODUCTS for 


Last months of the year! It should be your best 
season for ACCO Products sales! New filing supplies 

in quantity—and TRANSFER TIME coming up! 
Time to Refresh Your Memory, go over your stock 
and the ACCO Catalog, note all the items that con- 


tribute to better end-of-the-year business. 


There just is no substitute for Acco at Transfer Time 

users of Accobind Folders get the job finished in 
double-quick order—slip out the old, slip in the 
new—and what could be more economical or dur- 
able for permanent storage filing than Accopress 


Binders (2-piece covers ) ? 


See Your Catalog 


ACCO PRODUCTS 
A Division of NATSER Corporation 
Ogdensburg, New York 


In Canada: Acco Canadian Co., Ltd., Toronto 
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ACCOBIND FOLDERS—Hord, smooth, genuine pressboard for 
utmost service. Equipped wih Acco Slideway—invaluable at 
transfer time because it makes possible withdrawal of bound 
popers from the folder and its continued use simply by inserting 
co new Acco Fastener and Index Sheet. 5 colors in many styles 
ond sizes. 





ACCOPRESS BINDERS—wMost versatile and inexpensive loose 
leaf binding for everyday filing or permanent storage. Made 
of genuine pressboord. Side or end fastening in al! styles and 
sizes. Choice of 5 colors. Capacities up to 6*’. 











ACCO FASTENERS—tThe foundation of the ACCO System, in- 
vented by Acco and made in more than 50 styles ond sizes with 
centers from 234," to 8'/2'' and capacities from 1°’ to 6°*. 
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tradivaro 
Line 


FINE 
CABINETS 








Cottonsmith 





The Typewriter Group (Group 7) 


“she BY 


= 


The Corner Utility Group (Group 3) 


Fine Style 
Superior Construction 
Space-Saving Utility 
SPACE AGE Office Desks 


Cottonsmith desks offer you high style without sacrificing the 
utility essential to efficient work areas, or the adaptability to 
accommodate re-arrangements . . . plus these superior features: 








ATTENTION DEALERS! 


You can store eight of these desks in 

the space required by 3 ordinary desks. 

Also, it only takes one man to deliver 

a complete ensemble .. . and only 45 

minutes to set it up as your customer 
. desires. 
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The Executive Group (Group 5) 





@ Each component part is a separate unit. This provides flexi- 


bility of arrangement for quick assembly in the office and 
easy re-arrangements when desired. 

Case bottom panels integrated with posts, side and back 
panels. Solid walnut and walnut veneer. Panels 13/16” thick. 
Exclusive pulls provide plenty of finger space. Leg ferrules 
are heavy, solid brass. Nylon-based self-levelling glides pre- 
vent rust or scratching. 

Hardwood core veneer holds screws securely. All attachable 
fittings are tempered steel. 

All drawers on nylon glides. File drawers center-trolley sus- 
pended on Cottonsmith-designed steel track. 

Tops and panels of colorful, practical Masland Duran Clad, 
the scuff resistant easy to clean vinyl, or select walnut optional. 


Immediate shipment from factory inventory. Write for complete 
details on this distinctive line . . . a truly outstanding buy 
in office desks. 


COTTO NS M IT H FURNITURE MFG. CO., INC. 


Plant 1, Post Office Box 4628, Winston-Salem, North Carolina 
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poral f it the expense of other dealers and manuta 
1 profitless prices as “no bargain to Canada 
They impair our distribution system by 
blunting the incentive to sell. They 
guarantee a declining volume of sales 
which means declining production and 
greater unemployment 
* 

J. L. Rapmund, general manager, But 
roughs Adding Machine of Canada, Ltd 
Toronto, has been elected to the board 
of directors of that firm and of Bu 
roughs Machines, Ltd., Windsor, Ont 
With the organization 34 years, he has 





J. L. Rapmund 


been in mat nt positions in the Canadian company since 
1932. He 1 native of Australia. He join Burroughs’ sales 
taff in 1924 New York. Currently he is affiliated with the 
Canadian Manufacturers’ Association, the Canadian Chamber: 
of Commer: and the Canadian Office Equipment Manufa 
rs’ As tior 
am 
Appointment of R. Stephenson as sales 
rvisol f Smith-Corona (Canada) 
Ltd., Toront lucational division, has 
announced by W. R. Woodrow, 
sident. H been with Smith-Corona 
3 years n formerly headed _ the 
table ty vriter division. His new 
t1es ik responsible ror all 
ool sales activity in Toronto and area 
His successor in the portable division is 
: : 
D oe vho has been with the R. Stephenson 


Jack F. Troy Plans New Activity 


Jack F. Troy, owner of Troy Desk Co., Cleveland is liquidat 
t! f f hich he has operated tor 51 2 years and plans 
Miami. Meanwhile, his address remains as 

1015 Su Road, Cleveland 18, Ohio. Mr. Troy proposes 
operate a manufacturers representative covering a group 
southeastern states. Age 33, Mr. Troy has had 11 years of 
furnitut xperience. He desires to hear from office 
niture manufacturers seeking representation in the south 


Mobile Unit Proves a Roving Ad... 





Mounting a business machine atop his delivery unit makes the 
tation wagon of a Tampa (Fla.) dealer his “‘calling card 
There no mistaking the business advertised by this roving 


hoard 
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For-the-most in filing supplies, 
investigate the wide selection 
of Barkley file guides, file folders, 
and filing supplies. You'll find 
that only Barkley has the file 
guide or folder to suit every 
=, filing need in any business. 
: File guides in all standard sizes 
and materials; over 200 
different file folders; plus report 
folders, index cards, labels and 
many more filing supplies. | 
See us at the 
NSOEA Convention 
— Booth 45 










Serving 
Stationers 
Since 1921 


Cc. L. BARKLEY & CO. 


1220 West Van Buren Street . Chicago 7, Illinois 
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URORA STEEL 
PRODUCTS 


COMBINES (/i//i/y MERCHANDISE 
WITH A SOUND’ DEALER POLICY 


i 4 


) SUS 





' Sturdy 


ordinary makes 
tches 






** SMooth action la 


temporary designs 


“ FAST DELivery: 


M EASY TO 
ASSEM 
(Reduces Labor Hoe 





* «+ COn- 












@ Smart new ''Flush-Front" door. 

@ No protruding handle ... fingertip action 
door latch. 

@ Modern recessed louvers. 

@ Available in single, double or triple tier lock- 
ers... flat or slope top in a wide 
range of sizes. 





New Ceauty WIE 
and Utility [WN ap 


@ Rounded corners give a modern, 
streamlined appearance 

@ Adjustable shelves 

@ Reinforced doors . . . 3 point locking 
system 

@ Made of cold rolled steel with baked- 
on enamel finish 

@ Wide selection of types and sizes 








OTHER wid ly PRODUCTS 


@ Book Racks @ Box Lockers 
@ Space Saver Units @ Basket 
Racks —ideal for schools, swim- 
ming pools, gyms, etc. 


WRITE TODAY ror compterte 


DEALER INFORMATION 





Aurora 


STEEL 
PRODUCTS 











153 THIRD STREET 
AURORA e ILLINOIS 





1975 
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McCloy Uses Haskell Display . . . 





“‘Window-dressing, the silent salesman, isn’t silent anymore,’ 
commented Herman Brandl, manager of the office furniture 
department, at the McCloy Co., Pittsburgh, Pa. McCloy’s is 
one of Pittsburgh’s oldest office supply stores—having been 
established in 1879. Shown here is a window display of Gate- 
way—the new decorator design furniture in steel created for 
Haskell of Pittsburgh by Ken White. The display created con- 
siderable attention and stimulated furniture as well as over-all 
store activity throughout the display period 


Adding Machine Shipment Traced 
After Losses in Transit 


A shipment of 17 cartons of Victor adding machines moving 
in interstate traffic from point of origin at Chicago to destina- 
tion, Pier 46, New York City (Lehigh Valley Railroad), was 
checked short at destination. Missing ar« 

Eight units of Model No. 72-85-54, special multiplying auto 
matic adding machines, all 110-220 volt, AC & DC, 10-key 
(new models), packed one to a carton, invoiced at $435.00 
each; Serials 1399738, 1399761, 1399669, 1399723, 1399759, 
1399730, 1399720, 1399677. 

Two units of Model No. 70-85-54, straight 10-key adding 
machines, all 110-220 Volt AC DC, packed one to a carton, in- 
voiced at $360.00 each; Serials 1374504, 1374488. 

One unit of Model No. 73-85-54-156, special calculator multi- 
plying and dividing (latest model), 110-220 Volt AC & DC, 
packed one to a carton, invoiced at $535.00 each; Serial 1401865 

One unit of Model No. 74-85-54, adding machine and multi- 
plier, with some features other than No. 72, 110-220 Volt AC 
& DC, packed one to a carton, invoiced at $525.00 each; Serial 
1396540 

One unit of Model No. 75-85-54, adding machine, fully auto- 
matic calculator, 110-220 Volt AC & DC, packed one to a car- 
ton, invoiced at $635.00 each; Serial 1394414. 

One unit of Model No. 684, manually-operated adding ma 
chine, full keyboard, 8-column, packed one to a carton, in- 
voiced at $140.00 each; Serial 1392867 

One unit of Model No. 774, manually-operate 
chine, 10-key, 7-column, packed one to a carton, invoiced at 
$126.00 each; Serial 1388712. 

[wo units of Model No. 783-4, manually-operated adding 
machine, 10-key, 8-column, with subtractor, packed one to a 
carton, invoiced at $179.00 each; Serials 1392212, 1392205. 

Anyone developing or having any information in connection 
with this shipment, is asked to contact Federal Bureau of In- 
vestigation at New York City office, 201 East 69th St., New 
York, N.Y. (Phone: LEhigh 5-7700) or Arthur Van Reed, Su- 
perintendent of Police, Lehigh Valley Railroad Co., Jersey City 
2, N.J. (Phone: HEnderson 4-2130) 

In addition, W. G. Fetzner, chief special agent of Chicago 
Burlington & Quincy Railroad, reports that his railroad handled 
a shipment of Victor adding machines enroute from Chicago to 
Jacksonville, Fla. and from which two machines were found 
missing when shipment was being loaded for outbound move- 
ment at the Chicago freight house. The machines are 

Victor adding machines Model No. 664, Serial No. 1359648, 
value $109.50, and Model No. 774, Serial No. 1372878, value 


$126.00 


1 adding ma- 
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DON'T MISS the 
FRITZ-CROSS 
EXHIBIT 
at the 
NSOEA SHOW 
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THE FRITZ-CROSS COMPANY. 300 £. FOURTH ST. ST.PAUL 1, MINN 





IF IT’S PRICE your customers want . . . and if you want to offer 
PRICE plus QUALITY . . . then Fritz-Cross Model 1200 is the chair 


to show! 


MODEL 1200 is a big, beautiful, better-built chair, with top- 
grade all-welded construction, fine upholstering and finish, rugged 
swivel-mechanism . . . but with a price-tag that challenges comparison 


and competition. 


SEE THIS CHAIR YOURSELF .. . see for yourself that it has 
the class, the looks, the comfort that you like to sell . . . at a price that 


the toughest shopper will like to pay. 


REMEMBER: The complete Fritz-Cross line includes other low- 
cost values . . . chairs in EVERY price-range for every business need 
and budget, in a full selection of styles, colors, coverings. Write for 


details. 
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Compuie.. and 


you'll choose 


LAWSON 


LAWSON 
Sieel 


WASTE 
BASKETS 








Executive 
No. 2900 
Paneled 
No. 34 Space Saver 
No. 2180 
Excel in 


STYLE - STRENGTH - ECONOMY 


Lawson Waste Baskets are made of selected steel for ap- 
pearance, durability and economy. They are recognized 
leaders in beauty and utility. Available in a wide range 
of popular colors and simulated wood grain finishes. Ex- 
clusive construction features protect furniture and floors 
against scratches. Fireproof. 


LAWSON Sandurns 


and Smokurns 














Lawson offers a wide se- 
lection of Sandurns and 
Smokurns, finished in glis- 
tening baked enamels, 
smart decorator colors, 
trimmed in glowing cop- 
per or gleaming stainless 
steel—or a choice of ultra- 
smart all stainless steel. 


Lawson Smokurns have an 
inner container (hot- 
dipped galvanized) which 
holds water or deodorant 
for fire protection and 
odor quenching. Hides 
smokers’ waste, eliminates 
smoke and odors. 


Visit Our Exhibit 
Booth 164, North Hall 


See Lawson complete lines of Waste Baskets, Sandurns, Smokurns, Desk Files, 
Hotel Baskets, Torpedo Waste Receptacles, and other Utility Receptacles. 


Warehouses in Principal Cities 


THE F.H.LAWSON Co. 3) 





e CINCINNATI 4, OHIO 


LAWSON PRODUCTS ARE NATIONALLY ADVERTISED 
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Steel Shelving Aids Book Storage... 











Bardeen’s, Inc., Syracuse, N. Y. utilized steel shelving from 
Lyon Metal Products, Inc., to provide satisfactory and low-cost 
book storage in a law library. The shelving was ‘‘dolled up” 
with finishing end panels and book guides. Shelves are 18 
inches deep and books are stored from both sides. Notice use 
of book guides so that no books can get behind the upright 
members 


Sheaffer Sponsors Network ‘Specials’ 

The W. A. Sheaffer Pen Co. will sponsor nationwide tele- 
casts of original musical versions of two beloved American 
stories as part of its Christmas advertising campaign 

The two Sheaffer ‘tv specials’’ will bring to the nation one 
hour musical presentations of Louisa May Alcott’s “Little 
Women,” all-time best-selling girls’ book, and “Gift of the 
Magi,” O. Henry's famous Christmas story. Music for both will 
be by Richard Adler, composer of the Broadway hit musicals 

Pajama Game” and “Damn Yankees.” 

“Little Women” will be telecast October 16, at 8:30 Eastern 
Daylight Time, over the CBS-TV network. “Gift of the Magi’ 
will be seen December 9 at 8:30 Eastern Standard Time, also 
over the CBS-TV network. 

Leading roles in “Little Women" have been assigned to out- 
standing artists in the musical and theatrical worlds. Rise Stev- 
ens, Metropolitan Opera star, will play “Marmee,”’ mother of 
the four March sisters. Movie star Margaret O’Brien, who 
played Beth March in the M-G-M version of 10 years ago, will 
have that role again. 

Sally Ann Howes, currently starred in the Broadway produc- 
tion of “My Fair Lady,” will be starred in “Gift of the Magi.” 

Sheaffer dealers will be offered merchandising programs and 
kits with which they can tie into the two television ‘spectacu- 
lars,’ according to Glen Davidson, Sheaffer's general merchan- 
dising manager. 


Gregory Mayer & Thom Names Manager 


Announcement of the appointment of J. William Locke as 
sales manager of the business equipment division of Gregory 
Mayer & Thom, Detroit, has been made by Alfred J. Mayer, 
Jr., president of the firm. Mr. Locke, a Detroiter, formerly was 
with Standard Register Co. 

Also announced was the appointment of Charles A. Crichton 
as manager of the new Stenocord dictating instrument department. 
He formerly was with Pierce Dictating Machine Co 

The firm, which supplies office furniture and equipment in 
Detroit, Birmingham and Lansing, Mich., is observing its 60th 
anniversary this year. 
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SPELLS 
CONTEMPORARY 
WITH 
A 


The freest possible type of thinking went Truly an imaginative and original contribu- 
into the design of the exciting new Cramer tion to the art of office seating, combining 
K-Line Matched Collection of Office Chairs. daring design with enduring performance, 


Why not let us send you our free illustrated brochure? 


z Chamier- POSTURE CHAIR CO. 





625 Adams St., Kansas City 5, Kans. 


CP-58856 
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Justrite Envelopes Introduce 
NEW Bank By Mail Line 


_ 
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Hw: the streamline banking envelope that can 
increase your sales and profits. It’s the entirely 
new and modern bank by mail envelope by Justrite. 


This functional envelope combines the deposit slip, 
deposit receipt, and self addressed return mailing 
envelope in one complete unit. . . designed for effi- 
cient, convenient, and easy depositing. 


Check these outstanding features— 


1. Four popular banking sizes. These new 
bank by mail envelopes are offered in sizes 6, 7, 9, 
10 . . . one perfect for your customer's needs. 


2. Attractive printing designs. Your customers 
have the choice of four distinctive designs for the 
face of the envelope (one shown above) and eight 
stylish flap designs, each promoting a popular 
banking service. 


3. Wide assortment of paper stocks and 
colors. Bank by mail envelopes are furnished in 
white, gray, and buff krafts; green, bankers green 
tint, cherry, blue, goldenrod, and canary colors. 


Get your full share of this profitable envelope busi- 
ness from banks and savings and loan associations. 
Write either Justrite factory for your sales stimulat- 
ing bank by mail presentation kit. 


SEE THESE NEW ENVELOPES TOGETHER WITH THI 
* COMPLETE JUSTRITE ENVELOPES LINE AT BOOTH 
NSOEA CONVENTION, CHICAGO, SEPT OCT 


Two Modern JUSTRITE Factories 
NORTHERN STATES ENVELOPE CO. 
300 East Fourth Street © Saint Paul |, Minnesota 
20 East Jackson Boulevard * Chicago, Illinois 


JUSTRITE ENVELOPE MFG.CO.,INC. 
523 Stewart Avenue, S.W. * Atlanta, Georgia 
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Business Forms Featured in Window 





To bring in new customers and remind regular customers of 
the business forms department, the Stewart Office Supply Co. 
of Dallas, Tex., displayed Rogersnap stock business forms in 
the front store window. This eye-catching exhibit placed special 
emphasis on the Repli-Memos. ‘’Stock business forms open a 
greater field because they become part of daily business neces- 
sity. Customers can put off buying furniture and office ac- 
cessories, but business forms in many different styles are an 
intricate part of each day’s transaction. Properly introduced 
to your customers, the business forms department becomes 
most important as a store traffic builder. The stabilizing factor 
is being recognized by progressive stationers all over the na- 
tion,’’ says Stewart Office Supply Co 


High Cost of Doing Business 


Can Mean New Business 
by MEL WHEELER 


president 
Sight Light——M. G. Wheeler Co., Inc. 


@ IT’S COSTING MORE to run an office this year. Rents are 
still up, equipment is still high, and competent personnel is de- 
manding and getting — high compensation. That is why 
companies are buying with a wary eye today, examining prod- 
ucts not in the lavish terms of prestige or possible value, but 
rather asking the question: “Will this particular product help 
us — our staff and organization — to do a better job?” 

For the alert stationer this need not be a cause of concern 
Rather, it should represent a new yet old source of business - 
a source that used to be known as “interest in the customer and 
his problems.”’ 

It is one of the paradoxes of our present day economy that 
in our haste to exploit new products and markets and to in- 
crease sales we often ignore one of the most fertile sources of 
increased sales: a personal interest by the seller in the problems 
and needs of the potential purchaser. 

Does today’s stationer — in view of the host of new 
products with which he is being presented — have time for 
such an interest? I would venture to say that unless the time 
can be found for such interest the basis for steady repeat busi- 
ness and long-standing customer relations will be destroyed 

What should be the basis of the dealer's interest in the cus- 
tomer? Since the dealer is selling business equipment and sup- 
plies, he should have a working knowledge of standard prac- 
tices and current changes in the different kinds of businesses in 


his area. 
Besides bringing the customer into his store, the dealer 
should visit the customer — not just to make a sale — but to 


“look around” and see what happens to his products after they 
are sold. The product as sold and the product in use are quite 
often two very different things. 

The dealer should take note of changes in operations meth- 
ods in a few representative offices in his area. He should note 
the changes being brought about by the introduction of the 
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$198.50 plus F.E.T 
OW Man @illaelsl- 
Other Models incl. Electric Model 


ANNOUNCING THE MOST ADVANCED FEATURES IN SPIRIT DUPLICATORS 
CLEAN, SHARP COPIES WITHOUT INK, GELATIN, TYPE OR RIBBONS! 


the ll nous 
Copy rile “SIEVER=STREAK 


Exclusive “‘Margi-Set” raises or lowers repro- Pre-Set guides Fixed position insures 
>» duced copy to desired position while operating . constant, correct alignment 
Copy-rite : ate : ‘ 
> Composition-faced, long wear side grippers. 
» Five position Color control Clockwise Outlast all others. Positive single sheet feed 
operation First with Unconditional Three Year Guar- 
antee (one year on rubber parts) against 


Exclusive quart capacity visible fluid supply . 
~ defective parts or workmanship 


>» with automatic fluid control — Less frequent 
refills, no evaporation > New Cadet Grey color blends with any decor 


For complete details on this Advanced-Design Duplicator and our complete line of 
highest quality Spirit and Stencil Supplies, write Dept. 0.4.4 


(Copy 


oe 


1201 West Cortland Street Chicago 14, Illinois 





San Francisco Brooklyn 
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mix to match any mood 


sell to suit any space 




















IDEAL modular modern 


| 4 The Profit line 
that inspires 
the creative touch 























No matter what your space 
limitations .. . IDEAL 
modular modern will fit any 
office plan. Dignified and 
durable .. . each IDEAL 
unit is complete in itself or 
becomes part of a practical 
grouping. Beautifully 























ad finished in 6 standard 
finishes or in any custom 
v color you choose. 














a IDEAL 




















ni 
modular modern 
‘ a OFFICE EQUIPMENT DIVISION OF 
IDEAL SCHOOL SUPPLY CO. 
— at 8312 S$. Birkhoff Ave., Chicago 20, Ill. 


OVER HALF A CENTURY OF QUALITY 
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new business machines — the trends in executive decor and 
what these trends can mean to him in the sale of office equip- 


ment 
The dealer should spend some time each week meeting with 
business men in his area — listening to their problems, dis- 


covering their needs, finding out how he and his shop can as- 
sist the local business man and organization to do a better job 
by supplying the office products that he needs. 

This is not to reverse the trend to “in-store shopping” and 
self service. Rather, it is a means of featuring and displaying 
prominently and in relevant groupings equipment and supplies 
for which there is a present and growing need. It is recognizing 
that the customer is a sophisticated shopper who will appreciate 
the fact that the stationer understands his problems indeed, 
is a specialist in solving them. 

How can the manufacturer help his dealer in this program? 
We at Sight Light have undertaken a research program to dis- 
cover the application of supplementary lighting to every type 
of business our dealers are likely to encounter. We are en- 
deavoring to learn who needs supplementary lighting — not 
just on a general scale — but specifically in each field 

Pinpointing the potential use of our product in the banking 
field, for example, we will be able to show our dealers the 
specific problems that we can solve for the banks in his area. 
We will be able to channel the dealer's ‘customer interest’ so 
that, with a few local modifications, he will have a selling pro- 
gram tailored to each bank in his area 

[The same approach will be applied to insurance firms, re- 
tailers, real estate office, travel agencies, institutions, funeral 
homes and service businesses wherever lighting for seeing 
comfort can be used. 

Showing an interest in the specific problems of the customer, 
finding the answers to lighting problems, to continue with 


this example, can not only generate good will but act as the 


source of new business and repeat sales. It is the difference be- 
tween “‘selling’” and “selling to someone.” For the alert buyer, 
wary of costs and expectant of value, the personal interest ap- 
proach by the stationer is a manifest of sound business meth- 
ods and a measure of his true importance in the stationer’s 


cyes. 


German Editor Visits Addo Chief ... 





a 


Mrs. Helga Pheil-Braun, director of Germany’s largest Business 
College for Women and editor of The Adler Magazine, visits 
with George Agrell in his New York City office. Mr. Agrell is 
president of the Addo Machine Co., Inc., American distributor 
of the German-made Adler typewriter. Mrs. Pheil-Braun ad- 
dressed the American Secretaries Association while in New 
York and discussed the problem of training secretaries in Ger- 
many where ‘‘career women” are hard to find 


Accurate Business Machines Opens New Store 


FORT LAUDERDALE, FLA 

Accurate Business Machines, 6621 Biscayne Blvd., Miami, 

Fla., has held grand opening of another Accurate store at 107 
S. E. Second St., Fort Lauderdale. 
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STEELMASTER 


FILING EQUIPMENT 


A” features in low cost filin 
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FULL SUSPENSION 
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ENGINEERING FEATURES 


it’s wider e heavier suspension 
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>a _ ITY OFFICE EQUIPMENT GIVES YOU 
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BETTER SERVICE AT WORLD’S LOWEST COST. 


@ Made by craftsmen with 35 yeors’ experience 


@ Manufacturing procedures rigid specifications quality 
controlled. Every unit precision & expertly made 


@ Made of best grade heavyweight furniture steel 
@ Fuller and deeper drawer filing capacity for better work 


@ Ingenious exclusive improved full suspension mechanism 
10 ball bearing, solid and floating rollers to each drawer 


@ Anti-rebound safety drawer latch for snap-lock action 





@ Ruggedly built for lifetime service, usage & satisfaction. 


@ Double finish. Standard grey or green. Decor colors Frost Tan, 
Frost Green, to match modern installations. | 


Widest range in the world of standard, split, or combination units, / 
and special filing equipment, built to rigid specifications. 5, 4, 3, | 
or 2 drawer files. A file for every filing need. 





@ Greatest dollar value in quality filing equipment in the world. 
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art steel co., inc. 
170 w. 233rd st. n. y. 63, n. y. 
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Can You Hold Employees? 
Firm Publication Helps 


by J. H. REED 


What are you doing to attract new employees? 

And, having secured the attention of a prospective employee, 
how are you introducing him in the policies of your firm and 
the advantages of working for you? 

A little booklet “We of Maverick-Clarke 
by the company, illustrates what can be done along this line. 
Maverick-Clarke, with offices in San Antonio, Austin, Browns- 
ville, Corpus Christi and Houston, Tex., is one of the largest 
office equipment firms in the country. 

Yet it has gone to a considerable amount of time and trouble 
to set up a company operation that will prove attractive to 
workers and hold them — and, knowing the value of the 
printed word, to set forth the policies of the company and out- 
line the advantages of employment. 


- just printed 


Open with History 


“We of Maverick-Clarke’’ opens with a short history of the 
company. This is followed by an “introduction” to the officials 
and, since the division managers are the men with whom the 
new employee will come in most direct contact, the district 
managers. 

“In charge of each division,’ the booklet points out, “is a 
general manager who, in some divisions, is also a vice-presi- 
dent of the company. This division manager has direct authori- 
ty over all functions of his division except auditing and ac- 
counting. He is ‘Mr. Maverick-Clarke’ in his area and, as such, 
is responsible to the executive vice-president for the profitable 
operation of his business, the management of all personnel, 
sales promotion, and the general running of his retail store 
and the welfare of the employees.” 

After listing the lines carried by Maverick-Clarke, the book- 
let states: 

“Customer good will is the most valuable asset we have. Try 
to cultivate it in every way that you can. Whether you are a 
delivery boy, porter, salesman or sales executive, the attitude 
of sincerity, co-operation and friendly helpfulness carries more 
weight than you realize. You will find greater satisfaction by 
giving everyone a pleasant smile. Help to build and maintain 
a reputation for courtesy and service. 

“This company cannot afford a single dissatisfied customer!” 

Psychologists tell us that one reason why many employees 
are dissatished with their positions is that they feel the com- 
pany is not interested in them — does not, they believe, even 
know they exist. So note this excerpt: 

Show Interest in Employees 

‘“Maverick-Clarke is keenly interested in every employee, as 
part of its organization and as an individual. You will spend 
more than half of your waking hours on this job or traveling 
to and from it 

We want you, personally, to get all the satisfaction that a 
career can bring by enjoying your job. Because, if you can't 
enjoy your job, you can’t enjoy life. We want you to have the 
satisfaction that comes from building healthy ties of friendship 
with those around you. Your work here gives you an oppor- 
tunity to meet many people. Learn from them, even from their 
mistakes, and, by giving a bit of yourself, you can build friend- 
ships to last a life-time. . .” 

When several people or many work together, the booklet 
points out, rules are needed so that the ‘we know what is ex- 
pected of us and of the company”. 

If an employee is absent from work, for example, he is re- 
quired to report the reason for his absence to his superior as 
quickly as possible. If he is absent on personal business, the 
time spent will be deducted from his pay. 

Every new employee goes on trial for a period of 30 days 

or longer at the end of which period he will be told 
whether or not he has been placed on a permanent basis with 
the company. 

And confidential matters are not to be divulged 

“Much information that you will have,” states the booklet, 
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to show you at the - AZ, 
NSOEA Convention — 

in CHICAGO... 
Sept. 27 thru Oct. 1 


Visit us at 
BOOTHS 
330W and 331W 


The new VALCO GARMENT : 
MASTER is so simple in construc- 










tion anyone can put it together 
quickly without a box full of tools. 
I put this one together all by myself! 
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VALCO COMPANY « 1311 ANN AVE., ST. LOUIS 4, MO. phone PRospect 6-2660 
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Do it the easy way. Write and prove all essential 
records in one-writing, saving 50% to 75 
clerical time. Nothing like it for year-round sales 


and reorders. 
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See Master-Craft’s wide line of one-writing plans 
with Kopi-Spot (hot spot carbon applications), 
Available to dealers in many cities. 


JOIN US at BOOTHS C4 and C5 
N.S.0.E.A. CONVENTION, SEPT. 27-29. 
MASTER-KRAFT CORP., KALAMAZOO, MICH. 
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on prices, customers and various other matters might be detri- 
mental to the company if it were known to competitors. Under 
no circumstances discuss company and company business with 
persons outside the company with manufacturers representatives, 
or even with unauthorized persons within the company.” 

The rules are simple and easily understood 

The basic rule of the company,” says the booklet, “is the 
rule of reason. The company uses it to treat you and your fel 
low-workers with equal fairness.” 

And, in this connection, every employee has the right to ap- 
peal, if he thinks he has been unjustly treated, to the division 
manager, and, from him, to the president of the company. 

What are some of the advantages of employment with 
Maverick-Clarke ? 

One is employee training. 

It is the policy of the company to select employees who wish 
to be and can be trained for more responsible positions as the 
company expands and older employees, in the course of time, 


retire 


Sponsors Provided 

It is the purpose of the company to advance those who are 
qualified as rapidly as possible. Each new employee will nor- 
mally have a ‘sponsor’ a friend in the company who will 
‘show him the ropes’ and make his start in the new position a 
bit easier. 

“For each new employee, there will also be, normally, a 
written training program to be decided upon shortly after he 
has been hired. Additional training will be discussed on the 
basis of the employee's performance review.” 

A unique part in the Maverick-Clarke employee program is 
its performance review, based somewhat on the performance 
records used in Civil Service. 

“Promotions,” says the booklet, “are made on the basis of 
ability, loyalty and cooperation only. Department heads have 
the responsibility of continuously evaluating the performance 
of personnel in their departments and of giving a performance 
review on each employee at least once a year. 

“At this review, you and your supervisor will discuss your 
job, your performance in it, your present and your future 
training. This performance review will establish your eligibility 
for promotion and increased pay.” 


Reserves Are Trained 

Another company institution is what it calls its “identified 
reserve. 

“For every job in each division, there is intended to be an 
identified reserve. This is a person who would, in an emergency, 
perform the job 

“In all probability, you will be trained as an identified re- 
serve. And when you have completed your training, you will 
be assigned some other new employee to be trained as your 
identified reserve. This does not guarantee promotion when a 
vacancy occurs but it helps.” 

And it means, for Maverick-Clarke, that in the case of ac- 
cident or illness, any employee can be almost instantly replaced 

What are some of the other inducements ? 

The company believes that every employee should take an 
earned vacation” with pay annually. New employees get one 
week's vacation after six months of employment — and the va- 
cation scale runs up to four weeks when a man has been em- 
ployed with the company for 25 years. 

The company has a generous illness allowance program de- 
signed to protect the employee from the effects of a prolonged 
illness. This provides an employee with his commissons or pay 
for periods ranging from 14 days to four months, depending 
upon the length of time he has been employed. 


From the time an employee goes on the pay-roll until he re- 
tires at the age of 65, every employee is covered by payments 
into the Maverick-Clarke Profit Sharing Retirement Trust, 
which will provide him with a possible retirement income of 
$6,000 a year. 

Each employee gets a 20% discount on purchases 

And each is covered by group hospital insurance which will 
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COLUMBIA FOUR SEASONS CAMPAIGN 


HELPS YOU SELL RIBBONS AND CARBONS THE YEAR 'ROUND! 








- 





NATIONALLY ADVERTISED TO REACH THE INFLUENTIAL SECRETARY! 


Winter, spring, summer, autumn. . . these 
sales-pulling ads in Charm, Glamour, The 
Secretary and Today’s Secretary —the mag- 
azines 1,950,000 office gals read and believe 
—will help you push Columbia ribbon and 
carbon profits to peak levels the year ’round. 


Get Free Winter Promotion Kit! Tie in and 
cash in on this big, year ’round campaign. 
The Winter Kit contains attractive, color- 
ful window displays, streamers, counter 
cards and mailing pieces designed to help 
you sell at the point of purchase. You'll also 
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automatically receive kits for the other sea- 
sons in plenty of time to get the most sales- 
pull out of each. They’re all free! Write: 
Columbia Ribbon & Carbon Mfg. Co., Inc., 
2810 Herb Hill Road, Glen Cove, N. Y. 


Columbéd morons » cansons 


SILK GAUZE* CLASSIC* MARATHON* PINNACLE* 
RAINBOW* DH&D* COMMANDER* TITAN* 


COLUMBIA RIBBON & CARBON MFG. CO., INC., GLEN COVE, N. Y. 
COLUMBIA RIBBON & CARBON PACIFIC INC., DUARTE, CALIF. 


*TRADE-MARK REG. U. 8, PAT. OFF. 
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Visit Booth 530A 
and say “God Dag!” 





















Swedish-Inspired DANYA 
John Eckert and Krieg learned hov 4 
'God Dag! He “ap '. ~ an s . Ps 
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that inspired the 


Danya > | aandy 
masculine look 
trimness without being tiny. F 2 x 20 
seat with 


Foam rubber t 


Cx vering if € ST 
hyde California 
leather. Crafted 


available in sw 


Visit John and G t Booth 530A, N.: E.A 
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do much to pay for his medical and hospital expenses if com- 
pelled to be hospitalized because of accident or illness 

In short, the employee program of Maverick-Clarke has been 
carefully developed. 

It provides for the careful evaluation of each new employee 
through an individual performance review; special training, first 
for his particular job and then as an “identified reserve’, with 
increases in pay and promotion. 

It not only gives but requires each employee to take — 
an annual vacation 

It provides group hospital insurance, together with com- 
missions and pay for employees if forced to suffer a long illness 

And, finally, througn its Profit Sharing Investment Trust, it 
supplies a supplementary pension to that offered by Social S« 
curity when an employee retires an inducement that helps 
keep an employee, once trained, with the company 


An Installation Fitting for Executive. . . 
rr 


o kg 





Bartlesville Stationery Co., Inc., Bartlesville, Okla., made this 
installation in the office of an oil lease executive located in the 
Union National Bank building in Bartlesville. The desk is Jasper 
and tables are Nucraft. Desk chair is the Gunlocke No 
2294LC, the side chairs are No. 2295LC and the davenport 
No. 2689/2L. All seating was upholstered in Gunlocke top 
grain green leather, complementing draperies in antique white 
with gold thread, beige tweed carpet and brown beige walls 


Patents 


(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 





Granted August 5, 1958 


2,845,728. Self-Destroying Pressure Sensitive Label 


Topflight Corp 


2,845,898. Writing Instrument Chuck. Walt tanek W 3ermany 
jnor to A. W aber-Castell, Nurnberg, Germany 
2,845,899. Writing Instrument. Josept pic, I jt Er J 
2,845,992. Tilting Unit for Swivel Chair. Roy A. Crame . as City, Mo 
assignor to ( ner Posture Chair Co., Inc., Kar Mo 
2,846,044. Strip Feeding Device. Percy G. Stimson and John T avidson, Day- 
ton, Ot A to The Standard Register ( Dayton, Ot 
2,846,052. Letter-Sorting Machine. Walter Heinemann, Werder, Havel, Emst 
Kielmann, Ber chulenweg, and Erich himmelpfennig, Ber Germany 
rs to V B Werk fur Signal-und Sicherungstechnik, Berlin, Berlin-Treptow, 
2,846,135. Envelope for Two-Way Use. Walt Hiersteiner, as City, Mo 
ynor to Te Envelope Corp., Kansas Cit f 
2,846,238. Label Holder for Binder. Louis N M w, and Hy 
Nickow a assignors to Genera OSE f Bindery C Chicago 


2,846,239. Machine for Posting and Manifolding Business Records. William 
ale Winder mbus, Ohio 


2,846,283. Edge Trim for Desk Tops and the like. Leroy W. Pasewalk, Mani- 
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COMPLETE LINE OF 
FILING ACCESSORIES THAT PUT 





e order in the business office 


i lala ‘coal 


e orders in your salesmen’s pockets 


as Bt ate, _ 
Zi | | ; 














e agate card trays 
new and improved 


e wood card files 
for office, home, school 


e wood desk trays 
locked corners, veneer bottom 


e special steel boxes 
made to your customers specifications 


e hedges box files 


best sellers everywhere 


e “dandy” transfer file 
for low cost transfer filing 


e hedges clipboards 


with nickel plated clipheads 


e steel sorting trays 
corrugated rubber mat on bottom 






* write today for catalog and prices 


es 


G COMPANY 





oP 


MANUFACTU 


See us at 


Booth No. 58 e 2931 WENTWORTH AVENUE 
e CHICAGO 16, ILLINOIS 
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SMART ACCENTS FOR ANY INTERIOR THE WIDEST SELECTION EVER OFFERED 


DESIGNED BY GEORGE NELSON-—CUSTOM CLOCKS FOR TIME SYSTEMS AVAILABLE 


wu 
ar 


HOWARD MILLER CLOCK CO., ZEELAND, MICH. 


NATIONALLY DISTRIBUTED BY RICHARDS-MORGENTHAU, 225 FIFTH AVENUE, N.Y.C 


WRITE DEPT. CP FOR PARTICULARS — EUROPEAN DISTRIB. FEHLBAUM, ZURICH 








towac, Wis., assign to Invincible Metal Furniture C Manitowac, W 
Granted August 12, 1958 


2,846,689. Pencil Holder. Herman J. Engel, Monterey Park, Calif 

2,846,795. Plastic Label Holder with Attaching Means. Philip Balaban, Detroit, 
Mich., assignor to Office Products, Inc., Detroit, Mich 

2,846,877. Calendar Device. Daniel B. Granzow, Jr., Dayton, Ohio, assignor to 
The National Cash Register Co., Dayton, Ohio. 

2,846,977. Ball Point Pen. Bruno D. Aston, Los Angeles, Calif 

2,846,978. Writing Implement. Harold V. Scott, Harrisburg, S. Dak 

2,847,104. Device for Marking Paper Tapes in Shorthand Typewriters, Calculat- 
ing Machines and the like. Jean Segui, Vincennes, France, assignor to Societe 
Anonyme dite: Stenotype Grandjean, Paris, France 

2,847,105. Movable Drum Typewriter. Fred M. Carroll, Binghamton, N. Y., 
assignor to International Business Machines Corp., New York, N. Y 

2,847,106. Typewriter Ribbon. Foster C. Yawger, Scottsville, and Eugene E 
McCarthy, Rochester, N. Y., assignors to Kee Lox Mfg. Co., Rochester, N. Y 

2,847,160. Calculating Machine. Nathaniel F. Hawthorne, Alameda, and Nils 
H. Bergfelt, San Francisco, Calif., assignors to Friden, Inc 

2,847,223. Sound Recording and Reproducing Apparatus. Douglas E. Taylor, 
Westport, Ralph H. Sherman, Jr., Fairfield, Arthur W. Skoog, Bridgeport, and 
Joseph A. Rescsanski, Trumbull, Conn., assignors to Dictaphone Corp., Bridgeport, 
Lonn 


2,847,235. Correspondence Form. Lewis Blumenthal, Chicago, III 


Granted August 19, 1958 


2,847,696. Caster. Michael Kramcsak, Jr., Bridgeport, Conn., assignor to The 
Bassick Co., Bridgeport, Conn. 

2,847,751. Method of Making a Ball for Ball Point Pen. Meuriel F. Reed, St. 
Louis, Mo., assignor, by mesne assignments, to Paper Mate Mfg. Co., Culver City, 
> + 
2,847,776. Index Device. John W. Robertson, Lakewood, N. Y., assignor to Art 
Metal Construction Co., Jamestown, N. Y. 

2,847,975. Writing Instrument. Ray A. Lawton, Milton, Wis., assignor to The 
Parker Pen Co., Janesville, Wis. 

2,847,976. Spacer Pattern for Capillary Reservoir Elements. Raymond L 
Spaulding, Janesville, Wis., assignor to The Parker Pen Co., Janesville, Wis 

2,847,977. Pen Desk Set Base. Daniel Parker, Milton Junction, Wis., assignor 
to The Parker Pen Co., Janesville, Wis. 

2,847,998. Loose Leaf Metal Ring Construction. Albert J. Pisano, St. Louis, 


2,848,047. Punch Blocks. Walter T. Goliwitzer, Euclid, Ohio, assignor to Ad- 
dressograph-Multigraph Corp., Cleveland, Ohio. 

2,848,048. Record Controlled Statistical Machines. Raymond Owen Parmenter, 
Mitcham, England, assignor to Powers-Samas Accounting Machines, Ltd., London, 
England 

2,848,088. Machine for Printing and Checking Mutually Similar Records. Ro- 
bert F. Shaw, New York, N. Y., assignor to Underwood Corp., New York, N. Y. 

2,848,089. Power-Actuated Typewriter Mechanism. James F. Smathers, Pough- 
keepsie, N. Y 

2,848,090. Typewriter Control Means. Arthur H. Sharpe, West Hartford, Wil- 
am J. Hildebrandt, Farmington, and Salvatore J. Intagliata, Hartford, Conn., 
ssignors to Underwood Corp., New York, N. Y 

2,848,091. Typewriter Escapement Mechanism ames F. Smathers, Pough- 
eepsie, N. Y 

2,848,092. Paper Feeding Device for Typewriting Machines. John Ivan Georg 
Ostholm, Johannesshov/Stockho!m, and Joe Adolf Rasche, Stockholm, Sweden, as- 
gnors to Adierwerke vorm. Heinrich Kleyer Aktiengesellschaft, Frankfurt am Main 
ermany 
2,848,105. Improved Normally Tacky and Pressure-Sensitive Adhesive Tape. 
Charles Bartell, Arlington, Mass., and Joseph R. Weschler, New Brunswick, N. J., 


assignors to Permacel-Le Page's, Inc. 

2,848,289. Furniture Clamping Device. John H. Page, Muskegon, Mich., as- 
gnor to The Shaw-Walker Co., Muskegon, Mich 

2,848,294. Combination Article-Supporting and Display Rack and Storage Cabi- 
net Unit. Robert E. Sandberg, North Warren, Pa., assignor to Royal Metal Mfg. 
{ Chicago, II! 


Granted August 26, 1958 


2,848,729. Pencil Point Cleaner. Michael A. Guarino, Chicago, III 

2,848,751. Method for Making Index Tips. Dixon S. Vernon, Jamestown, N. Y 
assignor to Art Metal Construction Co., Jamestown, N. Y 

2,848,978. Eraser Mounting for Pencils. Wilhelm Schafer, Nurnberg, Germany, 
signor to A. W. Faber-Castell, Stein near Nurnberg, Germany 

2,848,979. Pencil Holder. Robert F. Van Voorhis, New York, N. Y 

2,849,095. Caps for Typewriter Keys. William B. Kerzner, New York, N. Y 

2,849,179. Column and Function Controls for an Accounting Machine Having a 
Traveling Paper Carriage. Natale Capellaro, Ivrea, Italy, assignor to Ing. C 
Olivetti & C., S. p. A., Ivrea, Italy. 


Firm Re-Elects President 


S. C. Herrema has been re-elected president of Economy 
Office Supply Co., 16 Campau Ave., N.W. Other company offi- 
cers are Maynard Herrema, vice-president, and Gordon Boer, 


secretary-treasurer 
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‘It really makes 
filing easy!’’ 





IT’S THE ONLY FILE 
MADE PROVIDING 
SO MANY WORK- 
SAVING FEATURES 





Browne-Morse GLIDER FILES 





SMOOTHER, FEATHER-TOUCH ACTION 
New, full-length Glider drawer suspen- 


sion means smoother, faster, easier filing. 


COMPLETE RANGE OF SIZES 

Glider files are available in two, three, 
four, and five drawer heights (letter 
and legal size) and a full range of 
card file sizes. 


NON-LUBRICATING 

Case-hardened ball bearings mean no 
lubricating. Ball-running contoured 
raceways make drawers roll freely. 
Lifetime steel in new modern colors 
means practically no maintenance. 


Write for Free Folder 





GLIDER EXTENSION ARM 

Extension arms are engineered so that 
entire drawer load is equally distrib- 
uted. Gives full length drawer support 
at all times. 


MORE FLEXIBILITY 

Drawers are interchangeable on Glider 
files. They’re so easy to change. Just lift 
and drawer is automatically released. 


SIDE-ACTING COMPRESSOR 
Easy-to-move follower block keeps con- 
tents vertical at all times. Locks itself 
in any position. 


LOW COST 
Glider files are available at the lowest 
cost ever. 








MICHIGAN 









Architects of Efficiency for America’s Offices 





See the new Browne-Morse Line — NSOEA Convention, Conrad Hilton Hotel, Sept. 27-30, Oct. 1 — Rooms 610 and 611. 
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A coordinate styling of modern functional 


desks for \ouy [nga beoply! 


. and a snappy new selection of 


V. I. P. inspired posture chairs. 











ae 


B 


"Designed by Al Bruce, I. D. I. 


er ¥ Manufactured by Calhoun Sales 
: Ma division of af 
Willer 
ay INC. 
he First Showing — NSOEA Show, Space 373, 374, 375 — Write for Catalog 
eet Se 1), Baie. 
MURPHY-MILLER, INCORPORATED OWENSBORO, KENTUCKY 
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Deaths 


Don A. Crile, 





I f reasurer of the Oftice 
Equit nt ¢ Canton, Ohio, died Au- 

S ta Fla following a 
M Cri n semi-retired the 


spent his time be 





( tol 5 isota He was in 
Cant » Jus n he spent a month 
g the vacation period 
M. A. | anager 
rn in Canton; he 
Following his grad 
ol in 1913 he was employed for thre 
n th ounting department of the Berger Mfg. Co 
In si lit irs he was employed at Standard Unit Parts 
( limkin Roller Bearing Co. and from 1923-1931 as a sales 
n for the Canton Art Metal Co 
In July 1932 t ther with Mr. Buffo he organized the Office 
Equipment ¢ ming president and his partner vice-presi 
Mr. Cril s governor of NSOEA Region 5. He held 
ictive as an ofticer in numerous Can- 
S f t vidow, the former Irene Baker of Boston 
M 1ug Donna, and a son, Ned A. Crile 


Carl Starker Leopold, 


8, chairman of the board of The Leo 


pold Co., died August 18 at Mercy Hos 
pital, Burlington, low: where he was 
4 4 } 
7 , idmitted May 15 


Mr Leopold had head the desk com 
. ‘ * pany since 1914, when his father died and 
was the oldest employee in point of 
rvice at The Leopold Co 
The son of Carl A. and Clara Starket 
Leopold, he was born in Burlington De- 
mber 30, 1889. He was graduated from 
Yale science school of engineering and 
to an honorary science fraternity, the 
Beta Kappa 
H is mal 1 in 1920 at Santa Fe, N.M. to the former: 
Delores Bet S lied about two years ago 
rl Burlington industrialist was the first president of the 
R y Club of Burlington. He was also a former director of 
Iowa State Savings Bank. 
4 Carl Leopold Memorial fund was set up by the family 
listribution of th late Aldo Leopold’s book, “Round 
R n S R r Almanac 
S iving are thr aughters, Mrs. Charles Fredericks, West 
Point, N.Y Mi John L. Collins, Burlington, and Mrs 
Burnett Smith, Fairfield, Iowa; a brother, Frederic, president 
ind of The Leopold Co., and a sister, Mrs 
Ma I Id |] Burlington. 


A. brother: A well-known forester amd ga manage! 


Reuben S. Goldsmith, 


ree Goldsmith brothers whos« 


5 r store at 
Nassau St., New York City, has the slogan, 


America’s Largest 


St August 22 at his home 
Mr. Goldsmith, like his brothers Isaac and Benjamin, was 
Baltin In 1886, the two older brothers founded a 
S hand stationery, books, periodicals and novelties 
R business training there, but decided New 
York t r him and came to New York City about 
It im¢ shop was burned out and the two 
brothers decided to join the youngest Goldsmith who 
business on Canal St. They ed to several 
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accepted by the trade as the finest of 
its kind in Cashiers’ Equipment . . . 
A distinguished product of 


NU-CRAFT 


The Under Counter Wood Cash Drawer, with 
removable Metal Money Tray and Lock-on Lid 





ALL NEW 
1959 CATALOG... 36 pee: 


. . « Get the completed story on the line that 
moves ... featuring over 170 items, with full 
information on material, size, price, etc. 


NU-CRAFT'S other popular BANK 
and OFFICE EQUIPMENT include... 
@ PERSONAL FILES @ INSULATED BOXES 
@ DESK TRAYS @ VAULT STEPS 
© CASH DRAWERS @ BANKERS NOTE 

» 


CASES 
@® BANK EQUIPMENT SORTING TRAYS 


@ VAULT TRUCKS and RACKS 


EVERY ITEM A BIG PROFIT MAKER! 
BANK SIGNS @ PERPETUAL CALEN- 
PLASTIC RACKS DARS and PEN 
NAME PLATES SETS 

TIME CARD RACKS @ LOOSE CHANGE 
LITERATURE RACKS HOLDERS 


Write for your catalog today! 
Visit Booths No. 339-340-341. Three Booths, showing a 
number of New Stationery and Bank items never shown 
before. 





“Always Something New’’ 








253 








Insert wooden pencil at the 

natural writing angle . . . the 
Electro-Pointer instantly gives you a 
perfect point, automatically. Sharpens 
any size pencil, does not chew up pencil, 
but sharpens just enough. Proven through 
14 years of satisfactory service. Display 
it, it sells itself! 


WRITE 


TODAY FOR 
COMPLETE lancet INC. 


INFORMATION 
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1825 MACKLIND AVE. « ST. LOUIS, MO. « U.S.A, 











lower Manhattan sites before they settled on Nassau St. shortly 
before World War I. 

Their business, under the title Goldsmith Bros., began its 
largest period of expansion during 1932-33 when, in order to 
utilize space in their building, the Goldsmiths stocked a line 
of hosiery along with the books, magazines, filing cabinets and 
Stationery 

Reuben Goldsmith directed the affairs of the firm as presi- 
dent while Benjamin was vice-president and Isaac was treasurer. 
It was under his guidance that the firm gradually took over ad- 
jacent lofts and space in nearby office buildings to house its 
large stock 

Isaac Goldsmith died in 1947 and Benjamin three years later 
Their youngest brother, Reuben, remained in active charge of 
the business until his death. 

The decedent was never married. Surviving are a sister, Mrs 
H. G. Rudolph, three nephews and a niece 

a 


Clarence William Legerton, 


chairman of the board of directors of 
Legerton & Co., Inc., office supply firm 
of Charleston, S. C. died August 21 at 
the age of 76. 

The decedent was born in Greensboro, 
N. C. April 28, 1882, and was graduated 
from Clemson College in 1903 with the 
degree of Bachelor of Science in textile 
engineering. 

He became associated with Legerton 
& Co., Inc. in June 1911 as treasurer, 
joining a firm which was established in 
1888 by his uncle, Clifford Lewis Legerton. Elected president 
in 1935 he had served as chairman of the board of directors 
since 1953. 

Mr. Legerton was long active in community affairs, serving 
in many capacities with the YMCA, the county rationing 
board, Chamber of Commerce, Rotary Club, South Carolina 
Historical Society, Charleston Bible Society and South Carolina 
State Archives Commission. He received the Silver Beaver 
award from the Boy Scouts of America in 1949. 

He was married April 27, 1921 to Winnie Davis McMaster 
of Winnsboro. Surviving with the widow are sons Clarence 
William Legerton, Jr., Clifford Lewis Legerton and Fitz Hugh 
McMaster Legerton. There are a number of grandchildren. 

. 


W. I. Needham, 


74, civic leader and operator of Needham’s Book Store, Salem, 
Ore., for almost 30 years died recently in a Salem hospital 
where he had been a patient a week for a heart ailment. 

Mr. Needham served as Marion County sheriff from 1916 
until 1920 after having spent the previous eight years as a depu- 
ty. He was an active member of numerous organizations and a 
draft board member in both world wars 

He purchased the Atlas Book Store in 1926, changed its 
name to Needham’s Book Store and continued to operate it un- 
til 1955, when he retired. 

He is survived by his widow, Eva McAllister Needham, 
whom he married May 25, 1910; two sons, Robert M. Needham; 
a brother, O. D. Needham; sister, Mrs. Bertha McFarlane, and 
two grandchildren, all of Salem. 

. 


Louis Blank, 


president of A. Blank, Inc., New York City, died suddenly 
August 20 while vacationing at Provincetown Inn in Province- 
town, Mass. 

Joining the firm in 1928, Mr. Blank rose to the presidency. 
He was 49 years of age at his death. 

Mr. Blank was active in NOFA and other trade and civic 
associations. 

Surviving is the widow, Marian. 

® 


Edward E. (Ted) Douglas, 


passed away recently at the age of 82. He had been living in 
Coral Gables, Fla. where he retired about 10 years ago 
Mr. Douglas devoted about 50 years of his life to the loose leaf 
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Here is the design elegance you expect 
from America’s foremost 


wood office furniture manufacturers. 


Four contemporary groupings which 





incorporate the most-wanted “reasons 
for buying’’ features: beauty, 


comfort and durability. 


Imperial Chairs lend distinction to 
any office setting ... complement the 
style and good taste of 


your showrooms. 


Stock and display Imperial Chairs 





| ae aa oa 


now for prestige and for profit! ie... hie’ 
THE CLIMAX GROUP / 4 CHAIRS THE EXECUTOR GROUP / 5 CHAIRS 


SEE THEM AT THE N.S.0.E.A. CONVENTION 


ROOM NO. 513 


Eemaperial desk company 
evansville 7, indiana 
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Hey, Beaver, 
you don’t have to be 
that Eager! 


Mr. Eager Beaver has sold a Meilink A label safe 
and as a result has earned one of Meilink’s coveted 
miniature 14-kt. gold safes. But he’s overdoing a 
little. He really doesn’t have to make personal 


delivery! 


Still and all, we do love Eager Beavers who sell 
Meilink A label safes. That’s why we always send 
each of them one of our exquisite miniature safes 
of 14-kt. gold with a new one dollar bill tucked 
inside. Handsome on your tie chain, lovely on a 
lady’s charm bracelet. Who'll be the next Eager 


Beaver to get one? 


P.S. GOLD CUFF LINKS WHEN 
YOU SELL A MEILINK B LABEL 
SAFE. Sometimes your customers’ 
needs can be satisfied with a Meilink 
B label safe. Fine! Sell one and we'll 
send you a pair of handsome Meilink 
gold cuff links. Real sharp, they are! 








MEILINK STEEL SAFE COMPANY > TOLEDO 6, O. 


Producers of the most complete line of 
insulated products: A, B and C label 
safes, insulated files, money chests, vault 
doors, home VAULTS ®—as well as busi- 


EILIN 





ness machine and typewriter stands, 
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industry. His original entry into the field was with the Baker 
Vawter Co., and then through the years to Irving-Pitt Mfg. Co., 
Wilson Jones Co., Boorum & Pease Co., and the McMillan Book 
Co 

He specialized in accounting forms, working in this division 
with most of his firms. He traveled fro ast to coast for many, 
many years, contacting retailers and educating their sales forces in 
the application of loose leaf devices and forms 

He is survived by his widow, his son, and three grandchildren 


oF 
Herbert Buhler, 
65, vice-president of Gregory & Leonard Office Equipment Co 
after the merger 18 months ago of his year-old firt Herbert 
Buhler & Co lied in Bon Secours Hospital, Detroit, on August 
40 

Surviving are his widow, Armella; a son, Herbert, Jr., and a 

daughter, Marion Buhlet 

+ 


Mrs. Barbara Dalton Hall, 


30, daughter of William Dalton, long associated with the in- 
dustry as an advertising consultant, died suddenly September 4 
at the home of her father. She is survived by a son, Bryan, 2 
Funeral rites were held September (¢ 


576 Win Victor Contests 


Thirteen dealers and salesmen won the top prize a three- 


lay luxury holiday in Chicago for themselves and their wives 
in Victor Adding Machine Co.'s ‘‘Fortieth Year Fiesta” sales 
contest 

The “top-producing” dealers in their size class in the nation 

Business Equipment Co., Huntsville, Ala.; Business Equip- 

ent Unlimited, St. Petersburg, Fla.; Ft. Pierce Typewriter Co 

Ft. Pierce, Fla.; Laird Office Equipment Co., Charleston, W 

Va.; Office Supply Co., Las Cruces, N. Mex.; and Snyder Office 
Supply, Anchorage, Alaska 

Che Snyder firm led the entire nation by attaining 695.93% 
of its adding machine and automatic printing calculator quota. 

Top regional over-quota sales producers among Victor branch 
salesmen are: Ray Butler, Little Rock; Robert Ewing, Long 
Beach; Barton Granat, St. Louis; Guy Lemieux, Montreal 
Ralph MacVay, Pittsburgh; and James Watts, Washington. Top 
national accounts representative is William Keating, Chicago. 

Runners up 168 of them — won their choice of transistor 
radios, 35-mm. cameras, portable phonographs and luggage. 

A total of 395 winners of the annual President's Month June 
contest that formed the final lap of the three-month ‘‘Fiesta” 
campaign received President's Awards—specially designed tie 
bar and cuff link sets. 


Office Planning Guide Published 


Selecting, Planning, and Managing Office Space’’ is the 
title of a new 376-page book recently released by McGraw-Hill 
Publishing Co 

The guide, by Beryl Robichaud, assistant vice-president of 
McGraw-Hill, is one of the National Office Management As- 
sociation series in office management. It presents ideas and 
methods of planning and managing office space for more effi- 
cient, economical and satisfactory use. It draws on the actual 
experience of many companies and covers every phase of the 
subject—from finding the best location for the office through 
work flow and layout 

Further information can be obtained by writing McGraw- 
Hill's Book Information Service, 327 W. 41st St., New York 
36, N. Y. The price is $8.50. 


Grand Rapids Firm Relocates 


LANSING, MICH 

The R. P. Lewis Co., branch store, formerly located at 223 

W. Washington St., for 12 years, has moved to 1910 E. Mich- 
igan Ave., according to P. R. Parrish, branch manager. The 
company, which has been in business in Lansing since 1934, 


sells office equipment and systems 
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LOOK...the POSTS SWING OPEN 


for easy insertion of sheets! 









¢ Ends the “headache” of dismantling binders 
¢ Permits instant insertion or removal The Revolut; 
of sheets Ulonary 
¢ Sections can’t come apart — prevents 
dropping or spilling sheets 


new 


el FAULTLEg. 
ime SWING-HINGE™ 






Here at last is a catalog binder that need not be taken apart 
to remove or insert sheets! It swings open and closed ...so 
smoothly ... so easily that it’s almost unbelievable. No more 
spilled sheets — no more fumbling to get the posts back to- 
gether — the “Swing-Hinge” does it automatically, saving 
time and temper. 
ae It’s truly revolutionary, the first and only catalog binder 
Here's just a sample of the with this exciting new feature — yet its price compares with 
HUGE SALES POTENTIAL! that of ordinary binders. 
ha tg a a este Cita 6 tain ‘ Order samples of the FAULTLESS “Swing-Hinge” to- 
See eters Moneele oad Coclogs S'viel"Stonanes day. You'll agree it’s the “hottest” new item on the market 
Files © Loose Leaf Directories © Wherever Giant Capacity So will your customers, and once you let them operate it 
Ring Binders are Needed eee they'll be sold! 





te 

SWINGS OPEN SWINGS CLOSED EXPANDS FOR FULL VISIBILITY Beautifully bound in black levant 
grain Duraleather. Available in 
Sheets swing open instantly at Just swing the sheets closed and Hinge and posts expand, provid- 2 styles — with reinforced Fabric 
any point. No fumbling — no — presto—the posts are auto- ing high. of — —_ Hinges, or with steel back and 
spilling! Both sections remain per- matically telescoped together in to the binding edge. It's perfect , Tine’ 

manently attached and sheets lay perfect alignment. It's smooth — wherever giant capacity ring bind- Recessed Stee! Hinges. Size 
perfectly flat effortless — and so much faster. ers are desired. 11 x 8'/," with 2” or 3” capacity. 


Sold only by authorized FAULTLESS dealers 
STATIONERS LOOSE LEAF COMPANY 





General Offices: 246 East Chicago Street . Milwavkee 1, Wisconsin 
Eastern Branch: 114-116 East 13th Street . New York 3, New York 
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NEW SALES 
NEW PROFITS 





Now with 


“AUTOMATIC DRIVE” 
on moistening roller 


oration 
.£asiet Op Higher Speed) sor Prin 


‘B 


NEW PRECISION ADDRESS 
CARD FEED — GREATER CARD 
HOPPER CAPACITY 


assures high speed — trouble free operation 





Designed for FAST, LOW COST addressing of: 
ENVELOPES @ POSTCARDS @ CIRCULARS @ STATEMENTS 


NEW MODEL 99 


Mutha Allele 


Spirit Process Addresser 





NO PLATES - NO STENCILS - NO GELATIN - NO INK 





Prints from paper address slips prepared 
in a standard typewriter —or written with 
a ball point pen. 
Address card has ample area for keeping 
records. Use it for record information as well 
as address information, if you wish. 


NATIONALLY ADVERTISED * FULLY WARRANTED 


For further information write or call 


MASTER ADDRESSER COMPANY 


6500 OA West Lake Street Minneapolis 26, Minnesota 


America’s leading manufacturer of low cost 
spirit process addressers and duplicotors 
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Dates to Remember 


September 27-October 1. National Stationery & Office Equip 
ment Association exhibit and convention, Conrad Hilton Hotel 


October 9-11. Canadian Office Machine Dealers Association 
Quebec City. 


October 20-24. National Business Show, New York Coliseum 
New York City. 


~~ 


October 25-28. Second Annual Eastern Commercial Stationery 
Show, New York Trade Show Building, 500 Eighth Ave., New 
York City, Stationers Association of New York—Metropolitan 


Travelers Club 


October 27-28. Third eastern regional division of National 
Office Machine Dealers Association convention. Grossinger 
Country Club, Grossinger, N. Y. 


WHOLESALE STATIONERS ASSOCIATION 
MERCHANDISING CONFERENCES 


October 17-18—Mid Atlantic, Southeastern and Mid Western 
areas of eastern district, Pocono Manor, Pocono Mountains, 
Pa. 


NOFA MEETINGS 


October 12-16—Advanced Management Seminar for all who 
have participated in basic seminars, Kellogg Center, Michigan 
State University, East Lansing, Mich. 


Clary Appoints Nine Dealers 


Appointment of nine new franchise dealers to handle the 
complete line of Clary cash registers and 10-key and full key- 
board adding machines has been announced by Clary Corp. 

The new Clary dealers are John Kreuzer, Canby, Minn.; 
Business Equipment & Supply Co., Columbus, Miss.; Tom 
Beasley, Huntsville, Ala.; Sanchez Office Equipment, Laredo, 
Tex., and H. C. Smith Cash Register Co., Loudon, N. H. 

Others are The Baldwin Press, Marshall, Minn.; Pompano 
Business Machines, Pompano Beach, Fla.; Webb’s Office Ma- 
chine Co., Roanoke, Va.; and Liberty Register Co., Springfield, 
Mass 


Codo Opens Dallas Office, Warehouse... 


/ 


/ 





To provide prompt and efficient servicing of accounts in the 
Southwest, Codo Mfg. Corp. has opened an office and ware- 
house at 1207 Dragon St. in Dallas, Tex. Under the direction 
of Rosco Benge, right, and his assistant, C. D. Guy, left, this 
office will handle the company’s complete line for this area. 
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EYE APPEALING PACKAGE! 


Now, more than ever before, 
designed to win new customers and 
greater profits for you! ... stock 
the Fulton Line 
and get 

the Finest! 





MAHOGANY 


KNOBS... 
Good Looking and 
Sturdy! Perfectly 
Balanced! Set properly 
imprinted with sizes 
on daters and 
. numbers. 
























; 
F 














NEWEST 











= PACKAGING... 
= in the entire 
Individually Dependable performance 
wrapped in created by the finest 








* craftsmen who take pride 
in their workmanship. 
Service and 
satisfaction 
guaranteed. 


Cellophane! 











a ~.. 4 
Dc 
SS Sd 





FULTON DATERS 
and NUMBERERS 


features ... @ Cellophane wrapping helps keep 
bands from drying out and dust free ‘ ; 
for indefinite shelf-life @ Mahogany knobs Baen rm , aa 

@ improved bonded bands that withstand 


twice the pull of any other daters and numbers FU LTON MARKING 


bands @ Quality sharp impressions on the 


highest grade rubber @ Chrome plated frames EQUIPMENT COMPANY 


®@ Geared drums for positive turning 82 Fulton Street * Elizabeth 1, New Jersey 


val ee? 
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ASSOCIATED 
COMPANIES: 


Distributors in All Principal Cities 


UNGROUND 


BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 





1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 


(Canada), Ltd. 


90 Queen Elizabeth Blvd. Toronto 14, Ont. 





SYRACUSE, NEW YORK, U.S.A. 


Kilian Manufacturing Corp. 


Catalog on Request 










Kilian Steel Ball Corporation 
100 Wellington St., Hartford, Conn. 

















All Purpose, All Steel Waste Baskets 
Perfect for Office, Home, Store, School, 
Hotel and Hospital! 


_ The Deluxe “Executive” 
This heavy gauge, all steel Waste 
Basket is recognized as the ‘Standard 
of the Industry’. Features Rubber 
bumpers on all corners and welded panel 
construction. Rubber tips are SEPA- 
RATELY welded in steel legs to elim- 
inate scratching or marring. 
lorge capacity, mini- 
mum floor space. 
12 1/2412 1/2 «15 
high. 


The Deluxe ‘Oblong’ 

Incorporates all the same construction 
features of the ‘Executive’ basket but 
is designed especially for limited floor 
space areas. Size 9 1/2x 13 1/2x 12 3/4 
high. 
Both the Executive’ and the ‘Oblong’ ore avoil- 
able in all desired and matching office and 
commercial colors. Grained finishes include 
Walnut, Mahogany ond Ook. 


Be Sure and See Us at the 


N.S.O.E.A. Convention 


Sept. 27—Oct. 1, 1958 
Pick up our new catalogs at Booths 319-20 
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because they’re All Steel... by Steel Parts 


Pennant Business Machine 
Stands 


Designed with a Purpose . . . To protect the 
Investment in Expensive Office Machines. 
(illustrat. model 540.) 


Pennant stands practically eliminate the pos- 
sibility of tipping because they have been 
‘counter balance engineered’. Adjustable cups 
and channels make each Pennant Stand ad- 
aptable for use with practically all makes and 
models of different office machines. 


Heavy caster housing protects the operator 
and provides the firm anchorage that pre- 
vents movement and tipping .. . and every 
Pennant Stand is GUARANTEED VIBRA- 
TION-FREE. 


There is a Pennant Stand for every business 
machine application. 


Write for FREE 16 Page Color Catalog 







A Pennant 
‘Exclusive’ 
... TIP-TOE Raising and Lowering. 


For fast portability and equally fast firm 
immobility. 


STEEL- PARTS MANUFACTURING CORPORATION 


A Division of Blackstone Manufacturing Co., Inc. 
4630 W. Harrison Street * Chicago 44, Illinois 


OA-—10/58 
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Guest Book 





Humberto Castilla Salas of Saltillo, Mexico, visited OAs 


ces on 31 together with his son. They were on the re 

rn Ie four-month trip which took them into many of 

ntral European countries. There, they observed mer- 

undisin thods of office equipment dealers and visited 

cturing establishments which they represent 

The Castilla re frequent visitors at the industry conventions 
n t U.S ire well-known to many U.S. suppliers. 


Dudley A. Cox of Great Lakes Furniture Co., Norwalk, Ohio, 


red OFFICE APPLIANCES with a visit on August 29. Nearly 

f his business life has been spent in the manufacture and 

of we ffice furniture. He was in Chicago to show 
photographs of new numbers to the trade and was optimistic 
bout possib ; for the remainder of the year 


Wesco Desks and File Cabinets 
Highlight New Agents Building 


SHAKER HEIGHTS, OHIO 


he new Agents Building, 3537 Lee Road, is a study in 


rn off esign efficiency and convenience. The building 
S ntl d to lease and rent office space to business- 
1, insu! nts and manufacturer's representatives in the 
( land 
[he functional design and layout in all of the building's 
1, renta nd administrative office areas is highlighted 
the use of 64 Wesco deluxe ful] suspension file cabinets 
anufactured by Western Manufacturing Co. The desks and 
abinets are finished in Wesco desert sage with blonde-tan 
pe linol tops to complement the interior decor of the 
w buildit 
S. Rose Inc., Western Manufacturing Co. dealer in the Cleve- 
ind area led the arrangements for furnishing the new 
building 


Fills-Any Refill Granted Basic Patent 


SUNNYVALE, CALIF 
has been granted a basic mechanical patent 
type Fills-Any ball pen refill 

V. H. Barnes, Micropoint president, announced that the Fills 
Any refill pat relates to its unique annular groove tube, dual- 
ve ik-off mechanism and any equivalents of these me 
unical features. Mr. Barnes stated that these features permit 
fit over 183 popular ball pens presently on 


Micropoint. Ir 


nm ite 1 . 
l S unly 


irket 
[he Micropoint president designed and engineered the Fills- 
Any refill five years ago. When the refill was perefcted, he or 
1 Micropoint to market this revolutionary ball pen refill 


Protectall Safes Selected for University Course. 


Southern | is University in Carbondale, Ill. is attempting 
elop t art of selling among its business students 
ourse on salesmanship 

l ling manufacturing concerns have donated product sam- 

as the bject manner for this course. In order for a 
nt to pa ind receive full credits for the course, he must 
as a final project, his product to the instructor and the 

Protectall Safes, a division of The Mosler Safe Co., has had 
rd an ney safes selected for use in this course at the 


Name Head of Clary Agency in Newark 


Appoint Charles Matthijssen, a veteran of 28 years 

busin achine field, as manager of the Clary Corp 

ncy in Newark, N. J., has been announced by William G. 

Zaenglein, vice-president and genera] sales manager 
San Gabriel, Calif., company. 
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Smallest Adding Machine 
in the World 


“Engineered to last a lifetime!” 


SWIFT BUSINESS MACHINES CORP. 


Great Barrington, Mass. 
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ror AUTOMATIC saces 


STOCK AND DISPLAY 


Faumua 
UMBER. 
-MATIC 3 


America's TOP Line of ; 
Economy-Priced ‘ 
AUTOMATIC NUMBERING MACHINES 





NEW FROM FAYMUS—the big- 
gest values in Numbering Machines 
you’ve ever offered. Loaded with 
exclusive, costly fea- 
tures . . . precision- 
made of top-quality 
materials . . . designed 
for years of trouble- 
free service — yet 
priced within the 
reach of every store, 
office, or other busi- 
ness! 


“‘QUALITY”’ 
MODEL AC 


Out-performs machines 
costing twice as much! 
5 numbering actions: 
repeat, consecutive, 
duplicate, triplicate, 
quadruplicate. Instant clearing, 6 chrome- 
plated brass wheels, attractive Light Bive 
metal frame and plastic handle. 


















LIST * 
“15> 
<> 












“JUNIOR” MODEL 


World's first really low-priced automatic 
numberer. 5 automatic actions with instant 
clearing. 4 wheels — numbers from 0001 
to 9999 in small space. Heavy nickelplate 
finish, Maroon plastic handle. 


List * 
: Two Additional Feature-Packed 
y 95 Models Available 


FULLY GUARANTEED 


AGAINST DEFECTS IN MATERIAL 
OR WORKMANSHIP 


ORDER TODAY 


at big-profit discounts, or write for 
full details 
*Prices plus 10% Federal Excise Tax 


See Us At the NOSEA-Booth 162 


Fauna DIVISION 





Bankers & Merchants, Inc. 


3229 N. SHEFFIELD AVE ~ ie Vere) 
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Move Up Competition 


Through Superior Service 
by VICTOR N. VETROMILE 


@ THE MOST VALUABLE trade-building force in retailing 
and particularly in the office equipment business—is the reputa 
tion for always taking care of one’s customers anticipating their 
problems and requirements, and never letting them down in any 
emergency 

[his is not a new doctrine in the Book of Merchandising. It is 
nevertheless, an important basic success principle that is sometimes 
forgotten or neglected by certain dealers who complain that ag 
gressive competitors seem to be adopting some of their best cus 
tomers by a mysterious black magic. Store fixtures, merchandise, 
and working capital are the material prerequisites for a mercantile 
It is the Auman factor behind the investment, however, 
person 


business 
that vitalizes the enterprise, endows the business with a 
ality’, and determines the service standards upon which the ability 
to hold patronage after it has been attracted depends 

In other words, personal ability as a merchant determines the 
measure of success that can be achieved 

The differences in this human element 
ranging as they do from mediocrity to expertness 
Dependably Yours 


managerial ability 

explain why 
one office appliance dealer is still advertising 
Since 1925 


at about the same time closed shop a dozen years ago 


while a competitor who started in the same trade area 


Service Must Excel 


To keep his business growing, a dealer has to provide service 
that is as good as or better than that offered by his best rivals. In 
the office equipment field, this service ideal involves much more 
than merely selling the merchandise. It includes the responsibility 
of professional counseling in technical details of office installations 
and the planning of office routine 

It often calls for more discernment with regard to some office 


layout problem or the proper choice of office machines and 


office 
fixtures than any person who has not been engaged in the office 
equipment business could be expected to possess 

In its highest exemplification the service phase of customer re 
lations in modern merchandising not infrequently goes to the ex- 
treme of doing the thinking for the buyer in certain complex situa- 
tions 

Dealers who have won a name for themselves because of theit 
expertness in dealing with these special problems have written 
many profitable orders that were obtained principally because of 
the buyers’ confidence that they would have nothing to worry about 
if they entrusted the whole office modernization project to these 
dealers 
forged ahead of their 


These progressive merchandisers have 


local rivals—have moved up on the nearby competition—because 
of their unremitting interest in developing superior qualifications 
for serving the trade—not merely for selling merchandise 


They sought to develop the type of clients whose patronage 
would be permanent, thereby contributing to the growth of their 


business 


Keep That Customer 


It is probably true of many dealers in our industry that, if they 
devoted as much zeal to serving customers as they did to soliciting 
the business in the first place, there would not be so much shifting 
sand in their clienteles. Turn-over of merchandise helps the profit 
account, but not turn-over of customers 

Whether the first-time buyer in the salesroom can be an asset 
to the dealer depends upon whether he proves to be only a one- 
time buyer—that is, never comes in again for more goods. If it is 
certain that he has been treated courteously, was charged the cor- 
rect current standard price, and received exactly the article for 
which he asked, his disappearance could only be explained by the 
conclusion that he was a non-resident transient 

One must have the things that business men are known to need 
regularly in order to sell to them. The four outstanding essentials 
for commanding the confidence of prospective buyers are 


(1) Knowing the merchandise, which requires keeping con 
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y as INDIVIDUAL as 
\ your SIGNATURE... 


THE DIPLOMAT Changepoint’s new and distinctive pen 








set for individual use and office standardization. Available 


in chrome or gold alumalite ball pen or fountain pen. 


C : hamggproint. ‘Cree. 


TELEPHONE DI 3-7965 “ 547 SOUTH ROCKFORD 
TULSA 20, OXLANOMA 
IT’S NEW 


SEE US AT BOOTH NO. 61 





DIPLOMAT 
$3.95 










No. 1000 
Front View 





illustrated item to list at $279.00, less usual dis- 
count. Lowest price in the field. 


° ° ° FEATURES — All, plastic top. 72” slidi 
T his line with a few components can make dear euitinnis Ga" Gay ten, ee 
up to 30 different units! drawers on rollers, with hang-a-file unit. 


All wood finishes. 


Write for Line Drawings, Circular and 
Price List of Individual Modular Units. 





Send initial order for this 
exceptional new item to 
be used as a floor sample 
NOW. 


DORO MFG. CO. 


220 W. Institute Pl. 











Chicago, Ill. 
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O10lolo-x 


printing multiplier 





the latest addition to the “addo-x” line, built 
in the “addo-x” tradition of superb craftsman- 
ship, makes “addo-x” today’s ideal dealer line 





A\UDLBLB UR 


ide precision typewriters 


A\UDUBLB URS 


itisfy even the perfectionist 


S\UDUBLB UR 





typewriters with “sales appeal”; perfect touch; 
desirable features—valuable franchises open 
write to:—”addo-x inc’—-300 Park Ave, NY22 
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stantly abreast of every mechanical improvement and invention in 
the evolution of modern office fixtures and appliances 

(2) Knowing how to “size up” and analyze the prospective 
purchaser's requirements for the kind of that will 


) 


office seéet-uf 


insure maximum service and satisfaction 


(3) Being able to show the prospective purchaser that you have 


the required variety and quantity of stock available now for selec- 


tion and delivery—every desirable office utility that he could pos- 
sibly find anywhere else in your merchandising area 

(4) By offering him, on the standard-price level, office machines 
and office furniture that are pedigreed and guaranteed by the 
labels of the country’s best-known manufacturers 
and manufacturers are virtually partners in the sale of 
their combined reputations being the sustaining 


element in that buyer-confidence which makes such merchandise 


I eale rs 


these products 


universally den 
A constructive 
might be 


delivered equipment, whether it be only one mechanical unit or 


anded and respected by business men 
principle in customer-service relations—is what 
called 


a use-and-satisfaction check-up on all recently 


the furniture for a suite of offices 


Don't Neglect Follow-Up 


Such a follow-up should, preferably, be made by the salesman 
who handled the order or contract. It would prove that the dealer’s 
interest didn’t end with delivery of the appliances, but to the 
contrary, extended all the way to complete assurance that the 
equipment sold had been installed correctly 


the mechanical units purchased were operating perfectly, and that 


in every detail; that 


the operation and maintenance of them was thoroughly understood 
by the office et 

Furthermore, if the mechanical unit was some new patented 
specialty, having unusual features and applications, the salesman 
could, by this systematic follow-up, obtain valuable experience 
actual users that would assist him in making sales 


ployees who use them 


reports from 

His insight into the range of usefulness and the economies or 
other benefits of the new devices would be enhanced, and the 
contacts might be the means of obtaining referrals to good pros- 
pects 

All retail merchandising is competitive, and the historic situa- 
tion in all lines is that the dealer must fight for customer traffic 
and the dollars that are to be spent for goods in his particular 
field 

Customers are not likely to crave a change of shopping scene, 
so long as you are qualified to cater to their requirements and 
always treat them right, but the lion’s share of business and profits, 
naturally, is always garnered by those merchants who keep ahead 
of the parade 

Daily store traffic and dollar volume are not determined by the 
location of the store alone. Actually, of equal importance, is the 
ability to draw traffic past the site of competition, and this can 
only be accomplished by the ability to do a smarter job of mer- 
chandising, creating stronger buyer-appeal for your store by ad- 
vertisements and point-of-supply displays capable of frustrating 
the temptation to purchase some competitor's goods instead of 


yours 
Keep Your Originality 


This suggestion does not mean the weak idea of striving always 
to advertise the same appliances and supplies at the same time that 
a competitor is featuring them, but to the contrary, it means 
superior originality in a constantly changing display program 

Many of the new office fixtures that have come upon the market 
in recent years literally have the sales talk built-into them—that is, 
they embody some new and distinctive improvement which is the 
dominant selling point of the appliance and should, therefore, be 
emphasized in newspaper advertising, dramatized in demonstra- 
tions, and spotlighted in window presentations or in salesfloor or 
counter displays 

An important incidental matter of service to the buyer—espe- 
cially in the selling of mechanical appliances that have some new 
attachments and more or less technical features—is that any factory 
instructions that accompany the merchandise shall be duly called 
to the attention of the purchaser. 

It is not sufficient that such instructional matter, intended to 
advise the buyer with regard to the care and maintenance and the 
proper operation of the equipment so as to insure his obtaining 
the best and longest service from his investment, is packed with 


the appliance. The dealer or salesman should impress upon the 
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JASPER CHAIR COMPANY, JASPER, INDIANA 





THE RIGHT CHAIR AT THE RIGHT PRICE 





| VOw- FOLD-O-MATIC & 


\i 


has the “CONVENIENCE of a CONVEYANCE”! yy 


n> 
with new 4 “aa LG iy 


ADJUSTABLE CONVEYOR ( 
AND STACKER 


NEW DESK MODEL 


FH-5¢c ~~ 


FOLD-O-MATIC 


100% Fully Automatic 


_ELECTRIC FOLDING MACHINE 
WITH CONVEYOR BELT 
— RECEIVING TRAY 








Automatically Folds 120 Sheets per = 

Minute (all popular folds) . . . CON- new “SNAP-IN” CONSTRUCTION of conveyor 
VEYS and STACKS Folded Pieces! and tray permits compact storage. 

mew CONVEYOR ATTACHMENT takes folded plus ALL THE OTHER EXCLUSIVE EXTRAS that 
pieces out of machine with positive precision, | make FOLD-O-MATIC — now more than ever 
regardless of type or size of fold. Easily set the world’s finest office folding machine, re- 
to exact width of folded piece... “Stop” gardless of price! 


Wheels prevent jamming. EXTRA! tneremsed. power universal mete, All 
mew DEEPER STACKING TRAY holds larger Caring Cilite and bell Learinee’ Nae fee ori 


quantity of neatly stacked sheets. power mechanism eliminates gears. 


PRINT-O-MATIC CO., INC. 


724 W. Washington Blvd ° Chicago 6, Illinois 
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LIST $] 99 Plus F.E.T. 


Also manufacturers of famous Card Size 
Duplicator, Diagraphy Duplicating Com- 
pound, Print-O-Matic Stencil Duplicators 
(6-A Electric, 5-A Manual). 


SEE THIS ASTONISHING LOW- 
COST Automatic “MIRACLE” 


WRITE FOR 
COMPLETE DETAILS 
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“> CURMANCO --- 
OFFICE TOOLS 


te A COMPLETE LINE %& 
THE FINEST IN TIME SAVING STEEL OFFICE SPECIALTIES 
Clears The Desk For Action! 





“ELETTER SORTER Si3ir0d ‘Shelves 
NO CORNER POSTS TO DODGE! 


Sorts, Classifies, Distributes the papers 
of daily work. Sloping Trays Catch and 
Hold the papers. 








GREEN-GRAY-BROWN-MIST GREEN-COPPER TAN 
NO. 202 LETTER SIZE, 2 tray incl. base $4.00 
NO. 203 LETTER SIZE, 3 tray incl. base... $5.25 
NO. 204 LETTER SIZE, 4 tray incl. base $6.50 
NO. 205 LETTER SIZE, 5 tray incl. base $7.50 











Daily Business Sorter! 
SORTING TRAY 


Active papers can be re- 
ferred to instantly... open 
like a book. When used with 
A-Z index folders or tab 
guides, the corrugations in 
the bottom prevent slipping. 


NO. 115 LETTER SIZE without index $4.00 
NO. 116 LEGAL SIZE without index.. $5.00 


STATIONERY 
SEPARATOR 


Fits into standard typewriter 
desk drawers without papers 
catching when drawer is 
used. 3 inches high, 4 letter size and | half 
size trays. Holds 200 sheets. 87/'' x 18" x 3” 

Electrically welded one piece. NOT ADJUSTABLE. 


NO. 310 LETTER SIZE with 5 divisions — Wt. 4 Ibs. $4.50 


STATIONERY AND 
ENVELOPE SEPARATOR 


Fits into desk drawer. Has 
four letter-size and one half- 

size trays, also pockets at end to 
hold a good supply of both large 

and small business envelopes. Keeps sta- 

tionery and envelopes handy, clean and ready to 

use. Saves Stenographer's time. Made of art steel, electro 
welded into one solid unit. 3" high x 9" wide x 21" long. 


| NO. 311 LETTER SIZE — Individually boxed. — Wt. 5 Ibs. $5.50 


CASHIER’S PAD RACK 


Every business has various pads, 
bank checks, receipts, contracts, 
partial payments, delivery and serv- 
ice forms. This rack holds each, 
easy to reach. Saves space and con- 
fusion. All one piece welded steel. 
Hollow space inside. 



































SSSVSsssovessaassssssvsssssssssescssscesceesaasssseucessaseccuceuuceauceussessssseusessacce: 





No. 566 Six Pocket 8x71/2""x4” $4.00 
No. 568 Eight Pocket 8”x91/2"x51/2” $5.00 
No. 570 Ten Pocket 8”x92/2"x65/e” $7.50 


CORRESPONDENCE 
SEPARATOR 


Keeps letters, price lists, folders or 
catalogs separated for quick, easy 
reference. Not adjustable. Special 
sizes made to order. Distance be- 
tween uprights 134". Label slot each 
side. Comes in five colors. 

















NO. 105 LETTER SIZE with 5 divisions — Wt. 6 Ibs. .$6.00 





DEALERS WRITE FOR COMPLETE CATALOG AND 
DISCOUNT SCHEDULE Ba 


CURRIER MFG. CO., INC. 


2448 W. LARPENTEUR AVE., ST. PAUL 13, MINN. 
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buyer the smportance of reading the instruction tag, circular, or 
booklet 

The importance of the user of an appliance reading and under- 
standing such instructions or recommendations from the manufac- 
turer of a mechanical specialty can be illustrated by the experience 
of a friend of mine not long ago 

The appliance—an electrical one in the physiotherapy category 
wasn't really complicated, but it required careful handling and, 
for the best results, its use involved the accuracy of a few adjust- 
ments. In the course of time, one of these adjustments failed to be 
effective 

The little machine was put into indefinite retirement because the 
purchaser had no idea where to take it for repair. Long afterwards, 
by mere chance, he noticed one day that, in the bottom of the car- 
ton in which the appliance had been packed at the factory, there 
was a small leaflet that contained pointers on the use and care of 
the machine and told what facilities the manufacturer had provided 
for repair or adjustment service 

Contrary to having left users “high and dry’ when something 
went wrong, the leaflet showed that the manufacturer had ar- 
ranged for customer-service stations in four of the country’s 
largest cities. Convincing reasons were given why the device should 
be repaired only by the craftsmen who made it. The little leaflet 
also contained the manufacturer's warranty and guarantee 


Invite User's Attention 


The manufacturer had anticipated the importance of the buyer 
having such information and certainly did his full part with the 
possible reasonable criticism that the maker would better have tied 
the leaflet onto the machine or attached it with a rubber band 
than to pack it in the bottom of the box where it might be dis 
regarded as being advertising matter 

One of the best services that any office machine dealer can per 
form for his customer, when some more or less technical office 
appliance is being packed for delivery and the manufacturer's 
maintenance and operating instructions are being tucked into the 
shipment, is to rubber-stamp the printed folder or leaflet PLEASE 
READ THESE MANUFACTURER'S INSTRUCTIONS AT 
ONCE. PRESERVE FOR REFERENCE ALSO WITH REGARD 
TO MANUFACTURER'S WARRANTY. (This last-mentioned, 
of course, when the leaflet contains a warranty or guarantee). 

It pays to individualize the business, its equipment and _ its 
services, by every practicable method and device—even to wrap- 
ping paper, bags, and sales-slips—then trade-mark the business, so 
to speak, with a strong, pithy trade slogan that is wholly unlike 
the trade phrase of any other store in the community 

Intelligently planned individualization causes the public to dis- 
tinguish the store from competitive stores, and causes people to 
remember the store in the right way, so long as it continues to be 
the right kind of office appliance store—one so managed as to 
make friends of those who buy its merchandise 


Joins General Office Equipment Corp. 
PITTSBURGH 

Larry D'Amico has been appointed interior designer for gen- 
eral Office Equipment Corp., according to Edward Eggleston, 
president of the retail and wholesale firm 

Recommended by the Executive Furniture Guild of America, 
represented exclusively in this area by General Office, Mr. 
D'Amico is a specialist in room structure design 

A graduate of the Kendall School of Design, D'Amico, for- 
merly of Detroit, recently won top honors in an interior archi- 
tecture competution sponsored by the state of Michigan 

Mr. D’Amico’s appointment is part of an expansion program 
currently in process at General Office Equipment 


Davis Advanced by Eaton Paper Corp. 


L. G. Morris, sales manager of the Eaton Paper Corp., named 


Churchward Davis, assistant sales manager, on September 1 

Mr. Davis has been with Eaton’s for 11 years. Since the ac- 
quisition of Nascon “At-A-Glance” products, Mr. Davis has 
been merchandise manager for this Eaton division. He will con- 
tinue to make the Pittsfield home office his headquarters. His 
new position will involve him in the sales affairs of Eaton's 
social papers, the Berkshire typewriter paper line and Nascon 
record books for personal and business us« 
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1. Opens 300-400 envelopes per minute! 
2. Completely automatic! 
5. More customers and profits for YOU! 


PREMIER 


UTO-OPENER 


ONLY 


$9995 


COMPLETE 


with automatic sorting tray 
(plus F.E.T.) 


The finest and lowest 


ever built... for EVERY 
OFFICE LARGE or SMALL! 


| 
l 
cost envelope opener | 
| 


SEE IT—BOOTH NO. 183 
NSOEA SHOW 


| SEPT. 27-—OCT. 1 


a product of 
MARTIN YALE INC. 


2100 W. Fulton St., Chicago 12, Illinois 
Telephone TA 9-3033 


$e feb anaes! [f FREE 


| DEALERS — DISTRIBUTORS — Many choice ter- 
| ritories still open. Be sure to see us. 
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More than 


1,000 WAYS to MAKE MONEY 
with DAV- SON BULLETIN j 


Deluxe Change- 
able Letter An- 
nouncement Board 


Walnut finish 
frame with glass 
door mounted on 
5’ §” standards. 
Size: 27” x 39”. 
Ideal for lobby, 
foyer or hallways. 
Portable, easily 
moved from one CHURCH BULLETIN BOARDS 


location (to an- for every Church need. In- 

other. doors or Outdoors, Wide 
variety . . . Extruded Alu- 
minum, Stainless Steel or 
rich Bronze Baked Enamel, 
frames. Removable, change- 
able-letter panels. 








MENT eee 
or INES TOCKING NECESSARY! 


EVERY ONE of the more than 
1000 styles and sizes of DAV- 
SON Bulletin Boards gives you 
an opportunity to make extra 
profits—without a penny of in- 
vestment! Take the order— 
DAV-SON drop ships for you 
with your label. Bulvenee ale totter 
s 








Portable An- 
nouncement Board 


Sell the most complete line of Bul- 
letin Boards in America—made 20” x 15” Chrome 


3X12=36 


Frame Changeable 





FREI 





SFFFVFVFVB®SFBseBeeG ea SaSeeeeaheeaGaeaeaeaeeeaeeeateauuas: 


by the largest, most reliable man- 
ufacturer in the industry! Prac- 
tically every business in your 
area is a prospect for one or more. 











8 Cat Safety Signs 


_C. DAVENPORT & SON, 


Letter Board with 
glass front and 
removable back. 
Mounted on 48” 


INC. 











Ml 


—> F > Chrome Pedestal. CHALK BOARDS 
ora 50N NO TIce Overall height Black or Green. Exclusive, 
— ALL PERSONS WRG ee ie cae ee 
Genuine s ce. . . easy to read, 
= ond easy to keep clean. Wide 
— EASY TO BUSINESS! MN THE LEPRET MEN DEALERS range of sizes. 
ion ever’ T MUST WEAR GOGGLES INQUIRIES 
Also manufacturers of Flashing Safety = ~ INVITED 
Signs, Outdoor Bulletin Boards, etc. Stock Metal 


NAME PLATES 
Desk, Corridor or Door 
Styles. Complete with let- 
tering. All finishes to match 


coe 2 EERE SE EREER EER ER ERE SEE EEE EERE BEE EEE EEE EREEEREEERERERE SEER ERE ER ER SR SE SS S & 


w in Our 26th Year of Quality Service any decor. 
DEPT. on 311 N. ' DESPLAINES ST. @ CHICAGO 6, ILL. 
i ee ee ee ee 2 Sa SRE EEEEEEEEEE EEE SEEEESEESE SE EEE EEE EEE EEE EERE EE EESE SEES EEE EEE SE SEER EERE EE ES SS 
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PROTECTED 
PROFITS!” 


and a boost 

in sales with 
Advanco’s 
policy of selling 
thru dealers 
exclusively. 








ADVANCO’S COLLATED 
MANILA GUIDES... 


In legal and letter 
sizes, made of 

11 point, 150 Ib. 
durable stock. Also 
in 9% point, 133 
Ib. stock. 


ADVANCO’S BRISTOL 
A to Z GUIDES... 


also manufactured 
in 25 point Green 
Pressboard 

with Metal Tabs. 








ADVANCO’S BLACK 
METAL TAB PRESSBOARD 
GUIDES... 

in both 

legal and letter sizes, 
eyeletted. 


Manufacturers of . . 
e Manifold Books 
e Printed Stock Forms 
e Suspend-O-Folder 
e Filing Supplies 
@ Punchless Paper Holder 
e Pressboard Binders 
Write for general am 
Catalog and Price List! MADE IN USA REG US PATENT OFFICE 


ADVANCO PRODUCTS, Inc. 
76-05 51st Avenue, Elmhurst 73, L. |., N. Y. 
Telephone ... Hickory 6-4848 
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Peerless Photo Appoints Dealer 


HAMDEN, CONN. 

L. G. Primrose & Co., 912 Dixwell Ave., has been appointed 
to represent the complete line of Peerless Dri-Stat office photo- 
copy equipment and materials in the New Haven area, accord- 
ing to an announcement by Arthur W. Taber, vice-president in 
charge of sales for Peerless Photo Products, Inc. 

The new Peerless dealership is headed by Larry and George 
Seltzer, who have been in the duplicating supply business for 
10 years and have been located in Hamden for the past two 
years. Their firm handles a broad line of materials for dupli- 
cating, printing, and offset lithography as well as office sup- 
plies and office furniture. 


10 New District Managers Serve Clary 


Clary Corp.'s expanding dealer organization has necessitated 
the appointment of 10 new district managers, William G. Zaeng- 
lein, executive vice-president and general sales manager, an- 
nounced. 

The new district managers, and their headquarters, are W. A. 
Joyce, Danvers, Mass.; W. F. Larkin, Arlington, Mass.; S. S. 
Blaustein, Yonkers, New York; M. J. McHugh, Philadelphia; 
A. W. Bender, Chicago; H. Woodson, Phoenix, Ariz.; R. A. 
Lockwood, San Francisco; W. L. Varhol, Wayne, Mich.; Paul 
Reichle, Addison, Ill.; and Frank Stevenson, Los Angeles. 


Jensen Retires from Underwood Post 


Alfred Jensen of San Francisco, formerly Pacific district man- 
ager for Underwood Corp., retired from the business machine 
company August 1, D. H. Burrell, vice-president-marketing, an- 
nounced recently. In making the announcement, Mr. Burrell 
cited Mr. Jensen’s “long and distinguished service with Under- 
wood in many executive positions.” 

Mr. Jensen, who joined Underwood since World War I, 
served as the company’s branch manager at Los Angeles and 
San Francisco and as district manager of the northern Pacific 
district. 





Jens Risom Appoints Two 


A. Stuart O’Brien has been appointed district sales manager 
of the newly established northeastern sales division of Jens 
Risom Design, Inc., covering the eastern seaboard from Maine 
through Maryland. Mr. O’Brien was formerly associated with 
Tomlinson of Highpoint, Inc. and Erwin-Lambeth. John Amoro- 
sino has been appointed New England sales representative, cov- 
ering Maine, New Hampshire, Vermont, Massachusetts, Rhode 
Island and Connecticut. Mr. Amorosino will make his head- 
quarters at 37 Latimer Lane, R.F.D. 2, Simsbury, Conn. 


New Sales Manager for Clary Wholesale 


Appointment of A. F. Sammet as sales manager of the whole- 
sale division of Clary Corp. has been announced by William 
G. Zaenglein, executive vice-president and general sales man- 
ager. 

In his new position, Mr. Sammet will be responsible for 
Clary’s rapidly expanding office machine dealer division. 

Alan H. Morris has been named to Mr. Sammet’s former po- 
sition as supervisor of the sales finance division. 


Heads Dykema Order Department 


KALAMAZOO, MICH. 

Raymond Dykema, owner of Dykema Office Supply Co., 

Kalamazoo, Mich., has announced the appointment of Frank 

Risbridger as head of the commercial order department. Ris- 
bridger was formerly with the firm from 1945 to 1955 


St. Louis Firm Represents Dri-Stat 


Comfort Printing & Stationery Co., St. Louis, Mo., has been 
appointed to represent Peerless Dri-Stat office photocopy equip- 
ment and materials in the St. Louis area, 
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SPRINGER™ PENGUIN, INC. 


DOME 


Personal 


TAX RECORD 


Specially designed 
for Salesmen, 
Officials, 
Employees and 


(| 


at 


34 
{ 


ifiyite 


pome 


LU®uriously Design 
f 


Homeowners. 
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9-07 34TH AVE. LONG ISLAND CITY 6, W. Yo 


e custom-built cabinets in the 


n 
- Princ stbes hardwoods...with a 


spacious refrigerated compartment and a 
separate unit for liquor and glassware. 
9 distinctive models for home and office. 
Now available: Refrigerator Assemblies 
for Built-ins. Write for illustrated brochure. 
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® Contains Weekly Summary with 
Cut-Leaf Sheets 


of Tax Forms 

< 50 ® Exclusive Dome 
Instant FICA Tax 
Calculator 


3563 Jasmine Avenue, 


4 


Reasons 





why 
your 


DOME Sales 
will ZOOM ... 


more popular than ever! 


Having 1-25 Employees 


® Exclusive Calendar 



















Los 

















DOME 
Simplified Weekly 


BOOKKEEPING RECORD 


we of slow moving book- 


Why stock a variety 


keeping records... 
This one book is all 


a aeeaiil you need. No Refills 
piscine SECU . . . Same big profit 
— on each sale. 








Angeles 


siete 


A 





DOME PUBLISHING CO., INC. The Dome Building 357-361 Canal St., Providence 3, Rhode Island 


34 





DOME Short-Cut PAYROLL BOOK 


for Firms Having 
1-50 Employees 
* No Weekly Summary 
* No Name—No Word 
$ 30 No Figure is 
: Duplicated 


© You Write it Only 
Once 


Calitornia 
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Another Exclusive Equipto Feature! 


= 


Di gen' 2-16 
DTM ate (=a; 


lock in place... 
can t creep up... 
yet may be 
moved easily « 


Equipto drawers are of one piece construction — front, 
bottom, back, with-all welded sides. Embossed runners 
on bottom allow drawer to slide easily. Adjustable divid- 
ers lock in place—an exclusive feature found only in 
Equipto Drawer Units. Tops of dividers are slanted back 
and have new type instantly visible label holders... 


Equipto Drawer Units are available in all sizes and com- 
binations to suit your individual storage needs. Interested? 
Why noc find out more by writing for complete Drawer 
manual No. 206. 


610 Prairie Avenue 


Aurora, Illinois 








Large Variety of Sizes and Styles.’ 


Noesting considers QUALITY 


is of first importance. 


-NOESTING PIN TICKET CO. INC. 
New York, N. Y. 


728 E. 136th Street, 
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Manufacturer of World’s Finest 
Steel Shelving - Slotted Angle - Bins - Drawer Units - Lockers - Carts - Benches. 
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OA REPRINTS 


The following reprints are available at $.25 each: 


15—Electric Typewriter Rental Plans and Office Machine Leas- 
ing Opportunities. 


16—Office Furniture Nears §1 Billion Status. A special analysis 
of census data by OA’s Research Bureau 
17—Booming Potential in Fumishing New Office Buildings. 


3—Dealers Are in the ‘Packaged’ Oifice Business. A special 
research project determining the extent to which dealers 
are furnishing designing and decorating services 


4—Developing a Sales Management Program. Four down-to- 
earth articles on sales management 

5—How to Select an Office Equipment Salesman. Outstanding 
material on selection and training of salesmen 

6—Tested Sales Training Ideas. An excellent booklet to check 
your own sales development program 

8—Business Forms Sell Best When You Sell Ideas. 


8—Copy Machines . . . Developing a New Market For Supplies 
10—Color Is Your Business. 


20—Three Out of Every Four Dealers Sell the Complete Office 
Interior. 


The following are available at §.15 each: 
13—Basic Color Guide. For dealers and salesmen selling the 
complete office interiors. 


1—School Equipment and Supplies. Four excellent case his- 
tories showing how to penetrate this big market 


2—Seli-Selection. Three approaches to the problem of dis- 
playing merchandise for visual selling 


14—Discount Selling Spreads Its Tentacles. 
The following booklets are available at §.50 each: 


18—Today’s Best Buy—Olffice Machines. An extensive study 
by OA’s Research Bureau comparing the big price in 
creases in general consumer items with the lesser rise 


in office machine prices. Excellent sales ammunition 
19—Automation Comes to the Office Supply Dealer. 
gz 


The following booklet is available at $1.50 each: 


ll—The Salt Lick. A compilation of 47 brief but intensely 
practical essays written for salesmen by a successtul 
salesman, L. R. Addington, Vice President of Art Metal 
Construction Company. 


Circle the number of the reprint and enclose this coupon with 
the exact amount in coins, stamps or check. 


Service Bureau, OFFICE APPLIANCES 
600 W. Jackson Blvd., Chicago 6, Illinois 


Enclosed please find $ to cover the cost of the 


booklets circled below: 


1 2 3 + 5 6 7 8 o 10 
11 12 13 a) 15 16 17 18 19 20 


Name 

Position 

Firm 

Address - ses Cegnaeaaia aia ean 
os saint kta cack iesdtaded Zone............State 


O Check here for quantity prices on items circled. 
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16-Page Booklet Outlines 
| Methods of Statistical Charting 


/ Adding to its growing list of publications on materials and 
thods in t field of charts and graphs, Labelon Tape Co 
just published a 16-page booklet on statistical charting 


The booklet, built around the use of Labelon’s Graph-A-Plan 
urting materials, lists seven steps to good charting, and out 
s the various types of charts and graphs generally used in 
ness and industry. Included are discussions of horizontal 


vertical bar charts, line or time series charts, pie charts 


area charts, all of which can be made with Graph-A-Plan 
rials. 7 the use of Graph-A-Plan pressure-sensitive ma- 
ials it is possible to prepare outstandingly attractive charts 
quickly and at a very nominal cost 
Che colorf Illustrated booklet, titled ‘Statistical Charting 
vailabl out charge from Labelon Tape Co., Inc., 450 


hester 9, N. Y. 


Name Illinoisan to Handwriting Group 


Dr. T. Ernest Newland, Professor of Education at the Uni- 
ty of I has been appointed to membership in the¢ 
ry cor ittee of the Handwriting Foundation, it was an 


1 by Frank L. King, executive secretary 
Other 1 bers of the committee are 


Dr. John Guy Fowlkes, School of Education, University of 


Wisconsin 

Dr. Frank N. Freeman, Dean Emeritus, School of Education 

of Califort 

Dr. Ernest Horn, College of Education, State University of 
lowa 

Dr. C. W. Hunnicutt, Professor of Education, Syracuse Uni 
versity 


Dr. James F. Redmond, Superintendent, New Orleans school 


SVSTt¢ se) 
l Han Foundation, a non-profit organization, was 
in to promote a greater interest in handwriting. 
Dr. Newlan one of the country’s outstanding authorities in 
Id of ndwriting research 


Clary Foreign Sales Up 40% 


Foreign sales of Clary Corp. business machines in the first 
six months of 1958 ran 40% ahead of the first half of the pre- 


ious year, Joseph M. Klein, manager of Clary’s International 
Division, has reported 

Sales for the month of June alone totaled more than $225,- 
100, the hig t in the seven-year history of the International 


Division, Klein said. 


We fully expect the second six months to maintain the same 


is the first half,’’ he added 
i American office machines have tremendous acceptance in 
all parts of the world,” Klein said. ‘The establishment of the 
plant in Ra t, West Germany, last year to produce Clary 
ff machit has opened up markets to us in most of the 
vorld. We are confident that our international sales will 
tinue to g for many years to come.” 
The com ilso has a plant in Toronto, Ontario, Canada, 


Uebbing Advanced by Marchant 


| Paul J. Uebbing has been advanced from district sales man 
Pasadet Calif., to district sales manager of the Cleve 
lan (Ohio) of the Marchant Calculators Division of 
Smith-Corot Marchant Inc., it is announced by Wesley E. 
Jenkins, vice-president and general sales manager. Marchant's 
s office is at 4107 Brookpark Road, Cleveland 
Uebbing returns to his home community, Lakewood being 
I hpla 
M lant Cleveland manager joined the firm in 1948 
it Los An and was made manager of the Pasadena office 
eaten cal 
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that’s best 
for your 
customer’s 
purpase 
Nationally advertised and universally accepted for years, you 
can rely on a Tiffany Stand or Utility Table to give your cus- 
tomer the performance he rightly expects and provide him with 


the greatest dollar value. Each model has built-in functions and 
sturdiness that make it best for the purpose. 


MODEL 8002 


MODEL 
5000 


Rigid . . . providing “safety insur- 
ance” for costly office machines. 
Framework 14” thick, angle and 
channel steel, reinforced. 4-cup, 
open-top reduces machine noises 
and vibration. Adjusts to hold 
most size machines. 


Emer BE 
MODEL 2300 





EXTRA-HEAVY DUTY stand 
for Electric Typewriters, Bookkeep- 
ing Machines, etc. VIBRATION- 
FREE, amazing strength and ri- 
gidity. Open-top...the “escape 
hatch” for noise dissipation. 








MODEL 7711 


For use in Offices and Homes, for 
standard and portable type writers, 
etc., where space is a factor and 
the features of the larger models 
of TIFFANY STANDS are not 


required. 





UTILITY TABLE with countless 
uses in offices, factories, schools, 
hospitals, heavy steel throughout. 
Rounded corners on tubing. Table 
is stationary with brakes QN; 
portable with brakes OFF. 


For further information, write Dept. OA 


YY TIFFANY STAND CO. 


7350 Forsyth St. Louis 5, Mo. 
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When a customer buys an 
Atlas System from you he 
immediately becomes a 
prime prospect for more 
Build Atlas equipment .. . for 
Atlas Hangers at regular 
intervals . . . and for ad- 
continuous ditional Atlas Cabinets as 
his expanding require- 
repeat ments exceed the capacity 
of his original Atlas Sys- 
tem. A good idea: check 
your past Atlas customers 
now for more Atlas busi- 


with ness today! 
ATLAS ‘i... 
SYSTENS 


FOR NEGATIVES * OFFSET PLATES » STENCILS 
SKETCHES * ARTWORK » MASTERS ° X-RAYS 





e FAST 

e EFFICIENT 

e ECONCMICAL 
SAFE 





ATLAS CABINETS-—<c complete line 
of models for negatives, plates, stencils, etc. 
up to 21” wide. Capacities up to 1400 pieces. 
Wide range of sizes, up to 26” wide, 52” 
high, 28” deep. 


ATLAS HANGERS-—over 20types and 
sizes, a complete patented line of lug, spring- 
clip and envelope types to fit every need. 


Your tie is waiting for you at Booth 303, NSOEA 


AT Ll A 9 Sa . Vie ae 


STENCIL FILES COR CORP. 


16716 Westfield Ave. ©® Cleveland 10, Ohio 
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New Dun & Bradstreet’s Directory Ahead 


A “million dollar” directory of businesses and the people 
who manage them is now under process of compilation from 
agency credit reports and will be published on January 1, 1959, 
J. Wilson Newman, president of Dun & Bradstreet, Inc., an- 
nounces. More than 20,000 companies and 175,000 top manage- 
ment officials will be listed. 

“For over a century we have presented the story of large 
business and small business, in fact, all business,” Mr. New- 
man said. “Our reference book which was first issued in 1857 
now contains approximately 3,000,000 names of manufacturers, 
wholesalers and retailers, and is issued every 60 days. This 
volume, of course, is dominated by the Main Street enterprise. 
The new directory segregates the 20,000 businesses with an in- 
dicated worth of $1,000,000 or over. 

Mr. Newman added that ever since the end of World War 
II there has been a persistent demand for his agency to publish 
a ‘million dollar’ directory, largely due to the increase in the 
number of million dollar companies, along with the general 


inflation in values, and the vast turnover in top management 


direction. “It is interesting to note,” he stated, ‘that these 20,- 
000 companies represent 65% of the total indicated worth of 
businesses in the basic reference book although they are less 
than 1% of the names listed. 

The “million dollar’ directory will contain names and in- 
formation taken from Dun & Bradstreet reports prepared by its 
142 offices and 8,000 employees throughout the United States 
The book will be indexed under four principal headings: al- 
graphically by state and 


phabetically by name of business, rer 
cities, functionally by line of industry and trade, and individ- 


ually by names of officers and directors 


Handwriting Foundation Issues New Report 


The Second R, 1958,” a report on handwriting in the United 
States, was issued recently by the Handwriting Foundation, 
Washington, D. ¢ 

The 16-page booklet describes the current teaching and use 
of handwriting in schools, business and social situations and 
concludes that “the resurgence of interest in handwriting will 
become greater during the coming year. 

The Handwriting Foundation, a non-profit organization, was 
formed in 1955 by a group of businessmen and educators to 
promote a greater interest in handwriting. The report lists 
exhibits, surveys, booklets, and other projects conducted by 
the Foundation and other groups. 

Dr. Frank N. Freeman, Dean Emeritus of the University of 
California School of Education, is quoted in the report as 
follows: 

“Because we do not realize how intimate and revealing a 
form of activity handwriting is, and because we do not recog- 
nize its enormous practical value, we have let it fall into dis- 
repute and neglect. This is a pity. Handwriting is one of 
the arts which can never be completely replaced by the ma- 
chine. It is especially important because it affects all of us, 
not just a few 

“The Second R, 1958” was designed by Noel E. Weber, New 
York City. Copies can be obtained from the Handwriting 
Foundation, 1426 G Street, N.W., Washington 5, D. C. 


Chuck Charles Suffers Bad Break in Mishap 


LOS ANGELES 
F. C. “Chuck”’ Charles of Charles Office Equipment Distribu- 
tors, Los Angeles, suffered a broken ankle on August 4 while 
playing golf at the Oakmont Country Club in his home city. 
Chuck” slipped, turned his ankle and then fell on it, resulting 
in a triple break. Surgery and the use of a pin was necessary. 
After being confined in the hospital the victim will be re- 
cuperating at home for about seven or eight weeks. A walking 
cast will replace the original one as soon as possible. 
When advised of the accident Chuck Ritter of H. S. Crocker 
Co., In San Francisco, remarked to Mr. Charles’ partner, 
Ralph D. Moore, “To what lengths will Chuck go in order to 


get a vacation 
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Greatest Typist Chair Value Ever Offered 
NEW |ITEFORM 


ADJUSTABLE TYPIST CHAIR 


See It at the N.S.O.F.A. 
SHOW Space 301-302 


Here's everything you've wanted in a typist 
chair at a sensationally low price. Four ad- 
justments give complete comfort and effi- 
ciency, convenient controls that are easy to 
adjust, quality construction throughout and 
smart modern styling. 


LOOK heges THESE FEATURES . 


4-way adjustable back moves up and 
down, forward and back. Seat moves up 
and down, backrest is self conforming. 
2” ball bearing wheels 

Formed steel base 24” overall, full length 
scuff plates 

Positive seat height screw adjustment 

All controls are easy to adjust 

One piece metal seat 17” x 141.” 
Elastic backed U. $. Naugahyde upholstery, 
antique finish 

Popular colors: Yew green, brown, gray 
maroon, medium gray frame 


RITEFORM CHAIR COMPANY 


QUINCY, ILLINOIS 







































Coast to coast, dealers are ringing up extra profits on 
the entire Higgins line as a result of the sales-boosting 
Higgins dispensing stand. 








HIGGINS DISPENSING STAND 
Assortment consists of 222 units. 


List price $127.38. Dispensing stand free. 


HIGGINS Ink co. INC. 


HIGGINS 271 Ninth St., Brooklyn 15, N. Y. 


It’s always on the job as the eye-and-buy center of your 
art material department. Pushes the whole line and turns 
single-purchase thinking into multiple buying. 








Write today for Higgins Dispensing Stand Offer. 


>= 
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94 OT €3 DP OTS 53 6 & >) 5 4-1 OD. | 


Dleveo)ce) ele vials 


Hluminum 


COAT and HAT RACKS 





Styled 1o harmonize with fine ap- 
pointments, these smart wardrobe 
units are quality built of closed-end 
aluminum tubes rigidly held in cast 
aluminum brackets. Permanently 
beautiful in ‘“‘clear’’ or “gold” an- 
odized finishes. Mount at any height, 
on any wall — singly, end-to-end or 
in tiers, to give any desired capacity. 
Brackets adjustable to exact centers. 
Come in lengths by the even foot 
up to and including 8 feet. 


Write for Bulletin DL 13 


Shelf No. 21 

has full length Hanger 
Rail extending 11-5/8” 
from wall. 


Shelf No. 31 
has staggered, diecast, anchor- 
style coat hooks instead of Coat 
hanger rail. 






Shelf No. 11 
general utility shelf or for extra 
hat shelf above types 21 or 31 


Packaged— Ready to put up 
Shelves come boxed, fully assemb!« 
t nstall 


Vogel-Peterson Co. 


1127 WEST 37th STREET 
CHICAGO 9, ILLINOIS 
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of the Outdoor Military Apparel Store, stood with vital busi- 
ness records intact following a severe fire in Columbus, Ohio, 
that destroyed a block-long business building. The file, manu- 
factured by Meilink Steel Safe Co., enabled the firm to recover 
from a disaster that might easily have put it out of business 
for good 


Friendly Kidd's Firm 
Opens New Branch 


by MRS. E. FITZGERALD MACMILLAN 
LEEDS, ENGLAND 

A friendly look-in on John W. Kidd in his modern, personal 
office at Kidd’s Business Service, Ltd. in Leeds is a growing 
habit of American business folk. John, one of three brothers 
operating one of the largest office equipment concerns in north 
England (the other businesses being under direction of Harold 
Kidd in Middlesbrough and David Kidd in Newcastle-upon- 
Tyne) is always delighted to see his friends from the U.S. and 
with whose enterprise in the office field he is always well 
alerted. Proof of this last point is that for years OFFICE APPLI- 
ANCES has been a desk companion. 

Now, the Kidds have gone ahead again. A new branch is 
operated at 22 Lloyd St., Manchester, a new building has been 
erected on Marton Road, Middlesbrough, as well as new show- 
same area. Only a few months ago, the historic, 
commercial town of Darlington in Durham 
(Incidentally, that 
among visiting 


rooms in the 
picturesque and 
had a new branch opened in Skinnergat« 
ending, ‘gate sometimes inspires curiosity 
American friends. It is usually a sign that the locality dates 
back many centuries and is a term the natives are proud of.” 

In Leeds where John W. Kidd had to arrange for still more 
expansion recently, the Low Hall Mills in Holbeck Lan 

now fully operating after many modern adjustments to the 
Here, there are larg¢ work- 
shops and probably the finest service type- 
ording machines to be found anywhere in Brit- 


| eeds, 


acquired pr¢ warehouses 


mises. 


department for 
writers and 
ain 

Office chairs and desks of any kind are repaired and polished. 
A telephone room houses the new PABX system controlling 
seven outside lines and 35 internal extensions with direct dial- 
ing between Low Hall Mills and the Headrow center. 

Low Hall Mills houses the contract department and is a 
large three-story building with a huge garage for autos of cus- 
tomers seeking advance information on new office layouts and 
furnishings 

Indeed, Kidds’ 
ble angle of service. Meanwhile, a mobile showroom with full 
latest filing systems 


Business Service, Ltd., carries out every possi- 


range of office machines as well as the 


travels out to the rural areas. 


A final line about this growing concern is John W. Kidd's 
oft-repeated comment, “I am always looking for new ideas.” 


U.S. industrial friends should take note! 
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The Leaders In Industry Select the COMMANDO 
FIREPROOF AND BURGLAR PROOF BLUEPRINTAND PLAN FILING CABINET 


U. S. Air Force, U. S. Navy, Blaw-Knox Co., Hotpoint, 
Inc., Magnavox Corp., and others keep their plans and 
blueprints in the Commando for proper protection from fire 
and theft. Every drawer is a fireproof safe. 











Be LOCKING ) Se (Patent 4. FIRE PROTECTION 154” of Un 
Locks ALL drawers derwriter’s approved insulation 
four ways by locking all around the cabinet, in the 
Key lock standard equip drawer heads, with 3” between 
1 Combination Lock o1 the drawers 
Manipulation proof combinatior : 
ptional equipment extra 5. HEAVY STEEL BRACES provide i 
cost an internal frame, reinforced in - 
: . : the sides of the ¢ abinet to pro 
2. SECURITY — 3s” Drill proof steel vide added strength. These braces 
plate i irawer head protecting give necessary strength when = 
king mechanism. hles are stacked two high. 
3. HEAVY STEEL MESH in drawer 6. HEAVY STEEL BALL BEARING 
uund the cabinet and CASTERS permit file to be easily 
bet } d } 1 , _ TOP “é bg ” 
vetween _ the rawers provides moved to POINT OF USE. A {Th UALNOAA 
internal strength and protection Casters are easily removed if 
n impact or falling walls. files are to be stacked. 
Ever-Safe Portable Insulated LEDGER FILE 
. 
FIRE PROTECTION at point of use — 
Convenient Operating Height — Posting Point of Use Protection — Records never 
trays holding 24% more sheets of convenient need to leave the file protected from fire 
posting height at all times. at all times. 
Roll-Around Portability — Easily rolled 
along posting machine or any other desired ... , ale , ; 
locatior Write for complete information and prices 
8 Operating Ease - Drawer has fin- . m 
B ger-tiy tea m on 10 roller bearing M d t Man f 
Atl Sispension, Eacy to-openvand close, AMUGWeStern utacturing Corp. 
\ , Model 501 LEF Indianapolis 4, Indiana 











modern steeleraft... 














SERIES 100 and 200 — FULL SUSPENSION FILES 


® 10 Roller Bearing heavy duty full suspension cradle 
@ Newly designed finger-tip control follower block 


® Symphonic, lusterous, permanent finishes of olive green 
or modern grey 


Rugged construction with 6 reinforced uprights 
Beautifully designed with solid aluminum hardware 
Made of heavy gauge steel for lifetime service 
Available with thumb Iatch upon request 


All models available in letter or legal sizes and with 
plunger locks 


Puzzled on how to turn shoppers into customers? . . . Then feature MODERN STEELCRAFT—the profit mak- 
ing line. Made by a company specializing in files for over half a century. Built with features that clinch sales 
and priced to give your customers maximum value . . . not to mention maximum profit for you. 


Visit our display at the Eastern Commercial Write for catalogue showing our full line of easy 
Stationery Show, Booth 67 selling, high profit office furniture. 








modern steelcrait inc. 
2973 Cropsey Ave.- B’klyn.14,N.Y. 
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When 
customers 


ask for Beauty... 
for Comfort... 


% 
no” 


for Years... 


you'll gain their confidence and 
additional sales when you sell them... 


HYGIENIC 


Foot Comfort 


MATS and RUNNERS 


When customers are tired of replacing floor mats 
that lose their resilience and appearance in a dis- 
appointingly short time . .. when they ask for a mat 
or runner that will give relaxing support and still look 
beautiful years after it was installed . . . suggest 
Hygienic Foot Comfort Mats, the quality floor mats 
that reduce fatigue and increase efficiency for all who 
must work standing. 

Hygienic Foot Comfort Mats and 
Runners are easy to clean, too—just _ 
like a regular rubber tile floor. 
They will not absorb dirt or 
cleaning water. Available in 
8 modern marbleized colors 
with all edges beveled for en reee gees 

Here's the Secret...A 
safety and appearance. beautiful rubber tile flooring 


bonded to a sponge rub- 
ber base provides proper 
>» Support without be- 
ming “mushy.” 


- 











Renee eeeeee eee 





4 











For Detai/s and Prices Write... 
‘FLOORING DIVISION DEPT. A 


THE HYGIENIC DENTAL MFG. CO. 


AKRON 10, OHIO, U.S.A. 
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Financial Notes 


Smith-Corona Marchant Sales Hit Record 


Sales of Smith-Corona Marchant Inc. rose to a record high 
of $87,145,774 for the fiscal year ended June 30, an increase of 
about 4% over fiscal 1957 sales of $84,035,480, it was an- 
nounced by Edward H. Litchfield, chairman, and Elwyn L. 
Smith, president 

The increase was due to higher sales of portable typewriters, 
and to further expansion in the volume of the company’s 
Kleinschmidt Division, manufacturer of printed communica- 
tions equipment. The improvement in these lines more than 
offset the sharp decrease in the company’s sales of business ma- 
chine products resulting from the business recession. 

Earnings showed a decline, however, due to a combination 
of several factors. Most significant were the sharp drop in sales 
of business machines which had a disproportionate effect on 
earnings, and narrower margins on other product lines due to 
increased competition. Among other factors was a non-recurring 
charge against net earnings of $218,446 resulting from the 
f Marchant’s research projects in the computer 


termination ¢ 
field. 

Net earnings for the year amounted to $2,244,258, equal to 
$1.38 a share, based on the 1,630,764 shares outstanding on 
June 30, In comparison, 1957 earnings were $3,501,355 or $2.16 


a share, on the same basis. 


Burroughs Corp. Revenue Increases 


For the first six months of 1958, Burroughs Corporation 
reported revenue of $139,640,248 from world-wide operations, 
compared with $136,913,144 for the same period in 1957. 
Consolidated net income after taxes in 1958 amounted to 
$2,603,827 or 43 cents per share, compared with $5,811,713 or 
96 cents per share for the same 1957 period. Income taxes 
for the six months of 1958 are estimated at $2,500,000 as com- 
pared with [4,628,000 for the first half of 1957. 

For the quarter ended June 30, 1958, net income amounted 
to $1,503,413 on total revenue of $71,642,008 as compared 
with net income of $1,100,414 on total revenue of $67,998,240 
for the preceding quarter. 

As of June 30, 1958, total unfilled orders for both military 
and commercial products amounted to $196,003,000 as com- 
pared with $166,000,000 at March 31, 1958, and $149,932,000 


at June 30, 195 


Clary Reports Profit on June Sales 


Consolidated sales of Clary Corp. in the first half of 1958 
were $5,631,000, resulting in a loss of $148,000, as compared 
to $5,249,000 and a deficit of $318,000 in the first six months 
of the previous year, Hugh L. Clary, president, reported. 

A profit of $25,000 was earned on June sales of $1,250,000, 
the highest volume for this month in several years 

For the entire second quarter, Clary reported a loss of $47,- 
000 on sales of $3,101,000 as against the loss in the second 
quarter last year of $178,000 on sales of $2,785,000. All earn- 
ings figures are before tax credits or charges. Due to the loss 
carry-forward from 1957, current earnings are not subject to 


tax. 


Victor Employees Share $380,000 Fund 


Employees of Victor Adding Machine Co. will receive $380,- 
291.11 from the company in their Victor Employees Security 
Fund “profit-sharing” accounts for 1957, according to A. C. 
Buehler, president and chairman of the board. 

Value of a jobholder's share unit for 1957 rose to $4.48, 
comparing with $3.95 for 1956 and $3.80 for 1955. (Employees 
receive one unit for each $100 in base pay earned during the 
year, one additional unit for every year of service after 1944, 
and two units for every year of employment prior to 1944.) 

The 1957 total figure includes an extra $100,000 given by 
the company over and above its regular contribution. 
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Write or wire TODAY for prices and dealer discounts. 


WA products co. 


416 No. MADISON ST. 
GREEN BAY, Wisconsin 


ADDRESS-A-MATIC 


ADDRESSING MACHINES 
now available to DEALERS 


MODEL 
805 


165” 


F.0.B. 
Dallas, 
Texas 
Liberal 
dealer 
discount 

















Combines the principles of the modern print- 
ing press with the simplicity and economy of 
a stencil addresser. 


All you want in a low 
cost ADDRESSING MACHINE 


Complete List 
of supplies... 


you want simplicity 
. Stencil address plate 
Ink 


. Cabinets and trays 


you want economy 


© (e you want clean 
‘ trouble-free per- 
formance 


you want portability 


. Electric stencil cutters 


. Cutting attachment 
for any typewriter 


ohwWwWDhN — 


you want versatility 








For full details on how to obtain an EXCLUSIVE DEALER 
FRANCHISE in your area write today 
to 


Address-A-Matic Co., Inc. 
1410 S. Harwood DALLAS, TEXAS 
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Quality production, 
dependable delivery, 
engineering, and layout 


FRONVIER 


MANUFACTURING COMPANY 


P. O. Box 13266 
Dolles 20, Texas 


. 

. 

. 

. 
service available to help. 
plan a more efficient °* 
> 

shelving installation. : 


See your Frontier dealer or write for descriptive catalogue. 








CENTRALS BETTER BUYS! 


NEW 


Kolledge 
STEEL WASTE BASKETS 


Roll Edge rim 
Easy to lift! 
Inverted bottom 
Tapered design 


Popular size 
and colors 


STEEL BOXES 


One of Central's complete line of Cash, Bond and Utility boxes. 

Ten styles—One-piece construction—Heavy gauge steel—Rounded 

corners—Hammered silver finish. — 
See your Jobber or write us for complete details. 














Carbon Pape, 





BUILD 
EXTRA 
ERASER 
SALES 


Lucky typists — those who use electric machines or any others, 
for typing distinctive, beautiful impressions through carbon paper 
ribbons! LUCKY YOU — if you're cashing in on the booming 
business in carbon paper ribbons and the increasing sales of 
these erasers that go with it! Sell a set of these erasers in the 
same sale! 


TWO EASY STEPS WITH THESE 
SPECIALLY-SUITED WELDON ROBERTS ERASERS 


l NO. 448 GREEN GLOW. }> 
* Removes surface carbon 

to prevent smearing. Soft 
green rubber encased in spiral paper wrapping with 
pull string for easy repointing. 









NO. 3650 GRAYPOINT. > 

* Removes the final image. 

Wood-cased eraser with 

quality gray rubber core. Easily 

repointed in any pencil sharpen- 

er or with a knife. Hexagonal: 

won't roll off desks. With whisk 

for removing eraser crumbs. 

(NO. 365 GRAYPOINT. Same 
eraser without brush.) 


aur 


9 oe — 


cia 





No.378 







A SOFT smoot 


OR . . NO. 378 GRAYPOINT. > 

























With same quality gray rubber ; 
core. Spiral paper wrapped, like 
NO. 448 Green Glow. ry 
The Graypoint Erasers are also S a¢ ee 
superb for erasing impressions 7.8 Vos 
typed through fabric ribbons. : 2 BY = = 
) n ; 
Show Your Customers This 1.3 = k 
So Quick, So Clean Erasing hist - 
E c 
) > 4 
FREE SAMPLE— |=) 6°) | 
Write us for a free sample Pe) : 3 y 
. 5 
of each of these Weldon eS i » 
pa 2 —— 
Roberts Erasers } 3 ; 
w < i ] 
OR 2m = | 
= z | Kl | 
ORDER A TRIAL i & 
DOZEN OF EACH ) 
AT FULL DISCOUNT ) ; 
) : 
ia 
a | 


WELDON ROBERTS 
RUBBER CO. 


365 Sixth Ave., Newark 7, N.J. 
World’s Foremost Eraser Specialists 


ei Wis RMS 






Waldon Robeils 
Enon 


Correct Mistakes in Any Language 
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Teamwork Produces 
Better Offices 


by KENNETH H. RIPNEN, A.1.A. 
chief architect 
Kenneth H. Ripnen Co., Inc. 





@ THE BUILDING and layout of office space to properly 
house the growing corporations of today, in rural areas, or in 
the city, brings sharply into focus the place of the professional 
architect and those who supply services, materials, and equip- 
ment to properly prepare the space for occupancy. 

At a time when the cost and demand for office space is high, 
expediting the project for best economy, efficiency, and com- 
fort for the client corporation, puts co-ordination and super- 
vision services foremost that all work can be accomplished most 
efficiently 

Therefore, architectural services, vendors and contractors are 
best guided by building committees. In excelling in a group 
effort to attain these desires for the corporation, such a work- 
ing combination will competitively place ahead of other similar 
groups seeking office building and office layout planning proj- 
ects. 

The key to such a co-operative-spirited attitude when view- 
ing the magnitude of the present market is understanding. Who 
belongs where? And what province does the office building 
and office layout planning architect work in? Where does the 
designer, contractor and the office equipment salesman fit in? 


Has Head Surgeon Role 


In the case of office space problems where a new office 
building is involved, tenant changes, or modernization work 
calling for structural and mechanical planning, the corpora- 
tion relies fully upon the architect from start to finish. Here he 
assumes the role of head surgeon taking on the responsibilities 
of a serious operation, as well as the responsibilities of delegat- 
ing authority to the team of doctors behind him. 

When the office space plan nears completion, the decoration 
equipment segments of the tean in conformance 


with the architect’s plan brings the pre-planned functional of- 


! 
and oOfTice 


fice layout into an harmonious setting expressing the thought, 
time and money that went behind it 
[he co-operative approach to the finished office layout be- 


tween the architect, contractor and salesmen of office furniture 


and equipment gives coordination from the outset. T! various 
talents involved in bringing to a successful conclusion the of- 
fice space project, must perform their jobs as a team and not as 
individuals. The latter approach proves to be more time-con- 


suming and, in the end, more costly to the client. 

On this subject, I quote from a recent issue of the National 
Office Furniture Association's publication “NOFA KNOW- 
HOW The creative dealer sees the architect as a helpful 
ally, and sets out to win his confidence business. He 
establishes a working partnership with the 
that the client receives full benefit from the best talents of two 


and his 


architect to the end 


specialists 


Exercises Complete Control 


In the case of the team-approach to space problems in the 
building occupied solely by one tenant is similar to the ap- 
proach of the fully-staffed architectural office where the proj- 
ect architect heads up the team — his engineer, construction 
supervisor, designer and chief draftsman 

Here the architect can exercise complete control of the plan 
and design making it easier to obtain owner acceptance of the 
functional concept of layout and design knowing that it will 
produce best flexibility throughout the entire building. Multi- 
tenanted buildings, however, often require individual layout 
and design to meet best the needs of each corporate tenant lo- 
cated on the various floors, as in the speculative building. 

In this case freedom of layout and design are not restricted 
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Tee ee this 


does 
the trick 


i 


2 or 3 holes as desired. 


Now, a single paper punch does a double job! 
Clix model 32 converts instantly, simply by 
snapping adjusting button. Punches 2 or 3 
holes as required. Takes sheets from 6” to 12” 
long. Gauge-marked in 1” gradations. Lists 
at $6.50. 
Order from your wholesaler 

MODEL 32... For 3-hole punch- 

ing, 4” dia. spaced 4%" on cen- 


ters. For 2-hole punching, 4 
dia. spaced 244” on centers. 


NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 


WESTERN REPRESENTATIVE-HARRY HENKEL ASSOCIATES 
Western Merchandise Mart, 1355 Market St., San Francisco 


MORE 
PEOPLE 
BUY 


MARKING DEVICES 


3 
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NO. 350 
PRESENTATION 
EASEL 









TM. reginered 


At last, a well constructed, 

reasonably priced lecturer's 
2 easel... which won't tip 
over! For sales presentations, 
lectures, demonstrations, 
displays. 


$25.00 ListPrice | 
EOB: Glendale, L. I. ) { 


EASELS MADE OF WOOD STAND UP BETTER! 


@ 28” x 36” chalkboard with padholder @ 2 28” trays (2nd | 
tray for storage) m Easy height adjustment: 44” to 80” = | 
Portable Compact ™ Solid construction @ Attractive finish [7 
Fa Please write for literature mentioning this publication. 


ANCO WOOD SPECIALTIES, 


GLE ALE at, WN 















WORDS OF WISDOM 


‘the most useless Oay 
of all Is that in which 
we have not LauGhed” 


SEBASTIEN R, N. CHAMFORT 










esese suse 


Over 7,000 dealers throughout the United 
States have proven their wisdom by stocking 
SPHINX TYPEWRITER PAPERS — truly 
a great leader in the stationery field... A 
paper for every office need! 


IT’S WISE 





TO SELL SPHINX 








Vr tw 


SAXON 


o PAPER CORPORATION 


240 West 18th Street * New York 11, N. Y. aa 
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VIVID... DURABLE... QUALITY-BUILT 





) ELECTRONICALLY 


« SEALED 
RING BINDERS 


Again General Loose 
Leaf steps out to lead 
the field in the finest at- 
tractively priced VINYL 
Ring Binders on the 
market. A host of vivid 
handsome colors with 
| covers and lining of top 
B quality Virgin Vinyl 
”” French Calf Finish are 
offered. These binders aré ideal for silk screening, foil stamping, or 
electronic embossing. General also offers a creative graphic design 
service for binders requiring a distinctive look 
Write or phone for our new illustrated catalog. 
See you at the NSOEA convention in booth #171 Sept. 27, 28, 29 
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“ 
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~ weneral loose leaf 
bindery co., inc. 
720 SOUTH DEARBORN STREET * HArrison 7-7312 * CHICAGO 5, ILL. 
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Meets Government Specifications — Fabricated from 
+" Tempered Hardboard with rounded edges & corners. 
Stocked in Natural, Green, Gray and Mohagany. 





HOOKRITE PRODUCTS CORP. 


49 EMPIRE STREET * NEWARK 5, NEW JERSEY 


e BA N. J. Phone Bigelow 2-2343 
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@ Increases productivity, efficiency 
@ Saves man-hour costs @ Reduces waste motion 
®@ A complete work-station in one unit. 


Get all the facts—send for illustrated 
Bulletin 704 and complete new Stacor catalog 


STACOR EQUIPMENT CO. 


309 Emmet St., Newark 5, N. J. * Bigelow 2-6600 











Ard Costumers Please Customers 
And Add To Your Profits 


Hooks Bolted On — 
Not Riveted or Welded 





: No. 42-C Wall Coat & Het Rack, Modern 
“ae f a eae j Saege 


2 Tron T 
j ” Bott m Tube 


log price $21 90. (A 
J in double-deck t bot 
Upper + ght: No. 14- CB 8.- Hook Revolving Pedes- 
tal Costumer. Columr 
Diack crackle ft 
jidity. Triple-be 
f f wheel. iien | price $31 90. 
Left: No. 12-CB Pedestal Costumer. : 





neavy cast step-up ¢f aCK ackie 

tour triple-bend r KS. "Cat. aio $19.90. 
AGGRESSIVE DEALERS WANTED 

We seil thru authorized dealers only, maximum discounts, full 

factory cooperation, quick delivery. Dealerships available in 


some areas. Write for details and catalog of more than 77 
profit-makers for dealers. 





Ba 4 MANUFACTURING CO., INC. 
13 VINE STREET a — EVANSVILLE, INDIANA 
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ination of the physical and mechanical aspects of 
structure becomes more difficult to control. 

In the present office building boom, all kinds of trades are 
oftering space planning services, and as long as they stay within 
their knowledgeable provinces and do not enter into the re 
sponsible as of the architect then space arrangement services 
offered by furniture and equipment dealers can be helpful in 

1¢ld of oftice layout. 

In summary, when equipment suppliers are called upon by 
the corporation to discuss products and services, he must not 


lose sight of the possibility of competing with the professional 
yffice layout architect, any more than the architect should 
think of barking on the manufacture of the products he 


ight be presenting to the client. This ‘give and take’ is most 
portant to the success of the architect and to the office 
julp! ent ile sman 

When confronted with a request to bid on supplying furni 
ture, many dealers lose sight of their true function and purpose 
They shut ir eyes to what they really sell, and to what the 
y buys. They often resort to a price list, a sharp 
pencil, and a slide rule, then set to work to sell only one thing 


Chance To Help 


[he problem becomes even more confounding when the 
dealer learns that an architect has already been commissioned 
to plan tl ilding of the office space. ‘What chance have | 
says the dealer, ‘to do any more than merely supply the wood 

nd metal with which the office is furnished ? 


tive dealer, however, sees in a request for a bid the 
opportunity to offer to his prospect his full talent as a business 
specialist. He looks beyond the price into the values the client 
seeks the services he can render. In so doing, he produces 
profit for both himself and the client. In so doing, he becomes 
in elevating the office furniture industry.”’ 

[here are also the legal aspects of the architectural profes- 


sion to be 


a positive [for 


ynsidered by furniture and equipment vendors 


where the licensed status of the registered architect has been 
encroached upon 

But I am sure that in today’s market where the need for 
everything allied with office space is so great that the relega- 


tion of services, materials and equipment in the team-way will 
a better relationship with corporate clients mak- 


ing up this huge market by creating and bringing to comple 
tion practical office layouts and the equipment that goes into 
her in keeping with the functional needs of each corporate 
on Organization 


Supreme Steel Equipment Buys 
51-Year-Old Universal Steel 


Supreme Steel Equipment Corp. announces the outright pur- 

se of all ichinery, patent rights, trademarks and good 

of the Universal Steel Equipment Corp. of Long Island 

City, N. ¥ h was founded in 1907. Key personnel of this 
pany have been absorbed into the Supreme organization. 
[his acq ion marks the re-entry of Supreme Steel Equip- 
ment Corp. into the industrial steel equipment field. For many 
irs the manufacturer of office equipment such as steel storage 
und wardrobe cabinets, Conserv-a-File, lockers and library 
shelving, Supreme is now presenting the new Universal line of 
revolving bins, Uniflex steel shelving, bar stock racks, Swing- 
Wing displayers and wall bulletin Boards. For complete color 
talog, write Dept. $1, Supreme Steel Equipment Corp., 53rd 


Brooklyn, N. Y. 


Metropolitan Travelers Seek New Members 

NEW YORK CITY 
politan Travelers Club under the direction of Bob 
& Smith, membership chairman, has kicked off 
intensive drive to secure new members 
Chairman Meyers asks present members to enroll salesmen 


[The Metr 
Meyers, Binney 


ir acquaintance who are not yet enrolled. All new mem- 
bers accepted at this time will be considered as paid up for 
the balance of 1958 and all of 1959. 


OA-10/58 





SUPER-OBRO 
$7 °° complete 
with 1000 SO staples 





Here“is the 
NEW LOOK 
~___ and profits 






Markwell Premium 

Quality Office Staplers 

— designed, styled 
and priced for every 
stapling need 










» Markwell Office Staplers now furnished 
complete with Staples 


) New lower Dealer prices on Markwell Staples 
>» New lower Consumer prices on Markwell Staples 
>> New and exciting Sales Aids 








CONTINENTAL 
NATIONAL BANK BUILDING 
with 


TELKEE 


the complete system of 
positive key control 








”~ 
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In Fort Worth’s new C N B Build- 
ing—and in thousands of stores, 
schools, plants and buildings across 
the country—a TELKEE System 
assures constant, fool-proof con- 
trol over the keys to every lock. 





TELKEE keeps keys in authorized hands; eliminates prob- 
lems of lost keys; cuts costs of replacement locks and keys. 


Available in capacities from 21 to 2240 key changes, there’s a 
TELKEE System to fit your property, large or small. Write 
today for “The Key To The Whole Thing”. 


P. O. MOORE, INC. 


A Subsidiary of SUNROC Corporation 


The MOORE KEY CONTROL System 


GLEN RIDDLE 32, PENNSYLVANIA 





281 








7 


Shelves to your specificat 
hand-crafted of the finest solid 
hardwoods for enduring beauty, — 
lifelong strength. Solid wainu 
African mahogany, American 
Danish oak, fruitwood and§ 

ish birch in your choice of © 
breathtaking finishes bn 

For every decor—clean-line 

ern, Or our exclusive classi 
sculpturéd traditional shelve 


JOM. Graham Walsh« 425 East 53rd $ . 57 








COMPETITION? 


Dealers often find competition similar to an Oriental bazaar. Someone else 


always seems willing to cut prices a little bit lower until there is no profit 
left for anyone. We believe in only one answer for our dealers. Sell quality, 
service and products the other fellow cannot match. SUCH AS 
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BAY "HANDICABINET" WORK BENCHES 
MADE ONLY BY BAY 
SOLD ONLY THROUGH BAY DEALERS 


WORK BENCHES—STEEL SHELVING 
STEEL SHOP EQUIPMENT 


BAY PRODUCTS INC. 


1837 W. Cambria Ave. Phila. 32, Pa. 
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Waterbury Dealer Represents Peerless Photo 

Dictating Machine Co., 1741 E. Main St., Waterbury, Conn., 
has been appointed representative in the Waterbury and Hart- 
ford area for the complete line of Peerless Dri-Stat office photo- 
copy equipment and materials, according to an announcement 
by Arthur W. Taber, vice-president in charge of sales for Peer- 
less Photo Products, Inc. 

The firm has been supplying the office needs of business firms 
in the Waterbury and Hartford areas for 23 years. Dictating 
Machine Co. also distributes Edison Voicewriters, Addo-X 
adding machines, and P.A.X. telephone and intercom systems. 

Tom J. Lilly is the owner and general manager, assisted by F. 
Robert St. George. 


Eight Monroe Men Move Up 


Monroe Calculating Machine Co., Inc., has appointed eight 
members of its nationwide field organization to managerial 
posts, it was announced by W. K. Clifford, vice-president, mar- 
keting. 

The men are F. M. Sweder, branch manager, Redding, Calif.; 
W. A. Guion, branch manager, Knoxville, Tenn.; Edmund 
Coakley, accounting machine sales manager, San Antonio, Tex. 

Moving up to assistant branch managers are R. L. Andrews, 
New York Downtown; Paul Cartabiano, Camden, N. J.; R. G. 
Nebergall, Paterson, N. J.; and E. L. Johnson, Richmond, Va. 





Tag Manufacturers Publish New Brochure 


How tags move merchandise is the theme of a new brochure 
currently being offered, without charge, by the Tag Manufac- 
turers Institute. The four-page color brochure spells out just 
how tags are helpful in moving products, from raw materials 
through processing and on to the consumer. 

Two basic tags, the “systems tag’’ and the “informative tag,” 
are detailed, covering such elements as basic requirements, 
size, components, color and copy. 

Copies of the free, informative brochure may be obtained 
by writing to the Tag Manufacturers Institute, at 145 E. 32nd 
St., New York 16, N. Y. 


Appoint Moduform Distributors 

Henry M. Snyder, president of Moduform, Inc., Los Angeles, 
has announced the appointment of Able Distributors, Inc. as 
factory representatives in California, Arizona, and Nevada for 
two new desk lines introduced at the recent NOFA exhibit in 
Philadelphia. 

Able Distributors will display Moduform’s completely For- 
mica-surfaced desks and modular components in showrooms at 
8910 Melrose Ave., Los Angeles. 


Brown Heads Victor Regional Training 


Henry Brown has been appointed regional service training 
supervisor for the western region of Victor Adding Machine 
Co., A. S. Ballay, national director of service, announced in 
Chicago. 

Mr. Brown will supervise all Western service training ac- 
tivities from regional headquarters in Beverly Hills, Calif. 





Comptometer Appoints Williams 


Standley J. Williams has been appointed district sales man- 
ager of Comptometer Corp.'s branch office in Charlotte, N. C., 
as announced by L. T. Carr, general sales manager. 

Mr. Williams became associated with the Comptometer or- 
ganization in Atlanta, Ga.; prior to that time he served in the 
U.S. Navy and attended the University of Georgia. 


Rockford Firm To Open Division 


L. J. Zant, Inc., 402 E. State St., Rockford, Ill., announces 
that it plans to open an office supply and stationery division. 
The firm desires to receive trade literature from manufacturers 
in order to build up its trade catalog file. These should be 
sent to attention of R. D. Erickson, buyer. 
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Official 


HANSON postal 










with every 
Hanson 
Postal Scale 


(packed in carton 
at factory) 







HANSON 
Postal Scales Standard with 
the trade for over 50 years 





1515-50 Ibs. 
1530-25 Ibs. parcel post 


HANSON SCALE CO. (Est. 1888) Northbrook, Illinois 


1509-5 Ibs. 1546-2 Ibs. 





THE NEW imPROVED 


COPY-RIGHT Copyholder 





for over 30 
years the 
“*mostwanted" 
, copyholder... 

now manvfac- 

tured by Curtis- 
/ Young Corpo- 
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e 2-Lever Actio 
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— otime.- 
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moves copy YP - 
2 velvet 








brake low 

© Patented Kne 
Gripper: — 

opy securely: 

° ve ned-Page Clamp holds 
back fnished PAG® 

e Fastens Firmly “ 
quickly and easily. 


e-Action — 
s any weight 
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n'S BG bee @eonth Eccles & Ren @ menen, | 
Copyholders — Duplicating Supplies — Carbons Ribbons 
110 West 18th Street * New York 11, N. Y.* Coble: CURTYOUNG 
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LOOKING 
A FOR THE 
‘ BEST? eee 


é \ 
* 
re \ You'll find... 
2 “THE 
a ’ CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 
priced stamps 
on the market. 

























Send for 
information 
on our 

complete line 
today! 






R. A. STEWART AND COMPANY, INC. 
80 Duane Street - New York 7, New York 





-POSTO-E 


speeds up mail 

routine in the office 
: @ proven 
tested... 


electric 


LETTER 
OPENER 


priced within reach 50 


of even small offices .......... 
plus Fed. Excise Tax 


© COMPACT — Occupies only 6x8" of desk top space 
e SAVES MONEY e SIMPLE TO 

SAVES TIME OPERATE 

e ELIMINATES STRAIN «© NO WASTE STRIPS 
e PAYS FOR ITSELF © GUARANTEED FOR 
¢ NO SORTING ONE YEAR 


GENERAL STATIONERS SUPPLY CO. 


1020 S. Wabash Ave. Chicago 5, Ill. 
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SELL THE Best -SELL MOORE 
~ (Map Companies do- EXCLUSIVELY) 
—-MOORE METLHEDS ARE 
~ Nationally Advertised 


: \ 
\ . 
Makers of famous MOORE Picture Hangers & Push-Pins 


MOORE PUSH-PIN CO. Since /900 


»5 BERKLEY ST 





PHILADELPHIA 44, PA 
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Comptometer Advances Sharon 


C. William Sharon has been named dis- 
trict sales manager of Comptometer 
Corp’s Birmingham (Ala.) office. Mr. 
Sharon succeeds William J. Gibson, who 
has been promoted to branch sales man- 
ager of the organization’s Chicago cen- 
tral district, with headquarters in the 
Merchandise Mart. Mr. Sharon became as- 
sociated with Comptometer Corp. in 
1950, in Philadelphia, shortly after gradu- 
ating from Pennsylvania State College. 





Before You Borrow 
That Money... 


by ERNEST W. FAIR 
@ THERE COMES A TIME in almost every office equipment 


dealer's business life when he is confronted with the decision 
on whether or not to borrow money for an expansion of his 
business. This can be the most perilous decision he has ever 
made in his business career. 

Many factors need close scrutiny when such a time arrives. It 
can never be a hasty decision or one made with only the rosy 
possibilities of big future gains to come through such addition- 
al financial assistance. Here are the more important of these 
factors. 

Do you really need it? There are many occasions when we 
consider borrowing money for our business where the problem 
at hand could be solved without doing so. Whenever any busi- 
ness man borrows money he sets up restrictions on his business 
and incurs additional overhead (in the form of the interest 
he must pay) 


Consider Necessity 


On some occasions the financial problen can be solved with- 
out such borrowing through curtailment of present activities, 
closer economics in operation of the business, or greater atten- 
tion to costs 

In other instances the real need for the loan is never as great 
as one believes it to be. Often business loans made for the 
purpose of getting out of tight financial situations are unneces- 
sary; the problems of the financial squeeze can often be worked 
out with a little more careful planning on the borrower's part. 

Can it be repaid easily? Every loan we make must be repaid 
or we will suffer a very heavy loss in failure to do so. The big- 
gest single obstacle office equipment dealers run up against in 
borrowing money for their business plans arises as a result of 
this particular factor. 

Our planning for the use of the money and the profits to be 
made therefrom should always embrace a sound basis for re- 
paying the loan. If repayment in any way puts hardships on the 
business the loan may be most undesirable 

Beware the Slump 


Too often business men go into such loans with full self 
assurance that they will be easy to repay. They base the deci- 
sion on current good times. Then when a slump arrives the 
loan becomes a rock on the shoulders of their business which 
in some cases will pull that business down, as many have 
learned. 

It is always wise procedure to make certain the loan can be 
repaid easily even should such circumstances arise. Pessimism 
about the future is far better here than too much optimism. 

Have we shopped around for the best deal? Hardly a single 
dealer buys equipment for his business without “shopping 
around” for the very best possible deal he can make. The same 
procedure should be followed in setting up a business loan. 
While interest rates may be identical, other conditions affect- 
ing the loan can be more advantageous with one lender than 
another 

In analyzing any such business loans we should consider 
every possible factor affecting the borrowing contract. And it 
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. 
Stop in and tate Takes all copy up to 20 inches 
B alk it Over at = A money-maker that is easy to sell. 
' Coth 80, N.S O.E Now the RITE-LINE Copy holder has 
, c "VELA, <Guila eee the new Telescopic Eyeguide at no 
n "vention, Or writ cee : extra cost. Takes all widths of copy 
s e Sy PRODUCTS EYEGUIDE CONTRACTED from a machine tape to 20 inches. 
r ae ____. Self-contained, all-metal, compact, at- 
a 20" tractive. Requires no installation or 
t | ___| service. lilustration shows it with LINE 
etna, OE 2 ad MAGNIFIER attached. Magnifier is 
‘ EYEGUIDE EXTENDED extra equipment you can sell. 
: For full particulars, discounts, etc., write to— 
. STATIONERS’ GUILD OF AMERICA ee ee 
1421 CHESTNUT STREET RITE-LINE CORPORATION, 4209 39th Street, N. W., Washington 16, D. C. 
A PHILADELPHIA 2, PENNA. 
x 
s 
t 
y MR. DEALER — 
: Sell imprinted ball pens the SUPER-RITER 
. way — with YOUR NAME one Each Pen! ra) 
WEEKLY EXPENSE RECORD 
ie Packaged 12 per box — RECEIPT FILE — 
e 
- NEW! 
2 Ways SAVES RECEIPTS! 
d to Profit @ Greatest improvement in 
* Lf These Prices years. 
n Retail 29¢ each (1!) Order in gross lots with e Lists all conceivable ex- 
yf Your Cost your name on each pen (Jones iad er: 
| $19.00 a Super-Riter). Each box designed 7 Syesemines the saving of 
* gross. 7 carry your name. Sell singly or ene | = ts Bam 
* Pri bli y dozen. (Acceptable Proof). 
rice includes 
e your 1 line // (2) Order with your customer's name @ Inside coat pocket size. 
imprint j on each pen. Place your name on each 
D // box of one dozen. Copy can be changed 
, Woodcased / for each dozen pens. If you have 12 dif- — ° 
If Pen Ny ferent names you still get gross rate. : Automatically 7 
i- 6%," long //2// Colors of pens can also be assorted in | 
. Ife. 
. Sites Ils dozen lots to help you earn gross rate. | 6 tills: aii, oan 
a : barrell, 4 If you order less than 12 doz at any one time, yearly aa = pane PR gre al 
black SH price is $2.90 doz. less 25%. 
: point & @ Economically packaged in 
e : 8 sets of 50 for 1 year supply. 
//> 
mM Ball /} COLORS: Blue, Red, Black, Green @ Carbon copies available for 
Point = // those who need an extra 
le eraser // Send a trial order today. Cash | SS er ae 
2 in on ball pen profits. @ Thousands in use already. 
wd @ Soid through dealers only. 
A > GARDNER RUBBER STAMP COMPANY ; : ' 
: Write for samples and prices today. ' 
166 SOUTH WASHINGTON STREET 
" | WILKES - BARRE, PENNSYLVANIA N. E. BOWMAN CO. 
, All prices FOB Wilkes-Barre, Pa. 2442 NW. Bivd., P.O. Box 5772, Columbus 21, Ohio 
/ 
it | 
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N-E-W. .. Widli=Rike 


peg-binder Payroll Package 








a compact, ready-to-use Payroll 
Outfit for “off-the-shelf” sales! 


At last! A complete ONE WRITE pegboard payroll 
system in a binder that can be sold OFF THE SHELF 
ready to use at a low package price of only $48.50. 

It's as complete, accountingwise, as any payroll 
system being offered and includes many proven fea- 
tures of higher-priced Multi-Rite payroll systems. 

Package includes attractive binder with pegboard 
and storage pocket affixed to covers, a year’s supply 
of all forms for 25 employees, binder lock, pen and 
instruction sheet, in attractive package. 


RUSH CARD OR LETTER FOR DETAILS 


The C. E. SHEPPARD CO. 


44-07 21st Street Long Island City 1, N.Y. 




















MAYLINE 











The Professional Drawing Kit 


Now is the time to prepare for your Christmas trade. The 
Professional Kit has been a popular number year after year. 
Write up a stock order now and request literature to give 


MAYLINE 
INITAVW 


your customers. 


Other items to suggest are the pedestal tables. For your 
regular trade there are the May-O-Matic, 4-Post tables, 
straightedges, plan files, and a host of accessory items. 
Make sure you have literature on each. Your request today 


will build up your stock. 


MAYLINE COMPANY 


625 NO. COMMERCE ST. 
SHEBOYGAN, WISCONSIN 











MAYLINE 
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pays to see what we can do at every possible source available 
to us before we settle on one particular lender. Terms, security 
involved, etc., should be considered as well as the amount of 
interest to be paid. 

Are we borrowing enough? It is of the utmost importance 
that we are certain we are borrowing enough money for the 
project and yet not borrowing too much. In the latter case we 
are wasting interest costs and incurring heavier obligations 
against the business than necessary. 

Bankers tell us that many business borrowers commit the 
mistake of underestimating their financial needs for projects 
they have planned. This places them in a difficult position later 
on where they must either seek additional loans or curtail their 
operations and profit potentials they could have obtained are 


not realized 


Security Is Important 


What about the security involved? The security we put up 
to guarantee certain types of business loans may seem unimpor- 
tant to us at the time of making the loan BUT it can be of 
major importance later on. If the contract involves the bulk 
of borrowing security we possess we may later find ourselves 
in a difficult financial position where we need more borrowing 
and have no security with which to effect such loans. 

It is seldom wise to place all of one’s assets as backing for 
any single business loan. Better policy provides that we always 
hold some in reserve for the unpredictable future and particu- 
larly so where security is tied up in a long range loan. 

How about our personal health? One's personal health de- 
serves much more consideration than usually given it at these 
times. Where sudden sickness of any duration could possibly 
affect the earning power of our business it may also affect the 
ability of the business to repay the loan we have under con- 
sideration. 

This is a matter that should always be given consideration. 
It is virtually impossible to arrive at any guarantee of our 
personal health over a long period of time so it may be wise 
to take out additional insurance protection for the life of 
the loan — both health and accident and credit life or life 
term insurance can be used as a safeguard 

Could a better deal be set up? It seldom pays to borrow on 
the basis of our first planning of the business venture involved. 
After «it has been completely set up re-examination may dis- 
close that some slight alterations in our planning will change 
the total need a great deal. Often, for example, we can reduce 
the amount of a proposed loan by 25% through cutting the 
profit potential of the plan by 5%. That's good business at any 


time 


Liquidation Considered 


Will it be self liquidating? This is always of the utmost im- 
portance. The loan that is self liquidating is much easier to pay 
than the one which depends in part on a portion of present 
profits of the business. The degree of self liquidation also calls 
for a lot of thought. It never pays to mortgage our future prof- 
its, if at all possible to keep from doing so and where it can- 
not be avoided we should keep it to the very minimum pos- 
sible 

Will there be future loan needs? Every borrowing purpose 
we have should be closely examined as to whether or not the 
venture will lead to possible additional money needs later on. 
If such a possibility exists we will usually find it better to plan 
for them at the time the original loan is made rather than wait 
for the future 

The foregoing factors in making a business loan, if given 
proper consideration, will always provide the dealer more as- 
surance that he is making a good business decision than if 


these are ignored 


Bradley Handles West Coast Operation 


Since the recent death of Lloyd A. Hales, Pacific area man- 
ager of the Stock Forms Co. division of Moore Business Forms, 
Inc., J. R. Bradley is handling operations at 700 E. Slauson 
Ave., Los Angeles, Calif. Mr. Bradley, assistant area manager 
and associated for the past 15 years in the stationery and office 
supply field, is well known in NSOEA circles. 
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The line of 
resistance 





STEEL DESKS 
FOR QUALITY 

DURABILITY 
ECONOMY 









Full molded 






Super 


reinforced 
pedestals 
ashiont -_ ie ® Detachable islands 
® General Automatic Lock 


Full line of nine standard models. Available in 
decorative colors with matching or contrasting first 
grade linoleum tops. Detachable islands ease han- 


dling in narrow door openings. 





In the low priced field, the Economaire has no peer. It 
is tremendously sturdy, beautifully designed, and has 
a durable square edge first grade linoleum top. Ex- 
amine Economaire's powerful competitive advantage. 


FT 
i New York Display and Representative: 
| Arthur Gordon Co. Associated 
t GTAMP OF oun { 206 Lexington Ave., New York 16, N. Y. 





* - MANUFACTURING CO. 


AURORA, ILLINOIS 
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* DuPont's registered Trode 


a tip from Wexford the office manager . - - 


"a loose leaf sheet 
that won't pull 
through at holes” 
























Wexford’s happy because the binding 
edges of AICO’s Rip-Proof sheets are 
reinforced with MYLAR * plastic. It is 
stronger than other reinforcing, 

and costs less! 


1/1000" thin reinforced edges enable 
sheets to stack evenly for trouble-free 
automatic feeding on all stencil, gelatin, 
spirit and offset duplicating and 

printing equipment. 

Inbond, mimeo and duplicator finishes, or 
special paper to meet your requirements. 


AVAILABLE AT YOUR STATIONERS 

or write for samples and prices. 

G. J. AIGNER CO. 
426 S. Clinton St. 
Chicago 7, Illinois 

AHE Plants in Chicago; 

Rochelle, Illinois 

New York and Calif 


DEALERS! OVER 200,000 CUSTOMER READERS* WILL SEE THIS AD! 


*consumer readers of business magazines carrying this AICO advertisement. 





Mark for its polyester film. 














| when asked... 








“‘WHAT’S BEST FOR LEATHER?’’ 


4cll RE-TAN-ER 


answers all leather problems! 


TEN YEARS TIME-TESTED for: 


e Furniture and brief cases. 
© Desk accessories and luggage. 
ARNOLD'S 


DOES WHAT NO SUBSTITUTE CAN DO! 
PROVIDES INSURANCE against: 
A @ Loss of color and lustre. 
: AN: @ Hardening and cracking. 
Mes ceacanes . ca @ Mildew and rotting. 


@ Ill effects of heat, huimidity, scuffing 
and chafing. 


JUST SPRAYS ON! 
NEEDS NO RUBBING. 
NOT OILY OR GREASY. 

BIG PROFITS! ........ REPEAT SALES! 


Customer Satisfaction Guaranteed! 





16 oz. can 


$3 95 Retail 


Usual dealer discount. 


Order your supply of RE-TAN-ER today! 


Name [] “% case (6 cans) 
F.0.B. Cleveland 


[] 1 case (12 cans) 
Freight Prepaid 


a Leather Products Co. 


Box 133 ° Cleveland 21, Ohio 








Cit State 
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NEW 


Desk-Chair 
Under-mat 


round style 36” x 48” 


to retail 


* $97.50 


~ 


rectangular style 36” x 46” 











PLASTIC PROFIT MAKERS for 1958 


AKAY HOLD-A-BOOK for office, 
classroom, laboratory. Sturdy wire and plastic. 
Decorator colors. Priced to retail at 98c. 


SELF-SERVICE IMPULSE 


= PACKAGING 





High Style, Low Priced Profit Maker 
i 
H Beauty and color make sa LOOK AT THESE 
} and here they are at a price PROFIT POINTS 
{ means volume in y 
Match any office color ® Marbleized 
with the rich tones of tt Walnut, 
Ace Lite-Step underchair Office Grey, 
— add comfort and noise cont: Jade Green 
| Made to outlast mats selling / or Beige 
{ many ee get: the new Ace © 26 other 
mat is a ful ‘4'' thick, backed = 
with Nylon-reinforced rubber for tha 10% 
sure non-creep grip to floor. 
can promise, as we do, 5 @ Full dealer 
years of service. Each; 20 |b d discounts 
| Cort. @ Rich, colorful, 
Ask your jobber/write or wire practical 
i 


| ACE LITE STEP CO. 





1706 S. State 
Chicago 16, Ill. 
DAnube 6-6022 












AKA 


AKAY MEMO-MASTER in new 
colorful visible packages. 75- 
foot paper roll, pencil and 
pencil holder, rubber feet and 
holes for hanging. Priced to 
retail at 98c. AK-3044 


CORPORATION Division of Hauser Products Inc. 
4034 North Kolmar Avenue Chicago 41, Illinois 











for the man 
who 


Oe 


— 


: Le 
Lo 
















In 


Illustrated: 1148 
Winthrop with 
shaped wood 
legs. Sketched: 
New Yorker box 
bases placed 
end-to-end. 


le 





INDUSTRIES, INC. HERKIMER, NEW YORK 
» MANUFACTURING CO. 


DIVISION OF F.£ 





eeeeeee 


ms everything 
TT Ato 1 
Ker “a 

f Hale’s three new 


1100 groups now give 
your customers the 
widest design choice... 
custom-built appearance 
at down-to-earth prices. 


shaped wood legs, 


tapered brushed brass 
‘gs or box base, the 


1100 series will fit 
perfectly in any 
modern office. 


Have you seen Hale 
traditional cases in 
sectional and solid 
end... or the dra- 
matic 1000 line 
series? Write today. 


SEE HALE EXHIBIT 
NSOEA ROOM 548A 


YOU CAN’T AFFORD TO OVERLOOK BOOKCASE PROFITS... 
TRADITIONAL, CONTEMPORARY OR MODERN ...HALE HAS IT! 





288 





STOCK 


Business 


FORMS 


..in the new sales conditioned 
FLIP OUT DISPENSER BOX! 


For small business firms and the right 
answer to inter-department require- 
ments of large companies. Items that 


make you money. 


Write for FREE sample. Dept. ‘‘OA."' 


ROGERSNAP 


BUSINESS FORMS 


P. O. BOX 10425 DALLAS 7, TEXAS 
During the convention visit our booth No. M44. 
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Portables Share Television a: ° 


Cie elles ee 
Cathy Cros by and Smith-Corona saredliies ened | the spotlight 
n the Eddie Fisher television show recently. A typewriter key- 
board was painted on the stage floor and 20 colored portables 
n stands were used to complete the set. 


Kimball Appoints Representatives 


Kimball Manufacturing Corp., San Rafael, Calif., producers 
f fiber-glass waste baskets and sand urns for office and com- 
ercial use, has appointed Cal Long & Associates, 6891 Michael 
Drive, Cincinnati 43, Ohio, as representatives for the states of 
Ohio, Indiana, Michigan and Kentucky. This move coincided 


tment of Fred D. Pitt, Route 4, Independence, 
ntative for Kansas and Missouri 


with the appoin 


Mi as rept 


= = errr er ew ee 


Make more sales with 


Hi-Lite Clocks 


' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
4 
' 
' 
' 
' 
all 








Designed for the office with a personality, pres- 
tige styled Hi-Lites will serve you doubly by 
adding interest to all displays. 


ae Lites are available for surface mounting or 
or inbuilt construction. 


M & M Industries 


Box 91 ¢ South Milwaukee, Wis. 


eee eo ow wooo wow ooo oo ooo wooo ewe woe ewe ooo owe ewe ewe ww owe woo wooo oe 


ewer ew wm em wm we wm em wm ew ew ww ew wee eH wee ew Ow ew ewe ee ee ee ee ee ew ee ee eee ee ee ee ee 


Looe 
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Find out what a Trans- 
parent Floor Mat will 
cost. Send for complete 
literature, information and sample. Crysto-mat 
Co., Dept. OA, 213 North St., Auburn, N. Y. 








STARK CALENDARS... 
As essential to the Office as 
Spark Plugs 

to a Car 





EASY TO READ 
EASY TO USE 


a quality line of stands and pads featuring all popular 
styles and sizes. Calendar pads are lithographed on high- 
grade bond paper of UNMATCHED WHITENESS with 
the date in red and the monthly calendar in black. Fast 
2-color lithograph printing enables us to give you the 
best in quality and prompt service. 

write or phone for complete details 


“IN CALENDARS THE QUALITY MARK IS STARK” 


STARK CALENDARS éxcorporated 


100-112 BISSELL ST. > PHONE $e * JOLIET, ILL 


STARK .... 
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FOR DISTINCTIVE, USEFUL DECORATION .. 


d 
standard Eaition Wall Maps 


© World ¢ United States 
* North America «¢ Asia 
© South America «+ Evrope 
© Canada « Africa 

© Australia & Pacific 


A complete series of attractive, i. 
authentic maps in exciting color— . 
covering the world and 10 major 






















HAMMOND's 


“pee IN 
geographic sub-divisions. Popular tbat MAP 
50” x 33” wall-size is perfect for wontp 


decorating office, den, playroom, 
etc. Each map folded and inserted 
in a colorful 9” x 12” booklet — vs = 
a combination selling jacket and : . 


stocking aid. At only $1.00 each, 
The Worlds Most 


these fine maps are extremely 
AUTHORITATIVE 


popular sellers. 
Map Series 


"a 
resem oe 
Z 





fete 
* 7s Oh we yy 





















FREE — handsome, versatile display 
rack for eye-catching presentation of 
maps and atlases. Write for details. 


Why not investigate the many 
opportunities offered you by the 
extensive line of Hammond maps, 
atlases and globes. Call or write 
today for your copy of the latest 
C. S. Hammond catalog. 













U Maplewood 


LLL ee 









FURNITURE 


aren 





Arm Chair No. 8218 


Wide assortment of chairs and occa- 
sional tables. See your dealer or write 
us for our distributor’s name 


AMERICAN 


CHAIR COMPANY 


MANUFACTURER S 
SHEBOYGAN, WISCONSIN 


PERMANENT DISPLAYS: 


Chicago © New York ® San Francisco 


Miami ®@ Boston ® 
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Ol’ Doc Stork 





Peggy Baker, advertising manager of Ivan Allen Co., Atlanta, 


Ga., and Mr. Baker are rejoicing over the birth of daughter, 
Jane Norris, on July 7. Mrs. Baker returned to her office in 
mid-August after an absence since late June awaiting Jane's 
arrival. 
Protectall Safes Names Distributor 

Raymond W. Graber, general sales manager of Protectall 


announced that the 
Washing- 
has been named Protectall Safes distributor in that 


Safes, a division of the Mosler Safe Co 
American Safe & Lock Co. of 1000 V. Street, N.W 
ton, D. ¢ 
area 
According to Mr. Graber, ‘the American Safe & Lock Co. 
will stock the full line of Protectall safes, making this equip 
ment available for immediate delivery to authorized Protectall 
dealers. A complete lock repair service is maintained by the 
American Safe & Lock Co. which will be available to Protectall 


Safes dealers in the area. 


Seal-O-Matic Receives Government Award 


Seal-O-Matic Dispenser Corp. of Newark, N. J. has issued 
an announcement that it has just received the award for the 
major portion of all tape machines to be used by the United 
States Government for the fiscal year July 1958 through June 
30, 1959 

Seal-O-Matic is publishing a special 
government purchasing agents for use in requisitioning the 
Seal-O-Mati tape 
114-inch automatic dispenser, a 3-inch tape 
ser, a 4-inch manual tape dispenser, a 11-inch manual dis- 


atalog for use by 
machines covered by its award; namely a 
automatic dispen- 


1 


penser and a 3-inch manual tape dispens 


Underwood Occupies New Chicago Office 


On August 15, Underwood Corp. occupied new offices at 816 
South Michigan Ave., 

Featured in the new four-story building, overlooking Lake 
Michigan, is a modern air-conditioned first-floor 
designed by Griswold, Heckel & Keiser Associates of New 
York 

Prior to moving to its new place of business, Unde 
Corp.'s offices were located at 131 S. Wabash Ave 


Chicago. 


show room 


&rw ¢ od 


Romco Equipment Offers New Price List 


Romco Equipment Co. has announced a new price list No. 
159 effective August 15. The price list shows a substantial 
reduction in price of office desks, according to the manufac- 
turers accomplished due to increased plant capacity and 
modernization of entire manufacturing facilities.” A complete 
line of modular furniture built around the firm's standard 


units is now available. 


Basement Roof Provides Parking Space! 


BINGHAMTON, N. Y 


Pierson's of Binghamton, Inc., stationery and office equip 


ment retailer, will soon construct an unusual facility—a base 
ment, the roof of which will serve temporarily as a parking lot 
[wo years ago the firm bought adjoining property once the 
site of a building destroyed by fire. Pierson’s first planned a 
thi story addition. Now the firm has decide to build a base- 
nt con with the present store blacktop the root 
serve as a parking lot for about ) cars. The foundation 

ill be stror nough to support a five-story buildir at an 


iefinite dat in the future 
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A proven way 
$ to accumulate 


$ money 











STEEDS S<7RONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 
Seal Presses * Legal Seals * Downey Change Trays 
Teller’s Moisteners * Currency Racks * Manual Coin 
Counters * Packaging Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 
COIN WRAPPERS 


Old Style * Rainbow * Automatic * Duzitall 
Kwartet * Tubular * Gunshell 


BILL STRAPS 
Federal * Colored * Banding 


Write for Information! 






THE C. L. DOWNEY CO. HANNIBAL, MO. 









ONLY The ‘‘Precise”’ 


TRIMMING BOARD 


Has All These Wanted Selling Features 


@ Patented Finger Tip Controlled Paper Guide 
@ Finest Steel Blades, Carefully Ground 

® Two White Scales on Black Background 

@ Only Finest Seasoned Hardwood Used 

@ Every Board Completely Guaranteed 


You offer the finest in the New “Precise” Trimming 
Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide locks and releases with a finger 
flick, 2 white scales on black 


background speed accuracy and _ | mi Heat — 
- one . lale . | No, 3— "—Blade | 
measuring time. Models 5, 6 & No. 4—121/,”—Blade 
have special safety spring. | Ne, 5—15'/."—Blade 


The “Precise” is a steady seller | No. 6—181/."—Blade | 


wherever displayed. No. 7—24'/,"—Blade 


Prompt Delivery — Order Your Needs Today! 


AMERICAN PHOTO LABORATORIES 
2511 W. MOFFAT ST. Dept. A CHICAGO 47, ILL. 
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FOR EXTRA PROFITS... TEST THIS SELLING IDEA IN YOUR STORE! 
OFFER THIS STAND AS A FREE GIFT 


Retails for 
$7.25 each* 


HASCO’S 
rorece BRAND 





When your customer purchases a Portable Typewriter... (or similar item)! 


Don't bypass this sure-fire way to get additional ‘BACK-TO-SCHOOL 
business. HASCO'S ALL-PURPOSE FOLDING TABLE hos a thousand-and-one 
different uses. Sets up in a jiffy. Folds in a jiffy. Easily stored away. 

Offer it as a portable typewriter stand . . . for TV snacks. . . 8mm and 
16mm movie and slide projector stand . . . for that ‘‘extra’’ table at home, 
school, or in the office. It's attractive. Sturdy. Rugged one inch, rubber 
tipped steel legs with handsome brown enamel finish ore topped with 
heavy duty, tempered, stain resistant Masonite 


SEND YOUR ORDER TODAY! 


With each dozen of No. 395 [illustrated at right) that you order, we will send 
along ONE ADDITIONAL STAND ABSOLUTELY FREE! Top size 16” x 18”. Height 
30”. Save money. First come . First served! 


*Slightly higher West of Rockies 


menvfactured ond guaranteed by 


oor: Pa OS >t CD > = aa O71 OF 


308 So. Fourth St. © St. Louis 2, Missouri 


Note: Write for our new, free, full-color brochure covering the 
entire HASCO line of Office Machine Stonds. 








SPACE-SAVER - SECRA-TYPE 


FINEST QUALITY — BEAUTIFUL 
WOOD OFFICE FURNITURE 





242-ST 
42” x 32” 





WORDEN Company offers the office equipment dealer a com- 
plete line of wood desks, tables, chairs, leather upholstered 
chairs and suites all manufactured with good quality as a 
standard. We invite you to investigate the many advantages of 
selling Worden products. A complete catalog will be furnished 
on request. 


the 


HOLLAND 


WORDEN comnany 


MICHIGAN 
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to a desk! 


speeds efficiency—ups morale 


BOSTON CHAMPION 


PORTABLE PENCIL SHARPENER 


now in decorative green, blue, sand-tone, and 
gray colors 
e sharpen pencils at desk—fast—no 
more sharpener searches 
® saves much more in time and efilici- 
ency than actual cost in brief period 


© a low-cost quality item that helps 
desk workers feel more important 


Send for free comprehensive report on sharp- 


eners, Booklet P. 
BOSTON 


C. HOWARD 
PENCIL SHARPENERS 


HUNT 


PEN CO., Camden 1, N.J. 











INTERNATIONAL 


has the machine 


you want, 
when you want it — 
as you want it! | 





326 Broadway, New York,N.Y. WOrth 2-3200. Cable: “ADDBOOKAL”’ 
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Choose from the world’s 
largest selection of 


SELECT ROUGH and WHY 
REBUILT Office Machines. nN j 
; 


You get Higher Profits: \ * s, 
because of our gigantic volume "Sg, et, oy 
buying, savings are passed on ae: 
to you. 


You buy with Confidence 
because every machine is tested by factory trained 
specialists on that particular machine to assure 
operating proficiency. 


Join thousands of satisfied customers who 
have bought with confidence and savings from 
“INTERNATIONAL” for more than 39 years. 
Save up to 60% of the cost of new equipment with 
our completely REBUILT Machines, guaranteed to 
look and perform like new. 


See Our Display at the National Business Show 
Affiliate of: Addressing Machine & Equipment Co., Inc 


Se ATEANATIONAL 


Department Store 
of Office Machines 


bravice) nC. 


We, 



















“Everything under Control’’ Window 
Sells Files and Transfer Cases 


Reminding small businessmen in the community of instances 
in which lack of adequate records had caused grief was the 
subject of a clever merchandising window used recently by 
Lute’s Stationers, Longmont, Colo. 

Lance Cormean, store head, built up a complete display of 
records-keeping equipment for the average small business, in- 
cluding everything from ledgers through complete filing 
systems, transfer cases, card files and rotary desk top files. 
There were some 20 helpful suggestions in the window, 
grouped around a sign which was lettered simply, ‘Everything 
under Control 

[The window was effective from the very first day it was 
installed, inasmuch as it focused the attention of passersby on 
past experiences when they were unable to find a bill, invoice 
or a record of a purchase during income-tax time or at other 
periods when records are doubly important. Surprisingly, Lute’s 
found many of the customers who were attracted were farmers 
and stockmen 

Under present-day conditions, with the agricultural producer 


forced to maintain voluminous records for tax and subsidy 


purposes, each requires almost as large an “office’’ as the 
business or professional man. 


National Service Manager Named by Voicewriter 


William A. Messner has been named national service man- 
ager for Edison Voicewriter dictation equipment. Charles H. 
Goddard, vice-president of the Voicewriter Division, Thomas 
A. Edison Industries announced. 

Mr. Messner had been assistant district manager in Chicago 
before the promotion. He has been with the Edison Voicewriter 
Division since 1941 except for a period of Seabee service dur- 
ing World War II in the Philippines. 





NOW! NEW FORMULA 


UMPTION 


Bright, New Package for 
ADDED 
PROFITS! 





Tak: 


a LS Z SF. 


Gumption with NEW 
SUPERCLEANSING ACTION 
wipes away all stains 
from linoleum and plastic 
desk tops. Guaranteed to 
remove Hectograph & 
Ditto Ink Stains — Carbon 
& Crayon Marks! 


Also perfect for steel, aluminum, chrome and 
leather chairs, desks, files, and other office 
furnishings. Full money-back guarantee. Priced 
for volume sales and new profits! 


Call or write today for trade discounts. 


GUMPTION 


Products Corporation 
56 Reade St., New York 7, N. Y. * BArcaly 7-8482 


Exclusive U.S, Distributor 
eases ae meen 
See Us at N.S.O.E.A., Chicago, Sept. 27-Oct. 1, Booth 337W 
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TOP BUYS IN STORAGE EQUIPMENT 


YOUR CHOICE OF 3 Complete line of metal specialties 


SSO 


aluminum 
or combina- 
tion. 


PORTABLES in steel, all CHAIRS © SHELVING © BENCH LEGS © DRAWER CABINETS 
or) nes " 


in sizes to 
accommodate 
over 30 stock 


FORMS. 


Each a fast 
seller and 
steady Profit 
Builder. 


k Complete line | 
‘ of Standard | 
Forms and 


- Carbon 


WRITE FOR PROFIT-MAKING INFORMATION 
Dept. OAI0 


E. First at K 
YY MERICAN se 


Mass. 











years of foir dealing. 





Over 25 

Dealers write for our latest catalog & prices 

341 West 38th Street 
New York, N. Y. 
BRyant 9-8771 








INTERCHANGEABLE | 
PLASTIC NAMEPLATES 


Beautiful, dignified, permanent, personalized, all Acme plastic name plates 
are interchangeable . . . can be changed instantly with new name inserts .. . 
make changes to suit your requirements. Illustrated are the popular models. 
All orders printed gold on black, uniess otherwise specified 


No. 600, desk type, gray; 2 
No. 601, brown, size 144” 
by 6%". 


No. 602, transpar- 
ent door style name § 50 
pepe. size 2” 
» Name on biack 
Sates 





















type name plate 
i desk, Rag 


by 
black pave! 
ground 


4, desk 
hy < $ 00 
can be read from 
oe sides, a 


by 10 
Sasteund’ 


No. 605, wall 
style name, § 00 
can be read 
from beth 

sides, size 

2” by 10” 

black baek- 

ground 


No. 603, trans- 
parent easel $300 


=~ Yeo 024 a.= 


New name inserts can be 
ordered as required at rea- 
sonable prices. Prompt delivery . . . order your requirements 
today. 


ACME JOBBING CO. 








Bh y Ui 


- 406-408 North Van Buren St. ° Green Bay, Wis. HARTFORD CONN 
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All New... 


Easy to Mount... 
’ J 
King 


WALL URN 


with 
"Presto-Top" 


Here is the only Wall 
Urn with a non-re- 
movable hinged top making it drop- 
proof ...mar-proof. No complicated 











the NSOEA show, 


locking devices to destroy the 
beauty of its contours. “Presto-Top” 
conveniently drops burning stubs 
through stainless steel trap-door ash 
tray where they smother. *601-SC 
In Satin Chrome, *601-BB 


See Our New 
WALL URN at 


booth #336W 














Brushed Brass. 


Write for Illustrated Catalog and Prices 
of Complete Line 


‘no Reet Propucts, INC. Dept. 10 


111 Pioneer St., Brooklyn 31, N. Y. 


CARDINELL 


Manufacturers of 


T-SQUARES 

TRIANGLES 

PLOTRACTORS——PROTRACTORS 

CURVES——IRREGULAR—TRANSPARENT 

OPALINE DRY CLEAN PADS AND 
POWDER 

ENGINEERING—-ARCHITECT SCALES— 
as 

TRIANGULAR—-FLAT—4 BEVEL— 
OPPOSITE—BEVEL— 

STRAIGHT EDGES 

LETTERING DEVICES 

ERASING SHIELDS 

ERASING MACHINES 

TRUEDGES 

DESIGN-AIDOR 

DRAWING BOARD KITS 

DRAFTING TAPE 

PENCIL POINTERS 

PENCIL LENGTHENER 

PARALLEL COUNTER BALANCE 








See our Exhibit 
NSOEA — Booth 99 
Complete Line on 
Display 


We manufacture a comprehensive line of 
tracing papers — 100% rag content (also 
Bond 25% rag content). 

Transparentized and in natural Bond — Avail- 
able in rolls, cut sheets, pads 

Grid-Cross Section — Various Scales — 
Reproducible — Non-Reproducible 


Write for Catalog 


CARDINELL CORPORATION 
Montclair, New Jersey 
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Friden Names R. E. Busher to Board, 
Declares 25 Cents Divided 


Election of Vice-president Robert E. Busher to the board of 
directors of Friden, Inc. and declaration of a dividend of 25 
cents per share on common stock took place when the board 
onvened recently. 

Mr. Busher came to San Leandro from Cleveland 


ot directors « 


following 


his appointment May 20 as vice-president in charge of sales. 
Previously, he had managed the company’s Cleveland agency 
since 1934. His appointment to the board fills a vacancy oc- 


casioned by the cent death of John B. Lewis of San Francisco. 


Ihe board declared a dividend of 25 cents per shat 
mon stock payable September 10 to stockholders of record at 


the close of business August 29. 


on com- 


New Book Tells of Evaluation Interview 


How to evaluate applicants for higher-level jobs—with more 
certainty and less “hunch’—is fully explained in a new book 
written by Richard A. Fear, vice-president of The Psychological 
Corp., New York City. 

“The Evaluation Interview: Predicting Job Performance in 
Business and Industry” is the title of the volume (McGraw- 
Hill, $6.00) 

The book shows how to become a xg 
mation from the applicant, and how to evalu- 


vod interviewer, how to 
get essential infos 
ate correctly information in terms of the job for which 
the individual is being considered. 

In addition “The Evaluation Interview 
interview in employee selection. It describes 


discusses the place 
of the patterned 
needed basics of human behavior to help the interviewer know 
what to look for in applicants and includes useful information 
on other selection techniques such as aptitude tests. 

A particularly helpful feature is the Interview Guide—giving 
the reader a ‘‘track to run on” while interviewing an applicant. 





Red-Rope Acquires Speedway Line 


Joe Wexelbaum, president of Red-Rope Stationery Indus- 
tries, Inc., announces the purchase of the Speedway “Long 
Life” pressboard line from Swingline, In 

This is one of the most complete lines of pressboard binders 
and folders being offered to the trade and features the exclusive 
Speedway and Koverlox fasteners. 

A new catalog covering this complete line is now on the 
press and will shortly be mailed to the trad: 

All Red-Rope Stationery Industries’ representatives will sell 
this line. 

Mr. Wexelbaum assures the trade that his company “will 
maintain the same high standard of quality that users of this 


line have always enjoyed 
J 


Underwood Closes Bridgeport Plant 


Underwood Corp. has announced changes in its manufactur- 
ing plans, which include the closirfg of its Bridgeport, Conn. 
plant 

[The company stated that the changes being made are in 
keeping with its over-all modernization program. 

Approximately 500 employes are affected in the Bridgeport 
closing. 

The company has other factories in Hartford and New Hart- 


ford, Conn., as well as in Burlington, N. J. and in foreign 


countries. Last month Underwood announced the acquisition 


of Canoga Corp., Van Nuys, Calif., which gave the company 
new facilities in southern California and in Florida 
Sizemore to Represent Schwab Safe Co. 

T. M. Sizemore has recently joined the staff of the Schwab 
Sate Co. as a factory representative for the entire state of Ken- 


tucky. Mr. Sizemore, whose office is located at 366 Francis 
Building, Louisville 2, Ky., was formerly with the Diebold Safe 


Co 
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Wtite 


cooperates! 


DEALERS — With the backing of WRITE’S intensive service, it's 

easy to increase your profits on carbon paper and typewriter 

ribbons. Get details! 

WRITE IN 420 Lexington Avenue, New York 17, N. Y. 
' Factory: Bridgeport, Conn. 











ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch 
SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 

A” and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes. 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Made in 1 to 13 

heights, and 4 widths 








Send for Circulars 42-OA (Wood) & 56-OA (Steel) and Dealer Discount. 


Manufactured by 


Il. D. COTTERMAN 


123 W. Spring 
Naperville, Illinois 





THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 





Ames Supply Company 


ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 


1232 Crampten St. 545 Mission St. 
AGENTS IN ALL PRINCIPAL CITIES 




















for type that sparkles 
like MEW 


Push the FASTEST type 
cleaner for faster turn- 
over! Non-spattering 
and non-inflammable. 
Once tried, repeats 
steadily. Get the 
smart orange-and-blue 
display working for 
















{ 
| 



















= YOU. Dealer aids free. 
S= Order direct ...or 
a, from your own jobber. 
= (= NS bee 

E NO CARBON-TETRACHLORIDE 
B CLAROTYPE CO., In: 





‘ 


26! Broadway New 





Foci Chorleston, § 
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For every pasting and mounting use. Clean, 
speedy-excess rubs off. Will not curl, shrink 
or wrinkle paper. Tube to 5-gallon sizes at 
art, stationery and photo stores everywhere, 


WRITE FOR CIRCULAR 


UNION RUBBER & ASBESTOS CO. 
TRENTON, WN. J. 





Sell BEACH'S 


the LEADER in sales 


BEACH Expense Books come 
to you in this convenient 

Counter Display Carton 
— and sell on sight! 


Beach: 
a 
(gMMONIENs, 





Expens¢ 
ibYeve).< 


Samples, Prices: 


BEACH PUBLISHING CO. 
19829 W. McNichols, Detroit 19, Mich. 





3 5 ee ee 


NEW “smart “> ata = alec”. Continuous desk level 


NOTE PAD writing surface 


@ Patented construction 
guarantees perfect 
rolling and re-rolling 


@ Complete with attached 
pencil and extra loose 
note paper 

@ Best for telephone 
notes, etc. 


IN MEMO PADS 










595 RETAIL 


write for dealer discounts 


WECKESSER COMPANY 


5703 Northwest Highway e Chicago 46, Ill. 











More and More Leading Draft 
Accountants and Artists 


are INSISTING o 
LEAD POINTER 


smen, 


eT Dotut 






For Perfect Lead Points — 
Blunt to Hairline. Two Models. 


Standard Model gives you points up 
to %” long without breaking. Just 
insert lead and rotate lid. 


Write for Literature and Dealer Prices. 


Variable Taper Model 
lets you dial the taper 
you want, 


SHORT 
LONG 


OR IN 
BETWEEN 







ss 














——- 


— 










ELWARD MANUFACTURING Co. 


Boker Street e ToluleMmaliauliels. 


—— 
a 
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FJ ‘ f ne Decorah, lowa, Firm Gets New Ownership 
I, ( ) ° / ° Lee Stack has sold the Stack Office Supply Co. of 418 W. 
e ua ily ne Water St., Decorah, Iowa, to Mr. & Mrs. Delmar Cobie of 
FEATURING Hudson, Tow a. The firm will now operate under the name of 
High Grade Pencils Cobie Office Supply Co . Ee 
made by Mr. Stack, who opened this office supply company in 1952, 
will remain with the firm. He is in charge of sales and service 
EBERHARD FABER ROUND of office machines | 
end HEXAGON 
PENCILS PRINTED IN Clary Appoints Four Dealers 
ONE or TWO COLOR INKS tical 
also Appointment of four new franchise dealers to handle the 
Se Seer cee — complete line of Clary cash registers and | )-key and full key- 
: , : board adding machines has been announced by Clary Corp. 
Write for Price List, Samples and The new Clary dealers are Perry Office Machine Company, 
Stationers Discounts igi ; cand 
Coffeyville, Kans Cole’s Office Equipment Co., Corpus 
BALLARD PENCIL COMPANY | Christi, Tex.; Clary Business Machines, Rockford, IIl.; and 
Over 45 years Specialists in Pencil Printing | Valley Business Machines, Sedro-Woolley, Wash 


P. O. Drawer B Glenwood, New Jersey Sh eee sais 


IMMEDIATE SHIPMENT | (RUBBER STAMPS 


FROM STOCK | | to the trade 
ES 1” Lon 2” Lon 
went ao | " 75 , = 























Fast Service—Special Order Work Stamps and Daters 


SHOW ROMCO AND SELL EASIER No Order too Smali—No Order too Large 
Write for Dealer Price List 
ROMCO: SUITmenT CO. GARDNER RUBBER STAMP COMPANY 


2 1.35 1.55 
DESIGNED | | ; so o 
5 3.15 3.65 
FOR BEAUTY | 50°% DEALER DISCOUNT | | 
ii PRICED TO SELL! FOB Wilkes-Barre, Pa. en PPP tin 
in u er 
| 























358 MARKET ST., KENNILWORTH, N. J. CHestnut 5-3375 166 South Washington Street, Wilkes-Barre, Pennsylvania 
N.Y. OFF. 154 NASSAU ST., N.Y. 38, N. Y. BEekman 3-3922 ° 











FIRE 


CLASSIFICATION America’s 
Lowest-Priced Protection! 


“Huw SENTRY ° SAFES 


Sell for 35% to 50% LESS than 
comparable labeled or unlabeled safes 


All new single compartment SENTRY 
floor safes carry the U.L. Class C label 
indicating 1-hour 1700°F. fire test, 
2000°F. explosion hazard test, and 30 
ft. drop test... feature Vermiculite insu- 
lation, all-welded construction, built-in 
3-number combination lock, bank vault 
type lock bar. Full profit. Write for details. 


Suggested $7995 JOHN D. BRUSH & CO., Inc. 
Std. Disc.-Adv. Allow. 545 West Ave., Rochester 11, N.Y. 


You can earn good 
commissions selling 
our complete line 
of passbooks, pocket 
PASS Wg THOSE check covers, coin 
savers, and other 


EXTRA forms to financial 


institutions. 


C 0 M M I S S I 0 N S Write for Information 








ASSBOOK Co. 


TARIO BUILDING = CLEVELAND 13, OHIO 




















in LEATHER 


Wp in FABRIC 


for the Executive Suite 


Hand Fashioned by Craftsmen of Experience 
moderately priced 


Brochure available on request 


niemann inc. 


A FINE NAME IN FURNITURE FOR OVER ONE HUNDRED YEARS FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11 





MARKILO 





Chair £9403 
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EXTRA PROFITS customers 


FROM CHAIR SALES TO SCHOOLS © CHURCHES © CLUBS etc. 


WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOURSPART 


FOLDING TABLES 
CHAIRS — 138 STYLES 


@ STEEL OR WOOD 


/ @ FOLDING 
i @ NON-FOLDING 
@ TABLET ARMCHAIRS 
@ AUDITORIUM UNITS 


@ FOLDING TABLES (All Sizes) 
@ SCHOOL DESKS 
SPECIFY REQUIREMENTS (Quantity, Stee! or wood) 


Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 


MU NiTED as AMERICAN 
& TAPLE’S ALL-PURPOSE 


STAPLES 


High Profit Makers * Precision Made 

Finest Quality Rust-Resistant Steel Wire 
STANDARD & SPECIAL STAPLES 

FOR OFFICE & INDUSTRIAL MACHINES 


Desk machines, tackers, hammers, pliers, etc. 


UNCONDITIONALLY GUARANTEED 


Dealer's Price List on Request 


UNITED STAPLE CO., Inc. 


49-01 5th Street, Long Island City 1, New York 






















































* 





dbtiitttiidd ddd ees 


|g! CASH-A-FLASH 


AUTO-METER COIN COUNTER 


Greatest improvement in 
money handling since the 
cash register. 


® Keeps perpetual in- 
ventory of coins 
Accurate 

Fast 

Inexpensive 
Durable 

Safe 


Retail Price 1250 each 


Write today for complete information. 
518 W. 3rd. 


| HASTINGS TYPEWRITER CO. ,°'°,: 34, 


Loose-leaf envelopes, 
punched; card-holders, 
any size; menu covers; 
factory record pro- 
tectors; tag holders; 
bill-fold envelopes: 


: stamp containers, etc 
ad 


CELLULOSE ACETATE PRODUCTS 


902p SOUTH WABASH AVE. CHICAGO 5, ILLINOIS 


Made. of acetate 
(flame resistant) 
transparent cellulose 
We build to fit your 


particular need 





Write us details. 
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Where appearance matters... 


Nfephed CASTERS 


vy silent, permanently lubricated, 
lintproof 
vy swivel! instantly to prevent scuffing and wear — 
roll easily even over deep carpets 
vy metal tread for carpets, linoleum, rubber tile; rubber tread for 
asphalt tile, terrazzo, or hardwood—complete variety of fastenings 


vy attractive finishes of antique copper, satin chrome, or bright brass 


Write, today, for your dealer catalog and consumer literature 


SHEPHERD CASTERS, INC. P.O. Box 672 Benton Harbor, Mich. 


(In Canada: Shepherd Casters Canada Ltd., Toronto, Ontario) 








FAN COVER 


Get set for big 
demand this fall! 


Keep Klean Fan Covers — rubber coated 
or Vinyl plastic. A size and model for every 
fan! Waterproof, dustproof, oilproof. Also 
see tor \oW a full line of typewriter and business 
oe discounts: machine covers, sponge rubber pads, tool 
abe kits. 


KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, N.Y. 

















Write for Dealer 
Literature & Prices 


HARDBOARD FABRICATORS, inc. 


59 BRANCH ST . OF Louris 7 











ORIGINAL “DUX"’ Pencil Sharpeners 
BEST-SELLERS, For OFFICE, For HOME and SCHOOL 


it's the blade that 
makes the difference, 


oversize Is, soft 
or herd leeds, cray- 
ons, chalk. 24 Highly 
Specialized Models. 
NSOEA Convention 


M-24 Grand Ball Room 
Conrad Hilton, Chicago 


FRED BAUMGARTEN 


Exclusive Distributor 
1000 Virginia Ave. N.E. 
Atienta 6, Georgia 
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Handsome 


SPEED-O-STAND 
Ample working space 

and handy storage space. 
Blends with modern office 
equipment and furniture. 








PRESENTING THE 


ee ee) ee 


Crcculwe 


AUTOMATIC 


— 
a 
= 
Pate. 


ee 


es / 


ELECTRICALLY OPENS UP TO 
600 LETTERS PER MINUTE 


Opens envelopes of any size or thickness 
e Adjustable trim cut ¢ Will not damage 
contents ¢ Completely safe — automatic shut- 
off e Letters and trim strips neatly stacked 
in separate removable trays ¢ Compact; 
simple to use. 


New efficiency for every office... 


at 70 Yew Low Price! 


—— al =e =e DS Dd ee BS a 


7 a oo = 


Speed-O-Priut Corporation 


1801 WEST LARCHMONT AVE., CHICAGO 13, 


(Let. 
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How to plan a 
working oflice 


[he best office layouts often run astray! Traffic you hadn't 
figured on “runs over” desks and causes congestion. 

So when planning your office, start with “Y & E” Steel 
Partitions. Design a good traffic pattern to direct travel through 
partitioned aisles . . . shape functional work areas. 

Chen equip it through-and-through with space-saving, hand- 
some, and functional “Y &E” furniture and equipment. It’s 
all co-ordinated to attain a common end: to get work done. 

And it’s attractive, too—colors and styles go together—and 
you have a wide number of colors to choose from. Maintain 
one throughout, or make subtle contrasts. 

Look how “Y & E” furnishings give this office its efficient 
and handsome work space: 

















1. Executive Suite—including the stylish Credenza 
It has design that paints a picture of prestige. Ex 
clusive styling that labels it yours. Convenient, every 
thing-at-your fingertips arrangement 
2. Mod-U-Ell Desks—The equivalent of a desk and 
a table for each employee no more space than 
present desk and choir now take. Custom-designed 
to fit the job 
3. “Y&E" Yo Tilé Filing Cabinets—up to 30 
of valuable floor space saved with these unique 
cabinets. Enjoy convenient side-system filing in rock 
3 compartment 
4. “Y&E"’ Steel Partitions—come in 3 heights, 11 
lengths, with panels of clear or textured glass, acous- 
pegboard, corkboaord, and 
chalkboard. Al! colors are ordinated with ‘Y&E 
furniture and equ 
Find out today how the complete Y&eE line 


makes offices more workable * Patented 


tical steel nsuiated stee 


Vawman & ERBE MEG. CO., INC. 1015 Jay STREET « ROCHESTER 3, N.Y. 





These 4 dramatic innovations 


A 


Again, Heyer is first with the newest and best 
efficiency-engineered features! Over 55 years of 
know-how is built into the new Mark ITI Conquerors. 
And the superiority born of that experience is proved 
by the quality of reproduction, the simplicity of 
operation—and in the economies that result. 

Show your prospects how an investment in Heyer- 
quality duplicating pays big dividends, starting with 
the low initial cost of Mark IIT Conquerors right on 


js < 
a 





.combine with many other popular Heyer 
features to make Mark II. Conquerors easier 
to use, more foolproof than ever: 


NEW SALES-EXCITING FEATURES 


1O0 increase in price 


through the daily savings they realize from the more 
efficient operation. Gone forever are the delicate, 
tricky adjustments commonly associated with or- 
dinary spirit duplicators. Simple, fingertip controls 
make quick and easy work of producing 300 to 400 
clean, crisp copies of anything typed, written, drawn 
or traced on a master sheet. All Mark ITI Conquerors 
make 110 copies a minute .. . 1 to 5 colors at once 
. at a fraction of a cent per copy! 





a 


e Great Models 


MODEL 70-Hand Operated 


with all features ex 


— SY, > A 1 NEW FEED TABLE-advanced design elim- $231450 
> Wi @ Y > inates side rubbers and tricky adjustments. 
Wr 2 MODEL 76A-Electric, Aut 
y \) ? IMPROVED COUNTER .. . direct drive — deme Stop (d 
qn ap on oe os ee * greater accuracy, top visibility, easy to re-set. as s> s 
- = [Seo 5© 
Y \ . ADJUSTABLE FEED WHEELS -grip paper MODEL 76B-Aut 
7 < \\ * at outer edges, give positive performance. Electric with 11” a 
“a 1 | sder ef selector 
it \\ i ; 
>» VY r ~ t - — _ r S =5 
oy (| A FEED TENSION CONTROL-assures non- 324°" 
> a \| | “te skip feeding—thin papers to post card weights. “Plus Tax 


KOSTNER AVENUE e CHICAS 23, LLIN 





——s 


See the Mark IIT Conquerors at the NSOEA Exhibit—Conrad Hilton Hotel—Booths M-10 and M-11 


i$ 


